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ABSTRACT “ A .
Designed as a 6- to 9-week unit of instruction at the

middle or junior high school level, this course offering represents a
‘segment of a comprehensive course in orientatior to vocational
“occupations. (When this compreheénsive course is complnte“, a student

may enroll in one or more of the three elective courses in
digtributive education providing an opportunity to explore in qreater

«depth career opportunities in retailing, mafketlng service T

industries, and wholesaling--each of which has iis own similar .
curricuium'guide) . The offering covered by *his curriculum gquide is
intended to make the student aware of the broad field of marketing
activitirs and the careers available to him within the various
businesses, industries, and agencies. The® gquide is divided into two
sections: The Teacher's Guide and Student Materials. The *en units in
the Teacher's Guide ar=s (1) Making It In Marketing, (2) Marketing
Pesearch aad Informatior, (3) Starndardization and Grading, (4) Buying
Materials, Machinery, Manpower, (5) Personal Selling and Promotion,
(6) Storacs of Merchaandise, (7) Transportation of Products and
P<eople, 4~ Financing Marketing Activities, (9) Risks Involved in

‘Marketiry. :ad (10) Managemert Decisionms and Policies. Each unit.

includes competency statements, performance.objectives, concepts
developed, suggested 2quipment, recommended materials, consumable
supplies, special resources, pre- and post-test evaluation
instruments--with keys, group and individual learning activities, and
special media. The Student Materials section is composed of (1)
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' tegcher’s guide section, Resources are inciuded that m17y be appropriate, bat

have not been reviewgd 1o ascertain Wiewr relativity to this offering. It shoutd
be noted thet there are many other materials which have been specifically
omitted hecause they are not appropriate for this learning level or they are
not ctceplabic for the marketing information con'ten't.

N 3
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ecntds, and transparencies. Films are identified of in color or black and
whooe Bibestepg are classitied sccouding to sound and color. I a fitmstrip is
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teen recommuended under Specidd Hesources ot the beqinning of each umit,
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rawoeds 0f Bies her studoents,

X1

El{l‘c ——-————-———J

Aruitoxt provided by Eic:




- . - / - .
. - . . . .
. . . - . . A

. - .
P

- .
It is hoped that thig curriculim guide will provide directicn @nd assistance to
he-teacher, In‘addition, the teacher is encouraged to-cover at least part ofeach unit, T
- so’that each student will develop an awareness of all phases of marketing. <
Performance objectives and sets of learning dctivities for each objective, as we!l as a
- pretest and posttest item for each objective have begn incorporated into each unit

to assist-in ¢his task, oL , s '

v
. P

ie 'wmm mhy decide to-cover. only a portion of a unit. In this case, he wouid
' wor’k‘w\m% ‘he student on the.information and materials corréspondmg to the fist
objective of that umt since this 'is the beginning or, knowledge tevel. The first
objective, 4ts-learning activities, and its test item Thust.be covered Before a student
..progresses to the'second_ ohijertive and its.ma'terials; Lik"élwise, objectives one and -« ,
" two tiwst be satisfied before a student lit_'te?npts the_learning activities and evaluation

items corresponding to objective three. : Cor

»

~ " One ormore uf the learning activities for an objective may be used. The group
.. activities are specifically dezigned for a number of students. The individual activities,
however, may be used with an entire class of students working independently or
with one individual student on his own. Thus, a teachgr might select one group and
one individual &;ctivity to use with # class of students. )

-~
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-~ MAKING IT IN iMARKETING B

Competency

Awareness of the eght major marketing activities, the interrelated function of manasement,
‘the types of rrwku‘n.. businesses, and the role that pach plays in the flow ot goods and

servaces‘?\om the producer to the consumer.

-Objecti\}es v

1.

Without assistance, the studenc wnll idehtify thz major components in the channels of
distributisin and arrange them in’ the correct order to show the most frequently used

- channel with 80% 4ccuracy. {knowledge! .

Given fifteen descriptions of “marketing terms including the eight. mujor marketing
activities, the student will supply the dpproprndte term for eusch de scru)non with 80%
accuracy. (knowle-dqe)

-

Given ten examples of marketing businesces, the student will identify each as a
wholesaler, retaifer, marketing service institution or predocer with 80% accuracy.
{compgehension) :

3

v

. Given ten marketing situations, the student will decide which marketing tunction is

involved in each case with 80% accuracv. {comprehension)

L . {

Concepts

1.

-~

All goods musi first be produced., A producer may be ainanufacturer, converter, or an
extractor {mining or agriculture}.

A consumer s one who purchases goods or services for use, not for resale, Consumers
obtain products from the producer in many ways since it is not always practicai to
purchase them d.rectly. The retailer sélls goods directiy to the iidividual consumer, The
reteiler may buy coods directly from the munufacturer or producer, irom a wholesaler,
or from a specidl sgent.

A wholesaler acts as a mnddlema'\ m distributir@ goods between the producer and the
retailer,
An agent or assermbler often represents several produc'ers in c}e:xl‘ing with wholesalers
ardretailers. '
The various ways in which products are distributed from thg producer o the consumer
are khown as the channels gf distribution. The most frequently used channel is
Producer-Wholesgler- Retatler. Consumer.

. . -
Marketing Service Industries buy from and sell to manufacturers, ‘wholesalers, and
rqm'nlers, as well as to consumers. These businesses sell Services that are needed or
desired by consumers and businesses.



- S 3

° L] LI
° 7. Marketing includes all the activities involved«in acquiring and distributing goods and
services for processing, business use, or personal consumption. [t is concerned with
- obtaunmg materials, men, and machlnery It |nvolves product research and planning, but
" not the actual productuon
‘_8. Distrlb'ution includes a|l the marketing activities which occur in the merchandising and
[ . .. L 2N .
N . " supplying of goods and services. . .
- . . , . - -\\ -
9. Eight major activities are involved in the marketi_ng of all goods and services:
Y g PN : )
marketing research—involves “the r_’.a\rhering of information so that’ marketing
managers can n_take sound decisions ard soive.markéting problems.
. standardfzauon and - grad)ng—-unvolves set*nng walues or himits for the goods and
services, as well as the inspection and labeling io check contormity.
buying—supplies a business with the necessary materials needed for its use or resale
) to another business or consurmers. e \
selling—~the process of assisting ar porseading a customer to make a wise buying:
S decision through personal contact or sales promotion materials. '
. ‘transportaticn—provides the service of physacany moving property and peop!e from
- Ve ~one locanon 1o ancther. .
- =, storage—provides the tlrne and space necessary to house merchandise until it is
- needed for industrial purposes or distribution to consumers. - .

risks—are possibitities - of fnnancaal loss to peor-e or property by unforeseen or
uncontroilabie factors.

fimance—deals with funds necessary for business operations and customer purchases.

. Nanagement serves as a coordinator for ail marketing activities.
10. -Many career ogportunities are available in marketing with very high employment
\ demands in retsiiing, wholeszling, the hotel motei industry. and in restaurant/food
service establishments, '

~

Equipment
. Overhead Projector - -
2 16 mm Projector -

.. 3. Filmstrip Projector

O
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Materials

1. Booklets: A Marketing Story  Channels of Distribution Career Log
2. Magazines: Career World
. 3. Book: Your Job In Distribution
4. Career Briefs, Booklets, Cards (See Appendix)
5. Filmstrips: *'The Role of our Labor Force,” *’A Job that Goes Someplace”
) *Job Qpportunities Now, Set I””  “Discovery’’
= B. Slide Series: ““The World of Marketing and Distribution”
7. Film: "Marketing as a Career’’

8. Comic books: ‘‘Popeye and Careers’’ Series, King F'eatures

Supplies

- 1. Posterboard, Construction Paper
2. Ruler, Scissors, Glue, Felt Markers
3. Telephone Directb'ﬁes, Loca!l Newspapers, Magazines

Special Resources T
1. Student Handouts: =1 — 9 )
2. Commércial Games: Jynior Executive, Park and Shop, Dealer’s Choice

14
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7 Any appropriate drawing s acceptabie,

THE MARKETING SCENE - KEY

1. Answvers must be in the following order:

1. Producer 2. Wholesaler - 2 Retailer
4. Marketing Service industries 5. Consumer

A score of 4 or 80% accuracy on this test item wiil satisfy objective =1.

2. The following marketing terms should be given:

1. Wrolesaler 6. Buying P 11. Selling

2. Producer 7. Marketing ¢ s, © 12. Service

3. Retailer . 8. Risk 13. Management’
4. Consumer Q. Storage 14. Transportation
o. Research 10. Finance 15." Standardization

if the student achieves & score of 12 correct answers or 80% accuracy, he will have
demonstrated adequate proficiency on objective =2.

3. Thre businesses shouid be identitied as follows:

1. Producer 6. Marketing Service
2. Retailer 7. Wholesaler

3. Marketing Service 8. Retailer

4. Producer ° 9. Producer

5. Retetler 10. Marketing Service

1Ny

{
satistac

m

€) correct answers or 8Q%: accuracy on this evaluztion item by the student will show
tory underswanding of objeciive =3.

4. The marketing situations invalved the following marketing activities:

1. Marketing Research 6. Storage

2. Standarcdiation 7. Risk

3. Buying 8. Finance

4. Seiling 9. Selling

5. Transportation i0. Management

{f the student answers Ssituations corractly Tor 80%: accuracy on this measurement item, he
wiil have exhibited acceptabie performance for oMective =4,

/N



THE MARKETING SURVEY — KEY

1. Answers muxt be in the following order:

1.

Producer
4. Marketing Service Industries

2. Wholesaler
5. Consumer

3. Rezailer--

+

tf the student accurately identifies 4 of the 5 components in the above question, he will
- - --frave displayed sufficient knowledge for objective =1.

)

2. The following markeing terms should be given:

1. Wholesaler 6. Buying .
" 2. Producer 7. Marketing
2. Retailer ' 8. Risk

4. Consumer 9. Storage

5. Research 10. Finance

A score of twe!ve correct answers for 8C% accuracy on this test item by
show satisfactory accomplishment for objective =2.

3. The businesses should be identified as follows:

1.

W N

i

-

Producer
Retaller
Aarketing Service
Producer
Retaiier

pory

S0P~

1.
12.
13.
14.
15.

Selting

Service
Management
Transportation
Standardization

the student will

Marketing Service
\Whoteszler
Retailer

Producer
Marketing Setvice

Vhen the student attains 8 correct answers or 80°: proficienry, he will have indicated the
necessary understanding for objective =3.

4. The marketing situations involved the following mmarketing activities:

Or b Wi -

Narketing Research
Standardization
Buying

Selting
Transporiation

CODNO

Storage

Risk
Finance
Selling
Management

-

After successfully completing 8 of the 10 situations ebove for 80%: accuracy, the student
will have demonstrated acceptable performance for objective =4.

O
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LEARNING ACTIVITIES )

UNIT TITLE Making It In Marketing UNIT =7 OBJECTIVE = 7

Group

1. Review with the studer:: the major components in the channels of distribution:
PRODUCER - WHOLESALER — RETAILER — MARKETING  SERVICE INDUS-
TRIES — CONSUMER. Divide the class into five groups and give each of them one of the
five components. Ask each goup to prepare fiiteen questions about their component at
“three tevels  of difficulty, so--that they have five easier questions, five of moderate

ditficulty, and five of greater difficulty, Review all of the questions from tie five groups, =~

editing and arranging all of them in three categories. Study the rules of the Student
Handout =1: “CHANNEL CHALLENGE’ and review them with the students. Piay the
game- activity as directed and reemphasize the most frequently used channel of
distribution and its components at the end of the game.

2. Write the following words on the chalkboard or overhead proiector: Producer,
Wholesaicr, Retaiier, Marketing Service Indusiry. Above each of the words, place a (+) to
the left and a i-) to the right as shown below.

+ - + - - - :,.. . -

Producer Wkuiesaler Retailer Marketing Service !ndustry

Select two students to come up to the front of the room. Have one student stand to the
left of the board or projector to represent the {+) and the other student stand to the
right to represent the {-). Ask the class how many of them would like to work for a
producer and write that number above the plus sign over the word producer. Ask the
class how many of them, would not like to work fer a roducer, and place that total
above the minus sign cver the word producer. Ask the cliass how many of them did not
vote and if they know why they did not vote. Ask some students who voted yes {+) why
they voted that way. Ask some of the students who indicated no (-) why they would not
want to work for a producer. Discuss what is meant by a producer including reference to
" the agricultural businesses, mining operations, and manuf scturers.

Follow the same procedure for each of the other three types of institutions: who?esaleri
retailers, and marketing services. Select different students to represent the (+) and ()
poles and use the foliowing terms on the board, overhead, or signs helz by the students:

PRODUCER WHOLESALER RETAILER " MARKETING SERVICES
Perfect (+) Winner {+} Right On {+) Super {+)
Pooh (-) Waste ({-) Ripoft {-) Stinker {-)

Emphasize the role and importance of each of the comzonents in the channeis of
distribution and review the order of z.‘}e fiow of ooods in zhe most fraguently used
gdistribution channel,

.
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Group

3. Have students bring in enough copies of oldﬂmagazines that can be cut up, so that you

have at ) »ast one magazine for each student. Creck with your school librarian to obtain
copies of outdated magazines which will be thrown away. Give each student a sheet of
construction paper, scissors, glue, a ruler, a3 magic £narker or crayon, and tape.

Ask each student to seiect one of the majo- components in the most frequently used
channel of distribution. not including the consumer, namely: producer, wholesaler,
retader, marketing service industries. £xplain that each of them will creaie a marxeting
coilege about ol types of businesses within their category of businesses, a certain area
within that gategory, or-a specific kind of business within the chosen category. For
example, a studert couid create a collage on a!l types of producers (agrnCUItural mining,

and manufacturing); on all areas of manufactur ing (steel, garments, furniture, etc.) or

anothrr type of producer; or on a specific type of business, such as automobile
mznufacturers, citrus growers, or coat maning. Ask the student o give his collage an
appropr‘ate title 10 indicate the approach ke has taken.

Get a roli of paper and cut two strips of paper the iength of one side of your classroom.
Space the components of .the channels of ¢istribution as iilustrated below in the ritost
frequently used channei. Have the students glue, staple, or tape their collage creations
under the appropriate heading. Cut another smaller strip of paper and write the term

. consemer on it to complete the channel of distribution on the wall. If wall space is

facking, streamers Fung from the ceiling could be used. Headings for each of the
components could be attached close to the ceilinb, and students’ projects could be
affixed beneath tham. The streamers, of course, should be_plz;ced to show the order from
the producer to cornsumer for the flow of coods.

{PEODUCER |—w| WHOLESALER — = RETAILER
S ‘
' 3 P CONSUMER
'
ARKETING SERVICE INDUSTRIES|—
Lﬁ_ . — -
{ndividual

1.

Qistribute Bandoutr =2 D!:‘mbutyc“ Jigsaw Puzzie—""How to Get it there!” Explain to
e student that the picture in the jigsaw puzzle shows how we.get products or goods
irom the producer. Selaie 1o the student that the channel of distribution shown in the
auzzie 1s one that is most frequently used tc get products from the producer to the
consumer. Teil the student that it is difficult to show the place of marketing service
businesses in the channeis ¢i distribution since they provide services to businesses ana
consumears throughout the distribution process. Give the student ten to fifteen minutes
1¢ put the puzzle together. When the student has finished, discuss the imsortanee of each
comporent in the most commonly used chznnel of distribution. Ask the student for
examples of producers, retatlers, wholesalers, and marketing service industries.

- k3
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individual

2. me the three primary channels of distribution (as they are illustrated below) on the
ulkboard or overhead projector or refer to them on & bulietin board if you have one
‘~own in the classroom. Give _the studem a list of several types of products, such as
costmetics, c!othmg and hardware. Ask the student to decide which preducts are
genewlly'd:str«buxed by one of the three channels. If you use these three products’ me
student should be toid that one product would be matched to one channel. Mo wWor
products woutd be matched to the same channel. The student ‘should then match the
following channels with the following products: channel =1-ccsmetics; chennel
=2-ciothing; and channel =3--hardware. ’

Discuss with the student why differert channels are used and the importance ot each of
the components, including the role which marketing service industries play in the flow of
" 'goods from theproducer 16 the consumer, Ask the student to think of at least two other
oroducts which could be dist~ibuted by each of the three primary channels, Have him
exptain why he selects certain channels for the chosen productss Ask the studenj which
dist nbu!uOn channe! be thinks 1s most frequently used and expluin »\hy he believes it to'
be the most often used channel.

PRDDUCER‘\
PRODUCER—RETAILER ——————~= CONSUNER

Q) ’

Q‘f //’/' ,v/
'“"‘DJ'“E‘:‘->\ “OLESALE ——.RE:AILER‘

i d

- V R 7 ] .

VARKETING—=SERVICE \DLJSTR!ES

=3 Maze” to the student and let him see if he
dy wsed chanrel of distribution for the flow of
araducts, When ma nas finished, ssw the student 1o evnlein, orsllv or mwrivng, what he
b ks oach of e fo'lovang termE maan:

Produciion Distribution Consumpuan
= Producer Dhgmrmihutor ) Consumer’
“rnaizctarer Goods

N
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3. Book: Your Job in Distribution, péges 4-15-
4 Comic Books: “Popeye and Manufacturing Careers’”*

“Popeye and Agri-Business-Natural Resources Careers”*

“Popeye and Construction Careers™*

“Popeye and Marketing and Distribution Careers’ *

*These Pg,pa\c Career Comic Boows are sucaeste
are many kinds ot progucers and thet markst
as with distr-busors, such a : alel
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"LEARNING ACT!VITIES

UNIT THITLE Alsking Ve in Yerieting UNIT = 7 OBJECTIVE =2

Group

-

1. Before class begins, write this guestion on the bOdl’d Where does your ten-spced bike
come fror T Underreath tha guastion, draw @ hangman’s noose and to the side cf 1t nine
biank speces. When class begins, ask how many students noticed the question on the .
hoard. Ask how many studerts thought sbodt it, and then who has an idea what the
anseve. is. Give the group aclug nonting to the nine blank spaces.

’ Dvide the groun into two teams and select a captain for each one. Flip a coin to see
whien of the teams wit begin Alwrnat—c etting one nerson from each team guess a letter
. n the word. Hatetter s guesses which s found i the word “"Marketing,”” place it in the
. cotret bienw spece e setter s xr*corrtct!y guessed, write the letter under the nine
. niark spaces and drav, one uart 0f the bodv beginning with the head. When a letter is
i carrectiy dentifiod e SAME tEET IS 16 Guess enother ietter but another team member
taeEs TS turn The gume s won when ace o the taems guesses the last ietter 1o complete
she nond i @in conmoleted the voord before ten incorrect ietters are guessed
. and ter rirts ¢F e nouy ~then no one s g vanner. As the team members are
X suese N3 etters, @iSCLss some oF ThE mgrketing actnviues that occur from the time the raw

~ETETGIs AT PUICTESCG antd 1R stecent goes 1o @ local brke shop to buy it ‘
z ¢ swo 1o three students each. Give eachstudent a
. u.:gel?:é." Ass each group to select a part of the
at thay vgat Lke to do. Have each group discuss for
T tare recresenis o the marketing process. After five
e orest o tne class what they L.E‘\..lded Nake an
SN0 Wt the correet maigrmarketing activity or
r you have cosed questions
interest to students, such as

) <

z : marketing terms: Marketing,
-Sem-uce Industry, Marketing
iing, Storzge, Transporiation,
ree teams. Have g student serve
h arn each so that sach paper has a
studert irom ezgh team drdw 2 siip.
> nify vhe frst term for his team; the
o, 172 stegent with goss tnirg. Have the moderator read
~ ! : wer, he scores a point for his

O

¢2 1me correcs term, student =2 28ts 3 chanes 1o gnswer for his team.

EKTC N ’
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If he has the right term, he scores a paint for his team. I'f he does not, the student =3
then has a chance to 1aentify the term,
After the first description, each team may have the next student in line answer by raising
his hand, ringing a bell, or riaking some othier signal. The first student 10 signal may
rame the term. If he is correct, his team gets a pont. if'not, one of the opponents muy
give*the answer depending upon who signatled first. Each term. description 1s read to
- three different students, one from each team. !

Individual

RN

1. Distribute handous =50 “Making 1t In Marketing -1 to the stugent, Have the student
read the story and bl i the blanks of "the questions at the end of the correct terms,
When ne has comrieted supplying the nmussing words. revew the story with the student
and =xplan any answers that were incorrect. 1 hen give the student Part 1l to study.

I

Provide tre siudent ith a list of the fifteen marketing terms identified 10 'he third
group actavity above. Ask the sludem to give an explananion cf each term in writing by
using any product of his cho: ce as an examuoie. For instance, if the student chose a
bicvele, be might gwe the fohmu'w L\;‘Lmonon tor the term “Retailer’. a business
whers 1 g5 a consumer ¢an go to buy a b-oyCle
3. Give the stwedent a copy of handout =8: “"Marneting Miaups,” and ask him to see if he
T ozan rearrgnge the letters in the puzzie to reveai the marheung terms. Wher he ha
mpleted the purzie, have the studert do one ot the fol Tow 1ng about the markat
erm which seems 10 be most interasting o hime
Dran a picture on paper or posterbeard 'wic'" axaiains that term and give 3
one sentence description beiow the iliustration. T
List ten words that he associates with the marketing term he selscled and.
gne a brief explanation about how he balieves they relate. .
Select z person, place, or product which exempiifies the marketing term and
explain orally or tn writing how that person, place, or product illustrates -
the term. )

(D m

[o

Discuss the student’s work with Bim as to whv he selected that term and not others. Pose
such guestions as: Did you know fre zbout this term than you did about the others?
Doss this term relate 10 your family’s, other relatives’, or friends’ occupations? Does this
term sound like fun? Harg work? importan:? Why? Display the student’s work around
the room and discuss all of the terms with him, 1T other students were involved in the
same activity. pose guestions and create ¢iscuss:on among the group.

~
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LEARNING ACTIVITIES

UNIT TITLE Making It In Marketing- UNIT 27 OBJECTIVE=#3
Group o o ' .
1. Develop a list of names and explanations for different businesses which are examples of

!\J

‘Have the names and expianations duplicated on note cards and put in groups of four so

the major components in the channels of distribuiuion and make a sign for each’of the
four terms: producer, wholesaler, retailer, marketing services. Select four students to
represent each of the signs in front of the room. Divide the rest of the class into two
teams and flip a coin to see which tearn will go first.

1

that each group has one example of each c¢f the distribution companents, Give one card
to each of the four students in front of the room, making sure that they do not have all
cards which are exampies of their component signs. Have each student study his card and
read an explanation of his business. Have each of the four students follow this procedure.

The first piaver on the team winning the toss must then decide how the component cards
must be rearranged, so that the business identification card read will correspond with the
sign that he has. \when that team member is sa22isfied that he has correctly combined the
sign with the oerson who resd the business description, the nstructer should ask the
ooposing team player if he agr_eés with that match. ¥ not, the opposing team player may
challenge the beginning p!’aver. 1t the opposing player is correct, his™team gains a bonus
of five points. if he is not correct, his team loses five points. If the beginning player is
correc:, his team receives Tne point. I he is not correct his team receives no points, but

it is not penaiized any further. if the chalienger is correct or incofrect, his teéam still
rgceives ;ts scheduled turn 10 match the signs with the business descriptions read. The

game may be played for 2 time period, such as 30 minutes or for total points, such as 21.
g " .

Have studerts brirg an assortment of mazerials to class so that you can create a model

city. Materials may inciude: small gift and jewelry boxes, shoe boxes, saran wrap, stfing,

ribbor, miniature trucks, buslgings, etc. Dwide the class into groups of four to six

students and have the groun salect a City Planning Manager. The group must then

gelegat2 responsibi's

Ty within the group so thaét their city will have exampies of the main

tvopes of prodacers, whilesalers, rezailers, and marketing services. These model cities may

b2 consiructec or postarboztd, sheets of carcbesrd, @ bulletin board, or a-tahle. Tell
each group that it must igentily its major areas and indwidual tvpes of businesses. For
axzmple, the retaling.ares should be identified as well as specific types of retail
stores—gepariTent. \ariety, soeciaity, ciscount, etc. Other schoo! supplies, including
ue, SCissOrs, rulers, tEpe, megdic markers, constructicn paper, tempera paint or water
clors, crayons, a~d similer materiais should e providad if possibie. When each group
as coroleted its or ject, have the students in gach group describe and explzin their city
as to tha kinds of bus:nesses that have been included and why tha city has been arranged
n the mannsr the

‘;r [ 2K}
5

-
}/-"
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3. Divide the class into teams of four agnd have each group selec: 2 team chairman. Assign
each group one of the four types of businesses—manufacturing, wholesaling, retailing, or
P’ marketing services. Give each member.oj the team a sheet of paper or index card and a
tocal telephone book. If your community has a small directory, arrange to obtain some
from a larger city through your local phone company. Inform the chairmen that each
;nember of the team should investigate a different type of business within their team’s
category. Examples of this would include: Manufacturing--garments, furniture, toys,
paper, boats; Wholesaling—-novelty items, lawn equnpment drugs, cosmetics; Retailing—
food stores, department stores, women's specialty sHcps, service stations; Marketing

. Services=insurance, real estate, banking, transportation, hotels, restaurants. Allow each
team 20 minutes to research the businesses in their area and write the names of specific
. businesses on the cards, stg that there is one card for each type of business mvestlgated

“such as insurance, boat marufacturers, etc.

On' the. bulietin board or cha]kboard have the four major business headings of

Jnutacturing, w "c'e<ahng retamng and marketing services written. Give each student a
rece of masking tape and have the students tape their business card on the board under
ne aopropriate heading. After ah students have taped their cards on the board, ask the
studenis 1o st ud\ Tne category examples and see if they can draw any conclusnons Are

i
! J

. ner2 more manufacturers, wholgsalers, or retaiters? What does this suggest? How do the
Cnunther of o oarketing senvice mdusmes co"mure’ Emphasize the importance of the
chanmeis of istribution and the most commonly used channel, producer to wholesalerto

]

staler to the consumer for the flew of goods or proclucts. Explain that marketing
szracs industrias provide services to atl hinds of businesses throughout the channels of
Tsniation s e {as to the consumers.

.

Individual - - )

hi ~neo

- Ttinuestgate your local communityvia the te! e,Jhowe directory and Chamber of Commence
10 determine ‘products {agriculfural, mining, or manufacturing) that have been locally

. -. ‘oroduced and which are distributed local ly by wholesalers and retailers. Compile alist of
e nroducts, which might include such things as boats, sea*ood, furniture, citrus,
ime end carbonated drinks. Have the student select two of the products
-~ rd feod gut wnat foczlTbusinesses procuce, serve as a \\holesaler and sell at retail to the
) croducis. Ask the student to determine which marketing service
might sed 1o or buy from the producers, wholeszlers, and retaitars. Have the

~ -~
, ciothing,

e has “sirped. Provice the student with' 2 loca™ tzlephone direciory,
v otfer literature you can obtain ‘rom the Chamber of Commerce or
0cai husinessas. ) - .

tndividual . I

4o Explan 10 the student that tha2 acivities in which he will be invelved will not be
"maiuzied as 10 what enswers or reactions that te givas. Emphasize that 3 Enswers are

in T ' 2 some dectsions and ‘or evaluate Typss of

s w.thin each of the four buslrsess components within the chennels of
sistributnion: procucser,whoiesaler, retziler, end maraet g service industriés.

ar
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a
m
&
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star, crazte g Oispizy, Craw a piciare, or usa some other visual means to ..
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- Ask the student to rank the following kinds of producers according to the order in which
he would prefer to be employed nf he had o go to work today for one of them. Be sure
, that the -student ranks all of them with a number 1--8 with = 1 being his first chcn_e =2
« . his second, etc. Have him rank the tollowing kinds of producers: manufacturer, mining,
construction, communications, farming, fishing, forestry. petroleum. )
Ask the student hich type. of whoié’saler.he thinks each of the following kinds of
producers would use to " get -their products to local retailers: orange groves, new
manufacturer of smail appliances, oil company, tuna tishing fleet, iron ore. Use the
. categeries of: merchant wholesalers (rack johbers, drop shippers, distributors, etc.},
orgtucer outletss agents and brokers; assemblers,
Ask the student to identify \which types of retail stores he goes to most cfter by
ind:cating: =1-—-frequently, =2- -occasionallyy =3—seldom, =4- never. {Use the following
. tvpes of retail stores and explain them to him: department, specialty, vanety,
supermarket, service station, converience, general, discount, mail-order house, and
roadsida market, _ . LT

i As’\ the student to draw a line on a piece cf paper as indicated below. Expk: 0 the
studenrt that the 10 i+} represents ﬂ‘e marketing service industry that he feels is’most
mwomm! to the economy ang the C {- re.)resents the marketing service business that he
se’s 15 least imporiant. Usmg the eleven business abbreviations given, ask the student to

_ viace ‘rhe abbreviations alon the {ine so.that one business is ingdicated at each point on
the line. When the student has commﬂttc‘ the task ask him to explain why he placed
them :n the order he did.
bed : . : . =)
. 10. 9 & 7 & &5 4 3 2 170
X e e e e = e S
. . . . : N
The marketing service indusiries ere: ;e
A -
WH) Hotel {2 Restauran? . t(C\ Communications
{B: Banking 1. Transportaiion ) (PS} Personai Services .
‘ {1y~ Imsurance {REt Reai Estate {BS) Business Services
{S+ Securities {RC) Recreztion - : ‘ .
o . 3. Distribut te :Tud"[" handout =7;. “Marketing Mystery’” =3 th# student and havp him place

.- the number of the ma'kﬁtmc mystery business clue under the appropriate ‘clue card
' : colupn {kinds of marketing institutions—pure and hybrid). Discuss the answers with thg
student for correctness and understanding.

A Special Media

. Pamphlet: The ,.,arxermg Story, pages 7 16 -
- 2. Filmstrip: ~Job Opgortunities Now, Set 1™~ 2

5 ) | . . .

™~
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Shide Series: ""The World af Marketing and Distribution” ~
Comic Book: ‘" Popeye and Careers in Marketing and Distribution” .
Eilm: "Marketing as a Career””

o o bW

Book: Your Job i Distribution, p;;ges 18-32




LEARNING ACTIVITIES

- -

. UNIT TITLE Making 1t In Marketing UNIT#7 ‘ OBJECTIVE # 4
. Group i g - -
1. Divide the class into groups with three students each. Two of the students will serve as

2.

contestants and one student will serve as the moderator for the "game activity
"Marketing Match.” Discuss the rules with the students and Liz«ride each 2roup with a
copy, of ‘the rules in handout #8, if possible. The second shozt in Landous ’«‘8 is a
sample set using the nine marketing terme’ the eight marketing funct:cr. ard woeir

coordinator, management. 1f you do not reproauce the numbers on the back, have the

maderator write the numbers 1-20 on the back of the squares. Use a cutting board to
cut each group’s squares or give each group scissors to do their own. Duplicate extra
sets without riumbers for the second game. After the first game is finished, have the
..moderator and the losing opponent exchange places in each group. Provide them with
a rew set of squares or have them exchange ‘sets with another group. Give each
moderator in both games copies of definitipns for the eight marketing activities and-
management. Circulate among the groups and answer any questions that arise.

Separate the class into groups of five. Within each of the groups,” two students will
serve as one team, two other students as a second téam, and the fifth student as
emcee. Give each group’s emcee two sets of cards with the followmg words printed
one on each card-marketing research, standardization and grading, buying, selling,
storage, transportation, finance, risk, management, and marketing. Explain to eath
group that there are ten cards with the eight major marketing activities, management,
g marketing. chh team of two must decide who will be the passer {pérson who
gwe& the clues) arid who will be the recewer {person who gets the clues and guesses
the term). The emcee will flip a coin to det:egﬁmp whuch team will go first,
As the game bf*g{ﬂS the emcee will give each passer a copy of the same card. The
‘passer whose team won the toss will have one minute to think of a situatioh in which
the . given term tbkes place He will then give his clue er sample situation to his
teammate, If his }receuver gets the term correct, their team scores 10 points. Jf he is
incorrect, the oﬁposmg passer gives his receiver a clue situation. If the receivér
correctly udentlfsc‘c the term, their team receives 9 points. If he is not correct, the
- beginning team tries again for 8 points. The term may go back and forth between the
teams from 10 points to 1 point, allowing each team up to 5 attempts.
Only on the first attempt of a word for 10 points does the passer have one minute to
think of a situation. On turns of @—1 points, the passer is allowed fifteen seconds or

- the team forfeits its turn, The team which correctiy communicates the term has the

3.

Q
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opportunity to try the nextsterm for 10 points, or they may pass the first try to their
opponents, . :

'

I

Split the class into nine groupsgef two or three, depending upon its sizg. Give each .

P
. ts/ . R .
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group a shp of paper with one of the major marketing activities or management, so
that each group has a different term. Have each group develop a one-two mrmute skit
depicting the marketing activity. Allow esch group fifteen minutes and assist them
during tius time, After fifteen minutes have each group present its skit to the rest of
the class and have them guess which activity is being portrayed. Review the meaning
of the nine terms with the class.

Individual

1.

Give the student handout =9- “"Marketing in Action” and have the student identify
which marketirgg'dctnvity is involved in each illustration. Review each af these pictures
with the student and discuss why he thinks each of the marketing activitigd is
involved. -

_ Lzt the student sefect a product of interest to him and have him trace its path from

the producer to the consumer, identifying the major marketing activities ‘which would
be involved at each step in the channel of distribution. Remind him that in some
instamces, such as vith cenned food, the producer would first involve the farmer and
then the manufacturer or processor. Ask the student to communicate what he
discovers in one of the following ways: {a} a short story describing the activities
throughout the mnnel of distribution: (b)) a tape (cassette, ree!, or video} explaining
the activities thet occur, {c) a slide presentation of activities in the local community;
(d) a poster, bulletin board, or display showing the product as it travels through the

~channel of distribution and the marketing activities which are involved.

Special Resources

1.
2.

o v B W

Famphlet: The AMarketing Story, pages 16-35

Booklet: The Channels of Distribution, pages 3-6

quazme:‘ Careor World, issues beginning September 1972 10 date
Filmstrip: "The Role of Our Labor Force”

Fiimstrip: “A Job Tret Goes Somenlace”’

F’tilnbl\l“l[) & Bouoklet. “Curcer Loy Discovery™
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MARKETING RESEARCH & INFORMATICN

“

Competency

Understanding of the marketing research methods and careers involved in solving the -

marketing problems of management and ultimately in satisfying consumer needs and wants.

Objectives _

1. Given 12 marketi'ng research definitions of careers and methods, the student will identify
each method or career with 75% accuracy. {knowledge) .

2. Given five marketing. research situations, the student will explain which method is being
employed and which careers are described in the designated marketing research activities
with 80% accuracy. (comprehension)

Concepts

1. Marketing research involves the gathering of information so that marketing managers can
make sound decisions and solve marketing problems.

2. All businesses are constantly engaged in marketing research activities to keep abreast of .

current and future trends so that they can satisfy the needs and wants of their customers.

~ 3. Many types of marketing research are used to effectively produce and distribute goods
and services to the consumer:

Sales Research—records of products, prices, quantities, etc.
Marketing ?esearch——target population of potential consumers
Distribution Research—methods of getting the products to consumers

- Advertising Research—media used to promote and se!! goods
Consumer Research—factors which affect the consumer’s buying decisions
Product Research-development, uses, packaging, etc. of gbods t
Policy Research—general operations within a business

4. Six methods of gathering information may be grouped under three headings:
‘Observation involves the study of people’s actions and attitudes by watching.
- Experimentation st.dies the effects or changes during a testing pericd.

_Surveys obtain information from a sample population by:
Personal interview—contacting people directly face-to-face
Telephone Survey~verbal communication by phone
. Mailed questionnaire~written correspondence mailed to people
Panel groups--initial personal contact followed by periodic reports

5. Marketing research careers may be classified into twelve major categories, although many
specialized careers are available within each category:
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Interviewer—conducts suiseys with a di. ect, face-to-face contact
Te/e;)hone Surveyor— obtams the suryey information by use of a phone
E«itor —develops and oversees the usebof a mailed quest:onnaure
‘nvestigator —conducts a continuing survey with a panel group
Evaluator —-observes actions of people without talkmg to them
Specialist—conducts experimentél research by testing a scale model
Directar—-coordinates and ad'minic;ters all personnel and policies
Analysts—<tudies and ingerprets the date that is collected
Economist —serves as a consultant to the director and research team
Supervisor—trains and oversees field personnel handling surveys
Cl)d(.’wadIhéfS, sorts, ciassifies, and tabulates necessary data

Trainee—assistant to the supervisor, specialist, or analyst

6. A business is constantly engaged in marketirg research,

Equipment
1. 16mm Movie Projector 4. Slide Projector
2. Overhead Projector 5. Telephone

3. Camera, Film, Flashes

Materials

Films: A Better Way,”” ‘‘Eddie, Inc.,” “'The Voice of Your Business’
Career World, *"Coding Words For Cash,” February, 1973

Chronicle Guidance Occupational Brief, =254, ‘"Marketing Research Workers'’
Encyclopedia of Cureers and Vaogational Gurdance, Volume H
Occupational Guidance=Planning Your Future, Units 1A &4
Occupational Qutlook Handbook

N OO A WwN =

Science Research Occupational 2rief, =210, ""Market Research Workers"’

Supplies
1. Poesterboard, construction paper, white paper

2. Rulers, glue, scissors, magic markers

Special Resources
1. Field Trip to Shopping Cen.wr or Mal!
2. Student Handouts £10-#16
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{HE MARKETING RESEARCH SCENE - KEY

1. Merketing Research Careers and Methods:

1. Interviewer 7. Director

2. Observation 8. Experiment

3. Specialist 9. Analysts

4. Personal interview 10. Telephone Survey

5. Telephone Surveyor : 11. Economist

6. Panei Group 12. Mailed Questionnaire

The student will achieve this test item with 75% accuracy or 9 correct answers.

2. Matnods Used 1 Situations Career!s) Mentioned in Situations

- 1. Personal Interview 1. .Interviewer
2. Teleonne Survey 2. Telephone Surveyor
3. Mailed Questionnaire 3. Coder
4. Panel Group 4. Analyst
5, Observation 5. Evaluator

The studer.t will catisfy the test item with 80% accuracy or 8 correct answers.

~

THE MARKETING RESEARCH SURVEY — KEY

1. Marketing Research Careers and Methods.

1. Panet Group 7. Mualed Questionnaire
2. Telephone Survey.or 8. Economisi

3. Personal interview 9. Telephone Survey

4. Specialist . 10. Analyst

5. Qbservation 11. Experiment

6. Interviewer 12. Director

A score of 9 or 75%, accuracy indicates satisfactory performance

2. Methods Used in Situations Career(s] Mentioned in Situations
1. Observation 1. Evaluator
2. Panel Group 2. Analyst
3. Mailed Questionnatire 3. Coder
4, Telephone Survey 4. Telephone Surveyor
5. Persona! Interview 5. Interviewer

8 correct answers or 80% accuracy indicates acceptanis pu: iGivhaiiie,
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LEARNING ACTIVITIES

UNIT TITLE Marketing Research & Informiation  UNIT = 2 ) OBJECTIVE = 7

Group

N
t,

Begin a class discussion with the students by asking: “"How many of you have ever
been part of marketing research survey?’” “"How many of you have had someone in
your fanmly involved in & marketing research survey?’' |f several stu.ents respond, ask
them what is meant by 2 marketing research survey. |f there are no responses to
individual or family involvement, give the students some examples, such as: "Have you
ever hud someone on the telephone ask you what your favorite television show is? Has
anyone ever come to your front door and asked about family information—number in
the family, politicul party aftihations, etc.? Has anyorie in your family ever received a
qguestionnaire about some orocjuct or business?”’

Expiain six methods of marketing research that are used and the careers which are
involved in the research field. Give examples of the kinds of marketing research including
sales, consumer, product, ¢tc. Relate to the students that all businesses are constantly
involved 1n marketing research activities, whether they be formal or informal.

Distribute Student Hasndout =10: “Classi‘ied Careers” to the students. Review the
responsibilities and requirements necessary for each of the twelve marketing research
careers that are rdentified. Ask students to tell which marketing research method is
associated with the various jobs, such as the interviewer, editor, and telephone surveyor.

Have each student select one of the marketing research careers. Ask the:student to
explain, orally or in writing, how that marketing research person could be used by a
producer, retailer, wholesaler, and a marketing service industry. Review some of the
various descriptions with the group. Emphasize that marketing research activities are
engaged in continuously in ail businesses, but that many times they are done
informally by sales personnel, buyers, customer service clerks, etc.

Develop a list of tweity school or community concerns. Write these on the
chalkhoard or overhead projector. Ask the students: “Who would you poil to get a
representative sample of how those involved feel? What would be the best method to
use to collect the information? What market research careers would be involved in
inveshgating each concern?”’ i

Have each student seiect a school or community concern ano develop a short question
of about five gquestions. Have him assume the role of a marketing research interviewer,
teiephone surveyor, - panel investigator, or evaluator, and conduct a sample survey in
his neighborhood or sround school if the survey is approved by school administration.
Discuss each student’s project with the group n~cluding the role he assumed and what
other marketing research careers would b+ involved in each case. Review the duties of
each of the given twelve marketing research careers. : . <
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Individual

1.

Distribute Student Handout =11: "Marketing Research - Finding Out the Facts’”’ to the
student to read. Ask the student if he or anyone in his family has ever been involved
in g marketing research survey. Ask the student to select four local businesses which
curry similar merchandise or provide similar sesvices. Have the student think of o
concern that these businesses have or information that they would need to gather in
order 1o better serve their customers and increase profits.

Let the student develop a simple questionnaire with your assistance. Send him to-visit
those four. businesses after calling the managers for the.:r approval. Have the student
conduct tus survey with store persons or customers, depending upon his topic. Discuss
his results with lum, reviewing ail the marketing research personnel roles he assumed
in the project, and what other careers could have been involved.

Ash the student to select one of the marketing research careers and write a short story
titled, "A Day in the Lifeofa ____ . . ... " Tell the student that he iday
teke any approach to the story he wwhes as Iong as he covers the responsibilities of
the job and the general job requirements necessary to get the job.

Talk to the student about the other marketing research careers. Ask him why he
selected the career he did—was it because he likes to talk on the phone; does he tike
to work with numbers, would he like to work outdcors, is he interested in going to
college, etc. .. - ‘

Explain to the student that he will conduct a telephone survey about a product of
interest to his age group, such as radios, tape recorders, or stereos. Ask him to
compile three to five questions which he could ask any students from school at
random. Obtain a list of phone numbers for students in the school who are willing to
participate in the sucvey.

Have the student prepare a brief script which he can use in conjunction with the
questionis. Explain to him that the script will nelo identify him, as well as assist ip
conducting an effective survey. Emphasize to him the proper use of a telephone, 4
display of courtesy, and a distinct speaking voice. Ask the student to survey at least
fitteen students and compite his res ults.

When he has completed the telephone survey, discuss the advantages and disadvantages
of a telephone survey. Ask the student to expiain what other careers would be
involved ‘n conducting a large telephone survey.

Special Media

1. Occupational ok Hanbook, "Markéting Research Workers"*
2. Occupational - ... . ung Your Future:
"Narket: oo o Analyst” Unit 1A Vol. VI, No. 11
Msrketing Research Interviewer” Unit 4, Vol. 11, No. 19
3. Career VWurld, *"Coding Words For Cash,” February, 1973, pege 21
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LEARNING ACTIVITIES

UNIT TITLE Marketing Research & Information TUNIT#2 OBJECTNE’(Z
Group
1. Schedule a ¥eld trip to a local shopping center or mall. Contact 'managers of the stores in

the shopping area and inform them about the purpose of your group’s field trip. Ask the
managers to explain how they use various marketing research methods, formally or
informally, to gather the information they need concerning customer préferences,
various products, sales br’eakdowns, etc. Ask the manaver of a large department or
variety store to take the students on a tour throughout the store explaining how the
eight major marketi.g activities are carried out in his business.

Have each student select a top:c for research. Som- possible research projects that could
be selected are: (1) How marketing research i. used by various businesses—types,
methods, nersonnel; {2} Sources used by different businesses for merchandise—manu-
facturers, jobbers, general wholesalers, etc.; (3) Personnel employed by the businesses in
the eight marketing functions and management—numbers, experience, responsibilities;
{4) Sales Promotion methods used—newspaper, television, radio, coupons, trading
stamps, fashion shows, etc.; (5) Types of retail and marketing service businesses located
in the shopping area—department, variety, specialty, supermarket, bank, insurance, etc.;
(6) Kinds of customers who patronize the various stores—motivated by. price, service,
brands, etc.

Explain to the students that each of them will conduct a marketingjresearch survey while
they are on the ' -ald trip. Some of them may work in groups of two or three. Tell the
students to select an appropriate research method, such as personal interviews or
observation. Ask them to dezide what information they want to gather and prepare a
questionnaire survey sheet with appropriate questions. Have the students prepare a check
sheet on which to tally the survey responses and an evaluation sheet to report their
{indings and draw survey conclusions,

While you are on the field trip, take slides of the various stores, the displays used, the

personnel recresenting the various marketing functions, selling situationrs, etc. Use these

slides as & review throughout the course to review and reinforce various marketing,
activities covered.

When you return from the field trip, have each of the students or swudent groigs

complete his or their check sheets and evaluation sheets. Ask each student or grour to

report the survey findings by an oral review, written report, poster, display, or othes

suitabie means. '

Divide the class into groups of four or five. Have each group prepare 3 skit around one of-
the marketing research methods. Tell each student to assume thie part of a marketing
researcher who wuould be involved with the type of marketing research, method selected
by the group.
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Allow each group about ten minutes to draft their skit for presentation to the ciass. Skits

"should be three to five minutes in length. After each group has presented its skit, ask

the other groups to identify the marketing research methods and careers which were
involved. The groups could serve as teams, competing for points. Each correctly
identified career or method could be valued at one point each.

- Individual

1.

Explain to the student that he is going to have an opportunity to conduct his own
marketing research survey. Tel him that in conducting the proiect, he will assume the
roles of several marketing researchers, including the interviewer, telephone surveyor,
cceder, and analyst. -

Distribute the following student handouts to the student:

-’

#12 Operation Record Lovers—A Mini-Marketing Research Survey

=13 Operation Record Lovers—Marketing Research Survey Sheet

214 Operation Record Lovers—Marketing Research Check Sheet

=15 Operation Record Lovers—Marketing Research Evaluation Sheet
Ask the student- t¢ read the first handout #12. When he has completed that handout,
discuss the project with him. Explain the purpose of the three other marketing
research sheets, handouts 13, #14, and #15.

2. Ask the student if he has ever heard the saying, ““A piéture is worth a thousand
words.”" Ask him what he thinks that saying means. Give him a copy of Student
Handout #16: “Marketing Research in Action.” Ask him to study each of the pictures
and decide which marketing research method is being portrayed. Have him explain
why he selected the method he did. Ask the student to tell you what marketing
research careers could be involved in each of those situations which are pictured.

Special Media

1. Chronicle Guidance Qccupational Brief, #254, ''Marketing Research Workers'’

2. Science Research Occupational Brief, #210, "Market Research Workers'* e

3. The Encyclopedia of Careers and Vocational Guidance, Volume 1!

“Marketing Research Workers™” and "“Advertising Research Director”

4. Films: “A Better Way,” ‘’Eddie, Inc.,” “The' Voice of Your Business’’

°
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STANCARDIZATION ANL; GRADING

Competency

. Awaieness of the career opportunities available in the standardization and 'grading of

products or services throughout the channels of distribution.

Objectives S ]
1.

Al A
Given a tist of twenty " marketing, the student will identify the ten
standardization and grading occu_patié)ns with 80% accuracy. .

2. Given ten descriptions -of standardization. and grading occupations, the student will

supply the appropriate job title with 80% accuracy. '
. .

Concepts

1. Standardization involves the basic value or limit established for the goods and services
produced and distriputed. It also includes the process of conforming to these
standards by labeling and inspecting.

2. Grading is the process of testing, sorting, and classifying the goods or services
according to the standards which are set. ¢

3. Project standards are genérally set by the executives ol the marketing and the
manufacturing divisions within a manufacturing company. The marketers are usueily
responsible for standards relating to:
a. Customer needs, desires, and satisfaction .
b. Efficient physica! handling*of goods during storage and transportation throughout

the distribution process .

c. Effective methods for selling and promoting the product or s{zrvice
d. Buying of merchandise, materials, machinery, and supplies

4. Marketing careers in standardization are available in all types of businesses and

© ifdustries, including manufacturing, agricuiture, mining, wholesaling, reta ling, market-
ing services, as well as government. i

5. Many specific types oi job opportunities are available according to the business and

project or service invoived, but all of them can be classified under one of the
following career categories: . \

a. Quality Control Manager—coordinates manufacturing/marketing actities. for prod-
uct standards. :

[

b. Inspector—checks product and procedures throughout the distribuion process for
weights, sizes, etc. ’
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= 2. Buzzérs, bells, or nosemakers

. . T - . . - .
C. Eacmiiner -rev.ews rorms or records against actuai quantities distributed. -
(&_Pl‘)(,’u:jl Tescer- compares product to standards in performance. . /
e, Stundards Avalyst- supervises development and enforcement of standards, el

f. Grading Foreman--supervises sorting and classifyind of commodities.

1. Grader-sorts and classifies commodities for distribution,

h, Sampler tastes, smells feels or observes select‘ed portions or examples,

1 Fiedd Agent --gouvernment of consuimer agency inspector for quality.

.. Cormplianee l::w'.s{!_rmlur-Kz:vmmr-em mspector for health, safety, and wafare,

Ko Meter Checker inspects LUhites or  transportation metars to determitie it the

correct amount of uage has besn rocorded.

- Equipment

1. Overhead projector

2 Fumoprojector - 16mum

Materials . -

T Faihms: “Conned Meat Story,” Modern Talking Picture Services
“Fruits of u Lifetime,” Union Pacific Railroad
“That the Best Wit Be Ours,”” Washington Stute University

- Duwctionary of Qeevpational Titles, Volume !
. Encyclopedia of Careers wnd Vocational szl“l'zcu Volumes 1 and 1}

2
3
4. Finding Your Jub Seres, Finaey Company . .
5. Handdhnok of Jobh Feces, Science Research Assocrates
6. Qcoupational Briefs, Science Research Associates
7, ~O(,(‘(//)dr/}'w.i/ Guidger Series, Finney Company
8..0rcupationsl Outicok Handbiook, U‘. S, Department of Labor
va

9 Occupations and Corevrs, Webster McGraw Hill

10, Widening Ocoapationai Rules Work Briefs, Science Research Associates
q i3

Slﬂpplles . /

1. Con{t—'r\ﬁ{m.ln paper o7 pesterhoard
\ $

3. Twelve assorted products {see groun activity =1, objective =2)

Special Resources
1. Swdent Handaut =17 20 ‘

2. Commercial Garnes. Ad Lib, Scrabble, Probe
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THE STANDARDIZATION SCENE - KEY = |
1.
1. Inspector 6. Product Tester
_ 2. Examiner 7. Sampier {I
3. Metes Checker 8. Standards Analysu\\
4. Grader 9. Field Agent
5. Quality Control Manager 10. ‘Comnliance fnvex!.gator

«f the student ccrrecdy selects B of the 10 carcers above for 80°% accuracy,!he wiil have
exhibited satistactery knowledgeggor objective =1,
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A scoie of 8 correct answers or 80% accuracy on, the above evaluation instrument indicates
acceptable understanding for objective =2.
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THE STANDARDIZATION SURVEY - KEY

§ N 1. Inspector, 6. Prcduét Tester
2. Examiner 7. Sampler
3. -Meter Checker 8. Standards Analyst
4. Grader 9. Fieid Agent
5. Quality Control Manager ” 10. Compliancé Investigator

If the student achieves a score of 8 correct answers for 80% accuracy, he will have attained
sufficient knowledge for objective =1.

: 1. Quality Control Mangger 6. Grader )
2. Standards Analyst 7. Sampler ° '
3. Product Tester 8. Field Agent
4. Examinrer . 9. Meter Checker
5. inspector ) 10. Compliance Investigator

The student will have exhibited satisfactory performance on this test item if he correctly
"dentified 8 of the careers for B0 1o meet the criteria of objective =2.




O

ERIC

Aruitoxt provided by Eic:

>
<

LEARNING ACTIVITIES

UNIT TITLE Standardization and Grading UNIT =3 OBJECTIVE =7
Group i
1. Distribute ‘Student Handout =17. ''Dial Standardization” to each of the students.

Emphasize to students that each number represents three letters: As students are
complet:ng the sheet, ask how many studer!s have gotten 1. See if anyone knows what
that standardization career is. Discuss it with the students. Review each of the items the
same way.

Discuss the marketing careers in standardization with the students, exp'aining the job.
responsibihties and examples of each. Give each student a copy of Student Handout
=19: “Standardization Scramble,” and review the puzzle informaticn with the group
after they have completed it. : ‘

<

Obzain the foliowing items and display them around the classroem:

carbonated drink pair of shoes account ledger
ruts and bolts canned fruit perfume bottle
titities il box of cerea! _ tape recorder
insurance policy egg carion 3 candy bars

Ask each of the students to select two of the products around the room and write a short
si0"y about each of them. Expiain that the story should invoive the standardization
process and the career persannei who are in this fieid. Tell the student to limit the stories -
10 one page each. : b

Allow the students about fifteen minutes to draft their stories. Ask the students to
identify the products they selected. Did more of them choose carbonated drink?
perfume bottle? tepe recorder? Ask the students if they can explain why they selected
the products they did? Did they know more about it? Did they like it? Did they own
one?

Give the students another five or ten minutes to firish the:r short stories. Ask the
students to either read or explain their short stories to the class. Ask the group if they
think each story is accurate or rezlistic? Did the story reflect the correct standardization
personnel. Review the job duties of each of the personnel as the students describe or read
their stories to the rest ¢f the groun.

Individual
1. Distribute Stuzent Handout =18: ""Standarcdization Career Search’ to the student and

have him circie the elever: standard:zation careers hidden in the cryptogram. When he has
found the zleven careers, ask the student to list the caresrs on the back of the sheet
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Have him identify at ieast one business, product, or service that he associates with the
job title. After he has completed the assignment, discuss each of the career titles with
him, providing examples of each. )

Ask the ‘student to take each of the following adjectives and match it to the
standardization career that he thinks it fits most appropriately:

Friendly Handsome Punciua!
Detaiied - Ambitious Honest
Well-groomed Dependable Observant

Intelligent Scientific Businesslike .-

After he hac matched the adjectives to the careers ask him if he had any difficulty
matching the terms. Ask him to reiate why he selected the adjectives for the various
careers. Review each of the careers in standardization and the descriptions of each of
hem, '

“pecial Medis

t)

()

Ut 4

)

~J

Films: “"Cznned Meat Story™  “Fruits of a Lifetime™
. “That the Bast Wili Be Ours” :

Dictionary o Qceuparional Titles

Finding Your Job Series, Finney Company
“'Candy Insoector”  “"Candle inspector”  “"Contest Entry Checxer”
“Crader {cannery)””  “Grain Sampler”

Handbosk of Job Facts, Science Research Associates
Occupzvonal Briefs, Science Research Assoc:ates
Occupstiona! Guidsince Series, Finney Company

coupznional Dutlcok Handbook, U. S. Department of Labor .
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LEARNING ACTIVITIES

UNIT TITLE Stanciirc:cation and Grading uniT =3 OBJECTIVE =2

Group B )

! Ask the studer ©t o tehe out a piice of scraten ;aper to jot down their ideas. Explain
that the qroun s coing to share “heir ideas «..d opinions, that there are no right or
awrong answers. Papers will not be grad &) tivey are-tor their use.

Ask students 1o caetend that they are “'slipping into scmeone eise’s shoeas.”” In this
case. (e snofs il be people in standardizartion careers. Tell the students to complete
eech o the following statements with their opinions or reactions:

H 1 were a guelity control manager, you wouldn't catch me _ . ..

As an inspector, I'd be against . . . . -

I'm cornvinged that én examiner . . . .

fn my opimion, ¢ product tester is. . ..

Theway | s2e i1, a standards analyst shou'ld . . . .

It vou ask me, the grading foreman s for .

- 11 were g grader, I'd feel that. ...

~s & sempler, my choice wouid be . . . .

! beliave that g field agent . . ..

! don':?hy 2 compiiance investigator . . . .

| thank 1T | were 3 meter reader, I'd .. . .

: Sy one me gt 2 tme Have students jot down their reaclions or opinions
WItTir one mirdta. Then asik stucents t¢ pass their slips forward. Read some of the
responses 1o the croup. Disc with e students how thev thoucht of the career
imvalved Ask them F they heu g picture in their minds 5% what the persan looked

. lxg doina tne job. Review the responsibilities of the specitic career. Repeat the same
orocedure for 2ach of the statements listed above.

ERIC
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mersgnality grotie for esch of the standardization careers. You may want
£ students suomit some examples. Select ten students the day before and
ceoy oF 2 career profile. .:\Sf\' them to review the personz!ity iniormation

Drvice 1me class into two teaTs, excluding ths ter selected students end 2 modserztor.
Scpply each team with a beil, buzzer, or roisemaker. Give eack of the career
e Rzt eac~ of them tas & different number.
irform he moderator that he wi'l imtrocuce each ::ersx.nchxy one at 2 time, beginning
with nember 0. _ .

0
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Zfach team will alternate asking one question of the personality. The team has thirty
seconds in which to pose the question, Players on a team should be identified in
order, so that each may ask a question. if any player at any time thinks he knows the
answer, he may ring the bell or buzzer. When the moderator acknowledges him. that
player may guess the career.

If the player is correct, his team earns 3 point. However, if his answer is not correct,
his team loses & point. If he is incorrect, the other team may continue with questions
or guess the career title. In this case, an incorrect guess would not invoive a penalty
po:nt. Each team has up to ten chances or questions to reveal the identity of the
mystery standarcization career personality.

Irdividual

-
1

tJ

Special Media
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~

Give the learner the Student Handout =19: "Standardization Scramble.”” Ask him to
see if he can unscrambie the 'etters to reveal the careers in standardization. Emphasize
that the career descriptions at the bottorm of the page are in the correct order to
explain the scrambled «tandardization careers above them.

\Wnen the stutient compiztes the puzzle, discuss the various careers and give him ex-
amplas 0F them in use. Ask him if he or someone in his family has ever purchased or
received something that was defective or not what they anticipated. Ask him how he or
sersan felt . Analyze various products and services, emphasizing the roles that
¢ztion and grading play in helping to meet co' “umer needs and wants.

iesrmer Student Handout =20: “Situations in Stangardization.” Ask the student
e the "X’ along the continuum line which s drawn to show how he would feel
i the given situatbons.

(=3 l

e sit Oid he uncerstand the situatnons
Did he read information into them? Did his
‘on he supplied? Did he recognize the stendardiza-
rsonnel in the situations? Review each of the standardization careers

R, er'r:.“ z.ng the responsibiitties of each.

r ations with the swudert
cid he wview each one?
argwers denenc on otnuer informar

won

o?'

~e

Tare22r G

s
LXRESE]

Srovniopedia of Careers and Voceriona! Guidance, Volumes | ang H
Coounarions and Careers. Webstar. MeGraw-Hiil

ional Roles iWork Sriefs. Science Research Associztes

ry inso=ciors’
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BUYING FOR -A BUSINESS

Competency

Recognition of the major buying decisions and careers available throughout the marketing
process. ~

Objectives

1. Given a list of twenty buying decisions and careers with their descriptions, the student
will match each decicion or career to its correct expilanation with 75% accuracy.
- (knowledge)

2. Given ten buying situations, the student will explain which buying occupation is
described and in which industry or business this career would be found with 75%
accuracy. {comprehension) -

Concepts

1. Buying is the marketing function which supplies a business with the necessary
materials, merct.andise, machinery, and or manpower servicas for its use or resale to
another business or consumers.

2. Buving activities occur in all businesses or industries throughout the channels of
distribution.

3. Buying involves four major decisions:

a. What to buy-selection of goods, guality. suitabiiity

b. How much to buy-—-large quantizigs, small-lots, stock balance

c. Where to buy-—extractor, manufacturer wholesaler, agents, buying offices (re-
sources! at centrai market, trade shows, b 7=r's business

d. When o buy—best tire to purchase and receive goods

4. Some of the major buying caereers that are = hig zre:

Purchasing Manager—supen:sses buyg +  machinery, materials, supphes, etc., for

industry Or government oDerzton
Purchasing Agent—buys gocds and services necessary for manufacturing or government
organizations -~ '
Expediter—coordinates receipt ¢f neasssary materizis ordered to :nsure industrial or
government schadeled activities 3
Purchasirs Cierk—compiies buying nformation and records ito- any husiness or
government agency

Purchase-Price Anzlyst—stedies and svaivates information concerning price trends and
manufzciuring procestes for recommendations to the purchasing depertment and
the industry’s management

&



Purchasing Stewara—purchases foodstuffs, beverages, and operating materials for hotels
and restaurants

Time and Space Buyer—-purc}wases advertising spaces or time on radio, tv, newspapers,
bilboards, etc., for any type of business or organization

Booking Agent—secures performers, movies, or other attractions for entertaioment in
businesses he represents, such ‘as rught clubs snd theatres, as well as negotiates
terms and buys advertising space

. Broker—buys gocds or services as an agerit or wholesaler for resale to wholesalers,
retaders, marketing senvice industries, or consumers

Dealer—buys use¢ or damaged goods for resale in a retail outlet or to an industrial
firm for -—2cycing

Meorchardising Vanager —determines all merchandising policies, coordinates all mer-
chenaising activities, and conszlts with personnel in planning and implementing

. sales promotion capaigns for either a retail or wholesale Gusiness
Su, or-orders mercha:}dise ror g retader or wholesaler for resale to consumers or a-

e e »
retaier

Compurssan Seelaer—imvestigetes mercharndise and promotiongl policies cf a com-
NETLOr's StOrE or Showroom

asts the buvers angd assistant buyers by oroviding information concerning
STOCK turnCveT. Guersees rotetion of s10ck, and serves as a salesman or stockinan

frocrier - avs foeeigne goos for ressie 10 retiiers and whalesalers.

Asspofiar—buys goods +p smal fo‘s and resells U.em in Jarge groups -

Rosidert Sayver—ouys apparsl, dry goods, general merchanduse for retailers or whole-
= sclers from *nis office focatec at cen”vt marke '

Joober—buys merchandise in odd 101s tguantitiss-sizes, etel), prices and packages them
1f nagessary, end reselis o retziers

Distributor—buys goods from a oroducer and hanales sales, service, end oromotion to
retavers for a certain region of the country

T Ceebaut projectar, 16mm fim orolecos. filmstrio orojector
T Shign e ecior, nassetts gpe recorger, record player
ed.,, 3

1. ®ims: Fashion—The Career of Challenge”
“Is 2 Career in the Apparel Industry For You?””
2. Filmsirios. ""Careers in Buying”
“Careers in Fashion and Textiies”
Z. Slides: “"Careers in the Department Store”
areers in Fashion™
4. Cassette Tapes: “Carzer Development Series—The Buyer”

. az
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10.
1.
12
13.
14.

Pamphlets: Job Opportunities in Retailing, J.C. Penney
) Merchandise Management Trainee

Career Opportunities. Marketing Business, and Office Specialists
Dictionary of Occupational Titles, Volume 1 ,
Encyclopedia of Careers and Vocational Guidance, Volume |
Handbook of Job Facts, Science Research Associates

Occupations and Careers, Webster/McGraw-Hill

Occupational Brief§, Scierice Research Associates

Occupational Guidance Booklets, Finney Company

Occupational Outlook Handbook, U.S. Department of Labor
Widening Occupationa! Roles Work Briefs, Science Research Associates

*

Sdpplies

1. Cassette or reel tapes, video tape

2. Constructioh paper, posterboard, white paper

Special Resources
1. Student Har:outs #2175

2. Commercial Games: “‘Dealer’s Che' e’ anc ““Shopping Center””

3. Guest Spea’ =r



THE BUYING SCENE - KEY

V

1.
1. L 11. K
2. P 12
3. C . 3. A
4. 0 4. M
5 G 15. B
6. E 16. N .
7. F 17. R
8 1 18. T
. 9 H 19. O
10. D K 20. S
A score of 15 or 75% accuracy wili sztisfy this objective =1,
2.
Manufacturer ) Whoiesaler Retaiier Services
2 Time-Space Buyer 4 Merchandise _1  Buyer _3 Booking Agent
Manager
5 Purchasing Agent 8B Buyer & Comparison 7 Purchasing
Shopper Steward
10 Importer 9 Trainee

The student receives one point each for identifying the buying career and placing it in’
the correct business colume. If he achieves 75% accurecy or a score of 15, he will have
demonstrated sufficient oroficiency for this objective =2,




BUYING UNIT SURVEY — LEY

1. ¢ 1. L
2.0 12. J
3.0 13. B
a.p 14. N
- 5 G 15. A
5. F 16. E
7. M 17. R
8. 1 18 T
9. H 19. Q
10. K 20. S

v

A score of 15 or 75 accuracy on this test item will satisfy objective =1,

2.
Careers Column . Business Column
1. Buyer’ : R
2. Time Space Buyer Mo
1 3. Booking Agent S
4. Nerchandise Manager W
B. Purchasing Agent L%
€. Comparison Shopper R
7. Pu‘rc_hasing Steward S
8. Buyer W
9. Trzinee : R
10. lmporter. : )

The student will achieve objective =2 with 75% accuracy or a score of 15 correct answers
on this test item.

47
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LEARNING ACTIVITIES

UNIT TITLE Buying for a Business UNIT=4 OBJECTIVE # 7

Group

1.

8

_months and must buy a trou

Arrange the class into teams of four. Any unassigied students may sérve as timers,
recOrders, or scorekeepers. Explain to students that they are going to participate in an

_activity called “Buyer's Buzz.”" Ask the students to take a sheet of notebook- paper

and divide it into sections sich. as Student Handout =21: “*Buyer's Buzz'* or give each
student a copy of the handout. The activity is a buZz group variation using a 1, 2, 4
pattern. For each of the three topics—Businesses, Acuvmd?"and Occupanons the
individual student will have 1 minute to think, the: two partners will have 2 minutes
1o ccHaborate, and the team of four wiil have 4 minutes to consolidate their
responses. Some type of prize or reward may _be given each rourd or at the end of all
three rounds. After the class has buzzed on sach topic, discuss the four major buying
decisions, the various buying activities, and the major buying occupations.

Divide the class into five groups and assign each of them one of foliowing five topics,
so that each group has a a:fferent topic: Food Manufacturer for vegetab!'es and fruits;
Wholesale Merchant of health apd beauty aids; Retzil Men's and Women's Clothing
Srore; Large Hote! and Restayfant; Chris Consumer who is getting married in four
u.

Ask the students to cleaf away their mertal cobwebs and get ready to participate in &

“Buver’s Brainstorming.” Explain to each group that they will have five mmutes to
see how many buying decisions a buyer in their given setting would need to make.
Ask one perscn in gach group to serve as the recorder..

While the groups are brainstorming, write five columns on the chaikboard: I'-.-1and~

-facfurer, Wholesaler, Retailer,—Service, and Consumer. When the groups have com-

pleted_their brainstorming sessicns, ask each recorder to ‘write a brief description of
his group’s results. While the recorders are doing tiis, ask the rest of the ciass to think
about common decisions that these people might make. When the recorders have
compieted their tasks, discuss the results. Show the students that the four basic or
major buying decisions have to be made in all buying situations, whether it be 2
business or a consumer.

Direct each student to get out a sheet of paper or prepare one Sor them, so h:t each
student has a2 form similar to the or.e below: (number 1-20) -

CAREER CHOICES I WHL || MIGHT {1 WON'T
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individual
1.

to.

Special Media o
1.

o N »
Take slips of paper with buying career titles and descriptions, and give them to various
students in the -¢lass. Ask students to read off the job descriptions one at a time and
conclude with: "Who Am 17" After students guess, give the correct title and review

the description. Ask™ each pupil to write' the career choice on his paper, and mark the ‘

column that best expresses how hé feels personally about being in that job.

When all of the buying career choices have been covered, ask the students to review
their-reactions. Are there any similarities according to the kind of buciness, the kinds
of products, the job requirements, or other points which students may bring up®
Expiain to the students that all of the buyers must make four basic decisions,
aithough their product or service knowledge may be different. Review ‘the basic

decisions. ,

Dastribute handou: =220 "Buying for a Business” te the student and have him foilow
the drections és gwen. Nhen he has completed the handout, review the mgjor buying
decisians gnd cereers cath hum Emphasize that all buyers, whether in a business or a
carsumer, Mt moase the same four mejor decisions. Explein the differences between

e careers, 2y sooaby the who.esale middiemen—jobbers, distributors, importers, etc.

L 10 select the buving career whoch would most appeal to hint and the
poving decision which e thinks s most importang, and prepare an oral, written,
viseal or zedio carﬁmc—marv, display, or report. Ask him to explain what his selected
<orzer choice does and what specific considerations are involved in making the buying
decisions he determined to be the most important. Have him relay why he chose the
particutar career and the buﬂng decision. . .

Distribute the'Student Handout =23: “Buver's Blankout” and cive the student zbout
fifteen 10 twenty minutes in which to complete the puzzle. When he has finished,
revieve the huying terms with him and discuss’ what each decision and career means,
first asking if he knows what the decision or career is.” ™

Films: “‘Fashion—The Career of Challenge™
‘ “Is & Career in the Appare! Industry For You?"

2. Filmstrips: “'Ceareers in Buying” .

“*Carears in Fashion and Textiles”

3. Stides: “‘Careers in the Department Store”

“'Careers in Fashion™ ~

4. Cassette Tapes: ‘‘Caresr Development Series—The Buver™

5. Pemphiets: Jok Opporitunitiss in Retarlihg., L.C. Penney
-

) i

Nerchendise Manegement Trainee i

R . Cas . A
€. Occrpsztions and Csreers, "Purchasing Agents,” Pages 208-210



. | LEARNING ACTIVITIES

N\

UNIT TITLE Buying for a Business UNIT = 4 GBJECTIVE =2

Group

-

1. Invite as guest speakers: a retail merchandise manage., a wiolesale buyer, a manu-
factorer’s purchasing agent or manager, and a purchasing steward for a laye
hotel /restaurant or a securities broker, Have each of them describe briefly the basic
buving decisions he has to make and explain his job duties. Request each of them to
relate his job to others in his company that he consults'or supervises and to people ig
rther companies with whom he works in performing-his job. Ask them to bi:ng any
literature, pictures, or otner materials which would be of interest to the siudents.
Prepare the students for his arr;vai_\

2. Select students for four different groups—a manufacturer, a wholesaler, a rezailer, “and
3 marketing service. Explain to each group that they may chouse any kind of busmess,
within that. category, but their group activity should pertain to the gwen topic listed

below or chosen by yocu. -
%

.

Appoint a director for each of the groups. Give each group ten minutes to identify
character role parts and. the setting. Bring the class into a large semi-circle, and ask the
manufacturing -acting guild to give the topic they were given. Have thg group
spontaneously act their parts Allow about five minutes for each playand discuss each
of them at the end.

I

Suggested topics 1o guide the students in creating & buying scene are:

ffanufacturer—-Should | buy a very large quartity of raw materials now at a-
Tower unit cost, or should | buy a smaller amount now in case the product.
doesn’t sell well or materials cosis,go down? -

) iVholesaler—What merchandisé should | buy 1o have on hapnd for this year's ‘
‘ Christmas season? How can | be sure | buy the nght goods?

RerailerZ\Wherz should | go to buy cur new sélection of merchandise? Should !
just':iet a buying offre do it? Should I'buy from a local wholeszler or from
many manufacturers' Shouid 1 go Lo Qur large cent ral market or a regional
trade show? .

- Markering Service—\When ts the best time to buy the goods we Peed to proude
our customers with 7 ig services™ When should we ha-:e them nc!rverod——ncht
awzy and have 1o pay next mor;th or 12ter?

Refer. to the directions. - the activity tn Student Handout =24: “Buyer's Career
) CBA's” and give copies to the students or explain the game 1o the ¢lass. To make the,
ga™e activity more interesting, gwve the panelists name cards on -olored construction

(

naper. Raview the quiz questions with the authorites or make them up yourse:i fram
those submitted by the stude 1ts.  Preparing questions is good reinforcement and
E\WE‘W .

O
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1.

!
Distribute Student Handout #25: "*Comparison Shopping Survey’ to the student. if
he is able to do the project as directed in the community, give any t.ecessary
instructions. If he can.not go into the community, set up three model stores with

~ assortments of products for him to shop.

Ask the student to select a !ocal business that is of interest to him and visit with the
person who does the buying. Before the interview, be sure the sturent has compiled at
least ten questions to ask the person and has made an-appointment. Explain to the
student that he should investigate the activities of the buyer, his experience and
preparation to-become a buyer, and what the buying opportunities are in his field.
Develop a buying situation -.crcerning a product which might appeal to the student
such as a car, clothes, or records. Tell the student he is going to open a new business
to serve the school conimunity, so there are nc'_) past sales records on which to depend.
Tell him he has $500 to spend, and give him scme sample sources with different
prices, delivery dates, discount rates, and promotional services. Ask him to fill in the
Student Handout: “‘Purchase Order’” to most effectively use the $500. Have him
attach a sheet explaining how he made his decisiors Bamember, it is not important
that he demonstrates skill in doing this activity, but that he understands what a buyer
or purchasing agent does.

Special Media ' .

1.

—

N oA W

-0 v x

Filmstrip: “Careers in Buying,” J. C. Penney ,

Commercial Game: ‘‘Dealer’s Choice” .
C:.'/roar Opportunities: AMarketing, Business, and Office Specialists
Dictionary of Occup . tional fillos, volume | .
Encyclopedia of Coreers :nd Vocational Guidance, Volume |
Handbook of Job Facts, Science Research Associates

Occupations and Careers, Webster/ McGraw; Hill

Cccupaticonal Briefs, Science Research Associates

Occupational Guidance Booklets, Finney Company

Occupational Outlook Handbook, U.S.'Qepartment ¢! Labor
Widening Occupational Roles Work Briefs, Science Research Associates
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Competency

PERSONAL SELLING AND SALES PROMOTION

Awareness of the vast number of career opporturities in personal und nonpersondl selling
throughout the marketing process.

Objectives

1.

Given the titles of sixteen person2! sglling careers, the student will designate each as
biming an employee of a producer, wholesaler, retailer, or marketing service industry
wilh 75% accuracy. (knowledge:

2. Given twelve descriptions of nonpersorial occupations, the student will supply the
appropriate job title for each description with 75% accuracy. (knowledge)

3. Given twenty job descriptions of selling careers, the student will give the job title for
each description and distinguish each as a personal or nonpersonal setling occupation
with 75% accuracy. (comprehension)

Cornicepts

1. Selling is the process of assisting or persuading a customer to.make a wise buqu
decmon to meet his needs or wants for a good or service. . -

2. Personal selling involves a direct face to-face or telephone contact wnh a consumer
auring the sales process or customer services provnded

3. Muny career opportunities are available in oersonal selling for people providing
information about the product and giving special customer services, as well as for
those actually conducting the sale. ‘

4. Some of the personal selling careers-availuble through the channels of distribution

are:

Manufacturer’s representative—sells a manufucturer S, qoods t() whaelesalers and retadd
ers for resale to consumers :

Industrial silesman—sells goods used to make other goods or for the operation of a
business and works tor a producer or a wholesaler

Pioneer salesman—serves the manufacturer by promoting or selling new products, new
uses for products, or new selling mzthods primarily to wholesaters who usually
dare new customers in a new territory

Dealer-Service salesman—~followsup a pioneer or industrigl salesman to make sure the
customer has an adequatie supply of the goods by taking an inventory of the
stock and writing the necessary orders

Missionarv  salesman—emploved aenerallvy by a manufacturer to contact the retal
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Sales  manager -supervises the training and activities of salesmen for a product
wholesaler, retailer, or marketing service industry

Wholesale salesman—sells goods for @ wholesaler to retailers for resale to their
customers

Detard salesiman--serves the wholesaler by checking the stock of retad customers and
writing orders for goods

Rack salestman—-aids the wholesaler by inventorying a supermarket’'s supply of
non-food items, replenishing the stock, and arranging displays

Truck silesman--employed by the wholesaler to sell and deliver food items to various
retail stores

Demonstrator—employed by a manufacturer, wholesaler, or retailer to show a
product in use to groups of prospective customers

Salesclerk - hired by a retail store to assist customers who do not need in-depth
merchandise information and demonstration and thereby serve many customers,
often for frequently bought items or lower-priced goods

Salesman—employed by a store to provide creative salesmanship in the demonstration
and explanation of 4 product to customers for products which are not
frequently bought or which are expensively-priced

Qutside salesnian—sells goods for a retaiier to individual customers in the home or
place of business, rather than within the store

Cashier—works for a retailer or marketing service industry by handling the exchange
of money for a good or service by cash or credit

Front desk clerk —handles sales transactions for hotels or motels by registering guests,
receiving payment in cash or by credit card, issuing-keys, assigning rooms,
keeping room records, and assisting guests :

Bellman-provides hotel ar motel guests with special customer services, such as
baggage handling, room service, local trave! needs

Model—shows features of garment by wearing it and exp]aining design, etc.

Service station attendant—provides service to motor vehicles for sale of gasoline,
motor oil, and accessories to customers .

Advertising solicitor—sells advertising space or time to a business for a newspaper,
radio, or television station, magazines, etc.

Ticket agent—sells tickets for transportation agencies to passengers, plans travel route,
and computes the fare

Maitre d’'-coordinates activities of food and beverage workers within a restaurart for
the dining room, lounge, and banquet facilities

Business agent—represents entertainers in selling their talents to theatres, :»ition
picture studios, and other entertainment centers

. Many personal selling careers involve another major marketing function and are

P I la Atlhhne cnlea Thorn lemaliicda iarcvanan Aarmed vnal Resatan amAnte nAmisetian
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10.

11.

12,

‘Nonpersonal selling uses special devices or techrmiques to provide possible customers

with information and persuade them to buy the goods or service, or create a
favorable image for the business.

Nonpersonal selling i1s often called sales promotion. Sales piromotion includes
advertising, display, special promotional technigues, and public relations. Only those
sales promotion careers which do not involve direct contact with a customer are
classified as nonpersonal selling jobs.

Advertisi-ng 1s any paid form of nonpersonal presentation of ideas, goods, or services
by printed or sudio visug! media for an identified sponsor.

Display is any means of visually showing goods, often as they are used, within or
around a business to attract customers’ attention and,create an interest in buying the
displayed merchandise.

Public relations includes those activities which are used to develop goodwill or a
tavorable public impression of a business, organization, person, or group of people
through news media, special events, and the ike.

Special promotional techniques are used during a sales promotion campaign to create
extra attention and interest. Usually planned and prepared by advertising personnel,
these devices include samples, contests, trading stamps. fashion shows, coupons,
exhibits, and sweepstakes. : '

Some of the interesting « cer opportumities 1n nonpersonal selling areas of sales
promotion include:

Annoancer - provides audiences with information abhout people, places, products, and
events an radio, television, theatre, or other entertainment/amusement settings

Copywriter—obtains information about a product or service and the advertising
sponsor and prepares the original copy for a printed ad or ti» written script for
radio, television, or other audio advertising means

Hiustrator-creates .. picture or design to favorably show a product or service
described in thwe copy of an advertisement

Layout nran-assembles all the parts of an’ advertisement into an eye-catching,
attractive design

Proofreader--cormpares the final copy of an ad, story, article, etc., with the finished
printed o7 luct to detect and correct any errors

Reporter—gatt  , information about special events and happenings and prepares news
releases for radio, television, and newspapers

Fashion coordinator—promotes new fashions and coordinates promotional activities,
such as fashion shows, in conjunction with the buying, advertising, display, and
publicity departments of a store



St promoter - plans and coordinates special promotiondl campaigns ysing tech-
miques, such as samples, contests, stamps, coupons, etc. ‘
Display cesigier - creates and plans displays on a drawing board

Drsplay man-arranges the merchandise and firops into an attractive display as cre_ ted
by the designer :

Display manager -coordinates actwities with other departments in determining mer-
chandise to be displayed and supervises display workers

Display  technician -preperes and  cleans  display area and assembles or returns
necessary merthandise and props for the display man

Display trummer--adds the back drops, floor covering, and other display accessories
indicated by the display man

Public relations  man-plans  and conducts programs to develop goodwill for a
business, organization, or institution

Pross ayent —organizes information concerning a person or group’s activities, prepares
news releases, gives interviews, plans for public gatherings and otherwise acts as a
lLiaisun between a person or group and the general public

Siyn wiiter—creates by hand or uses a sign printing machine to rnake display
showcards, billhoard signs, and other visual promotion aids

Equipment
1. Overhead projector, chalkboard, bulletin board
2. Filmstrip projector, 16mm film projector, slide projector

3 Video tape recorder, record player, cassette tape recorder

Materials

1. Films: “"Ad-Ventures” “Cazreers in Sales” '‘Careers—Sales”
““Is a Sales Career For You?'' '‘Careers in Broadcast News'’
"Opportunities in Sales and Merchandising”” *'The Journalists”
*ls a Career in Radio or Television for You?"

2. Filimstrips: “'Art Careers in Advertising” "'Career Game'’
“*Career Exploration: Persuasive Interest’
““Careers in lllustration” *"Careers in Journalism” ,
*Careers in Show Business” ‘'Careers in Television’
“Selling as a Career’” ‘‘Writing Careers in Advertising"’

3. Slides: “'Careers in Food Merchandising” ‘’Careers in Home Furnishings”
"Careers in Service Stations’’ ‘*’Occupations in Supermarkets”
’Understanding Wholesaling’” *’Your Future in Retailing”’

4. Cassette Tapes: ‘‘Career Development Series,” Imperial Films
*Careers Unlimited Series,’”” Classroom Productions

5. Advertising: A Career of Action and Variety

6. Career Opportunities, New York Life Insurance

O
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10.
1.
12.
13.
14.
15.
16.
17.
18.
19.
20.
21.
22.
23.
24.
25.
26.

b)

-~

)

Coreer Quportunsties: Marketing, Business, 2ad Office Occupations
Career World Magazine

Careers Briefs, Careers Publications, Inc.

Consider a Career in Public Relstions, Chronicle Cuidance Publications
Dictionary of Occupational Titles, Volumes | and I}

Distributive Career Series, Fairchild Publications

Encyclopeda of Careers and Vocational Guidance

Finding Your Job Booklets, Finney Company

Jobs in Aavertising

Modeling Careers: Glamour and Hard Work

Occupctional Briefs, Chronicle Guidance Pubtizations

Occupational Br/'efs, Science Research Associates

Occupaticsal Guidance Booklets, Finney Company

Occupational Guide Series, California Departiment of Employment-
Occupational Outlook Handbook, V. S. Department of Labor
Occupations and Careers, Webster/McGraw-Hill !
Opportunity 1s Rota/lmg Natnona! Retail Merchants Association
Project Loom Umts Flarida Stdte University

Vocational Guidance Mznuals, vaersal Pubiishing Corporation

Wtat Job For Me Book Series, Webster/McGrawv-Hill

. Widening Occupational Roles Work Briefs, Science Research Associates

ragemsii
rasteihoard, construction paper, white paper, magic markers, tapes

Kulars, giue, scissors, 1ape, thumb tacks, magazines, newspapers

O

Special Resources
1. Student Handouts =26-33

2.

Commercial Games: “Auctioneer’ and “"Masterpiece”



KEY
THE SELLING SCENE |

1. Personal Selling Careers Business Components
Front Desk Clerk

Detail Salesman\

Salesclerk
Producers

Demonstrator,
Industrial Salesman =S
Convention Manager
Manufacturer’s Rep
Service Statior Attendant

Cashier

\~..

Bellman~__
Sales Managen
Outside Salesma

Advertising Solicitor—

: T Marketing Services
Missionary Salesman

Ticket Agen/

N

NOTE: The tetir of 24 lines from the careers to businesses includes: 5 to Producers, 5
to Whclesalers, 6 to Retailers, and 7 to -Marketing Services.

A score of 18 correct answers for 75% accuracy will satisfy objective =1, -




1. Announcer 7. Sales promoter'
2. Ccpywriter 8. Display designer
3. Hlustrator 9. Display man

4. Layout man 10. Display tri,mmer
5. Proofreader x11. PR man

6. Reporter 12. Press agent

If the student answers 9 of the above items correctly for 75% accuracy, he will have attained
sufficient proficiency for objective #2. :

3.
Selling Career Title “PIN Seiling Career Title PN
1. Business agent P 11. Reporter N
2. Maitre d’ P 12.- Demonstrator P
3. Ad solicitor P 13, Rack’salesman Ao
4. Service station attendant P 14. Salesclerk P
5. Front desk clerk P 15. Manufacturer’s rep P
6. Cashier P ~ 16. Dealer service saiesman P
7. Anrouncer N 17. Sales promoter , N
8. Copywriter N 18. Display'man N
9. Illustrator N 19. Display trimmer N
10. Layout man N 20. Press agent , N

The student will satisfy ijective %3 if he correctly identifies 30 of the 40 parfs’ listed
above for 75% accuracy. '

63




KEY
THE SELLING SURVEY -
, PRODUCERS ' d

Indussing! Salesmaﬁ Missionary Salesman Sa.2s Manager

Manu.‘facturer"s Rep Demonstrator

- .
WHOL ESALERS

Industrial Salesman : General Salesman . Rack Salesman

Sales manager : Cemonstrator

RETAILERS

Sates Manager - Demaonstrator Cashier

Sales Clerk Outside Salesman .

MARKETING SERVICES

Ad Solicitor Sales Manager | Business Agent
Bellman - Maitre d’ Cashier
Convention Manager ‘ Front Desk Clerk
n
4

If the student correctly identifies 18 of the careers for 75% accuracy, he will have shown
sufficient knowledge for objective =1.



-

2.
. 1. Sales promoter ) 7. Announcer
2. Display designer ‘ 8. Copywriter
_ 3. Display man - 9. Illustrator
4. Display trimmer 10. Layout man
5. PR man _ 11. Proofreader
6. Press agent \\ 12. Reporter -

I?"the student receives a score of 9 corect answers for 75% accuracy. he will have
satisfied objective =2

3. A total of 40 points may be earned on this evalua_tion item.

L

Selling Career Title “Pr N Selling Career Ti'rle “P “N”
1. Dealer service salesman X 11. Cashier X
2. Sales promoter X 12. Announcer A
3. Display man X 13. Copywn:iter X
4, Display trimmer X 14. Illustrator X
5= Press agent X 15. lL.ayout man X
6. Business agent 16. Reporter X

7. Maitre d’
8. Adsolicitor

17. Demonstrator

18. Rack s‘a1'e$rvian

19. Salesclerk

20. Manufacturer’'s rep

9. Service station attendant
10. Front desk clerk

X X X X X
X X X X

The student will achieve objective #3 if he answers correctly 30 of the 40 parts for 75%
{ .
accuracy.




LEARNING ACTIVITIES

UNIT TITLE Personal Selling and Sales Promotion UNIT = V OBJECTIVE # 1

Grou'p

1. Write the words ""Yes” orid "No” on the chalkboard or overhead projector. Explain to -
the students that all answers they give are acceptabie 3nd no right or wrong answers
are involved. Ask the students how many of them think they would ke 10 be 'a
salesman, and write that number under the yes. Ask how many of them would not
like to work as a salesman and write that number under the no.

Select students 1o explain why they would and would not like tu be salesmen. Explain
- different kinds of salesman positions, including all business components in the
channels of distribution. Include those covered in the student’s handouts. See if
studen:s can add to the list. Repeat the vote of whether or not students are interested
in becoming salesinen. Check to see if there were any changes in votes and ask
students to tell why they changed their minds. .
2. Ask each student to select & product of interest to him, find as much information as
he can about 1%, and bring it to schoo! if at all possible. If he cannot bring it, ask him
to bring an illustration or picture of it. Ask each student to select a personal selling
role in which he can sell his product. Tell him he may wish to choose a service.
Discuss the basic responsibilities and activities ot & salesman, such as greet'lln'g a
customer, discovering his needs; explaining the product or service, overcoming his
objections, closing the sale, suggesting additional items or services, completing the sale,
and followup customer services. Remember, we are only interested that tr)e student
uinderstand what a salesman does, rot in how well the student performs.

Divide the class into pairs and have students alternate as customer and saiesman.

Allow them fifteen minutes to practice. When the time is up, split the class intq two

teams, so that each pair remains on the same team. Flip a coin to see which team will

go first. Have the first pair of that team present one of their sales situations within

one or two minutes. The opposing team has thirty seconds to collaborate and tell the

personal selling career title and for whom he works in the s:tuat|0n that was enacted.
- i the team is correct, they earn one point.

It that team does not answer correctly, the team whose players acted may guess the
career and business. |f they are correct, they receive one point and continue their turn
in guessing a sales situation represented by a pair from the opposing team. {f they
were incorrect in guessing the career and busine~s missed by the opposing team, they
still receive their regular turn and are not penalized for missing it. The team with the
greatest number af points wins. :

When the game is over, ask students on each team, alternating teams, to name careers

O
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in personal selling that were not portrayed and for which busines. component in the
‘channets of distribution they vork - producers, wholesalers, retalers, or consumers,

Individual . ,

1. Distribute Studen: Handout =26: “Careers in Peronai Sehing™ to the student and ask
N 10 study the m'fmml:tiqn. When he has finished, distuss the material with him and
see it you csn clear up anythingihe did not understand i the handout.

R H

Ask  the student to tohe g Tece 0! baper and wnite tour column huaedings of:

Producer, Wirolesater, Retater, and Nlureting Services 1o ron?escnt the four major

bhusimess cormmr.unté in the ebunnels of distnibution. Ask bim 10 ¢ee how many of the

persongl sel iy carcers bie can st under vach of ¢ .« 1our columns. f he did not
. remember thert all, review those which he did not snctade, explaining the differencas

between solesmen employed by the same types of husinesses, such as wionee.,

industrial, arg mussionary salesimen who ult work for o munufacturer,

2. Distribute Student Hendout #27: “'Selecting the Salesiman’s Soss™’ to the student, Ask
the student to study the personal selling careers given and to place an X' in the
boxes under the appropriate columns 1o show wiiich business or businesses employ

. each satesman, Discuss those that the student oussed, emphasizing the differences
betwezn them. . ‘ »

'
’

: 3. Ask the student to select a personal selling career that he would be most interested in
pursuing, Ask him to check reference materiols in the Library, as well as any you have
in your room or in guidance  Ask him to mterview two people working in that career,
if possible. Have him g2t information cover g the following points:
4. Ten tasts the person pertorms ' his job
b. Educatinnal and work experience requirements needed for the job
¢. Starting salaries; fringe benefits (vacation, refirement, insurance)

Opportunities for promotion- next run on the career ladder
- e. Advantages or disadvantages 9f the particular personal selling job
Special Media
1. Fims: “Careers in Sates’ “'Caieers - Sales”
"I a Sules Career Far You?”
“"Opportunities in Sales and Merchandising™

~r

Fitmstrips: ““Career Game'’

“Career Exploration. Persuasive Interest’

Selling as a Career”’
3. Slides: ‘"Careers in Food Merchandising”  ““Careers in Home Furmeshings”
“'Careers’in Service Stations’” “‘Occupations in Supermarkets’
““Understanding Wholesaling’ “'Your Future in Retailing” ' .

' . . : 65 ) (.
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1,
12,
13.

14,

15.
16.
17.
18.
19,
20.
21.
22.
23.

-4,

25.

Cassette Tapes: ‘‘Career Develonmenr Series,” Imperial Films

“*Careers Unlimited&eries,” Classroom Productions
Career Opportunities, New York Life Insurance
Career Oppoitur;it_ies: Marketing; Business, and Officc Occupations
Career Worid Magazine:-
Careers Briefs, Careers ‘Publicatfgr{s, Inc,
Consider a Career in Public Relations, Chronicle Guidance Publications
Dictionary of Occu,')an'_onal Titles, Volumes | and |1
Distributive Car'eer Series, Faircﬁild Publicatibns

‘Encyclopesiia of Careers and Vocational Guidance

Finding Your Job Booklets, Finney Company

Modeling Careers: Glamour and Hard Work .

Occupational Br/bfs; Chronicle Guidznce Publications
Occupatianal Briefs, Science .Reséarch Associates

Occupational Guidance Booklets, Finney Company

Occupational Guide Series, California Department of Erployment
Occupational Cutlook Handbook, ). 3, Department of Labor
Orcupations and Careers, Webster/N.cGraw-Hill

Oppcrtunity (s Retailing, National Retail Merchants Asscsiation
Project Loom Units, Florida State University

Vocétional Guidance Manuals, Universal Publishing Cerporation
What Job For Me Book Series, Webster/McGraw-Hill

Widening Oceupational Roles Work Briefs, Science Research Associates

66
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LEARNING ACTIVITIES

UNIT TITLE Personal Selling and Sales Promotion UNIT =5 . OBJECTIVE =2
. _ ¢

Group . - ,

1. Write ‘the folowing questica on the chalkboard or overhead projector before class

begins: “Dqes advertising have an effect on you?’* When class begins, sk a student to
explain why bhe thinks advertising has an effect on him. Ask another student to
explain why he does not feel advertising has an effect on him. {f no one takes one
side or the.other, play the “Devil’'s Advocate’ and present that sicz of the argument.
See how many in the class think advertising has an effect upon them and how many
do not. o

Divide the class into two teams, select a scorekeeper, and explain the rules of “Tic,
Tac, Toe" as found in Student Handout =28. Develop s list of advertising slogans and
advertisers. Some have been included withi the game rules to assist yoa. Piay the game
as Girected.

Foilow the game with a discussion of the effect of advertising and other kinds of sa'es
promotion careers.” Ask students to see if they can identify any other types of sales
oromotion. For each kind of sales promotion. see how many careers they can guess.
Cover zll those included :n student handouts, explaining briefly wha: each of them
doss. Use newspaper ads, a minigwre display, fashion shows, sponsoring local teams.
and & news reiease as examples of how cageers are relzted within each of the
cremotional areas oi: advertising, display, special promozonal techniques, public
relations, and publicity.

-

Ask each student to bring a shoe box or some Dther small cardboard box to class.
Accumulate the following materiais: comctruction, paper, giue, sgissor tepe, magic
Markers, crayons, posie rbocrd pacer dclis, smali ;euelry boxes, miniature furniture

and cars. Many of the studants can bring these frem home, as weil as other things
which may be needed. * :

© »

Ask each student 1o select 2 Nind of business of interest 1o him and a product carried
by that busiress. £xplain to the students-that esch of them wili assume the roles of
zh 'a'v!av workers that would be involved in crezting a display Discuss with thern the
ordar in which di>~ ay workars wou'd become involved beginning with the display
menzger and the disolay designer. LQuestion them so that they arrive at the
conciusions, such as: 1) the dispiay manager decides what will be disolaved in
conjuncticn with other department managers: (2} the display designer plans the
dispiay on peper; {3) tne disnlay technician ~leans and orepares the display area
Incluge the signwriter in the prejEst

-

N

Have each student explain, orally or in writing, what he did with his disolayv project as

. he.assumed the verious display carser roles. Each display career should be illustrated

with at least one activity that he performed.



r
e

'3. Obtain the following equipme=t, materials, and supplies: tupe recorder and tapes;
video %ape recsrder and video tapes; typewriter; signpress or lettering kit; white paper, ’
W'k 117, rulers, glue, sCISSOrs, Pencils, crayons, magic maikers, felt up pens,
masking tape. <cotch tape, uld magazines and newspapers, construction paper,

1posterbaard.

Ask each student to select a business and a product of interest to him. If possible, it

shouid be the same as for the disptay project above. Explain to the student that he is

going to develop a sales promotion campaign inciuding adverusing, sales promotion

tech  wes, and oublic relatinns or publicity. Have him create an advertisement of his

cho  © n2wspapes or magazine advertisement, 1 minute radio spot, 1 mirute television

con mercial, a small billboard, or a flver. Ask him 10 create a plan for a speciat -
sromotional techmique, such as: sampiles, coupons, fastion shows, product demon:

stralion, or contest. Have him prepare 2 news release about the business, either as a

newshaper story of as a radio or teievision feature.

Ssh stucents to kesp a diary of the activities in which they become invelved and the
se’:;s sromoton roles that they assume in performing the activities. Periodically,
“hr sout the nrojects, discuss with the class the sales promction careers that are
. 4 and what each of these worsers does. !f possible, display some ot the
aro =ots around the outside of the classroom, as weil as withn the classroom.

ladividual

pory

Tisthbote the Student Handout =29: “Nonsersonal Seliing Careers in Saies Promo-
san” 10 the. student. Askh the student e explain the terms sales promotiorn,
advsrising, dispiay, public relations, and nonpersong’ seliing. Have the student select
tre ;e which most interssts him and arrange for him to visit with a2 parson working
pore s frals 1 sosshie. have him observe that person working on the job. Ask the
sl toodenuty “e -asis *hit the worker performed. Review his obsenvation with
mirorglaling that Ceresr gnd 8723 10 -he other careers and types of suies promotion.

Jour student the Stedeny Handoul

ro—LooeTTISTIS Reacning You?
Duscuss the putposes o zdvertising with nir, including product information for new
sraduces and naw wses for products Ask the student to think of the different kinds

Assign the student sn advertising projact i which na wili collect samples of different
H 2 n 2% n2wspaoer and mega;rﬁé acs, hanghills, brochures, match

Vs, =tc. Have him review a radio spot and :levision commercizh Cbtamn
i e Raiiways, library, guidance, etc. Have the student dispiay

g 2 tizie that relates edvertising careers. Such a title might be:
“CATtistic Activities of Advertising Workers” 11 possibie, find illustrations al aeo;:ié in

<o yvoclous advertising careers. Distlay these with “the career Utle around the ad

Ontan 2 sal discizy arss within the sch2ol, such as ir the corridor or nesr the

~r
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bookstore. Ask the student to select a-small product that he owns and can bring to
school. Explain to mim that he is going to assume the roles of display personnel by
creating 3 smail display. Discuss with him the order in which the people become involved
beginning with the dispiay manager, then the display designer, and so on.
Ask the student to jot down a fist of things that he will need to do and in the order
’ that they will nesa 1o be done. Ask him to sdentify what display personnel he wiil be
representing wwhen he performs these tasks. Provide him with suppites and matenials.
Borrow some from 3 ‘ocal business or Distrioutive Education coordinator if necessary.
Special Media
TooFdms: CAd-Vertures” C'Careers in Broadcast Neas”” ) *
The Journalists”
“iz e Carear in Radio or Telev sion tor You?”
2. Fumsirips: "Art Caresrsin Advertising’ "Career Game””
“Career Expicration: Persuasive.lnterest”
"Cureers in Hiustration™ "'Careers in Journalism™
“ Careers in Show Business”™ “‘Careers in Television™
"Writing Cereers in Qdvertising”
3. Cassette Teoss: “Caree Development Series,”” imuernial Films
“Careers Uniimited Series,” Cizssroom Productions
S Advortising & Coerser of Actior and Varioty
. S Cereer Cpoortuiiir'es, New Yorx Life insurance
S. Curser Cporrunitos Marketing Susiness, ang Gifice Occunations
7
< g
12
LN
e
i3,
sl
‘!?, . LS
18, Cocupsriona: Quuisoy Hanshock, U.S. Denariment oF Lehor )
18, pEtigns sud Careers, Webszer MeGraw-Hill
28 Cuporzun’zy ¢ Rergiiing Navena’ Rewi! Werchants Association

£Q
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21. Project Loom Units, Florida State University
22. Vocational Guidance Manuals, Universal Publishing Corporation
23. What Job For Me Boak Series, Webster/McGraw-Hill

24. Widening Occupational Roles Work Briefs, Science Research Associates

-
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LEARNING ACTIVITIES

UNITT ITLE Personal Selling and Sales Promotion UNIT =5 OBJECTIVé =3

Group ¢ 2

1. Divide the class into four sales teams. Each team will represent one of these four
types of businesses: a manufacturer, a wholesaler, a retailer, and a marketing service
industry. - Each group may select a product or service which théy plan to seli and’
promote. Each group-will have a sales manager, advertising agent, display man, public
relations representative, and sales promotion specialist.

Each group as a unit must develop its sales promotion campaign and sales strategy for
the particular product or service. The team for the manufacturer might seiect
lawnmowers. In this case, lawnmowers ate usually handled by wholesalers. The group's
program would have to appeal to the wholesale customers, as well as provide the

. wholesalers with assistance in appealing to their retailing customers. The sales program
wouid aiso include methods for seliing to the retailer and the consumer.

N
Explain to the groups that each of them should include samples, illustrations,
gemonstrations, etc. for all selling areas. If possible, obtain a video tape recorder for
students to prepare short television commercials. Secure several reel or cassette tape
recorders for students to tape racio spots. Refer to the supplies list at the beginning
of this unit, so students can prepare such things as small billboard, catalogs brochures,
szies manuals, product packages -or labels, newspaper or magazine advertisements, etc.
tudents may carry out a project individually or the group may work on some of
them together. A’ teievision commercial, for exampie, will most likely take more than
one stugdent.

Viien the groups bave completed their sales proarams, have each member of a group °
explain a phase of_the Drogtcm_Ih_adWcowd—le
commercial; the sales manager couid give a brief sales demcnstration referring to the
sales manual. Emphasize to students the various rtoles which they performed. Include
others which may no: have been involvéd and classity each of them as personal and
nonperscnal.

. 2. Distribute the Student Handout =31: "SALES SCRAD" 1o all of the students or
explain the activity to them. Reproduce copies of the samgle card or have students
make their own from paper, construction paper, posterboard, or the iike. Explain to
the students that for purposes of the game, some careers, such as Demonstrator, have
heen included under the sales promotion columns, rather than under personal selling.

n playing the game, you may read the career description and give one clue about the
column in which it is feend Or you may say ior the stucdent moderstor}, under the

. “A": prepares origing! copy material for 3 printed ad or racio scripl.” In the second
situation, the student would know that the career would be 1 the Agdvertising column
1f he had it on his SCRAD Szles Card.
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Individual

1. Ask the learner to complete Student Handout =32: "“Salling Selection.” Explain to the
student that he should give @ specific tvpe of business. For example, the front desk
-clerk works for a hotel. The student should give the answer hote!, rather than just the
service industry. - Tell the student that the customers served mean prodacers, whole-
sa‘ers, retailers, service industries, or consumers. Remind him that he is to inaicate if
" each selling career is personal or nonpggsoral by placing a "'P" for personui or en “'N”
for nonpersonal in the left column. Emphasize toc the student that the business anu

ustomer’s columns may have rmore than one answer. Review his responses witn tha
student, clarifving the selling careers, job activities, customers served, and 1ts classifica-
uon as personal or nonpersonal. ’

rJ

Prov:de the student with the Student Handout =33: “Personal Product tnventory.”" If
the stugent says he does Not know what influenced him to buy the items he listed,
ash him how he first found out about the product. Did 2 friend have one or tell him
about 17 Was he shooping-and a salesnan showed t to him?Did ke see it in a
magazine or newspaper” Did he hear it on radio or television?

Viren the student has completey the inventory, ask him tc select one of the products
about whioh he thinks he knows the mgst. At him to prepare a sales campaign
n0webotk with sactions on selling features that a salesman would use, two advertise

y  Mm2rts isuch as cne sample ad lavout and one radio scripi), a sketch of 2 display, a
public relations activity, and a speciai sales nromotiona!l technigue (such as a fashion
show Or contesti.
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retarler and a corsumer. Emphasize that 1n most cases, the produger =yt 2D & 3
whotessler Or retaiier as well as the consumer. Have the student™ .- woge 2z io-pf

R exdignanor of the careers that could be nvoived within each phase Qr szofwy = g

]

sa‘es project, including whether the career i5 personai or nenpersonal.

~}
N

ERIC

Aruitoxt provided by Eic:



rage of
marchana

Sto

5 e

8

.

Q

Aruitoxt provided by Eic:

E



STORAGE OF MEKCHANDISE

P

Corhpetency

Awareness of the major types of storage and the career ., 4rtuaities that are available in
the receiing, stocking, and shipping of merchandise. - :

Objectives
1. Without assistance, the student will list the six major services of storage and nine
storage occupations with 80% accuracy. (knowledge)

2. Given a srorage situation involving the receipt and sh:pment of goods, ihe student will
identify ten storage careers in the order in which they would be involved in the
receiving, stocking, and shipment of a line of ‘merchandise with 809 accuracy.
{comprehension} -

Concepts

1. Storage rrovides the time and space necessary to house merchandise until 1t 1s needed
for industral purposes of distribution to consumsrs.

2. Storage faci''ties or warehouses provide six major services:
Space for housing goods for manufacturers or wholesalers .
Reshipping goods for manufacturers to surrounding districts

Fill orders from warehouse stocks for wholesalers and retailers

a0 o ow

Packaging, labeiing, and pricing goods for buik gseds received

t

Special services, such as fumigation, and efficient equ:pment

Qtfice rooms ano disnlav scace for manu

o

g vr—‘?;)"' AT UEE)

7

3. A vaiwty of jobs with opportunities for acdvancement are available:
a. Warehouss Supenvisor—coordinatas activities within the warehouse
b Recening-Clerk—checks in merchandise between purchase imoice
€. Alzterizls Hondier—transports goods between dock and stockroom

d. Srocimar—storss merchandise in an appropriste orgder

. e. Jlovenrory (eorirof Cierk—checks merchandis2 on hand 0 determin2 surpluses end
shoriages in the warehouse

4

Alarker—prices and sometimes lzbels incorming marchandise

[fe]
2

i Alznager—decides method-and routes of deivery or shipment

¥
1
&
'S
Q

irg Supervisor—supervises picking and packing ¢f shipped goods
i, Order Picker—salects merchardise from shelves of bins ic b2 packed
S Packer—prepares merchandise for shroment in boxes, crates, etc.

76
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. k. Shipping Clerk—checks order to see if it has been filled properly
* I. Checker—inspects incoming merchandise for quality, sizes, styles, etc.

4. Storage careers may be found with all types of prodicers, wholesaIers retallers and i
marketing seryice industries.

5. In smaller businesses, one person often assumes the responsibilities of one or more
=) - storage jobs, such as a shipping-receiving clerk, a stock clerk {stockman and inventory
control), etc. :

Equipment
1. Overhead projector, chaikboard, bulletin board
2. Slide projector, 16mm film projector

Materials
Fitm: “The Story of the Wholesale Market’”
Stides: “"Understanding Whoiesaling” and **Your Future in Retailing”

Career Briets, Careers Publications

Career Opportunities: Mark eting. Business, and Office Occupations

U AR S

Lareers Booklets, Institute of Research
Dictionary of Occupeﬁbnal Titles
Encyclopedia of Careers and Vocational Guidance, \’olu'nes b and (I

Finding Your Jap Series, Finney Company
Hzndbook of Job Faces, Science Research Associates

S ©ow~No

¢
-t

Occupatiozal Br:’efs‘, Chronicie Guidange

ey
-

Occupational Briefs. Science Research Associates

~l
r

Orrupariona! Guidance Booklets, Finney Company
Occuostional Outlcok Herndbook, U. S. Dznartment of Labor

R D
w

}.l

Occupatiors and Carvers, \WWebster McGraw-Hill -

b
tn

s’mw ? Loo~ Uaies, Tlonida State University

o8

Noder g Cecunstrons! Rales Vo, & Briefs, Science Research Associzates

Supplies

I Posterhoard, ConsTuction penar, whits paper

J Ciue, sCisSOTS, masking e, TLers, magic markers

Special Resources
TOStacent <arddouts =34 38

et Gamrss TAG L RSP

~

.
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THE STORAGE SCENE - KEY

1. Six major services provided by storage facilities are:

physical space . packaging, labeling, and pricing
reshipping qoods special services
filling orders _ office rooms and display space

Any nine of the following storage careers are acceptable:

stockman marker packer
receiving clerk ’ ratfic manager order picker
materials handler ~ packing supervisor shipping clerk

warehouse supervisor inventory control clerk
A score of 12 correct answers or 80% accuracy on this test item indicates sufficient

knowiedge for objective =1.

2. Ten of the following storage careers mzy be identified. Exact order is not necessary
with the receiving and shipping catecories:

A Receiving . Shipping
1. Warehouse Supervisor 1. Warehouse Supervisor
2. Receiving Clerk - 2. Shipping Clerk
3. Inventory Control Clerk 3. inventory Contro! Clerk
4. Materials Handler 4. Materials Handler
5. Checkei 5. Order Picker
6. Aarkar 6. Packer
7. Stockman® 7. Packing Supervisor
‘ B.

Traffic Manager

If the student correctly identifies 8 of the ten careers for 80% accuracy, he will have
demonstrated understandi~g for objective =2.



THE STORAGE SURVEY — KEY

t <
1. Six major.services pro:nded by storage facilities are:

physical space ; packaging, labeling, and pricing
reshipping goods special services
tilling orders office rooms and display space

Any nine of the following storage careers are asceptable:

stockman marker packer
receiving clerk traffic manager order picker
mater:als handler packing supervisor shipping clerk .
warehouse supervisor inventory control clerk

A score of 12 correct answers far 80% accuracy is satisfactory-for objective =1,
bs \\

-

i
.

2. Ten of the following storage careers may "be identified. Exact order is not necessary
wnth the receiving and shipping categorles

t Rece.'wgg Shipping -
* 1. Warehouse Supervisor 1. Warehouse Supervisor
' 2. Receiving Cierk 2. Shippinc Clerk )
3. Inventory Contro! Clerk 3. inventor  Control Clerk
4. Materials Handler 4. Materials Handter
5. Checker - . . 5. Order Picker
€. Marker 6. Packer
F—StockrET 7. Packing Supenvisor
8. Traffic Manager

When the student identifies 8 of the storage careers in the above test item for 80%
accuracy, he will have achieved acceptable proficiency for cbjective =2

~78
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LEARNING ACTIVI*I ES

- UNIT TITLE Storage of Merchandise _ . UNIT=6 " OBIJECTIVE =1

Group

v

2 Divide the class into four groups of four or five students, depending on the size. Give

b3

e T

. Give eatir student a copy of Studeat Handout =34. "Sxorage Situations,”” and give the
group 2bout ten minutes to iot down their answers. At the end of ten minutes divide
the class into five groups. Assign each of the groups one of the situations. Ask each
_:grouy 1o corpare its members’ reactions on their assighed situation.

Have each group select a recorder who wiit report to the class the group’s discussion
and conclusion, if any. AHow the groups approximately ﬁ‘reen minutes. “Call them
back togetner a=d ask eachirecorder to give a brief review of her group’s activities. At
the end of each report, ask the students what the re<ponsxh| ities are of the various

. storage careers. - + S

. .

Thrquqhout the class disgussion, insert questions pertaining to these services that are
provided by storage facilities. Ask students tc identify warehouse services, making sure
they understand ‘that they are used By all kinds of businesses. Explain that although
most of &he storage careers and facilities are related 1o wholesalers, many people are
employed by manufacturers and retailers in full-time positions, as well as part-time
iobs.

¢
Review the six major servicgs provided by storage facilities and the people who work
iv them. Reemphasize the twelve primary storage careers found in most maior
warehouses: _ P N )

-

- -— ~

éac‘w student two ships cf paper aperoxicrg*ew 4" x 5. If possible, mzake it
c::nstructron paper or coiored mrmoo aph paper, Write each of the following storape

" career titles on the ¢ .ah\board Or overhead projector:

Warehouse Supservisor Stockman
‘ atenals Handler Packing Supervisor
Receiving Clerk S, Order Picker .
Checker 4 Packers » -
Narker - ‘L Tratfic Manager
Inventery Controi Clerk - Shioping Clerk

Ask each student to write onz of the ca-eer fitles on one oi the slips of pape end
wrn-it over so that no one can see i Then ask each student 1o write one word on
the cther side of that si!m of paper which could describe the career title he selected.
Have one student in each groap serva.2s a umer, alternating the rele within the group.
Have one me'nher m each oo D begm by having the cther group members guess the
career He wrole down witnin -r~a mmu‘e. The groups’ members may ask any question
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which can be answered w\th\a\ yves or no. The only gra\{vback is%hat once a member
asks, “Is it __ N career,” he must have duessed the right career or he loses his
thance. Students alternate having the other:group members quess their career title and
serving as the timer for the group. When all of the members in all groups have °
finished, discuss each of the careers and ask students to reveal the descriptive words °
. that they chose. Review what each of. the storage career personnel does in his job. ’

Write each of the six major storage services on the chalkboard or overhead projector:
, . _

Physicai Space for Goods ' Packaging, Labeling, Pricing
Reshipping Goods . Special services.and Equipment ¢
" Filling Ovders for Geods Office Rooms and Display Space /

Ask each of the students to take his other piece of paper and write one of those six
services on it. Have them turn the pieces of paper over and sketch a simple iliustration
of that service taking piace in & whqlesale, warehouse. Give the students about five
minutes and then discuss the different illustrations created by the stur:nts. Review
the services with the group, giving exampies of them in business situations.

» A Y

- ’

Individual . A

. Distribute Student Handout =35: “‘Storage Seven” to the learner. Ask him to study

each of the eleven stotage career titles and their assigned responsibilities, which are

given to the right of each career. Ask the student to make the decision of which seven

people will stay based on the information that he has beer given.

When he has finished, discuss each of the careers with him. Identity the six major

services provicded by storage Facilities and the people who work in them. Ask students

- 1o take those siv services and_metch those storage—ezreers-te—them—aecording o-the——
' importance that he thinks that perscn woul «play in fulfilling that service. For
example, the student might se]ect the cayeers of coder pi~ker and packer amd match
them to the service of Tilling orders for goods. T=li = siudent that his only Jumit is
he mzy nct use any career rrore than twice. Peview s eonclusions with hir, letting

him explain the bases for his decisions. - .

L

2. Qbrain several newspapers from sur-ounding cities wherz large warehouses are located.
Give the student the classified se\*,icm of the newspapers and a cony ars\udent
Handout =36 C’ sified Storzge Careers.” Ask the student to select \:ar?'\qu

. some from sach pener, if possible, which iilustrate storage career opgaory inities in the
area. -

Y

N
/

bizve the student cut these out and glue them on his paper. Ask him to list “ne kind
of business invalved for wach of ths want ads, such as a whoviesaler, 2 department store
wzrehouse, 3 food chain supply house, etc. Then ask the student to list any
resoonsinilities which are statec or tha? he can decduct from the advertisement.

Asik the stygent to explain what services he thinks the storage facilities and the

)
L

oL
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personnel whe work in them pravide to manufacturers, wholesalers, retailers, and
marketing service industries. Relate to him how the six major.services meet the needs
~ of various sizes and types of businesses right in his home community.

Speciai Media

1. Career Opportunities: Marketing, Business, and Occupational Specialists, “The Whole-

saling Specialist™

Control Clerk
Materials Handler
Packing Supervisor
Shipping Clerk
Traffic Manager

inventory Control Clerk
Equipment Operator
Receiving Clerk .
Stockman

Warehouse Supervisor

2. Finding Your Job. Booklet Series, Finney Company:

Bakery Goods Wrspper & Packer

Bakery Shipping Koom Helper
Bakery Stockman

Bottie Labeler

Box Packer

Baxcar Unloader

Bread Loaf Racker
Candy Facker

Dockman )
Fork!ift Truck Operaic.
Freight Eievator Operator
{abeler-Packer

3. Qccupational Guidance. Finney Company:

Airline Freight Handier
Freight Handler
industrial Traffic Manager
Inventory Supervisor

4. O~ natione! Gutioo’ Handbook

5. Cerunations and Careers

6§ Shdes: “Understanging Wholesaling”

7. Fr'm: Story of the Whotesale Narkst”

]
AV

Mecving Van Loader
Order Fitler '

Packer and Wrapper
Paper Sorzer and Counter
Raw Material Handler - -~
Receiving Clerk's Helper

Shipping Clerk’'s Helper

Stock Clerk’s Helper

Supermarket Stockboy o

Tray Packer, Airline

Warehouseman’s Heiper

Wholesale Jewelry Worker

Stc k Clerk

Stock Transfer Clerk
Trafiz Manager
Wazrehouse Supervisor



'LEARNING ACTIVITIES

-

UNIT TITLE Storage of Merchandise UNIT#6 = OBJECTIVE #2
. Group , -

1. Assign members of the class to the following storage career roles:
Warehouse Supervisor—1 ‘sti'dent Stockman—2 or 3 students
Materials Handlers—2 or 3 students Packing Supervisor—1 student
Receiving Clerk—1 or 2 students Order Picker—1 or 2 students

- Checkers—2 or 3 students Packers—2 or 3 students

Markers—2 or 3 studénts - Traffic Manager—1 student
Inventory Control Clerk—1 student Shipping Clerk—1 or 2 students

-

Create a sample storage warehouse scene wsith work statiorr- identified in the room,

including:
Loading/Shipping Area Unloading/F~ceiving Arca
Packing Section .- Checking/Marking Section
Stock/Storage Are. Central Warehouse Office

Simulate a storage warehouse situation involving the " ceipt of an order ot merchan
dise, checking it, pricing, stocking it, packing it.in smaller units, and shipping it to
‘several businesses. Ask the students to decide the order in which they should be to
most effectively do the jobs. If at all possible, your group might be able to provide
some service to ihe schoo| or community by unloading and unpacking boxes of items
and packing them in smaller quantities. Review the order in which merchandise comes
into the husiness and in which the stcrage personnel are involved, '

2. Divide the class into groups of five or six students and give each pupil a copy of the
first sheet in Student Handout =37: “‘Storage Shakeup.” Ask the siudents to read over
the instructions. Review the instructions with all the students. Remind the group that
they have 20 minutes to arrive at a inajority rule decision.”

At the end of the 20 minutes, have one student from each group write the career -
titles of personnel whe would not-be ““laid off.” Give each group a code name or
number, so their conclusions can be quickly identified. When all of the lists are on the
board, discuss each aroop’s majority rule decision with the class. If students completed
the Student Handout =35 “Storage Seven,” ask how the group’s .nswers compared

| with individual student’s answers. Did the student change his mind? Did he know
more now about the jobs than he did in the previous activity?

Have each student complete the second sheet of this Student Handout %37. When, the
students have compivied the sheet, review the various storage careér personnel and
their job tasks. Discuss the services -that are provided and the order in which
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Individual , 1

1.

Give the learner a copy of Student Handolt =38. \'\'Storagc Spiral.” Tell the student
that the spiral puzzle shows the order in which ~tOruq«- personnel are involved from
the time the warehouse supervisor s infarmed of un incoming shipment until the
shipping clerk approves o losd to leave, Empmsm- 10 the student that careers which
are nvelved more than once, such as ite materials h‘\‘ndhrr or warehouse supervisor,
are identified onty the first time in the spiral puzzle.

I .' ‘\
When the studerit has comnleted the puczzle, discuss th\p order in which the storage
career personnel take poctoin the receiving, stocking, and shippimg of merchand:se.
Explain 1o hum that sometimes &-mploy(:vs serve 1n hwo or morte job capacities, but
that it functions st stdl ber ;)».srh)nnvd'lf the services m..u-\p()nsit)lhtws are needed.

\

Have the student develop g butictin boord or poster showing the storage personnel
that would be mvoldved i the recenang, hmr‘mnq stoekang, and sthpping of g hine of
merchandise. Tell the student to select o product of mtereyt 9 hon that would be
stored 1 o large warehouse, Ak bim to shod efl taelve ~;Im"‘.1qe) cdreves o this order
that they would complete e ob funchions Sy sy artows of some other visial
medns., ' - .

~ : L3

Supply the studeat with the neerssary seppbes and noteaelss H posable, get an
assortment of business, or trade journals which nught have puctures of warehouses
scenes that the student mught use 1o show the process i action. Review order of the
career involveinent wath him,

Special Media

1.

bl

-

© ® ~ Olo

Coreerrs :')'rn.-l's,r)(,.ur«,'tf"; Publicabons
Corcers Booklets, Institute of Rewearch
[)/('l/zm;u" of Oceupational Titles : '
Ene yelopedio oF Careers and Vocationa! (7 ailanen
H.ndhook of Job Facts

Occupationa Briefs, Chronicle Guirdance
Qccupationst Gaidance, Seience Beooareh Assocnitye
Proyocts Livorn Gonts, Florida State University

Wicterung Occupritionas! Boles \Vork Brieds
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TRANSPORTATIQN OF PRODUCTS
AND PEOPLE

: Competencv .

_Understandmg of the five major methods of transportation and- the variety of marketing
opportunities available 1n the transportation industry.

Objectives .

1. Given the five major methods of transportation, the student will identify t.wo
marketing careers for each of the five methods with 80% accuracy. {(knowledge)

2. Given job descriptions of ten transportation careers, lh(* studen’t wsll give the ‘correct
job title and the transportation ndustry in which that '(dr'w is fuund w:th 80%
accuracy. {comprehension) - K ’

Concepts ’ e

v . N

1. Transpertation pr'ovnqk’s the goervice o‘ '1|1y5l(,d||\ Moving pro;wrty and people © om
one |0Cdll0n to another.

.
- 3 '{

2. Five mwajor methods of transportation {)‘?O{)|m;)rlu)t'!’y May be used:
o «a. Air Carpiers ~passenger “aurhines, cargo aircraft
b H/'.'i!('rwn-'s»—Ieiswe liners, barges, freighters, tankers
ghways=buses,” déivery trucks, tractor trarlers, meying vans ‘e
d. Aalrcad-commuters, pessenger tr ins, freight traine

e. Pipeline-liquids such as water, off, grain, chenicdls, gas
H .

3. Businesses within the transportg

tion induct:y offer many varied marketing career
opportunities: ;

a. Ajriines—airline stewardess, flight control specialist, attendant, cargo agent,-flight
superintendent, airhine disyatcher

h. Waterways—waterway traffic checker, longshoreman, dock boss, importing clerk,

“  exporter manager, baggagemaster, purser, steward

c. Highways—motor dispatcher, routeman, rate clerk, bus tracer, claims adviser,
baggageman, taxicab driver, limousine router .

d. Aarlroad—conductor, stationmaster, porter

. Pipelinc—pumping station operator, dealer.recruiter, field si:pervisor {oil); meter
reader, water dispatcher, watermaster {water)
- -

4. Many marketmg service businesses depend to some extent upon me transportatnon
industry for their success: \i

a. frével agencies and tour guide services

O
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J L)
b. Entertamn ent and amTsement attractiors

c. Lodging und eating accommaodations

d. Novelty, gift, and personal service stores, .

5. The transportation mdu\stry is @ vital ink maintaining our highly co:nplex stancard «f

living with constant movement of people and products.

P

Equipment

1. Overhead projector, bulletin board, chalkboard

2. Filmstrip projector and 16mm film projector

2 Reel or cassette tape recorder anc record player
. T—
. ™
NMaterials ‘ :
1. Films: "Careers in Transportaiion,” Uraversity of South Carolirta
"How to Succeed Without Really Flying,~* Federal Aviatior. A
“Is a Ratlroad Career For You?'" AIMS Media Service
2. Filmstrips: “"Awrport Service’ Serigs, Educational Development Co-,..
. “Awrport Travel” Series, Colomal Films, Inc. .
“Careers 1n Tran.portation,”” Pathescope Educdiunal Frims ,
“Transportation A Ocean Port” Series, Ed. Development
“Transportation: Qur Railroads’ ' Serres, Eu. Development
3. Cassette Tapes:; "Careers Unhimited - Transportation,”” Classroom Przcductions
4. Booklets: Going Places i Oi. American Fatrolenn institute
Jobh Experience £t Truck Driver, Sci vee Research Associates )
Marketing Careers in the Jet Age, Chzomcle Guidance
" Ned the Taxicaly Driver, Websster - MicGrew H'! Company
On the Road With the Trucker, Chronet: Gt danee
Opportunities iYith Texaco, Texaco G .
Opportunities in che Truck o« industry, Améncan T:acxers
5. Curcer Opporturaties, “Traffic Mane -7 New Yort Life tasurance
6. Career Opportanities: Marketing, B and 04~ Specialists :
7. Ductionary of Occupational Titigs, Vorames | and 11 ) “'
8. Encyclopedis of Carvers cand Vocatiscal Guidance, Volumed .
9. Handbook of Joby Facts, Science Research Associates
10. Occupaticnal Qutlook Handbook, Transportation,” U. S. Depi. of Labor .
11, Oceupations arnd Careers, " Explonng the Occupational World™ )
12, Working in the Transportation Industry, Fsircchild Publications
13. Career World, " Arr Transportation,”” December 1973 .
“Airhine Flight Attendants,” Deceriber 1973
V4. Finding Your Job, Finuey Company



18, Occup.itiing! Briefs, Science Research Associates ' :
16. Occupational Guidance Briefs, Chropicle Guidance Publizations, Inc.

7. Occuparmona! Guidance Booklets, Finney Company
18. ~Popeye and Careers in Transportation, King Features
19. P‘!()/u(.'t Loom Units, Florida State University
20. Widienng @ccupational Roles Work Briefs, Science Research Associates
Supphes '

1. Posterboard, construchionprabier, whitle paper

Ry

2. Futers, sossors, ghae, crayons, colared pencids, muagie maerkers

special Rasources

PoOoStiaent byereg, 304 o
Bl e e e e o, R : s . . e A . .
D he e e IS L A RU LI I T E 0N . 1 o
.
. .
L]
- - -
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: THE TRANSPOR;TATQON SURVEY -- KEY

1. Any ‘.v./?.of the following careers may be given for esch method.

Airlined crline-stewardess, theht control specizlst, crew scheduler, ticket agent, ramp
suendant, res2rvationist cargo agent, schedules analyst, flight dispatcher

varerwaey i—waterwev  traffic checker. fongeshoreman, dock boss, importing clerk,
eiporter manager, baggagemaster, purser, steward

Haways—rmotor dispatcher, routeman, rate clerk, bus tracer, claims adviser, baggage
man, taxcab driver, Iendusine router ‘

R.ulroad - conductor, stationmaster, porter, brakeman, motorman, callboy, scaler,
yarsmaster '

P -pumping  station operator,  decler recruiter, field supervisor (oil); meter
rewunr, water dispatcher, watermaster (water)

The stadent will have demonstrated satisfactory krowledyge for objective =1 if he receives
2 =core of 8 or 807 accuraty on this test item.

£. :
Career Indimtry Career’ Industry
T b Watermaster o Pupehime 6. Bus Tracer - Higriway
S 2 R'afnp.f-\ttem_!ant Airhine 7. Export Manager Waterway -
3. Conductyr Railroad 3. Statiorm)as'ter ° Ratlroad
) 4 Ship Steward VWaterivay 9. Stewardess Airline
5. BZxQngwnmn lHaghm:y 10. Deadler Becrurter Pipéhnc

if the student achieves 807 accuracy or & score of 16 correct answers on this evaluation
item, he will have shown acceptable p, oficiency for objective =2.

ERIC
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THE TRANSPORTATION SCENE - KEY ’

POANY two of the follovana coreers raay be given for each method

Aurlines arbine stewardiess thagtt control speciabst, tamp .1!14'11(1.1;0‘., Cargo anent gkt
supenntendent creve schedaler resenvationst, tck et agent, sehedotes anadyst

- oty oy caatenway trathic chiecker, longesbiareman, dockhs Dons, mbossing cleri

exporter manager s Hagoganemnas e purser) sle

Highvay s motor dispatcher drouteman rate cieel) hus Sracer, chafey adviser, buogoage

tan, taacab drver, himousiine router

Aardroand conductorn, stationmaster porter ondmaster, sealir, callbay . mcdorm n,
hratemuan

Pinelne pumpimyg station ()1;(-r'.1l(>1,-:i‘-'J!¢-v pecraiter, Bield sapervisor fanld, neter
reacien, waeter (]!&Ll.l((.h‘.ff, WATETINAsTer, gaget ) evrs ey aegstant (yoater) ”

“
.

Eaghi «’b'vv«;l atswets for 80 . scouracy vl saetisty o tive 01

Fl

2 :
Cireer {rclstry Coareer ' Iricdistry
1. WVutermuaster o Pieline 6 Dealer Recruner Pipehine .
2. Conductor Ralrouad 7. Statianmaster .. Radroad
3. Bugganeman Higb\vay 8. Bus Tracer Highv . ay
4. Expoert Sonager Waternwvay 9. Si\I;lSl('w‘md Wateraay
5. Stewardess Anrline 10, Ramp Attendant Artine

1 the student arissers 16 tems correctly tor 80" accuracy, be wil! ngve demaonstrated
acceptable pertormance for objective 22

O
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LEARNING ACTIVITIES

UNIT TITLE Transportation of Products and People UNIT =7 OBJECTIVE = 71

ne

Group

1. Draw a hangman’s noose on the chalkboard or cverhead projector. To the left of ‘it
L4 . . . .
place cnough blank lines to represent the word transpartation,

>

v" , T -
Explain io the students that they are going to learn about an interes.ing marketing
Careot area thet s nvoived with moving people or property, as you bave two teems
Aterrle quesy g e letters "Remwmber that letters correctly guessed are written in
T apsropraale iaekes and these ancerrectly sdentified are wiitten below tine hine. The
VLT W 0 Uiy the word betore the ten puarts o a man are drawn vans thie game

' L 4
AN wrdents AaT binda ob rransportation thers are, Develop g discussion abeu? the
Haeethords af transhortation  arrlines, mqmw\" proefines, radroads, and watervidys,
Povite sangestings LF e ples of these U.:n);'f)’.d!son Catriers, Hv_qhways, for exampie,
Nl delisery o buses, tractor traders, and moving vans, and papelines transport
suth thangs ay veator ol gas, and graim. \ ,

” Drvarde the cdass anto five grouns and assign ecah groun one of the five methods. Have
cach greun mvesteude (e carsers which may be found 1 that transportition industry
andd tynos of proaucts and services that are performed, P.Jovvie the following meatenals
o thee classeaony Dicteanary 0F Qecgrationsl Titles, Encyclopedia of Carcers ond
Veroationdt Guekioce, Haodbook . of Jobs Facts, and the Occupatioaal Qutlook Hand.
Aoas Obtam any of the ather materials hsted under “Special Media™ on the jollowing
fage that you can. Alternate letting students 4o to the hibrary.

Ak the students 10 each group to present their information (o the entire class in any

maenner they wish, such as a panel discussion, demonstration, bulletin board, poster, of,
, display. Explain to each groun that “the only requirement 15 to cover the topics and
‘ provide some visudt show:nig of tihwe careers involved in that tfansportation method.

~

Provide each sturicent a copy of the Student Handout =39; “'Transportation Trace.”
Explain to studerits that edch of rhe-designat(*d products must be transported from
the naiuta! producer to the processor or converter. The goods must ttwn be sent to a
central dsstnibutor or whaolesaler. From this point the goods ust go 10 a  local retailer
+within 50 miles. The retail outlet must then deliver it t¢ the consumer or user. The
student may wish to use a marketing service industry as a user serving the consumer,
in thns case, thie retunler would most hkely he eliminated.

- -
- -

+ . *

O
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~

Group + ' .

]
l

Each of the products has been given a starting point “for the original or natural
producer. Supply the students wtih five different colored pencils, crayons, or felt tip
pens. Have - each ,color represent a different mode of trapsportation. Explain to
students that thev may chcose the cities in which the processing or converting
producers, wholesalers or distributors, and retailers or marketing service industries are
located. After he selects the cities for each product, have him take the varicus colored
pencils and trace the methods of transportation which would be used to get between
the designated points. , o
When the student has completed his transportaticn trace on the ‘map, ask him to
select one bf the products and identity the tfansportation careers which would be
involved :I‘aroqgt]out the channels of d.stributioQ for that particular product. Have him
higt these in the spaces provided on the"handout. Display these around the réom and
have students review them. Have various students explain the products anq methods of
transportation they selected and the careers that were involved in each situation. Then
review the five meth yds and the careers found within each of them.

Individual

1.

Give the student a copy of the Student Handout =40: "Transportauoq Probe’ and
aive him about twenty minutes to complete the word search puzzle, When he has
finished, discuss the five methods of transportation that were identified within the
handout. Ask him what some examples of each would be, such as leisure liners and
tankers for the waterway method. Review the transportation careers and where these
people are employed.

Distribute the Student Handout =41: “Transnortation Thirough the Chizanels” to the
learner. When he has completed the chart, ask the student to ident'fy how many
transportation careers he can think of for eack of the methods he has used. After the
student has listed all those he can think of on the back of his sheet, review the five
methods 'of transportation with him and explain the various career opportunities
available to him or hei,

Special Media -

1. Carver World, " Air Transportation,”” December 1973

"Airline Flight An%ndams,” December 1973

2. Finding' Your Job, Finney Company

Arrlines Porter - Moving Van Loader
« Aurport Line Eoy «Redcap
Dockman Room Steward ‘
House Mover's Hulper . Tray Packer, Airline
92
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3. Cccupnitional Briefs Science Resedrch Associates

CAriine Stewarsdesses : ~ L import and Export Workers
Airtine Traffic Agents w , Service Rdpresentatives, Utihities
Asrline Traffic Clerks Tratfic Manager
. Drwers, Long Distanee a Travel Agency Workers
4. Ovcupational Guidanee Briefs, Chromicle Guidance Publications, Inc, .
Gas Distribution Oceupation, : Ticket Agent
. Railroad Transportation Industry Trattic Monager
Recreation Leader {Director) o Travel Counselor
Taxicaly Driver + Truck Driver

5. Occupational Guidance Booklets, Fonney Company

Air Tr-*1ic Controller Macuving Van Driver *
Air Freight Handler Purser, Ship's

Airline Reservationist Rarfroad Conductqr

Aithine Statien Aqgent " Railroad Industrial Agente
Arrline Stewardess. Rutlroad Station Agent

Bus Driver ‘ Rate Clerk

Clauns Adyuster Recreational Services Director
Customs Inspector . Taxicats D!Spatch\er
Dispotcher, Freght .0 - Taxacab Draver oo
{river, Delivery Service .* Tounst Guide

Freight Soticitor Traftic Monager i
tmpokter Train Dispatches .

Indus\vial Traffic Manager Travel Agent

. Popeye ‘_mr‘lk Careers in Transportation, King Fegtures
N . []
- L 9
1. Propect Loom Units, Florida State University

ol

Airhing Stewardess e - Air Traffic Controller
Truck Driver - “. .. Taxicab Driver

. .
8. Vidtening Occupational Rofes Work Briefs, Science Research Associates

Air Tratfic Cdntrollers Bus Drivers, Long-Distance
Airline Dispatchers ) Bus Drivers, Local

Airline Stewardesses ' Taxi Dirivers ’
Arrline Tickét Agents Traffic Managers N
Airnort Manager 'Tra'vel'ﬁgents

Truck Drivers, Long-Distance 1

© 93
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LEARNING ACTIVITIES -

UNIT TITLE Transportatior: of Products and People UNIT =7 OBJECTIVE = 2~

Grouﬁ .

1. After you have covered basic information toncerning the transbortation careers and
their job descriptions, as found in Student Handout #43: *'Transportation: Getting It
There!”, expia:n the directions of the game. dct:vnty, “Transportation Twirl’”" of
Student Handout =42 If possible give each student a copy of the information.
Assign the questions 10 _advance, so that you may review and edit them. If possible,
hpve them typed on a bulletin tynewriter or a typewniter with an orator element; and’
make tronsparencies of them. Ask students to make up the final questions on the five

' sets of game cards. tf you can, put each transportation method's career questlons on A
different colored piece of paper. Then play the gane as due(_ted

2. Assign ecach student a transportation career to ;n'vestigate. Ask the student to develop
a character sketch of his career person. Have him explore the opportunities in the
community or nearby cities. Have him interview f possible, in person or on the,
telephone, peoplé who are employees 1in the occupation. <

e

When he has compléted the project, ask hirn to display a one page information sheet
in the room. Have the students réview alt of the class’ projectsReview with them the
major transportation jobs available and the responsibilities or duties of each position.
< . L
.. Ask each student to .prepare two job descnptwe sentences for hus career. When all of
the students i-avk completed descnpuons explain to the students that they will
participate 'n a transportation activity. Provide some reward for the student who earns
the mast points, such as exempting the quiz or receiving a stick of gum.
J
Collect all of the joby descriptions from the students, making sure that’the’y,have v
identitéed the career title on each description card. Read the job descriptions qnd let
students guess the correct career title. Having two of eath wob description will ﬁelp to
reinforce the information as well as retain the attention ' the students. The student
« who identifies the most céreers is_declared the * Career Specialist.”

’

" Individual

"1, Give the learner a copy of the information sheet Student Handout #43: ““Transperta
tion: Getting it There!” Give the student about fifteen minutes to study the career

/ information. Review the transportation careers with him, emphasizing the job descrip-
tions and giving_him examples of peopie and places in your area of the state.

2.” Review the various transpo—r_tawti'on careers and their responsibilities with the student
and give him the Student Handout #44: “Transportation Thinkers"” Each of the

. : he 0 {
® . a5
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situations includes the job title and job description of certain key transportation’
careers in all five methods of transportation. When the student has completed the -
handout, review his answers with him. If other students are given this sheet, it weuld
make an excellent lead-in for a group discussion.

P e 2

" Special Media . v ) .
/}/j_ Films: “"Careers i Transportation,” University of South Carolina o
! “’"How to Succeed Without Really Flying,”” Federal Aviatien Admin.* S

“Is a Railroad Career For You?"" AIMS Media Service

2. Filmstrips: “‘Airport Service” Series, Educational Development Corp.
‘ “Airport Travel’’ Series, Colonial Films, Inc,
. “Careers in Transportation,’”” Pathescope Educational Films
) “Transportation: An Ocean Pcit’”’ Series, Ed. Development
. “Transportation: Our Railroads” Series, Ed. Development

3. Ta'pe' “Careers Unlimited—Transportation,”’ Classroom Productsion

L4 Bookbets Gn'ng Places i Oil, American Petroleum Institute
, Job Exr)er:ence Kit: Truck Driver, Science Research Assoc.
1 Marketing Careegs in the Jet Age, Chronicle Guidance
Ned the Toxicab Driver, Webster/McGrave-Hi!l Coinpany
On the Road With the T~ucker, Chronicie Guidance
! Opportunities With Texaco, Texaco Qil _
Opporrunmps in the Trucking Industry, American Trucﬁers

—.'1.

5. Career Oppor(unmvs “Traffic Manager,” New York Life :nsurance

Y, :6. Carger Opportunmns Marketmg Business, and Cffice Specialists”

. 7. Drc{ronar; o)‘ Occupanona/ Titles, Volumes | and Il

- 8. Encyc/opedra of Careers and Vocatidnal Guidance, Volume 1, “Air Transportation,”
"Bus Industry,” “‘Marine Transpdrtation,” “’Natural Gas Industry,”” “Petrolewn: Imdus-
Lry," Railroad Transportation’” and *'Truck Transportation®’

9. Hanrlbook of Job Facts, Scie':ce Research Associates

ve s e e,

'

~-10. Occbpandna/ Ou(/ook Handbook, “Transportation,” U, S..Dept. of Labor
R Occlr:panons and Cdreers ‘Exploring the Occupatnonal World"”’
12. Worfnng in the Transportation Industry, Fairchild Publications
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FINANCING MARKETING ACTIVITIES

Competency

Awareness of the muny tinence career opporturities availabie n financra! institutions and
other businesses throughout the marketing process.

Objectives

1. Given e:ght kinds of businesses, the student vl list three financial careers available
within each of these businesses with 75" accuracy . thnowledge)

2. Gwen tifteen financ@al job descriptions, the student vl supply the gppropriate career
title for each description with 80" # accuracy {comprehuension) '

[y
.

Concepts

1. Finance involves the suppiying of funds necessary for the performance of marketing
tunctions by @ business or orgamzation, das vell as for purchases of gqoods and services
by consumers

“

2. The following marketing service industies specialize in finance /

a. Banks -commercial, savings, savings and losrt, credit nions : S
b. Finance companies—consumer and sales ¢
¢ Stock Exchange and Brokerage Firms

d. Mortgage, Insurance, and investment Compames

3. All businesses and organizations engage 1n some financial activinies. Spime of the types
of businesses winch are nvolved i numerous finance sctivities either to fund theyr
purchases or extend credit to thewr customers are |

a. Retzd Stores—aepartment, vanety, discount, speciaity, ete

W

h. Wholesalers--jobbers, distributors, general wholesalers, ete. ’
c. Marketing Services—hotels, restaurants, transportation, etc.

d. Procuees . -mynuiacturers, refinentes, farmers, nistung tivets

Ay
4. Finance in u...3 many services offered to consumers and businesses:

Loans—tong and short, personal and commercial

T ®

Checkindg—reqular and special, personal and business

o

Savings —passbook and certificates

a

Investments--stocks, bonds, 'and

©

Trists, Estates, Wills
f. Safekeeping of valuables

g. Credit purchases—installment, open, revolving

99
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5 Although there 4o+ oany finance careers availlable, the following are ones which are

more freguentty toond in the folldwing kinds of businesses. Some of the jobs listed _
‘oocur in omove shor one business For example, a credit interviewer might be found in
Ay business tnat extends crodit jor toans or purchases. :

Conunirensd Bank
President

Cashier

Telles

Loan Ofhicer
Treust Offecer

Y » -
Stk Exchange
Securities Salesmdan
Financial Analyct
‘Secur:ies Broker .
Floor R (Broier's)

General Whaolesaler

Credit Manager
Credit Checker
Clairns Adjuster
Collection Agent

Real Estate

Real Estate Agernt
Real Estate Appraser
Real Estate Closer
Rental Agent

Finance Compary

Credit Interviewer _
Cred:t Investigator .
Finance Manager '

Credit Collecter

Repossessor

Departinent Stozi

Credit and Cont:ol Manager
Charge Authorizer
Cred:it Clerk

" Customer Service Advisor

Crodrt LInion

Losn Ofticer

Credit Interviewer
Credit Authorizer
Account Collector

Car Manufacturer
Financial Economist
Controller

Claitms Clerk -,
Treasurer

6. Although insurance is often regarded as a financial institution, the, careers in insurance
are not included since the business primarily centers around protection and risks,
Careers in insurance “vill be discussed in the following unit, “'Risks in Marketing.”

7. Althcugh many financial career personnel in

various busiresses may perform similar

tasks, some of the career titles wiil vary. A good exanmple of this would be an

authorizer. ¥ the persbn works for « retaile
saler. his job title 1s a Charge Authorizer. If

r, marketing service industry; or whole-

he works for a financial institution, he

would be known as a credit authorizer. The manager may be a credit manager, credit

and control manager, finance manager, or pres:

Equipment

dent.

1. Fumstrip projector, 16mm film projector, slide projector

2. Cuassette tape recorder, recard player, peg board

3. Overhead projector, bulletin board, chalkhoard

100
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Matenials

1

w

© o~ O ;o

Q.
10.
11
12.
13.

Films. “Bread” “Benkingin Action” “'Step Into Buniring”

. “is a Ceteer in Banking For You?" “Your Town" _
“1s a Career «n Fiance, Insurance, or Real Estate for you?"
“Twenty Four Houts in the Life of a Check™
“The Lady und the Stock Exchange™
“The One Man Band That Went to Wall Street™

Filmstrips: “Just a Teller” “The Financisl Market™

Cassette Tapes: Career Development Setres, Imperial Fidmy
“Banker™  Realtor” 'Stocrbroker”

Careers Briets. Careers Publications, Inc .
Caener Quportuimties: Marketing, Business, and O e Spoercithistys
Dictonary of Occupational Titles, Volume |

Encyrlopedit of Careers and Vocatnnal Guactance, NVoluag |

“Havdoook of Job Facts, Science Research Associates

Job E)‘\pwu.’n('n Kit. Motel lanager, Science Research Assoctes
Occupdtional Briets, Scence Besearch Associates

OC('U/)J(\IOI).I/ Guidance Booklets, Finney Company

Occupational Outiook Handbook U S, Department of Labor

Widenng\Qccupational Roles Wark Briefs: Science Research Assocrates

Supplies

1. Construction\paper, posterboard, white paper, transparency niasters

2 Gilue, tape, sciysors, rulers, magic markers

Special Resources
Student Handouls 745 50

1.

2. Commercial Games: "Bazaar® "Easy Money™ “Monopoly”™ “Venture

ERIC
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THE FINANCE SCENE — KEY

1. Any three answers under each heading are acceptaole:

)

Commercral Bank Finance Company '
President : B Credit Interviewer
Cashrer Credit.Investigator
Teller Finance Manayer
Loan Officer Credit Coliector
Trust Officer Repessessor
Stock Exchinge - Department Store
- Securnities Salesmat. © Credit and Controt Manager

Financial Analyst Charge Authorizer
Securities Broker Credit Clerk
Fioor Rep (Broker's) . Customier Service Advisor
Goenoral Whaksiler Crecit Union
Credit Munager Loan Officer
Crechit Checker Credit Interviewer
Claitnis Aujuster Credit Authorier
Collection Agent Account Collector
Reul Estate . Car Manuftacturer
Real Estate Agent - Financial Economist ¢
Real Estate Apprawser Controller , .
Real Estate Closer Claims Clerk

- Rental Agent . Treasurer

The student will hgve exhubnted sufficient knowledge for objective =1 if he attaing o score
of 18 correct answers, or 79 . accuracy on this measurement item,

109
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THE FINANCE SCENE — KEY

2.
1. Credit Auttorizar " 9/ Real Estate Appraiser .
2. Floor Ripresendative 16. Credit Manager
3. Teller .« 11. Contrciler )
4. ChargerAuthorizer 12. Real Estate Closer
. 5. Securities Broker 13. Credit Investigator
6. President ) 14. Loan Officer
7. Credit Interviewer 15. Real Estate -igent
8. Trust-Vault Clerk

NOTE: if the student gives 12 correct career titles on this test item for 80% accuracy. he
wil have achieved accepiable proficiency for objective =2, ’ t

[ L MU PRSI RIS B
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THE FINANCE SURVEY — KEY

1. Any three answers under each heading ¢ accepiable:

v

4 Commercial Bank Finance Company
President, Credit Interviewer
Cashier Credit Investigator
Telier . Finance Manager
Loan Officer " Credit Collector
Trust Officer Repossessor
Stock Exchange - «  Department Store ‘
Securities Salesman Credit and Control Manager
Financial Analyst g Charge Authorizer
Securities Broker - ' Cvedit Clerk
Floor Rep (Broker's) . Customer Service Acdvisor
. _ 'Iv . ;
——Generat-Whotesater— - e - o Credit o Lemign T e e s e
Credit Manager Loan Gificer
Credit Checker A Credit Interviewer
Claims Adjuster N Credit Autherizer
Collection Agent ’ Account Collector
4
Real Estate Car Manufacturer
Real Estate Agent . Financial Economist
Real Estate Appraiser ‘ Controller
Real Estate Closer Claims Clerk
Rentai Agent ' Treasurer

. The student will have exhibited sufficient krowledge for objective =1 if he attains a score
o’ 18 correct answers, or 75% accuracy on thys measurement item. )

[y
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NOTE:

THE FINANCE SURVEY — KEY .

Real Estate Agent
Loar Officer

Credit Investigator
Real Estur- Closer
Controller

Credit Manager

Real Estate Appraiser
TrUst-Vaul Clerk

¥ N s wWwN =

If the student g-ves 12 correct career tutles on this test item for 80% accuracy,

10,
1.
12
13
14,
15.

Credit mterviewer
President

Securities Broker
Charge Authorizer
Teller -

Floor Representative
Credit Authorize:

will have achieved accep:absle proficiency for objective =2

',!‘
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LEARNING ACTIVITIES

UNIT TITLE Financing Marketing Activities UNIT =8 OBJECTIVE =7
Group )
1. Ask the students what are some different ways in which they could fnvest or borrow

money. Discuss the finantial .institutions..of banking, including commercial banks,
<avings banks, savings and loans assqciations, and’ the credit uniops. Cover the other
kinds of financial institutions which serve consumers and businessmen namely, finance
companies, real estate agencies, mortgage investment companigs, and stock exchange.

Ask students to explain the differences among these irstitutions 'nclude a discussion

about the mar¥eting services which each provides from the fciiowing possibilities: -

loans, investments or savings, checking, trusts, safekeeping of wuluatiles. Write each of
the types of financiai businesses on thz chalkbgard and draw columns under them.
Select different students to go to the board and write the kinds of scrvices that
business offers. Review these with the group.

» : .

r

Have another gr0up of students come to the hoard, Let ‘each of them pick one of the
financial businesses. Ask the studentsyto write the career titles of any jobs they think

might be found in those businesses. ‘l}fter a couple of minutes, heve students in their '

sedts review the career that have -been listed. include any others which the students

have not mentioned, so that all carcers on the test items have been. covered.

M

“Incorporate into the discussion the financial roles which other businesses play in

dealing with other businesses and consumers. Emphasize the tinancial careers in retail,
wholesale, manufacturing, and marketing service busiresses.

Divide the class into eight groups. Assign each group one of the followlng areas, so
that each oroup has a different subject: banking, real estate, finance companies, stock
exchonge, retaifer, wholesaler, manufacturer, and marketing services. Ask each group
to cofmpile a list of the passible ¢..i'vvers which could be found in a business of that
cateqory,
Have each group prepare a short skit in which the students assume the various roles. A
student may assume more than one role to cover the'n. Allow each group approxi-
mately fifteen minutes to practice their skits. Provide them, if possible, with some
materials of<that kind of.business. Some samples might include: checks, deposit forms,
loan and credit applications, rental agreements, deed, stock certificate, layaway and
charge ships, invoices, purchase order, credit cards, etc.

Have each group present its skit. Ask the rest of the class to idantity the kind of
business in which these career people are employed. Invite any othes career titles
which were not portrayed. Follow the same procedure for each. €mphasize that some
of the businesses have similar activities performed, although the career titles =2y ‘be
slightly different. ’

: ghtly 101
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~See - - 5 Chreer Opportunities. Marketing, Business, and Office Wist

.o ) . . . J
'Y - * Ll
3.“Cassette Tapes: Career Development 3eries, {mperial Films
- "Banker" '‘Realtor’”” "Stockbroker’ . :
. - . R —— ...
- .

-4. Careers Briefs, Caregrs Publications, Inc.
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LEARNING ACTIVITIES =~ %
UNIT TITLE Frnancing Marketing Activities ~ UNIT =8 OBJECTIVE =2
Group ' ' ) ., L. "
1. After you have covered the «nformdtuon in Student Handout %48 cohcerning the job
- duties of |~.drl«etmg career personnel in finance, explain the game activity "Jjeoperdy”
of Student Handout =47 or give each student a copy. Designate the following five
categories for the quiz show activity: . :
- . . : '
Banking Credit Unions Finance Companies Stock Exch.;mge Ot/wr ]

As indicated in the quiz show directions, have-each student prepare three questions
for escn of -the categories. Other would nclude finance careers in manufacturing,

wholesahng, retailing, and other marketing services than the ones identified as

financial. Have the authorities edit the quq«ions. Review these and have them typed

on & bulletin typewriter or a typewriter with an orator element, so that *he questions

may be projected)on an overhead nr opaque projector.
. i

H-possthie—olstam —-peg-board-in which-you could arrange twenty-five hooks for gach

of the questions. If not, you may use a bulletin board, a chalkboard, or the overhead
projector to show the gameooard. If you use a peg board or a balletin board, nave
students make question cards ‘arge enough to be read, sq that the students can read
thent as well as hear the moderator read then..

tf you are using the activity wit) more than ten students, it i2 suygested that you
involve a team of three students each for the quiz show. Plan and implement the game
activity as axplained in the du.vctnong -

4.

Explain the rules of the “Finance Football”’ game activity or distribute a copy of the

Student Handout =48 to each of the students Have each student prepare iwo sets Qf -

questions with each set containing six questuons Explain to the students that each set
should be on an area of finance, such as real estate or banking. Tel the students that
five of them in each set should vary in difficulty. Have hitn indicate the easiest
question with @ 10" and the.most difficult question with a 50" as ¢xpiained dinder
preparation. The sixth.card, a "bonus$” card, should be of moderate difficulty and
identitied on the student’s paper with a "'1.”

Be certain that questions are submitted for each career area ot finance. You may wish
to ask for volunteers in-the different categories. Edit the questions and have them
typed or written on cards or shps of paper. If possible, use six different colors to
differentiate the varying yardage attempts and the touchdown point. Play the game as
directed. ,

individdal _ ' ‘ -

1. Give the Student a copy of the Student Hardout =49: “Financial Specialists in

s

109

10T




O

ERIC -

Aruitoxt provided by Eic:

e
s

.

2.

,

Marketing.”” Ask the student to read the irformation handout and se¢ if he can
identify the businesses in which these personnel would be working. Afcer the student
has compietec the handout, review the finance careers with. him, emphasizing-the
kinds of businesses in which each is employed and brief job descriptions of each
career.

Tell the stugent you want to find out what st.dents know about Marketing Careers in

Finance. Have him prepzre a simple one page questionnaire concerning the financial’
services, businesses, and careers. He might zsk students questions-relating 1o career.
opportunities, advancement possibifities, educational requirements, advantages and_
disadvantages of the careers. C - : /

When he has cornpleted his survey, hzve him prepare a visual display on a poster or. -

bulletin board showing the survey results and conrlusaons Ask him if he has any
recommenuations to make as a result of the'survey. - ’
Distribute the Student Handout #50: ““Who's Who in Finance” 1o the learrer. Explain
10" che ~tudent that these are fifteen of the careers he studigd in Student Handout

. =49, Ask him to see how weli he can do without the aid of the handout. When he has

P

completed the fifteen career matchings, have him check his answers’ against his

handout. Then review his responses 1o be certain he has the correct answers and to
clarify any misunderstandings.

Let the student develop a sales promotion campziqn for financr"careers in marketing'

He may cover the entire field, or if he has a specwl initerest. such as securities, he
couid promote that. . Explair. to the student~ that students in the school! and
community need to kwow more about financ.al careers and services, !f possible, let
him prepare a radic spot on a tape recorder, a television message on the video tape
recorder, or a slide series of people and businesses in the community. Who knows, he
just mught get on radio or television.

w .

If 1ime allows, hHave him prepare ~oore than one sales promotinn feature. He might .

make 4 minature bilibvard to displey around the schoo! or distribute flyers {with
administration’s permission) to lassmates. Assist m planning, orgamzmg and develop-
mg his sales promotuon carmpaign,

Special Media .

.m.\a.cvﬁm.o.wwe

Dictionary of Occupational Titles, Volume |

Encyclopedia uf Careers and Vocational Guidancz. Volume |
Hardbook of Jot Facts, Science Research Aisociates

Job Experocnce Kit: Motel Manager, Science Fesearch Associates
Occupational Briefs, Science Research Associates
Occupational Guidance Bocklets, Finney Company
Ocrupational Outlook Handbook, U. S. Department of Labor

Wadening Occupational Roles Work Briefs, Science Research Associates
' i
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RISKS INVOLVED IN MARKETING

- ~
v
!

Competency
Awareness of the marketing careers in nisk-bearing that are available in all businesses and

industries throughout the channels of distribution.
.‘ :

Objectives e
1.-Given a iist of twenty careers in marketing, the student will identify the twelve
risk-bearing occupations with 75%: accuracy. thnowledge) .

.

2. Given ten job titles of risk-bearing occupations and their descriptions, the student will
match.each job titie to ts description with B0<: accuracy. {comprehension)

Cancepts
1. Marketing risks are the possibilities of financial {oss to people or. property by ™
unforeseen or uncontrotlable factors. . .
2. The factors which c:use marketing risks may be grouped mto three main categories or
classes: - - ' -
a. Marker conditions—changes in grices, consumer demend, competition '
. Human factors—uncertain acts o disnenesty, 1iiness - careiossness
Novura! perds—-tire, disease, 2arthgquakes, coldnass, hurricanes.
. . ‘ A
ods ot ng marsetng rikks o2 10 reduce tre chances of financig! > -
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crance Broier--represents the chient in purchasing insurance irom the company

o Iy
whoch best meets that customer’'s needs
¢ e urerore studies risk information, decides if nish 08 to be accepted, and
Oversnes Dpolicy SSLanee dnd prenium caicuidtions : i
v Podscy VWoter-stadies neods of thascustomer and assees nolicy
B Potey Crovker teviess policy 1o see of it s compiete and needs the needs of the
T T T T LESIOIIET T s e : e '
: Promiem Crork - studies policy end risk factory to determine the coirect classifica-
sons ord ceiculates the premium . . . .
Seovirene Aucioor uvisits and rshects Dasinesses o check «f the premium s correct
for that busir tvpe, size, locgtion, 2tC.
S ORI = N Noecks e and health fosses for payment
. :
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P\Swts'cr Opportunitivs. New.York Life insurance Company

Dictionary of Occupational Titles

7
8. Encyclopedia of Chirvers amd Vocstiond! Guidance, Volumes b and H
9. Decupitional Qutiouvs Handbook, U. S, Department’of Labor

10. Occupatenal Briefs. Science Resaurch Assottates

1Y Ort‘érnntr'm:‘yr’ Gurtee Boék%elspFum{l} GO i e o
12. Occupations and Curevrs Webster VeGrew Hit! Compeny

13, Wederung Occupatiosod Ruivs tverk Briefs, Stience Research Associates

Specia! Resources

-

1. Student Handouts =51 55

~

2. Commercial Came: Dealer's Crowe

O
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THE MA\RKETING RISK SCENE — KEY

\
\
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1
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THE MARKETING RISK SURVEY - KEY
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, Vo LEARNING ACTIVITIES
UNIT TITLE Rusks fnveled i Marketing ©OUNIT =3 OBJECTIVE =17
Group

1. Begin the discussion in class by asking the guestion: "Have any of you ever taken 2
risk? Create interaction among students about the kinds of nisks that they have
taken. Ass someone to explain what they mean by the word. Explain that 1t s the
possibility of tinancial loss to persons or property. Relate how financiel losses occur T
through accidents; desths. etc. Ash students 10 explan how & fisk €an be avaiged or -
reduced.

Toll students that businesses assuime risks, too. Ask them if they can think of any
Tisks that husnesses take. Inciude examples relating to nature {fire, hail}, people
(caretessness, dishonresty). ard economic conditions {depression, inflation). Ask stu-
derts How tnese risks are handled. Create a discussion evolving around safety
precautions by good management policies and the pmrchase of inswrance. .

) =Y

Expisin te the students that generally sneaking. risk responsibilities are part of the
maragerent’s dutes, and that in this unit they will primarily explore marketing
careers in rosurance. Ash students if they can think of any careers in irsurance. TRis
should lead to the sales anc or independent agent @nd the clzims adjuster. Relate
sther careers 10 these two jobs, Re-emphasize the careers and write them on the beard
ar overhead proector.

D

Cake 21 owerhiead transparence of Student Handout =31: “Risk Recail” and place it
on-the ciertezd projector. Reveal only one career at a ume, letting students guess
amich markenng rish career :n insurance it is, Follow the correct identification of the
carewr woth an exsiznation of what that person do2s (N an insurance company or in

Ceonnesuan weth it

§ the mzraeting risk, caresrs, showing one career at a time and
zration of that job function or description. To.hesp students
a5 by vourse!f or heve students velunteer experiences
= o k?‘v:«'.ie':;t?. Try w3 nclocs as meny busnzss situations as possible. but reiate the

g i the n o the students and their lvas

1

*! em 5 go heomre zgad find out
r business. Ask them to find
: 3 grCus Dol icy handled by ap ingustnist
. Gr nosimess nsura~ge coordingtor of 1n2 company or ag—:ncy-‘ \Was it purchased from a
: ependent 2gent of the comnany,
VJzs it gotien from an onsurance

h-saaer wh mansies nsorance for many corpanes? i‘.rvcn tme students roturn, review
me informeuon gathersd,. and y sse careers to th2 Sthers in tre hield of
YsUrenCe. 1 1 3

Q -
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Individual®, T

1. Dustribute the Student Handout =51: 7'Risk Recall” to the student and have him
complete the puzzle - When he has finished identitying the eighteen careers in
asutenee give im osevergl o) the resources identified under Special Media below. Ask
1o invastigate each of the carcer.titles and write a short explanation of each of
crams Tell ham that ke muy mresent the information in any manner he wishes-—a short
Gary, o poem d poster, bullesun board, a monotogue, ete: Review the information he
qathers with Rim periodically 1o be certain he understands each career researchea.

wd 1t to i"\emor\, his ')ersoml belongings at home using the Studes.t
andout =bB2: “Personal Possessions Package.” When the student returns to school,
ss~ MIM to place a check next to the ten items of. all those that he has listed that he
would heed of he had to iose some of them, Have him place a check in the box in

[ 28]
T 1.
oo
9
el
o
~
”

Sore 0 vac e Gsted, Ash the student to explain why he selected those. ten items

o ot ose e had Listed, He mav o this orally or on paper.

U > b studont that when ne > out on his oun workmg he can buy insurance
o protect tis Financoat nvastment n them, aven «f he does not own his house. Tell
e rhat e coaia bay o orentar’s oahey for e very smiell gmount of meney. inform the

sTLident sut and working, and he s aoing to purchase
PR (e gl helongings. Ash him to identify orally or i
TG careers that would be involved from the time he

ou
wias ssued 1o home Raview these careers with

3 derLss others thit B has omatiec,

Special Wedia

1.0F s For Scove Vot Sigmh, Susiness BEducation Films
“Wetid Vode coseratteVentare, WWodern -.aiki!‘-g Picture Service
2oF msts sah Associates

e ;-":SI!Zuit“

OINE

~4 €N

o
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+  LEARNING ACTIVITIES

o “
“

TUNIT TITLE Risks In.olved i Marketing UNIT =9 OBJECTIVE =2

Group

; 1. Duplicate the career descriptions ire Student Handout =53: “Investigating Risk Careers
in Insurance T and cut them apart, Distribute one each to fifteen of the students. Have
sach of them study the clues and seg if he can identify it. Tell him to keep 1t a secret
¥ he w.cows 1t Divide the rest of the class into two teams. if an extra student

romains, have him serve as a scorekeeper. -

Explain to the students that each one of the fifteen students representing risk
sersonahities n insurance will read one clue 10 4is personality. A ilip of the coin can
determine the team who may go first. Then that team may collaborate to decide who
that risk personality is. The team recewes one guess. |f they are correct, they receive 5

. noints. 11 they are not correct, the other team earns a chance to identity tha career. Hf
that team cannot wdentify the career either, the student holding that ciue card has a
chance to- win five points by correctly identifving the risk career. Remember, the
cards do not have the career titles on them. If he canrnot answer, any of the other
fourteen career personahity students may try. -

¥ no one can idantity the career on the first clue, repeat the procedure for another
ciue. 1f none of the studenis can dentify i1 on the second clue, heve that risk
nersongtity read all of the remamning clues. If a team or individuail guesses the risk

career on the first clue, 5 pownts are earnec. |f the career is identified on the second

3 noints sre added to that team or person’s score. 1f the risk persorality is
ot on the thirll clue or set of clues, 1 point is earned.

L
That o stugents, ardividual as well as the tezm, have an oondrtunity o win the game.
Tiar wermnor cou 4 be named Ttne nsurance agant of the dey’ or the Tinsurance team

2o Siiia, e ceformaton i Student Hencdout =540 Hoilywood Sauures’ znd give esch
sLoemr s cony o the diracuionstit oossibie. Distribute 2 shest for students to indicate
otrar they ooy d nrefar 1o senve as paneiists ke Charlie Weaver;, contestant + XN or
<o 210r  [ash thC QUoST:GnS!. BCOTSRSEDET. UG3E, OF aeitonhids mave len

120
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Supply each of the nine panehsts with the que snons and answers. This is good
reinforcement for them and provides them with the correct information to give the

_answer—or _“biufi 3 contestart—H—time attows; “rotate students among the various

positions, especially between contestants and panelists.

Individuatl -

-
I,

RS

Special Media

-

i.

-
&,

)

I

Give the learner a copy ol the Student Handout =63: “Investigating Risk Careers in
insurance” and have nim study the clues to identify the risk career that is explained.
When he has completed studying the career clues and writing in the career title in the
blank provided, review each of the careers with him, emphasizing how each is involved
from th2 time a policy is initisted untii the poticy is issued.
If possibie, have the student visit a local insurance agency or coifice to observe the
activites and talk to employees. \When he returns ask him to present a review of his
experience oraily, in writing, or by some visual means. Perhaps, he inight wish to tape
his report on & tape recorder.

After the student has tecome familiar with rish careers in insurance and the job
scriptions of each oerson, give 1im a copy of tre Student Handout =55: “Risk
awards.”” Explain to him that there are seventoen cdreers histed and seventzen

tocations for Christmas bonuses. Remind him that some of the people are not

de
Re

0

siaried empiovess of the insurancs compeny ©f actual compeny personnel, but that
they serve the company by oroviding naw ¢hents,

U’

Se sure to ewplain 1o stuaents that if there are anv pa"‘ ns they do not think shouid
g2t a honus, they shouid i@ ol slain therr reasoning on the

back of the paper. f
anay 13 s0Meons eise.
r the decision

1t may wish to aliocate that
¥, trus may z:!so e ncledeo on the back vtk justification

-o-.

Yemen the student has finisheg to explain why he chose

the meopie hs dizg for: the - se and the “"middle of the

roziders.”’ Review the resoonstbllities of 2&ch aﬁd inciude Lhose careers not on the list’
: . N

before the student s aviiLat2d. . .

Qccugerionai Queicol Hindbook, "\nsurznce Agents and Srokers”

Qornariana) Briei's, Science Resaarch Associztes -

insurance Ag;

Uinsurance Agants -

o~
I NPT
Oroapernna! G
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Supply each of the nine panelists with the questionsb'and answers. This is good
reinforcement for them and provides them with the correct information to give the

_answer—or _“biufi 3 contestart—H—time attows; “rotate students among the various

Individuat -

1. Give the learner a copy o the Student Handout =53: "“lnvestigating Risk Careers in

insurance” and have nim study the clues to identify the risk career that is explained.
When he has completed studying the career clues and writing in the career title in the
blank provided, review each of the careers with him, emphasizing how each is involved
from th2 time a policy is initisted untii the poticy is issued.
If possible, have the student visit a local insurance agency or cffice to observe the
activites and talk to employees. \When he returns ask him to present a review of his
experience oraily, in writing, or by some visual means. Perhaps, he inight wish to tape
his report on & tape recorder.

2 After th2 student has oecome famihar with risk careers i insurance and the job
descriptions of each nerson, give im a copy of tre Student Handout =55: “Risk
Rewards.”” Explain to him that there are seventeen careers histed and seventsen
aliocations for Christmas beonuses. Remindg him that some of the people are not
saizried emplovess of the insurance compeny of actual compeny personnel, but that
they serve the company by oroviding ngw chents.

Se sure to ewplain 1o stuaents that if there are anv pa"‘ ns they do not think shouid
g2t a honus, they shouid i@ ol siain therr reasoning on tha
hack of the paper. :f 1t may wish to aliocate that
manegy 1o someana eise. (1 sg, s may a!so naincludes on the baok vath iustification
for the deciston.

Veaen the student has finishe ing the bonuses, ask him to explain why he chose
the meopie hs dig for: the high honuses. th2 ow bonuses, and the “middle of the
roz:ers.” Review the resconsihilities of 2zch and include those careers not on the list”
hetore the student s aveiLat2d. . .

. - .

Special Media , -

1. Ocoupetiona CL: ) srance Agents and Srokers

2. Qorangrianad e ‘

v"%nsu'aﬁ:e Adi .

3. Orouperisna! Gurideocs

4. Orocucztionsand

5. isan

positions, especially between contestants and panelists.

~
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“"MANAGEMENT: GETTING IT TOGETHER"”

Competency ) - : >

I’

Understanding of the large number .of opportunities avatlable within the tnree major
career levels of marketing managers and the basic functions they perform throwghout the
channels of distribution. :

Objectives

1. Given twenty-four marketing careers, the student will identify the sixteen which are at
the management level. (knowiedge)

2. Given ten management situations, the student w:il gwe the correct management job
title involved in each situation and distinguish the career leve! of that manager with
80% accuracy. {comprehension)

Concepts

1. Managemer:t is the process of coordinating all resources in order to achieve the goals
set by a business or industry. -

2. The marketing manager coordinates ail business resources by planning, organi%ing
directing, and controlling all activities to meet the goals of the business or organt
zation.

3. The activitias which a marketing manager performs may be grouped into four major
functional areas: .

a. Planning involves Z2termining ‘what procedures wi!l accomplish the goals set for the

business.

b. Organizing includes deciding how the procadures can best be lmplemented to
achieve success for the firm b

.

c. Directing is the process of leading and guiding personne! within the business to
reach the goals of the business.

d. Controlling involves supervision .of performance accordmg to- the established

~ standards in order to meet the stated goals. .

L3 - . . .
4, Management c:reers may be classified by one of three:career levels:

a. Executives are responsible for decisions coordinating all marketing activities within
a business or organization. .

b. Afid-Management involves supervision of activities within a specmc department or
division 8f a business or u;dustr\, -

c. Specialisis include highly trained, knowxedgeab!e personnel_ who orowde vital
mfor'natlon directly to top management of a firm.

120
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8. Examples of dufferent management ievel careers are:

“a. Executive— COrpordh()n president, department store manager, mnkeeper

b. Mid- M.nmqenmnt ~sales manager, department mariager, waréhouse supervisor

c. Specialist— mdn\ttmq ‘research analysr buyer fashion coardinator

Equipment

hd .

Overhead projector, 16mm fiim projector

2. Tape.recorder, video tape recorder, record player

Materials

1. Fims: "Vanagement Improvement-- 1t's Your Business™
Is a Career in Business Administration for You?"'

Vocational Guidance, Veolume ||

15 a Career in Nanagement for You™” A R

Carver O worturties: Mlarketing, Business. a-id Office Specialists c.

2. Filmstrins: “Careers in Business Administtation”

3. Pamphlets. Job Opportismties i Retaihng. .C. Penﬁey
Kerchand.se Maragement Traivee ¢ .
Advt’;ﬁsmg and Cispiay Supenvisor

Ly

5 Dictiornary of Occupationaf Titles, Volume |

6. Encyelopedio of Corsers and

. T Handhtook of Job Ficts, Science Research_AEsociates
8.

Job Experiesce Kit: Rlozef Manager./Sc'ience Rezuarch Associates

S. Occupational Briefs. Science Research Associates

~
10 Occupationa! Guidoncy 8Wo«f~.~‘runﬁes' Company

11 OHLJ 03l J”'O"“i’\‘\ HV"ijJ'J 3

-
r2.‘ i \.c“‘l""CLbuD sthons! Role

\n

.

U S, Dapartment of Labor

s i ork-Briefs, Scierce Resezrch Associates

Supplies

(1. Cassette or reeltepes, video tare -
L= -

2. Coprsiruction paper, posierboard- white paper

Special Resources

~ N - _—— o~
1. Spugdent Handouts =58-8%
2., Commercial Games:

- S BZ‘SS,”

O ) - . .
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" Parwer Brothers
ez} Toy Comoration -

Billionarre;

Id
- Jurior Exe

cutive,” Whitman Company.
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THE MANAGEMENT SCENE - KEY .-+ S
.c ) . ., - \ ‘ " '1 L
1. The following sixteen marketing careers should have beén circled: CE
-~ : e - T >
Innkeeper ,f' . - \Executive Secretary
. . ty . - a A
' Store Manager ‘ _ ~'Stationmaster ‘
Fashion Buyer ’ > "Bank Cashier N
°  Publicity Director . ' Contract Admmistrator
Division Superintendent ) ~ Corporate President
Standards -Analyst ) - Gitt Shop Proprietor

Warehouse Supervisor Marketing Research Director

Magazine Editor L Grading Foreman -

2. The foliowing manage.?ent careers and management levels sHoutd have been identified:

~

Management Career Level
1. Innkeeper - T E . s
2. Retail Buyer AT S
3. Warehouse Supervisor \, o M
4. ResearchAnalyst -~ - - - st ‘
i 5..Corporation President ‘ e £ :
; _ 6. Fashion Coordinator ' S
7. Dis:n!ayﬂ.\'!anager AL T
8. Economist : S .
9. Grading Foreman Mo -
. i0. SIauC'm*atter v E -

If the student recewes a score of 16 or BQ% ac*urac\v on the cboxe evaluamon |tem he

"

wiil have demohs;ra d acceptable proficiency for obse*cme =2. - T
.. i /, ‘ '
- \ *
. -
- A
N B ~ _
127 . )
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THE MANAGEMENT SURVEY — KEY

) 1. The following sixteen marketing careers Ashouvl.d have an " beside them:

Corporate President Airpon'Svupérintendent
Dock Boss ' \ T Terminal Supervisor
- Marketing Res.s:arcth Analyst Assc:ciation Administrator
Florist o Innkeepor
"Business Broker ‘ Bookmasti-*
Newspaper Editor Fashion Coordinatc:
’ Sales Promotioh Director tndustrial Economist

Department Store Manager Branch Office Foreman

2. Tae foilowing management,careers and management levets should have been identified:

¢ Alaragerment Carcers Management Levels
1. Bank President E
: 2. Florist : E

3 Deparm:\em Mariager ' M

4. Wholesale Buyer S
5. Dock Boss ' M )

6. Claums Adjuster S )
7. Airport Superintendent (4

8. Merchandise Manager E

9. Advertising Layout Man S

10. Field Representative M .

: . »
. The student will achieve obiective =2 by ottaining a score "of 16 correct answers or 80Y%
accuracy on this test item.

123
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¢ LEARNING ACTIVITIES

.

UNIT TITLE Munagemest: “Getting It Toyether” UNIT = 710 OBJECTIVE =7 -

Group

1. Dwide the cluss into four groups, one each for producers, wholesalers, retatlers, and
magheting service industries. Ask each student 10 have a sheet of paper ready. Explain
10 the studerts that you first of all want them to work as individuals. Ask cach of
theny 1o List as many management careers as they can for their group’s area. .

After (.‘d(‘.h! indvaidua) student has compiled his list, have the groups gather togyther to
comnoare hsts and compiie ¢ master list of marketing management careers. Have each
group seleat o reporter o relate that group’s hist of careers to the entire class. Ask
students from the other grouns 1o add any names 1o the tist or make any corrections.

Follow the same procedure for each of the groups. Add any names to each list which
e otudents bave not mcluded. Ask students wnat is meant by the term miznagement,
Eophosze that 1t is the process of plunning, organizing, directing, and controlling all
personnel and sctivities o best meet te needs and goals of the business.

.

7 Ghe cach student o the class o copy of the Student Handout =060 " lerchandise
anegement Diecisions.” Explain to the student that tor cach business or industry, he
bl assunie the role of ¢ manager to make the buying and selling decisions. Ask the
dudent 1o think about the four management functions of plunnihg, orgunizing,
daeeting, and controlling winle he s domng this, s

Ao the cluss about twenty mucutes 1o camplete the sheets, and then have students
retat the answers they arotes Agi students what management careers were involved n

e docisinns and aetivities, Wreite o bst of the management careers identified on the
choatkbhoatd ur the overbicad projecto,

Ay students wiat other management careers they can think of that nmught be found
oother kinds of businesses and add these career tGtles to those on the board or
veertead projector. "clude alt of the careers identdied in Student Handout =57,

Individual

1. Give the tearner a cony of the Student Handout =57: “Marketing Management:
Getung It Toqether.” Have the student read the tirst three pages of handout. Discuss
the defimtior: of management, the major functions of management, and the manage-
ment careers listed on the third shieet. Ask tne student to study each of the career
atles and decide what kind of business is indicated by that career title: g manu-
fecturer, wholesaler, retarler, or marketing service industry. Have him place an M, W,
R, or S next to each of them, and review h:s conclusions with him.

O
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Give the learner 4 copy of the Student HanHout =58.. "Marketing Management
Mobile” and have him assemble the mobile using string, nylon line, yarn, or thread.
Tell the student that he may arrange the nine parts in any order, as long as he shows
the marketing management term as the coordingtor of the eight marketing functions.

On the back of each n\arketing function, have the student identify a management level
position associated with that function. For example, the student might select: a
merchandise manager for buying, a warehouse supervisor for storage, a quality control
manayer for standardization. On the back of the management term, have the student
select- an executive or top management position, such as g bank.president, department
store manager, or an executive.secretary. Tell him he may include a simple illustration,

. picture, or design if he wishes. Hdve him use career titles found on the third page of

the Student Handout =57.

Special Media

1.

Films: “"Management Improvement--i1t’s Your Business”
"Is a Career in Business Administration for You?”
'Is a Career in Management for You?" .

Filmstrips: “"Careers in Business Administration”’

3. Pamphlets: “"Job Opportunities in Retailing,” J.C. Fenney

© N o 9 ks

11.
12.

Merchandise Management Trainee
Advertising and Display Supervisor

Curver Opportunrities: Ma‘r'keting, Business, and Qffice Spoecialists

Dictionary of Gccu,')a!i()/‘m/ Titles, Volume |

Encyclopedia of Careers and Vocational Guidance, Volume |, “"Management”’
Handbook of Job Facts, Science Research Associates

Job Experrence Kit: Motel Manager, Science Research Associates
Occupational Briefs, Science Research Associates

O(,‘(‘u,';.'i_(/'()n()/ Guidance Booklets, Finney Compiany

Occupational Outlook Handbnok, **Manageria! Occupations”

Project Loom Units: .
“Apartment Manager” “Department Store Buyer” Fashion Buyer”
“Gift Shbp Owner/Manager”” “Florist” “"Jeweler’” "'Pet Shop Manager’’
“’Restaurant Manager’” *Fish Market Manager’”” '’Service Station Operator”’

Widening Occupational Roles Work Briefs, Science Research Associates
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LEARNING ACTIVITIES

UNIT TITLE Management. ““Getting It Together” UNIT # 70 OBJECTIVE # 2

Group )

1. After you have covered the material included in Student Handout #57, have each

-~ student select a management career of interest to him for each of the three
management levels: executive, mid-management, and specialist. |If possible, have
students select career titles from the list contained in the above handout. Ask each
student to select one of the following statements for each of his chasen careers, so
that he has a different statement for each of them:

| find it very easy to get along with all kinds of people.

Tne quality of my written work is always very neat and accurate.

| dress in a very neat and fashionable way.

My self-control and confidence have been developed through perseverance.

| have a great deal of imagination and creative ability.

.

My educational background includes a four-year college degree.
| have foresight in seeing what needs to be done.

Paperwork a3t a desk is what | enjoy doing most.

I have ar outstanding speaking voice and vocabula}y.

My .interest and enthusiasm have furthered my career. :

‘Explain to each student that you want them to write a8 character sketch of each of
the three cdfeers they have selected. Each of them should be written from the
standpoint of the statement that was selected. When all of the students have
completed their character sketches, have each student exchange sketches witli another
student. Let the students question each other. Rotate around the room and select
some sketches for students to read Have students identify the careers in the character
sketches, the management level of the career, and a brief explanation of the job
duties. Review some other career titles, descriptions, and management level classifica-
ions that were included in the Student Handout =57,

2. Study the directions in Student Handout =59: ““Merketing Management Detisions
Game” and give students copies of the Job Profile Cards to complete or deve'op them
yourself. Provige the students with the printed directions or explain the game activity
to them. Develop some additional timely questions to add to those giver to you in
the handout. Involve the students in the activity as described, re riewing career tities,
job descriptions, and management leveis throughout the activity.

individual

1. Distribute the rest of Studer.t Handout %57 to the student. Review the information

»
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abcui the management career levels with bim. Ask him to identify each of the listed
marketing managerner! careers as an executive, supervisor or mid-management, or
spectalist. Have the student write a situation in which ten of the management career
personnel cou'd be involved. Review these with the student. Have him answer the
questions on the last page of the handout. The page bas the titl:, “"Marketing
Managemient Questionnaire’” on it '

Give the leurner 4 copy of the Student Mandout =60: ""Classitying Carvers.” Explain
to the student that executive jositions are to be checked under the “"Executive’’
column; specialist positions under the “"Specialist’”’ column; supervisor positions undiy
the “Whid Management” column; and entrant pasitions under the "Employee’” colunsn.
Explain the terms employee and entrant to be certain he understands the difference.
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CHANNEL CHALLENGE #1

Participahts
1 Emcee/Judge 3 Contestants 1 Scorekeeper

Directions

Three contestants are read three questions varymg in difficulty from 3 to 7 points, so that one

question is worth 3 points, another valued at 5 points, and the last one worth 7 points. As each

question is read, each contestant may receive the chance to answer that question by signaling

before his opponents. If his answer is correct, a corresponding number of points is added to his

score, and he earns the opportunity to answer the next question. If his answer is not correct, the

opponent who signaled next may answer the question, If he is correct, he receives the points and

a chance to answer the next question. The round continues until one player earns 15 points or

more. He then gets the cpportunity to go to the Channel Challenge Bonus Board, a sample of.
which is illustrated below.

Note that the gameboard has four columns, valued at 1, 2, 3, or.4 points each. Within each of
these columns are four squares, which should be illustrated with four different colors, such as
red, blue, green, and yellow. Four terms should be printed, one on each of the four colors. Each
colurnns’ four terms and colors should be alternated, so that there is no easily distinguishable
pattern, such as any one term being on the same colored square in each of the four columns.
The four. terms which should be written on four squares are: PRODUCER, WHOLESALER,
HETAILER, AND MARKETING SERVICES, the major kinds of businesses involved in distribut-
ing goods to the consumer.

Vihen the winning contestant looks at the gameboard, he should only see four different colored
squares for each column with that column’s number on each of them. He has 15 points and
must decide how he wishes to reveal the word behind at ieast four squares, one in each column,
so that he uncovers four different terms. As an example: he may select 4 green to reveal
“WHOLESALER,” 3 blue to uncover "RETAILER,” 2 yellow to unveil “MARKETING
SERVICES,” and 1 red to show "RETAILER.” He now would have used up 10 of his 15 points
and has 5 points left to find the fourth term, * PRODUCER.” His only limitation is that he may
not uncover more than three of the tour squares in any one column. In this case, the contestant
could still uncover two more squares in each of the four columns, although in this case he could
not turn over two 3's or 4's because he does not have enough points remaining. If the player
successfully discovers all four terms within his point limit, he then earns a bonus prize to be
determined by the instructor. Generally, 2-3 games may be played during a class period. Special
additional bonuscs may be awarded contestants winning more than one round or game.
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Sample Gameboard

1 2 3 4
WHOLESALER RETAILER MARKETING RETAILER
SERVICES '
MARKETING WHOLESALER RETAILER WHOLESALER
SERVICES
" RETAILER PRODUCER PRODUCER MARKETING
SERVICES
PRODUCER MARKETING WHOLESALER PRODUCER
SERVICES
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MARKETING MENAGERIE #4

Each of the nire numbers above represents a person or group of persons performing one of the
major marketing activities. Can you guess what they are?

N . 7.

A . 8.

3 6. 9.
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MAKING IT IN MARKETING -1 . #5

i ’

Marty shpped into his car seat and cranked the engine. As he drove dowﬁ the main streét,
he gazed into the store windows. He had been looking fGr a new suit to wear when he went
applying for jobs next week. Marty had decided that he wanted a career in marketing. As a
consumer, he had been in the habit of buying goods and services for his use, not for resale. Now,
he wanted to pursue a career in marketing. : : .

Marketing. That's a heavy sounding word, he thougtit. But it's not hard to understand.
Marketing involves all the activities necessary in getting or distributing goods and services to
consumers or busipesses. It is concerned with buying the materials, machinery, and manpower
needed for production or operation, but not with the actual production or processing of a
product. It includes product planning and research, as well as all the activities necessary to get
the goods from the producer to the consumer. '

Marty turned on the radio and listened to his favorite rock slatlon Gee, he thought, | really -
don’t know whether | want to work for a producer, a wholesaler, a retailer, or a marketing
service industry. He laughed to himself. A year ago, he didn’t even know what those words
meant. He turned onto the interstate and settied back for his hour drive thinking about the
different kinds of businesses in which he (iould launch his marketing career.

. . «
g N
S IR P

Producers (Maﬁhféctyrefs, anve;ters, Farr’ners, Miners, etc.)

All goods must first be produced. Vegetables, fruits, and meats must be grown on a far-n.
Many foods must be processed in a cannery, Clothes that we wear have to be made in a factory.
Our cars and bicycles have to be manufactured using an assembiy line. Oil wells are drilled:
refineries convert it into the gasoline and fuel ol we_need. Coal is extracted or taken out of
raines to provide heat and energy. There are all kinds of opportunities with producers.

11's not always practical to get the things we want or need directly from the producer,
Marty said to himself., Consumers obtain products in one of many ways. If a person can’t buy
goods directly from the producer, he usually buys them‘from a local retail store. The retailer
may buy those goods, such as the clothing items, directly from the factory, or producer.
Sometimes, he may get them from a wholesaler. The wholesaler provices fast delivery and many
services 10 all kinds of businesses, but especially to smailer retail stores. Marketing service

- industries provide services to all businesses, as well as 1o consumers.

Some or all of these businesses can be involved in getting the 900(}5 from the original
producer to the consumer. All the different paths that can be used are zalled the channels of
distribution. Gee, Marty thought, I've got to review all | know about wholesalers, retailers, and
marketing service industries so | can decide where | want to apply fcr a job.

Wholesale Businesses

Wholesalers buy- from manufacturers or other wholesalers, and mostly reseli their merchan.
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dise t3 the retailers. They must determine what the retailers want to buy and study the products
which the manufacturers have to seli in order to satisfy the retailers’ demands and make a profit.
Sometimes & renresentative acts for several manufacturers or wholesalers in .selling goods and is
cailed an egent. There are many different types of wholesalers—-some carry a wide variety of
rnerchandise, while cihers carry only a limited line of merchandise. Examples of wholesalers

inciude:

- General Wholesaler

Petroteum Jobber

Autcmobile Parts Distributor

X

f

Foou Broker
Drug Wholesaler
Building Supply Wholesaler

Look in your local telephone directory.” How many different types of wholesalers are

Retail Stores

L

!

located in your comn_mnnty? What typels) of product(s) do they carry? What kinds of businesses
do they service? ' }

Retail stores buy their merchandise from the wholesalers or from the m¢ ufacturers or

- \~
boti, and resell them to the ultimate consumer, namely you. Department stores: such as Sears,
Penney's, and Ward’s are quite large and carry o wide variety of merchandise. Otner retail stores

carry a particular line of rmerchandise such as:
2 . »

a

wN =

Apparel and Accessories
Automotive Parts
Groceries and Related Items

Marketing Service Industries

*Hardware and Building Materials

~ o

8.

Think about your home town for a moment. Con you identify a large department store that
carries a wide variety of merchandise? Can you identify a store in your town for each of the
producis given above? ’

Home Furnishings
Petroleum Products

Farm and Garden Supplics
Musical Equipment

'

Marketing service industries provide a service either to the consumer, namely you, or to

another business. The services they provide to you may help to make your life more pleasant, -

more enjoyable, or more secure. The services which they provide to another business enables that
business to carry on its operations and, therefore, meet the demands for its products and/or
services. Examples of marketing service industries include such businesses as:

5.

AN~

Advertising Agencies

Banks and Finance Companies

Movie Theatres
Stock Exchanges

‘Restaurants and Hote's

6.
7.
8.

g

Newspapers ang Publishers
fnsurance Companies

Real Estate Agencies
Travel Agencies

10. " T1- .sporiation Companies

Again, think about your home town for a moment. What typies of marketing service industries

are located in your community? What types of services do each of these institutions provide?

-
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Marty muttered to himself, “Wow, ihis really blows my mind.” There are s0 many different

tvpes of marketing businesses in which | could work. Let me see if | can briefly cover the main

points | just reviewed.

10.

O
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. The business which sells goods directly to the consumer is the

' Marketing Review C

. The business which grows, harvests, processes, or manufacturc: a product is lknown as the

’

The business which sells services to other businesses as weil 23 #0 1he consumer is the

. The business which serves as a middieman between the manufacturer and the store where a

customer buys it is the ",

A persc - who buys a product from a store for his own use is a

“~

The flow of goods fiom the producer to the consurner occurs in the

—— — e . = e o = = — = mee =l

A businessman who may represent more than one manufacturer or wholesaler in selling to .
the retailer is knowh as an . .

— a—m—— — N - .

Draw tiree channels of distributing using P for Producer, W for Wholesaler, R for Retailer, C
for Consumer, and S for Marketing Services. Draw arrows between the letters to skow the -
flow of goods frem one cdmpanent to another, beginning with the producer and ‘ending

with the consumer. Three banks are provided for each of the channelé ‘An example might. -
be: P- R- W- C. _ ) ’ ;

b -

The channel which .is most frequently used is:
e
. , . .
All of the activities involved in acquiring and distributing googs or services t0 businesses or
-, » . !
consumers is called B : :

>
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. MAKING IT IN MARKETING — 11

Nty listened to the radio announcer say, “‘Train for a marketing career by signing up with ©
your high school Distributive Education Coordinator or with your junior college Marketing "
Management Coordinator.”” Marty smiled. He had signed up a year ago. Last year he had gotten
classroom instruction about marketing by working in a mode! business set up right at schooi. Now,
he was ready for the real thing! He was going to train on-the-job, as well as study at school. K¢
would train in the afternoons, get course credit; and earn money all at the same time.

Marty remembered his teacher-coordinator saying that all careers in marketing could be
classified into one of the eight basic marketing activities or functions. Marketing is a big area of
importance. More than half of the American workers are employed in a3 marketing or
marketing-related job. All of these jobs can be put in one of the eight marketing functions or
activities. Management is concerned with al! eight marketing functions, and serves as a coordinator

f all of the activities or functions in all kinds of businesses and industries.

Marketing Research

An interesting function of marketing is Marketing Research. Marketing researchers try to find
information about the way a business operates or the products a customer wants to buy so that
good decisions can be made in :.aming the business. Also, Marketing Research is used to find out
what kinds of neople ‘would want to buy a certain product. For instance, a8 new product could be
designed and produced, but after.a market research project is carried out, the results may show that
no one would buy that new product if it was produced in large quantities. So the Questionl would
be, why produce the mew product if no one would buy it? To find out this kind of infofmation is

the purpose of Marketing Rasezrch. .

Standardization : -

A most imporiant marketing function is Standardization. It involves THE setting of limits or
standards for products and services that are produced or distributed. This includes labeling
products, such as food, so we know what they contain. It zlso provides for inspaction of goods to
see if they mest the standards which Save been set for guality, performance, appeal, etc.

Buying

We, as consumers, usually think of baying in terms of purchasing a record or buying insurance.
Businesses "‘uy 100. Buying is the —m'xetmg unction that suppliss a business with the necessary
materizls, macmnerv and mzanpower that is needed Tor business operation or production.

For instance, z fashicn buyer in 2 desartment store buys fashion ciothing from a clothing
wholeszler that she thinks that her department siore’s customers will buy. She is buying the
clothing not 10 wear narseli, but rather to resell them to the cepariment stora’s custom?

Selling and Promotion

oot [N

Saliing is probably the most am: r:' tunction of al! eight marketina functions. Many pzople

confuse Selling arnd M a-<eting. Thay zre rot the same. Seiting concerns itsaif with halping customers
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select those goods and services whch will satisfy their-wants and needs Selling also involves '
promotional aids to persuade and inform customers.

For instance, if you want a bicycle, you can go to a department store o_r)a’STcyde shop and
have a salesman show you the different styles, colors, and features of their selection of bicycles.
By doing this, the salesman can heip you satisfy your want if vou need a new shirt or knit top .
1o wedr to school, a salespersun will show you different styles, colore, ‘and fabrics tc help you
Mmake 'a choice thus helping vou te satisfy a need.

Sa.es Prcmotion helps the muarketer to iet consumers know that he has a product to sell.
~Advernsing s oa  Saies Promo':on activity, Advertising uses newsbapers, meagazines, radio,
wrevision, biltboares, and mait out flyers 1o teil their message. Another Sales Fromotion activity
15 Disciay. The Jcti\.ity of Display uses a real-itfe set-up live a window display in a business or
store 10 show Off the gooas that it nas for sele. Many other promotional and publicity methods

are Lsed such ss coupons, tredirg stu"’): and contests.
Storage -

Steorsge orovides the time and phyvsica! space necessary 1o house merchandise untl it is neaded

Hor imausttidl Durposes

(,

s cistribution o consumers, Many businesses have their own stockrooms or

whotesaler’s warehcuse facilities.

ansportation ) -

sporsauon orovides the sanvsce of ohysically moving property or people from one location

Hfarantways to gei 1 varicus points. 1ime @nd cost are big

-

ooamotren. Busiresses and nechniv use O

W

Sus. 07 a truck. NMany products are transported
nsoorters for oif and water.

-

mus: face risks. Risks are the chances or

croperty. These are losses caused by unforeseen or

£t .nto 2 car, you are tzking a chance iassuming a risk)

an zutomoonie accident. A business tzkes risks in many ways, such as in

crdering the merchandise that custemers will buy or in trusting that employees will be honest.
As we w.il see later. some risks cannot be avoided by the businessman, but there are ways in

e that he wall have a loss.

ot
¥
5
T
Y
m
(')
.1
.-
¥
Q.
[
©
[44]
8l
J'
m
(%]
o
[$Y)
3

2rmCe aCthvities sLDDly the morey necessary tor operation of ali marketing and production
: the purcheses ©f goods and senvices by consumers. In o a

ausiness, the fimancizi zdvisors ~ust figure 2l costs including machirery, materials, manpower,

! e P e e s~y s ey g~ b . ce Ge ~Fa 2 S ey ey ,
i~d boo3ioT 10 deteruine ~on —udh mongy s nesded. As we wid discuss izter, TEny sources
zre o argd ¢onsoTETS 12 O2tzin monesy that w needed
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Marketing Management

As we mentioned before, management is not a separate marketing function or activity unto
itset. Rather, 't 1s nart ot all the other functions. !t serves as the coordinator of ali marketing
activities. Each department or division in a business may have a manager, as well as an overall
manager or executive who coordinates all resources (pzople, property, activities, etc.) by
planning, organizing, directing, and controlling all activities in order to meet the goals of the
business, and thereby make a profit. '

Marty puiled into his driveway. He wasn't sure if he wanted the responsibility of being a
manager Gr executive one day. Besides, everybody can't be u chief. But he knew these were
many. interesting, challenging careers to choose in Marketing. But in which area of Marketing-
Marketing Research, Buying, Standardization, Selling, Storage, Transportation, Risk, or Finance?
I think !'d like to start working with stock in a warehouse or storeroom, so | can find out more
abcut the merchandise and behind the scenes. Then, | might go in to seiling. 1 like people. Who
knows, maybe one day | v)}H be a manager. . ..

- Marketing Activities Overview

1. Finding out what pecple like or dislike about a product s the purpose of the
function.

r

Setting values or limits for products and services is undertaken by those involved with the
function.

3. Purchasing goods for resale or business use is known as a .

4. Helping to satis®y a customer’s wants and needs is the job of the

5. Advertising and disp!ay are promotional activities involved in the function Qf

6. Providing the time and space needed for merchandise until it is neecad is the responsibility of
the activity.

‘0
7. The physical movement of products from the producer to the consumer is part of the
function of Marketing.

8. The chances of loss to a business or person by unforeseen or uncontro!lable factors are handied
by the function. '

9. The activity of marketing supplies the morey that is
necessary for a businecses' operations or a ccnsumers’ purchases

10. Controlling and directing all marketing activities s the responsibility of .
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MARKETING MIXUPS #6

Rearrange the letters in each group below to reveal the eight major marketing activities and the
coordinator of those activities. When they are reqiranged correctly, the circled letters can then be
agsed to form an important wordist. The circled :etters are not in the correct sequence to form
the gwven termi. '

1. NEFACON

22 NOTRITPANSROAT

3 GEA®TOR

a @y e®i N

5 DONTNASDARIATDZ

6. NAGHNEDVEA

=

(o]
)

-y

CLUE. includes only those mzijor markeling activities dasigned to move goods and servites

trom the ooint of production 0 the_ooint of consumption.
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MARKETING MIXUPS

Rearrahge the ietters in each group below to reveal the eight major marketing activities and the
coordinator of those activities. When they are rearranged correctly, the circled letters can then be’
used 10 form an important word(s). The circled letters are not in the correct sequence to form
the gwen term,

. NEF ACON FINANCE

2 NOTRITPANSROAT TRANSPORTATION

3. GEAQTOR STORAGE

4 @y c@®:N . o BUYING

5. DONTNASOARIATDZ STANDARDIZATION

6. NAGMEIDMEAN _ MANAGEMENT

7. Li1i6s@E L. SELLING

8. k rR{DS RISK

9 MAMREKG!N HERACER®S MARKETING RESEARCH

00 _ _ o _o__ y DISTRiIBUTION

*CLUE: irciuges on'y those meajor marketing activities designed to move goods and servicss
from the noint of preduction 0 the point of consumotion.
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MARKETING MATCH #8

Participants
1 Emcee’/Judge 2 Players 1 Scorekeeper

Directions

This game activity may be used to introduce marketing functions, as well as to reinforce or
review the eight basic marketing activities and the coordinating element ‘of management. For
understanding of the terms and reinforcement purposes, the students should explain the terms as
described herein. Develcp cards with each of the following terms written on one side of them, so
tnat you have two cards for each term or a total of twenty cards. On the back of each card,
place & number from 1-20 so that each card has a different number. Alternate the numbers on
the cards so that there is no special pattern relating to the marketing functions and menagement.

Piace the cards on a table with the numbers facing up so that there are four rows of five cards
with 1-3 on the first row, 6-10 on the second row, etc. Have the two players or teams flip a coin
10 determine who shail begin the game. A student will select two numbers. .When he has two
idenviczl terms, he must give the explanation or definition of the term to win a point for himseis
or his team. A simple match of the two identical terms does not earn a point. The exception
appiies if a student picks a free match card and a term, he does not have to give the detinition
and receives & complimentary point. The game is won by the person cor team receiving the most
nurrber of points.

Nizie two cards each of the following terms to form one set:

MARKET RESEARCH (MR) STANDARDIZATION (SN

BUYING (BU) SELLING (SE)

STORAGE (ST) TRANSPGRTATION (TR) .
RISK (Ri) | FINANCE (F1)

MANAGEMENT (MG) FREE MATCH (FM)

1 1s suggested that a teacher have saveral set. made up so that terms are in different orders and
can 5e used on a rotation basis. A runeft courd be played with the top scorers in the class if the
entire ciass has been involved i piaying the oam 2,

Sample Gameboard ;

3 & 5 MR 8y ST R1 MG

1 2

6 7 .8 ¢ 10 FM FI TR SE SN
1112 13 14 15 MG SN ORI ST MR
% 17 18 18 20 Bu TR Fr ST FM

2

1

14 +=2 gamsbozrd is 0 be used by w0 =zms, & Sutletin beard or pegt hard may be empioved.
Pieces of construction paper arrangsd on the boerg and heid 5y noc~s or thumbracks would

g
i
aliow easier viewing for larger numbers of studerits

t
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MARKETING IN ACT!ON

First Bank and Trust

Offering

PERSONAL LOANS

BUSINESS LOANS
MOX T AGE TOANS

19
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CLASSIFIED ADVERTISING

#10

MARKETING RESEARCH

DIRECTOR, Department

-of 15, large manufacturer.

Coordinate  all research
activities with firm’s top
management. Fast expér-
ience in similar position and
degree in economics es-
sential! .
$35.00 PER YEAR

$5,000 TRAVEL

4 WEEKS PAID VACATION

Career Ladders in
MARKETING RESEARCH

Build your future with
S100-S125 weekly wage
Insurance and Vacation

TELEPHONE SURVEYOR
PERSONAL INTERVIEWER
© PANEL INVESTIGATOR
OBSE :VATION EVALUATOR
INFORMATICN CODER

QUESTIONNAIRE EDITOR

ATTENTION: ANALYSTS

® Sales

® Aarko?

® Poiic -

® Product

® Consu.ner

® Advertising A
® Dijstribution

Supervise all research projects in
your field or serve as a general
analyst/interpreter in six market-
ing research agency branches
assisting over 200 companies.
Experience. marketing/business
degree needed. $18.000-$25.000

S$18.000-825.000 Salary
Retirement, insurance
and Vacation Benefits

INDUSTRIAL ECONOMIST

Diversitied manutacturing company
expanding. Needs Chief Economist as
haison with finance, public relstions,
marketing research departments and
Executive Committee to provide the
economic and market forecasts
studies, and other information
necessary for financial planning, fore-
casting prof-ts, proposal evaluations,
presenting a financial siztus repqrt.
Supported by a staft of 9 exper-
ienced economusts, € tranees, 11
secretaries.

Extensive experience ac a business
economist,  graduate  degree in
economics.
$50,000 Annual Salary
$6.000 Travel and Ca:

WE PROMOTE
FROM WITHIN

Research Trainees fur a Con
sumer Research Agency to 2ssist
our analysts and spec'ialrsts.
Work in an area of your own
choosing or try them all with
these advantages:

6 Mos. Training Program
S500 Guaranteed Mo. Pay

R O 2 R -y

EXPERIMENTAL RESEARCH
SPECIALIST

Conduct Reszarch tests of scale
marketing models to improve
product planning and distribu-

tion for national cosmetics firm

$1.000 Monthly Salary

SURVEY SUPERVISOR
$200 Per Week
T-ain & Coordina*e Workers
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MARKETING RESEARCH: Finding the Facts , #11

One of the eight major marketing functions s Marketing Research. This marketing activity
involves the gathering of information, so that marketing managers can make sbund decisions and
solve management problems. Marketing research activities take place constantly throughout all
types of businesses.

Ma’rketing Research—what is it? Why is it important? Does it affect you? Do you or your
famiJLtake part in it? As mentioned gbove, alt businesses are constantly engaged in marketing
research activities. \Why™ To satisfy yvou, the consumer. Businesses spend large sums of money
researching new products and wuses, new services; studying new methods of production,
packaging, selling, promotirg, and distributing goods; surveying customer wants and needs; and
analyzing business pclicies and operations. All of these marketing research activities go on just to
find cut what you, the consumer, wants or needs and how to best satisfy you. '

. it is often said that the "customer 15 king.” Businesses ‘'boora” or "‘bust’’ depending upon
whether they can piease their cusomers. Teenagers and young adults, ages “2-21, have had a
tremendous imDact on businesses in recent years. This age group buys imore of the following
e any othar zge group: records and tapes, musica! equipment and instruments (stereos, radios,
guitars, etc.}, amusement or entertainment tickets, ciothing and accessories, and snack food items
{sodas, hamburgers, candy, etc.! You are part of a very important group that sets styles and
buying patterns which affect inany businesses throughout the world.

Many businesses employ marketing reseachers to find out why you did not.buy, as well as
why or what you did buy. Learning rezsons why pecple do not buy a product or service assists
the managers of Dusinesses in improving their products, services, and/or business operations.

Have you ever answered the telephone and had someone ask you for information such as:
“\What television program are you watching now?”; “ls your telephone service satisfactory?™; or
“Do you subscribe to any magazines?” Perhaos your parents have filled out a questionnaire or
survey received in the mail. Maybe someone has come to your home and asked questions about
progucts or services. If so, then you were 3 part of marketing research. You will probably
remember riding over a black cable on the highway? This is a simple automobile coanter which
can give much needed information to the markeiing researcher about traffic needs. Chances are,
you have other experiences you couid share, :

Marketing Research Methods and Careers

Business may emoloy their own marketing researcher or use the services of one of the many
outside firms who specizlize in this field. To get his information, the marketing researcher may
use either z primary source or a secondary source. When a researcher gathers his own
informaticn by firsthand study of the customer {or consumer) or market, he is using a primary
source. When he uses data zlready cotlected by someone else for another project, he is using a
secondary source. Six methods or activities are used in collecting primary information or data

3
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sources: (1} personat interview, (2} mailed questionnaire, (3) telephone survey, (4) the panel

group, {5) observation, and {6 experimentation.

P . :

Personal Interview—-a urvey form using o direct, face-to-face contact with the sample group of
people to obtain the necessary information. It may be conducted by an /nzerviewer visiting
peopie in their home or cut in the community, such as ata shopping center or recrea;ional
area, .

Telephone Survey--a method of obtaining informetion from a sample population in which a
Tolepheone Surceycr calls individuais on tne telephone to survey them about a particular
product, service, issue, or business.

Mailed Questionnaire-3 marketing research survey method ot obtaining the desired information

by writing to the selected group of people. The Editor is responsible for seeing that the

sheet{s) with questions, usually called the questicnnaire, is accurate and compiete for the
purpose tntended.

-

Pznei Group—a continuing survey used by research organizations when it is impcortant to study
the buying hzbits of people over a period of time. Because the consumer panel records
buying patterns over a long period of time, it can provide valuable information about sales
trends and customer loyalty te certain brands and stores. The [ravestigator meets with the
pane! and receives reports concerning their buying nabits, as well as other topics related to
soiving marketing proclems,

Osservascn—the collecting of information about consumers, procduct acceptance and interest,
and personnel effectiveness by weatching the actions of people without actually tatking to
them. The process of observing pecple’s actions for a marketing research activity is the
responsibility of the Evaluator.

Experiment—a form of marketing research that sets up a scale mocel of a marketing situation to
test or study the effects ard changes which occur with the product, senice, people, etc.,
during the :eosting period. The experimental method is underizken by the Marketing
Resezrch Specialist.

in discussing ‘these six mathods of marketing research methoas, we have also learned about six of

the careers involved, .

Sefore any of the survays, obsemvetions, o expariments ¢an be conducted, someons must

2 what nesds 10 he done. The Alerksting Resea~ch Director is respansitle for coordinzting

nd edministering all personne: and activities within the marweting research department. He

meets \~.'zti'i top manegement of his or zncthar company to ™make pelicies and dacisiens. 1 s bis
Bty to study @nd interoret the dalz gathered.

Marketing Research Analysrs zre wery imporiant to the Director. The Analyst may be

resnons:hie for activities in one tvoe of researth, such as product research or sa'es resaarch, for a
} )

rmation for mzking dacisions.
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“An Economist often plays a key role-as a part of the marketing research team. He informs
the marketing research director, analyst, and other executives of a company about general
economic conditions and business teends which may have effects upon decisions and,or actions.
He serves as “a consultant to the mearketing research department, usually, rather than as a
full-time employee.

Three other marketing researchers contribute significantly to the work of the team in
conducting and us:ng their researcti information: The Supervisor is charged with training and
sepervising @l field personnel including the interviewers, telephone surveyor, and investigator.
The Coder, is responsible for gathering secondary source infarmation that is needed, classifying or
sorting the information, and tabulating data. The Marketing Research Trainee is an assistant o3
fieid SLpervisor, specialist, or cnay depending upon, his |qtf>rest research experience, and
educationa!l background.
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\ OPERATION RECORD LOVERS #12
. A’ Mini-Marketing Research Survey

» .

' To the student market researcher: You are about to take part in a marketing research survev.
Read the information below and follow the directions to conduct the survey and make a sound .
marketing decision. ) - . R

4

c .

Your company, VENDO-RECORDS, is considering putting record vending machines in the
- . . . 2
middle axd junior high schools in this state; however, even though there are =iany . oher

products. you feel it will make money if you have the right kind of records and in the correct
sizes c * .
At this point, it would appear that a survey would te the best.way to determine wha*
records the students would wani to buy. Attached you wili fing Three survey for rms to be used .
conducting this merketing research project. Take the survey sheet and questlon fuve guys and fpe,
-~ giris 1o find out “their desires. Coriazt five students in person and five by telephone. As s00n as
you complete interviewing each perzon, take the provided check sheet and check the appropriate
scuares for the information you Yave coliected. ‘ - )
_ Alter totaling the information you obtain on the check sheet, you should be able to answer
the six guestions on the evaluation sheet before placing your machines in tbe stﬁ%ﬁs
pcint you wilf have completed your pro;ect using two suivey tea,hmques. You v(nll have, arrivad
at a conclusion as to what should be done and it will be a better ‘solution than you would have
had if you nad just tried to guess what the group might want. You have now u,,ed a system
called &.J.pl.ng which means getting information from a few students or peop'té to cy to figure
what m eopie Oof n i n S - .
at ostDODeo students would want. | \ ‘ o \ )

-
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OPERATION RECORD LOVERS - | #13
Marketing Research Survey Sheet ‘

~To the surveyor: You will ask the following questions to get cne answer only. As soon as the

studient gives you the answer, you will circle one. If the answer to question number one is (b)
no, you will then ask guestion 1A and that interview will be over. If the answer to number ora
is (a) yes, ask all of the other questions except 1A. As soo:p as yvou have finished your ten
interviews, go back to the first sheet for completion of this project.

1. Do you buy photograph records? (a) vyes (b} no

1A. Since you buy no records, why is this true? :
{a) records are given to you . : {b) you buy tapes
{c} you listen to radio and television only
{d) you are not interested in music
(e) other {specity)

i

2 Where do you purchase most of your records now?
(a) record shons : (b) departrnent stores {c) drug stores
(d) order through the mail (e} vending machines (f} other

. ’
o

3.  What size record do you usually purchase?
(a) 7" — 45 RPM (b) T10"" = 78 RPM {c) 12" — 33RPM

4. Do you expect to buy at least one (1) new record within the next month?
{a) " vyes {(b) no

5.  What type of record do you buy most often?

(a) classical . {b) popular (c] country and western
{d) soul ' (e) jazz {f) gospel
(g) rock {h) other
6. If you could purchase records at school for the same price that you would pay in a store,
would you buy yours at school? ,
(a) always (b) sometime (c) seldom (d) never

Surveyor will circle one of the following:
The studém interviewed wasa BOY -  GIRL

' The kind of survey  PERSONAL  —  TELEPHONE



OPERATION RECORD LOVERS =14
Check Sheet

To th:2 student marke. researcher: Take the information you have collected on the survey sheets
and place a small check‘mark in the column {a, b, ¢, etc.} to show the answers given for each of
the questions. When you have put the information from all ten sheets in the boxes, total your
results. You should then have the answers for the project evaluation sheet.

[$1]
‘
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OPERATION RECORD LOVERS #15
\ ‘ Evaluation Sheet

To the student market researcher: Take the results of the check sheet you have just completed
and answer the following questions on the squares checked the most. '

1. Based upon the survey teuslts, would you recommend putting a record vending machine in
the school? '
{a} yes (b} maybe . (¢} no {d) more info needed

2. Using the check sheet results—would you recommend placing 45 RPN, 78RPM, or 33RPM
- recards in your vending machines? ' ’
Circle the best answer: {a} 45 RPM (b} 78 RPM {c) 33 RPM

3. Based upon the survey results, would you suggest considering a tape vending machine?
{a) vyes {b) maybe {c) no {d) more info needed

4. Using the check sheet totals—would you recommend records with only ane type of music be
placed in the vending machine?
(a) ves {b) no

5. Based upon the survey results, what two types of music would you put in the machine?
1. 2.

6. After analyzing all of the survey rlata, what other conclusions or recommendations can you
make? '
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MARKETING RESEARCH IN ACTION

Look at each of the six pictures below. Which marketing research method
do you think is being portrayed in each of them? What makes you think
that way? What marketinn researchers could be involved in each case?
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DIAL STANDARDIZATION #17

Using the numbers on the telephone dial, uncode each of the groups to reveal ten standardiza-
tion careers. Remember, each number represents three letters. For example, "2 could be letters

A, B, or C.

M 4 7 2 3 4 6 4 3 6 1 3 6 2 6
204 6 7 7 3 2 8 6 1
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DIAL STANDARDIZATION — KEY

Using the numbers on the telephone dial, uncode each of the groups to reveal ten standardiza-
tion careers. Remember, each number represents three letters. For example, 2"’ could be letters
A, B, or C ‘

6 7 3 6 2 6

3 6 1 3 6 2 6
€

‘W
lo
|

IS
oo j»

!
H

¥
w{a ia

£
X

!
!
|
1
{
1

~ 1(0 !05 I\J
o [~
o |~

o o

i
!
1
f

l !\1
!
|

4
]

[~ oo

8 3
a

iCO

!
%
i
1
1
|
'

2
H
‘b

i
i
|
!

lw i\:
~

|
i
{

o o o oo fo o |o

S
|
o
1
w o |

@
lw |
I
|

t
i
{

|

Y
N

wiq!m}\:“

< o oo

|
|

I
Rl
;
B
L

NN

|
|

o (&N
R
W o 3

leJ
1w
i

l<
%M
| &
N

i
I

o)
(@]
(IJ
im
ES

m -
'z o iz
Im —c

ENN

< I-

1
i
!

z o 1z |0 o

1
i
}
i
l

o

> 0

'

1
|
i
t
1

o |
im |
- m o

1

im

|
|
t
|
i
|
i

!
|
I
|
|
t

2
- 0
2 O
"<
im o

t

s

=

m

—

f-

lo lo |- o

4 i
o - i» »




Search through the mass of letters below and circle the eleven standardization career titles.
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STANDARDIZATION CAREER SEARCH — KEY

Search through the mass of letters below and circle the eleven standardization career titles.

AMPLER[V.P[GRADINGFOREMANJRE
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STANDARDIZATION SCRAWN.3: ¢ ' #19

Unscramble each of the letter groups below to identify ten marketlng careers instandardizat,on
which correspond to the ten career descriptions undérneath.

-

—

-

© o N O ok LN

—
.O

© v ® N O v A W'N

TALQUIY LOCTRON GAMNARE
TINSECPOR

MAXEINER

DORPCUT STERET

DASTRANDS STAYALAN
REGDAR

PRELMAS

DEILF NAGET

POMCLANMICE VISNETAGOTIR
REMET CRECHKE . »

coordinates marufacturing/marketing activities for product standards

checks products and procedures throughout the distribution process for weights, sizes, etc.
reviews forms or records against actual quantities distributed
compares product to standards in performance

supervises development and enforce;nent of standards

sorts and classifies commodities for distribution

tastes, smells, feels, or observes selected portions or examples
government or consumer agency inspector for quality
govérnmem inspector for health, safety, and welfare

inspects utiities or transportation meters to determine if the correct amcunt of usage has been
recorded
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STANDARDIZATION SCRAMBLE — KEY

L scramble each of. the letter groups below to identify ten marketing careers in standardization
+ach correspond to the ten career descriptions underneath.
. . 1]

A
q

1 TALQUIY LOCTROM GAMNARE , QUALITY CONTROL MANAGER

2. TINSECPOR o INSPECTOR

5. MAXEINER EXAMINER

4. DOURPCUT STERET PRODUCT TESTER

5. DASTRANDS STAYALAN - STANDARDS ANALYST

5. REGDAR GRADER

.. PRELMAS SAMPLER

8. DEILF NAGET . FIELD AGENT

. POMCLANICE VISNETAGOTIR COMPLIANCE INVESTIGATOR
10. REMET CRECHKE METER CHECKER .
2

1. coordinates manufacturing/marketing activities for product standards
checks products and procedures tiroughout the distribution process for weights, sizes, etc,

reviews forms or records against actual quantities distributed

> W N

compares product to standards in performance

.(,7\

supervises development and enforcemen: of standards

sorts and classifies com-rodities for distribution

tastes, smelis, feels, or observes selected portions or examples
. government or consumer agency inspector for quality

government inspector for health, safety, and welfare

©O © ® N O

inspects utilities or transportation meters to determine if the correct amount of usage has been
*recorded '

©
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SITUATIONS IN STANDARDIZATION ' #20

. In each of the situations below, people with standardization careers are faced with decisions to
make. Show how you feel by placing an “*X'" along the line 1o indicate your res 'cnse.

1. If you were 4 quality control manager how woutd you treat a loading inspectr who took
“payoffs’” from a competitor to approve distribution of poor quality gcoads to your
customers?

Boot 'Em Qut Burt ) ‘ Second-Chance Stan'

2. The grading foreman had talked <o his nuts and bolts grader three times last week about

- incorrectly sorting and holding up shipments. The foreman has just discoverad another l.rge
carton done inccrrectly. The grader has aninjured leg from the war. How would you fe
about firing the grader if you were the foreman?

: — . ‘ !
Hard-Hearted Harry ‘ Sponge, Soft Sally'

3. A product tester noticed one of the company/s samplers slipping several botties of expensive
' perfume into her pocketbook. If you were the tester, how would you react?

-

' ; : ——d
Tell-All Tillie .-~ ' . 'Closed-Mouth ClaraI

4. The government compliance investigator discovered poor meter accuracy and consulted with
the company's standards ana/yst.‘The analyst called in his senior meter checker and told him
about his failure to check the meter accurately. The meter checker swore at the analyst,

~ stormed out of the office slamming the door. How would you feel about the meter checker'’s
conduct if you were the analyst? i

| ! " i e .
Disgusted Durwaod' "« baugh-1t-Off Luke[ _

5. The company records examiner checked his forms against the inventory to see if the goods
marked “'low quality” by the field agent last Tuesday had been shipped. When it was
discovered the goods had been shipped, the boss fired the examiner for not checking sooner \
even though he had been out sick two days with the flu. Mow just do you think the firing
was?

- »

f ’

| " 1 3 | |
Real.Ripoff Randy' N ' Right-On Richard
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BUYER'S BUZZ #21

Notice the three rolumns below with the =1, =2, and =3. When the timer says go, see how
many husinesses you can name in which buying takes place and put their names in the #1
columi, After the timer caulls stop, sit next to your partnert When the timer gives the signal, see
"nhove many ditferent businesses you and your partner can identify together in tv.o minutes. Af.er
your timer gives the signal you und your partner should join forces with another pair to form a
team of four. When given the okay, your team will 'have four minutes to see how many
businesses you can name in which buying occurs. Have a student in your group serve as recorder,
When BUZZ is called your teacher will check answers for the winning ‘eam. Foliow the same’
rutes for columns =2 ard =3. Make sure that you put your ideas in the correct block under the

three columns for: Single, Double, or Quad. ) '
Il‘llf //2!! 77311
T .
. BUSINESSES : ACTIVITIES OCCUPATIONS
Ul
-
n
wid
-
2
2
2
e
2 )
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BUYING FOR A BUSINESS B - #22

Buying is probably one of the most glamorous and interesting caorcers in busmess today It m

volves. selecting goods from all over the world and getting thens delivered at the right time to use

¢

or reseli tu Gustomers.

.
. -

The customer 13 the key to all buying; and his desires and demands must be met, or no sale will
take place, The customer may be a business or_a person like you. Not orly is buying exciting, it
1s challenging betause the buyer must know his customer’ desires, how much they buy, when
they buy, and how much they are willing to pay. There ar¢ buyers in ail areas of business and
industry such as manufacturir.:, wholesaling, marketing services, and retailing. Many buyiny
careers are available with federy!, state, and local governm.ents. A puyer must be ready to_listen
to sales and buying personnel, lcystpmers, and review reports. To do the jobh properly; he must

st;udy fads ang fashion, as weil as knaw colors, sizes -« “tyles, materials, and auality. :

Buying is not always glamorous and exciting. In dec’ " °q what to buy, the buyer must study
pust sales records of the business. Review customer wany ships, shop his competitors, read trade
papers, visit the markets, study available customer surveys, and check through current catalogs
and price lhists in-order to buy the right goods. . P .
. I

After the buyer and his staff have dors a great deal of research, a decmon must be made
concerning row much to buy. To help in makmg the decision, .a buying plan is developed on the
basis of money available for each type merchandise or materials, the assortment indicated by the

_research, and the supply that is available, He must also decide when to buy the merchandise to

meet consumer demands and when it should be delivered'according to season, climate, fashion,
The buyer’s final buying decision s where to Luy. Should he buy from a producer, wholesaler,
or an agent. Should he buy at national central market, a regional trade show, or from visiting
salesmen? Or should he contract with a resident buying office at a central market to do his buying

for a comrmission?

Let’'s look at the ¢pecific buying careers available in-the major areas of bwsiness, industry, and
government. -

Manufacturing ‘and Government.

Unlike wholesalers and retailers, manufacturers and government agencies buy merchandise to
produce products or operate the business, rather than purchase for resale. The Purchasing Agent
1s responsible for buying all necessary eqguipment, raw rnateria!s: and supplies. Thase things
include soojp und paper towels for the wash roorns; displav cases for merchandise; typewriters for
office use; machinery and tools for production; trucks for delivery.

Tha Purchasing Clork haips the agent to gather the informetion and prepare the reports of
tectnical knowledge. Follow-up and coordination of ordered merchandise is usually handled by
an Expediter in the purchasing depsriment, In very large companies the person who supervises Gl
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activities and works with top executives is the Purchasing Manager. The Purchase-Price Analyst
ctudies price trends and manufactunno processes and makes recommendatnons 10 the Purchasing
\ Meanager and top management.

.o [ g
. . . 'S

. ‘ . Wholesalers & Retailers

A Large wholesalers and retailers have a Merchandise Manager who determines all merchandising

policies and Jupervnsee‘, all- buying personnel and activities. He is supported by a staff of Buyers
- who actually purehasc the, merchandise for resale tu retailers and some wholesalers. Assistant
«  Buyers provide salespeople with product and promotion information, as well as support the
Buyer by making recommendations,- reordering basic stocks, compiling customer “wants, and
checking on goods purchased. Trainees work closely with the Assistant Buyers by providing stock
information as they work in sales positions. Comparison Shoppers theck competitors’ mer-
chandise for hrands, prices, styles, etc., and report to the Head Buyer and folicw up Sustomer
complaints @n” megchandise. A Marketing Restarch 3pecialist provides market and t(ade in-
formation. .

™,

in many smaller .or more specialized retail and wholesale businesses, one person handles all
buying activities: Usually he is the manager “or owner of the business. Some siaaller businesses
hire the rservices ot a Resident Buyer who has an office in a Central Market to purchase their.
merchandise for them. A number of specialized buyers work for more limited wholesale
businesses. A-few of them include: . N

Broker—buys goods or services as an agent or wholesaler for resale to wholesalers, retailers,
service industries, producers, consumers

Jecler-buys used or damaged goods for resale in 3'retail outlet or to an industrial firm for
recycling " ) N

Irmporter—buys foreign-made products for resale to setailers and wholesalers

Assermbler — purchases assortcd goods in smal! lots, combines them, and resells'them in large
lots or quanuties 2

Jobber-buys merchandise in odd lots (quantities, sizes, etc.), prices and packages them if
necessary, and resells them to retailers :

) \ . R .
Crstributor-buys goods from a producer and handles gales, service, and promotion to
rewadilors fgr a certain region ot the country’ 1 H ¢

AN

<

. : Marketing Services
- Some af the more interesting buying careers in Marketing Service industries inctude:

Sucur/t/'es Bruker—acts as commission agent for a client who wishes to pu'rcha_se certain
stocks or bonds

Purchasmq Steward~buys foodsruffs beverages, and operating materials for hotels and
reslaurants

- .
-~
s

. Tine-and-Spcce-Buyer—purchases advertising space or time on radio, tv, newspapers, bill-
boards, magazines, etc. for any business or group T, *

@
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BUYER BLANKOUT - #23

Eill in the blank spaces below to find the four major buying decisions and thirteen of the careers
that are available in buying. .
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BUYER BLANKOUT — KEY

Fill in_the blank spaces below to find the four major buying decisions and thirteen of the careers
that are ¢ ailzbie in buying.
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BUYER'S CAREER CBA'S =24
Participants ) Gameboard
3 Panelises or Teams bid on areas, answer questions c B A
! Moderator opens bidding, reads questions
7 Scorekeeper shows cdds, indicates players points 1 2 - 3
2 Aurhorizies make up Binal questions and answers

3 Judges determine correctness of answers according to given questions
- Additional students take the losing panelists’ places
—~ All students submit 5 sets of questions, 3 questions in cach set

Directions

Each ponelist or team stares the game with 50 points and decides how much of his total he
wEnrs o wager ! the beginming of the game on the first guestion. Each playver or team 'may
wager up to 10 points on any one round of guestions. A tota! of tern rounds comprises one game
and 23ch round has three guestions—one each for CAREERS (C), BUSINESS (B), and
ACTHVITY (A} The olayer with the most points after 10 rounds wins. y

P.o, is begun when the mederator asks each player or team to decide how much he wishes to
wiger up to 10 points and in whick of the thro . caiegories he wishes to wager. To make the
more interesuing, some questions are more ditficult than others. The scédrekeeper may
e tnese odds with numbers under ecch of the categories as shown zbove. The "1 under
EE.-\S {C} showus that it 1s.1he feast difficuit, the 27 under BUSINESS (T the next level of
PAticuty, @ the ‘37 under ACTIVITY (A} is the most difficuln

Ea:h u-“yar should be gmen ten cards with points of 1-10, so that he can show his wager. The
ven t‘*-re—'x cards, one each for CAREERS, BUSINESS, and ACTIVITY to

ingG. lf two or more players bid on the same area, such z2s
b ar witn :h:— h:ghest hig has the cpportunity to answer the question, and the
citer plzyeris! do not particivete in this category of guestions If two or more piayers choose

..«

ine sa~e zres end wzger the same amourt of points, the moderator wili open the bidding 1c
1hose plzvers and they mey bid any number of points up 10 the amournt which they possess. The
: w0 bids

e most will recance the question.
k g

ter wagering and bidding is complieted, the moderator will ask the guestions according to the
order on tha board, the CAREERS guestion first. the BUSINESS gusastion next, erc., depending
uDOn which ones have besn ssiected. Tha mederator will read only those questions in the areas
which have been bid upon. Each player will answer the question upen which he won the wager.
1% he znswers corractly, his score is increased by the nmumber of peints he wag reg muitiplied by
the odds {1, Z. or 3! in that zrea. !f b2 znswers incorrectly, his score is reduced only by the
rnumber of points hs wagered

Fg- zdded iniorest, the tenth and iast round of questiors for the geme may be pla ~ith no limits
on the wagmi et amrount except the number of points that 2 piaver has eamned Lsmg the same rules
forates i
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COMPARISON SHOPPING SURVEY =25

Directions: Select five products of interest to you that would be carried in the same store. Place
their names in the blanks of column =1. (Example: toothpaste) Then choose three
brands of each item and write their name in the correct blanks of column =2,
{Example: Crest, Ultra-Brite, and Close-Up). Pick thiee stores and write their names in
the tops of columns =3,, =4, and =5. {(Example: Publix, Winn-Dixie, A & P}, Visit each
o7 the stores and compare the prices of each brand. Write each branc’s prices under the
columns =3,, =4, and =5.

Kind of Item Brands Shopped
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CAREERS IN PERSONAL SELLING #26

Selling is an essential link between the producer of goods and services and the consumer.
Selling is the process of assisting or persuading a customer to make a wise buying decision to
meet his needs and wants. Personal selling involves a direct face-to-face or telephone contact with
a customer during the actual sale or in providing special services.

A career in personal seliing offers unlimited opportunities for the person who likes to work
directly with people in providing infarmation and assistance about products, giving.special
customer services, as well as actually conducting the sale for a good or service. A selling career is
available with all four major business components in the channels of distribution, namely:
Producers, Wholesalers, Retailers, and Marketing Service:z. Although selling is often the route
tasken for those who want to be tcp executives or managers, little formal education is usually
recaired to begin a selling career. An outgeing, friendly personality and initigtive are twvo
imporz:ant factors in the salesman’s succe‘ss With these and special training as needed, the salesman
may become a buyer. saies manager, or even a company prestdent.

X Some of the interesting persona! selling careers that you might like to investigate include:

Producers

Manufacturer's Representative—sells a manufaciurer's goods to wholesalers and retailers for resale
to their customers

Industrial Szfesman—sells goods used t0 make other goods or for the operation of a business to
businesses for a producer_or wholesaler

Pioneer Salesman—serves the manufacturer by promoting or selling new products, naw uses for
oroducts, or new seiling methods primaniy to wholesalers, who are usuaily new customers
10 & new territory

Dezler Service Silesmen—followsup an indusirial or pirneer salesmzan to make sure an adequate
supply of goods is on hand by tzking an inventory of the customer’s sicck anc writing
ardears for nacassarv merchandise .

- -

Missionzmy Salesman—emnloyad generzily by a manufacturer to contact the retail customers of
wholasalers to assist the retailer in promoting ard seliing the manufacturer’s products

Saes Mzrager—supervises the trairing ang activities of salesmen for 2 producer, wholgsaler,
retaiisr, or marketing service ingustry

Demonserator—emnioved by 3 manutacturer, wnglesaler, or retziler 10 show 2 prodult in use to

Fzsmron Moge/—-shows the fazturss of garments by wearing them znc exnlaiming the Jdesigh:
H

styvles, prices, €., 10 customers for manufacivrers, wholessiers, or retaiiers

)
nod
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Wholesalers

W holesate Safesman-sells goods for & wholesaler to retailers for resale to their customers; is often
called a genera! satesman

Detai Salesrman—serves the wvholesaler by checking the stock of retail customers and writing
orders for goods

Ruch Salesmion—aids the wholesaler by inventorying a supermarket’s supply of non-food items,
repignisiung the stock, and arranggng dispiays

Triuck Scelesman—emploved by the wholess er to sell and delwer food items *o varius ret
stores .

.

. e e . . N . . D eibmg - L
oy ATincgor, Demonsorator and Faseron A

%51

cofed ss describied under T Pruducers”

- kS

Retaiiers v

Serouge Stotion Attencan? —nrovides servics 10 ator vehicles for sale of ga‘_;:)iiﬂe' niotor oil. and
4£Lass0res 10 cusiomers

Sitosoiwrs ~hirad by o retant store oo esast customers who do rot need in-depth merch..ndise
e ;tion «nd gemenstratior znd thereby serve many customers, often for freqoently

items or lower oricsd gocds -

tad

r-emplayed by a store o arovide creative salesmanship in the demonstration and .-
expianation of 3 product e customers for products which are not fraquently bought or
~

wmem are oxpenswely priced

-3¢ of money

it has been

LTy customer g clatm

< custernsr, kesps cn

£ T
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Convention Manager—plans and coordinates activities within a hotel and restaurc=; 171 special
functions such as conferences, exhibits, banquets, etc.

Maitre d’—coordinates activities of food and beverage workers within a restaurent for tive dining
room, tounge, and banguet facilities

* Ticket Agent--sclls tickets for transportation agencies to passengers, plans i: - ef voute, and

comgputes the fare

Susiness Agent—represents entertainers in seiling their talents to theatres. moti-n picture studics
and other entertainment centers

Advertising Solicizar—sells _advertising space or time to a busiress for a riwspaper, radio or
television station, magazines, etc.

Siles Manacer, Cashier, and Fashion lMode! as described n “Producers’” abovr

NMany personal sething careers imvolve more than one fu'nction. Th: ticket ageri, for
exampie, includes both the rransportation and selling functions. The lay ~vrwy Clerk’s reson. 3:bili-
ties invelve the storage. selling, and finance activities of marketing. Others, such s the i estate
and insurance zgents, securities salesmen, and brokers are ciscussed in other ufing

v

N
-J
~4



O

ERIC

Aruitoxt provided by Eic:

SELECTING THE SALESMAN'S BOSS!

- #27

Listed below are twenty-two personal selling careers that you could choose. To the right of them
are four cclumns representing the major business womponents in the channels of distribution.
Place an X’ in the appropriate boxes to the riht of aa~h listea career to show the businesses
for which the given career title works. Remen.te;, in some cases more than one box will be

marked.

:'L

Personal Selling Careers

Manufacturer’'s Rep
General Salesman
Industrial Sales

Detail Salesman
Salescierk

Front Desk Clerk

Service S:ztion Attencant
Nissinnary Salesman
Rack Sslesman

Curside Szlesman

Susiness Agent

Fashinn Vodel

0

Acverusing Soliciter

Cashier

O

onventign Manager
Ticiet Agent

Pioneer Salesman

Producer Wholesaler Retailer Services
S —— ——
- ] -

o S F W -
MU S (S TS
- R U N,
l_. s
g . = - b
E
b et e et — [P -
L — H
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"1 — Authority to compile questions and answers

GAME ACTIVITY #28
. (Small or Large Groups)

Based on “"Tic, Tac, Toe™"
2 — Contestants({”'x’’ and "'0’'} to start

1 — Moderator/Judge

— Al students submit 10 guestions and

— All students participate as contestants

Directions

s 20 s ve

1. Each contestant i1s designated as an “x”" or "o

2. A coin is flipped 10 determine which contestart wili begin the game.

-

1 ]
3. The moderator/judge reads a guestion to the contestant. If the contestant gives a correct
answer, he receives his “x”" or "0" in the square of his choice.

4. The winner is determined when one of the contestants earns three “x’s”” or “0's™ in a row,

Ry LYy

zcross, down, or dizoQnaily. 1€ neither contestant secures three “'x's™” or “'0's” in & row, the

O

ERIC

Aruitoxt provided by Eic:

contestant with five "'x’'s” or "0’'s” is declared the winner.
5. The iosing contestant should replece the moderator/judge and authority to allow them to
narticipate as contesiants.

6. Games may be played on paper, a blackboard, or an overhead projector.

7. For larger groups of stidents, teems may be used in place of individual contestants and
additiona! students may serve as judges anc authorities.

Suggestions

1. This game activity may be used 0 introduce a unit, as well as to reinforca or review the
subject matter.

2. One way 10 introduce to subject of advertising is 10 play the game using a number of
manufaciurer’s or other businesses’ siogans or taglines. The game activity provides ar. excellent
opportunity to lead into & discussion abcut the effects of advertising 00 the consumer, types
cf advertising, etc. -

*Develoned amd reprinted with the permission of Miss Barbara J. Wilkie
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ADVERTISING

Advertising Slogan or Tagline

{t's the real thing

You've come a long way, baby

You deser 3 break today

The wings of man

Ve try harder

it's finger lickin’ good

You can trust your car to the man who wears the star
Nice people with mdney to lend you

Let your fingers do the walkin’

You've got a lot to live and got a iot to give
Like a good neighbor --- - is there

Building a better wa;l to see inhe USA

You expect more from - a=~a you get it

Business or Manufacturer

Coca Cola

Virginia Slims
McDonalds

Eastern Aurlines

Avis Fent-a-Car
Kentucky Fried Chicken
Texaco Oil Company
Associates Finance
Yellpw Pages

Pepsi Cola

State Farm Insurance
Chevrolet

American or Amoco Gasoline

~-—~ has better 1deas

Flv the friendly skies with

Where shopping is a pleasure

You can be sure if its=~-- . -

Where there's life, there™s —-

Where Economy Originates.

Aren't you glad vou use —-, con't you wish everybody did

Get your hands an a — you'l! never let 90

" Never borrow money neadiessly, bus when you do, see ---

Tor thoss who care enough o send ths very best

Hast of 1ne hishways Coast 1o Coast

Ford Motor Company
United Airlines
Publix Supermarkets
Westinghouse

Bud (Budweiser Beer}
A &P WEQ

Dial soap

Toyota cars
Housshold Finance
Halimark Cards

Howard dohnson’s Lodges

‘Develonsd by gnd repricied with the permission of Barbara J. Wiikie
-



NONPERSONAL SELLING CAREERS IN SALES PROMOTION =29
> .

- L

1 . )
Mary seiing coereers do not nvolve direct contact with the customer for purposes of

I

condutting o cssisting 0 g sale. Nonpersona! cetling careers include those people who use special
deviees D7 technagues 1o orovide potential customers with special information about a product,

or o business The specwal techniques or devices are used to persuade the customer to

[ t

s

sviting s efrer called “Sales Premation.” Sales promotion inciudes advertis:ng,

Ssiiay, sheciat promatonel techmques, aga sublic relations or pubhicity. Sales promotion does

. . T . cieen 1
[REOREEES{ NS A R I S SGARIE

seiling careers sut as thw advertising schicitor and fash:on model. Those

CTOTTOTION SOt S Wy (HSCUSS PEfe are o' NOMPersonal selling occupations.

Advertising

+ of ronpersonal presentation of ideas, goods, or services by
coo sl visis! v ey for an cdentified sponsor. These means are cailed “"Media,”” and

G

L R Y] ety

L : cewds nes, ilbodrds, fivers, radio, television, and mowvie theatres. Advertis
e ettErs ey ens L o oppartunities for psople with imagnetion, writing ability, and
ur 3o b Seme oo rrusing carears inciude the following:

o oemeprguedes pfoeraton about peeple, praces, gvents. and hanoenings 10 wudencas-ad

Tarl G, tEiee.sian, theattes, &nd other enteriginment centers

-

) cuct or sennice  ~d the advertising sponsor and
3d or the wntl. script for radio, television, or

: -oradiv smow @ oroduct € senvice cdescribed in the

Corewn T Memecszeernieg 2 1t Detls 0F oo alvert:isement (nto an eyecetch ng, attrective desian

ot coTvanes tme fimal gops IF en g storv. aricls, eco with the finished priniad

Sz !

Public Relations and Publicity

wties designeg o deveiop gooswil or g

O
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Press Agent—organizes information concerning a person or group’s activities, prepares news
releases, gives interviews, plans for public gatherings and otherwise acts as 2 liaison between
a person or group and the general public

Public Relatians Man (PR Manj—plans and conducts programs to develop goodwill for a business,
organization, or institution )

Reporrer—gathers information about special events and happenings and prepares news releases for
radio, television, and newspapers

Consumar Affairs Representative—provides requested information and;or materials to individuals
and grouns through the mail, interviews, and speeches or any other manner indicated to

build goodwii! for a business firm .
Gro.nd Hostess—greets and assists passengers of airlines while they are in the airp? tarminal
with schedule changes, local information, tlight data, and other matters as ‘.. =" tO

create favorable opinions of the airline

Display

eoolz who work in display are‘im:olved in vis&ally- showing merchandise, often as it is
used Displays are platec awithin or around a business to get customers’ attention and creste
mnterest in buying the displayed goods. Wany peoptle are empioyed in display occupations. Some
of them are:

0

’

Cosa'sy Dosigner—creates and p.ans -merchandise displays on a drawing board .ancluding the
nroduct. props, and accessories

Doty fiin—arranges the merchandise and props into en attractive display as created by the

Jesignay

Digsyy anager—coordinates activities with other departments in determrining merchandise to be

ard supenvises disolayv worxars s

Q
0
)
G
<
14
Lo

Doty Techsremn—prenares a~d cleans display  area and  assembles Of  returns necessary
~erchandise and props for the display man
Jwizy Trommrer—adds the back drops, fioor coverings, and cther disd'ay accessones ingicated by

PO T = -~
e disoizy MaEn

Swocial Promotional Technigques

Sngrzi promationz! achrmizess are devicas, other than advsrtising and gispiay, witch ire
SEEZ CUTINT 3 R2'2S LrOMGUiCn CamDeiZh to sttract specizl attention :d arouse a ot of interest
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Sales Promoter—pians and coordinates special promotional campaigns using tech.iques, such as
sampies, contests, stamps, coupons, ete. ' ‘

Fushion Coordimator—promeotes new fashions and coordinates promotional activities such s
fashion shouws, in comunction with the buying, "advertising. display, and publicity depart
ments of a store ’ ' l

Somple Distrioator —gives customers & small amount or size of a product in nopes thit the
customer wiit fike it and decide to purchase the product

N4

o
. -y .
S
-
137 . ]
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ARE ADVERTISERS REACHING YOU? b =30

.
- <&

Does advertis.ng have an eitect upon you? For each of the following products or services, write
the name of the advertiser that first occurs to you. Then write the slogan of that advertiser. {A
slogan is @ sentence that 15 used many times in advertising 1o impress you wnh a particular product
orservice.) An example using cotfee is shown below.

Product, Senvice © Advertiser ' " Advertising Slogan
coffec MaxXwe!ll House Good to the very last drop
s 1 . . . . L
r/ ) e
___/‘N L N
. 1. sof énink :
=~ ..
2. toctnnuste
:
| 3. meegeune remaay i
l - E N
i !
2. arhire ucksl i
i “
T ket Or motel foom z R .
] -
& “
x
T, g3sQ iNe
T msemenge - - ™
A —-
) . -
: g -xvs_rn |
{ . !
‘ ) ‘
i . |
{8 zuicmobee i §
. i i
i . : :
4 %
I 30 coderes i . !
L i !
SO .
B - - -
{ 178
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SELLING SELECTION - =32

Listed below are ten types of salesmen. In the spuces provided, 1dentify: (1) the kind of business
m which he s employed, (2) the customers that -he serves and (3) one activity or service in
which ne engages. By customers, does he serve wholesslers, retailess, consumers, seryices, elc.

PN TYPE OF SALESMAN

BUSINESS CUSTOMERS ACTIiVITY

Avon Cosretics Lady
Demonstrai o
Business #Sqgent

F.umi Desk Clerk
Advertising tlustrator
Ruck Salesman
Display Man o N . 7 -
Spurting Goods Schescinni _ ' N
Grounid Hostess
Manufacture's Representative
Fashhion C‘oordinutpr ’ v
Service Station Attendant . ’

2
b Sales Promoter

.o, - V X +

~

Convention Manager

.
P ”. . Y e 1 . - e re .
P, the left of each selling career, indicate wath a 7"P7 b gt s personal andTan UN” fat s
sunpersonal, Use the blank which is provided. o '

-

’

3

Ao
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PERSONAL PRODUCT INVENTORY . +#33

List ten products below which you have bought in the last six months. fn the right columns,
check those things wnich influenced you to buy them or wi ich influenced you to ask your
parents for them. When you are finished, your teacher will give you some more information und

directions. \ . N

—Ndme and Brand ef the Product” Friends Salesman | Newspaper | Rodio/TV
-
) .
{ .
& } “ .. ‘

| s y

) “ . . m ‘ ‘ 1

N ]
. .
! A
. ;

.

“inciude 1 ovariety of products: music, clothing, cosmetics, health aids, food or beveraqe items,
novelty goods (posters, candles, jewelry, decals). ’

<

-
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STORAGE SITUATIONS ' %34

As you labe:l a fingd box to be trensported, another shipping clerk whispers, “Why don't you
slow down? You want to make the rest of us look bad?” What wouid you s., and do?

.
i)

As un order packer, you are selecting pieces of china t fill an order and break a cuy v
dropping it. Everyone else is at lunch, What would you do?

As the inventory clerk, you dre checking shelves of auto parte  +.~ vou notice anothar

emnloyee slipping o certon oi spark plugs into his car. What woui ! viu do?

. - . . . - . . . .- [

CAs o receiving clerk, you are responsible or chesuing the incoming store meschiandise against
o P

the ofder. While you are halfway through unpacking, yous best friend comes in and says,
“Let's gottotunch. 1'vé only got thirty minutes!” \.aat would you do”™

K} . . . . - P .

’
’ . ¢

As the warehouse manager, you hire sad fire employees. One of your stock clerks has been
neghgent about igsuing receivin'g reco' ds @lithough you have talked,to him severa times. You
are expecting a twe month’s rush and have a new inventory ¢.. k\vou'd like to inave as the
stock clerk. Your present stock clerk supports an invalid mother)a w.’e, and three small
children! What would you do? ) '



STORAGE SEVEN =35

Wison's Warehouse Supervisort has qust been notitied-that the business is in the red.” Only
\, sevon of the cleven marketing personnel in storaqe can remin, Four of the ncople muast he “laid

ot! 7 you were the supervisor, which
the hilank 10 the left of the cureer titles,

Loreer Tile

1. Checker

2. Recenung Cierk

3. Matenals Handler

4 Stockman

5. inventory Control Clerk

6. Murker

7 Traftic Managyer

1

, -
, 8. Packing Supervisor -+,
9. Order Ficker
10. Patker

11. Shipping Clerk

List the four sturage perscnnel you ld: .

these four people.

1 .
2 .
3 o
4. ) | ' \_
. [y .
v
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four would yoeu =t go? Indigate these wathi an X" in

Re-poaribility

inspects incoming merchandise

checks 1n merchwndise aga_irist purchase invoice #
transports goods betwaen dock and storeropm

stores merchandise in an appropriate order

checks merchandise on hand to rdeterming su}pfuses and

shortages in the warehous: -

’ -

prices and sometimes laoels incoming merchandise

~decides method and routes of delivery ¢r.shipment ..

~upervises pithing and pack.ng of snipr»d geods
selects merch.andise from shelves or bins to be pact ed

prepares merchiendise for  ipmer noboxes crates, elc.

checks order 1o see if it has beer “iHed properly

ol in the bisnbs belovs errd pian why you chose
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CLASSIFIED STORAGE CAREERS =36

’

- Select cnie of the sterage jobs and chelk the classified section of the newspapers to determine the *

job oppertunities 1y your ared of t.e state for those two careers. Clip six ““want ads'’ you find and
glug wham in the appropriate box. Complete the columns shown for kind of business and the duties

L,

whhich would be nvoived.

rmaim -

MNewsspaper Want Ads Kind cf Business Duties Involved

e a—
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STORAGE SHAKEUP . =37

)

_Your group s to use the method of majonity rule in reaching a de v on. The tusk assigned st

be aqrecd upon by more theo half of the members before 1t “hecomes & part of the group
decision. A majority vote is sometunes difficult to reach. Therefuie, not everyone’s spinion will
meet with the group’s approval. Try, as a group, to make each ranking on. ~ith which af/ group
members can at least partially agree. Here are some guides to use in reaching decsions:

i

(1) Avord arguing for your own individual }udgmcms. Anproach the task on the basis of
loqie. -

(2 Avoid chunging your mind only n order to reach agreement and avoid corflict.
Support only solutions with which you are able to agree at least partially.

(31 Avowd “conflict reducing”’ technique such as averaging or trading in reaching decision.
(4) View differences of opinion as nelpful rather than as o hindrance 1n decision making.

Ward’s Wholesale Company’s financigl statement shows that high_labor costs_have caused_the
company to operate in “the red.” Assume that the c-mpany nisnager has notified ‘you, the
warehouse supervisor, that you must cut your staff to seven. These seven people must be able to
assume the responsibihities of those let go. Your task 1s to decide which four must leave.

Your group must reach a” majority decision on which four people must be laid off in order to
reduce labor costs. :

You tigve 20 munutes to reach a decision on this problem.

(1) Tretfic Manager, a 55 year-oid retrred Army Colonel
{21 Receiving Clerk, a “swinging” 30 year-old bachelor
(3] Inventory Contro! Clerk, a 35 year old divorcee witl two children
{4} Materials Handler, a 22 year-old ex-convict of bank robbe y
{5) Checker, the 20 year-old daughter of the company manager
(6) Marker, the 60 year-old widow of a teacher
(7) Stockman, a 50 year-old “iaid off’ railroad engineer
{8) Packing Supervisor, a 40 year-old disabled war veteran
{3, Packer, a pregnant 25 year-.:ld woman
(10) Order Picker, an 18 year-o'd high scheol stuident
111} Shipping Clerk, the 30 year-old husband ot the pregnant packer
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Storage Shakeup lssues , . - =37

The following are guidelines to discuss the way v which your group‘arfived at & mdjority

decision about 1hose storage personnel who would be “lind off.”
: o

(1) What feelings were expressed m regstion to this situation? (e.g. frusiration, withdrawal,

anger)
Ve

I Dt you observe any ditferent styies of leaderstinn? Who {dommuwd or exerted the most

2
influcnce? How and why? Were there feehings ot competition for teadershin? How

{2

mruch need was there for -orgamration?

v

13) How dwd the members ot your group. reconcile conflicts of vawue? {compromise,
y o a -

dominatice ot one person, etc¢.)

.

¢

{8) Was your behavior i this situation characteristic of the way you work in a group? Why

or why not?

.

(5) Did everyone participate? Co you feel that the decision reached really represents the

opinions of the majority

ERIC
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“

STORAGE SPIRAL’

pod

38

Solve the storage spiral puzzle by writing the name of the storage career in the spaces which are
provided to match its description below. Each of the careers is iisted according to the order in
which they would be involved in the receipt, stocking, and shipment of goods. in thé cuse of

some jobs which could be involved more than once, 1t is' praced where 1t would first be i

Descriptions: . " a
1. coordinates activities within the warehouse '
7. checks in merchandise agsinst purchase invoices and orders
3. transports goods between dock, receiving, storage, packing, and shipping
4. inspects incorming merchand.e for umounts, gfulity, etc.
5. pﬂuzs Jnd sometirmes uhels incoming merchandise
5. stores merchandise i an approprrate crder N ‘
7. thecks merchendise on fand 10 determing sarpluses and shortages in the warehiouse
3. supervises picking and packing of shioped goods
9. selects merchendise from shelves or tians to be ;.,mcked ”
10, prepares merchundise for shipment in boxes, crates, etc.
11, checks order 1o see if it s hc(:n filtedd property  ®
12, deaides method and routes of detivery or shipment

188 :
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TRANSPORTATION PROBE B . =40

Listed below, ywa will find forty careers in transportation. Each has been placed under the
method of transportation in which it can be found. Thirty-six of these are hidden in the
transportation puzzle on the next page. When you find them, circle the complete career title.
Clue: there are 16 careers across, 14 careers down, and 6 careers Jdiagonally. ‘

Transportation Careers and Methods

Airlines Highways . Ruilroads
Airline Stewardess C Routeman B _ Conductor
Flight Control Specialist Dispatch Clerk . Stationmaster
Crew Scheduler Rate Clerk . . Porter
Ramp Attendant Bus Tracer _ Callboy ’ ’
Cargo Agent - Claims Advisor Scaler
Reservationist Driver ’ Motorman
Ticket Agent Ltméusu‘-e Router Br‘akeman
Schedules Analyst .- é)pirzmons Director Yardmaster

Waterways 4 Pipeling |
- ’ Traffic Checker ) Water Dispatcher

Lorrwgshor'emun i . Dealer Recruit'er

Dock Boss ' | Watermaster™’

importing Clerk \Meter Reader

Purser ) Gager

" Steward . Ficld Supervisor
Freight Handler Services Assistant
Export Manager . Pumping Station Operator

193 : g
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- TRANSPORTATION THROUGH THE CHANNELS* #41

Select any one of the following products and prepare a chart showing the kinds of trancportation
that would be used to get the product from a producer to a wholesaler, a who'esaler to a
retailer, and a rewailer to the consumer.

[ 4
- Records or Tapes Frozen Orange Juice
National Magazines Cosmetics/Beauty Aids
- Automobiles or Trucks Gasoling, Fuel Oil
Fuller Brush Items Oriental Novelties
Brazil Coffee Air Mail Letter
Clothing Accessories Sports Equipment

PLAN AND SKETCH YOUR CHART IN THE SPACE BELOW:

(Kind ot Product) y

' - ‘e

*The five methods of transportation are: .
airlines, highways, pipelines, railroads, and waterways
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" TRANSPCRTATION TWIRL ' #42

Participants

1 Moderator/Judge 2 Teams 1 Scorekeeper/Timer

Directions

The purpose of this game activity is to familiarize students with transportation careers and their
functions. Develop 2 roulette wireel with trapsportatior: methods sim.;lar to the one illustrated on
the back’ of this paper on a sheet o} pdsterboard. It should have 6 spokes, % transportation
methods, and’1 bonus area. Have each student submit 5-8 questions on an assigned method, such

as air, highway, pipeline, etc. These should be assigned so that you will have at least 10 -

questions for each q‘f the methods. Samples of these have been shown below using a true-false
format. If time allcws, dhave students orepare the questions on cards after you have edited them.
)

Select a student to’ Eerve as the moderator/judge and one student to act as the scorekeeper/timer,
Divide the rest of tge class into two teams and have ecch of the teams choose-a captain. Ezch
team captain will arrange his group in the order to which they will take their turns at the wheel.

- The moderator will flip g coin to determine which team will begin the game.

The first player of the team winning the toss starts the g§me by spinning the arrow. :f the arrow
stops on a transportation method, the .moderator will read a question pertaining to a’career
related to that transportation method. |f he answers correctly, his team reg‘eives‘one point, If he
does not answer cdrrectly, the first player on the opposite team may answer the question. If the
oOpposing team*player is correct, he scores a point for his team and also takes his turn. If the
opponent’s player is not correct, “is team does not earn a point but he still takes his turn.
Anytime a player cannot answer a question, the opposing team’s next player may answer the
question for a point, as well as take his scheduled turn.

Each team player has 10 seconds to give an answer. Only one answer will be accepted. The
player receiving the question may not consult with other members of his team. If a player spins
the acrow and it rests on the '“Bonus’ area, his team earns 5 extra points, as well as a chance to
spin the arrow .again. The game may be played for a class period, for a set time limit, such as 15
minutes, or for a tota' number of points, 15 points for examp!e.

Sample Questions . -

The Airline Stewardess demonstrates safety
equipment and explains emergency pro
cedures. .

Answer: TRUE ) J

AITRLINE

) Motor dispatchers distribute route assign-
HIGHWAY . ments to truck drivers.

Answer: TRUE




o

TRANSPORTATION TWIRL -

.Bonus

Airline&

<

Railroad

108
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TRANSFORTATION: Getting It Therel _. =43 -

v

Hive you evsr thought about the importance that transportation plays in our lives. The
focd we buy, the ciothes we wéar, the cars we drive in, and the water we dnnk are all
transported to us by one methsd or another. Five miethods are used to transport goods and
people uircraft, Mghways, pipelines, railways, and waterways: These transportation industries
offer a vade selection of career opportumities, -

. ’ : - ‘

Aircraft

G .

Carverz i aircratt are very popular today. The irlite stewardess. sometimes called o flight
attendast. s responsible for greeting the passengers as they board the plane and m.king them
comfortuble durirg the flight, She must also inform them of safety measures, procedures, and

-equipment. The ramp attendant welcomes the passengers at the gate, checks their tickets, assigns

toem seats, and pruwd«s them with travel information betore they board the plane, The ticket
Jgent plans Thght routes, computes the ticket costs, makes resen.ations, issues tickets, and checks
bagyage. Sometimes, he specializes in domg part of the sctivities, A reservationist is a spectalist in
making fright arrangements m advance. Usudlly, he or she handles requests by telephone,

Technical details of scheduling planes arriving and departing ar¢’ supervised by the flight
contro! specralist, also called the air traffic controller. He is assisted by the flight dispatcher, who
tuiks 1o the wirline piots landing or taking off in the planes. The.crew scheduler is rvsponsnble
for 1s50gning  mlots, navigaiors  and stevardesses their fhght times. Many other people are
employed including the sh*cop who brings luggage to and from buses or cars. The cargo agent
handles™ freight that s being shipped by air, and the dirport supe.’;/ntcndcnt or Girport ianager
directs and controls alt the activities and persennel, .

Highways

Highways mclude commercial buses, long distunce trucks, and local delivery trucks. Many
people earn their hving working for a roving van comeany. The rmoving van driver is responsible
for checking merchandise toaded on the truck and having customers sign the necessary receiving
forms, as well as for driving the truck. He is assisted by a moving vin helper during the trip, and
a reoving van losder and pachker prat the merchandise in the truck.,

Many trucking firms haul all kinds of goods cross country as well as short distamces. They
carry foods, fuel, cars, and tnaterials. The truck driver has a big responsibility and generally
receves & very ' good salary tor long distance driving. A freight fundler and packer load his truck.

-Most of us have riden on a bus at one time or another. Aside from the bus driver who takes
us where wwe want to o, there is a buggugeman Who checks on baggage to and from our
drstination. The terminal agent sells us our tickets and gives us information, and the termimal

199
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manager supervises all the activities. |f our bus is late, the bus trarer checks to find out the bus
.location and expected time of arrival.” ) .

When things are delivered locally by either a transportation company or a company with a N
transportation department in it, the schedules and routes are the.respoi.sibility of the traffic )
manager or supervisor. The man who actually takes the goods to their destination is known as”
the deliveryman of routeman. '

- Pipelines

Most of us don’t usually think of pipelines as a form of transportation. If
you want a drink of water, though, you probably turn on a faucet to get some.
A worker who comes to check the amount of water, ycur family has used for
the past month is called a meter redder. Water that is distributed in a government-co..trolle
irrigation district is under the direction of a watermaster. He supervises the equal atlotment to all
peopie and handles any complaints. In the oil industry, the men who fill and transfer oil are
cailed pumping station ooerators. New distributors and station operators are solncnted by the
dealer recruiter. )

Railroads

Railroads have h‘e!ped pley a major role in
the developmient of this ccuntry as the ieading
industrial nation in the vsorld. They have been used to transport all kinds of products including
cattle, grain, coal, and cars. The people who are responsible for the loading of cars are called
vardmen and they are supervised by a yardmaster. The statiomnaster directs and controls all
activities and personnel in the train station, while the conductor is ir charge of everything on the
train. The conductor collects tickets from passenge?s and assists them in any way he can. The
porter carries luggage for passengers and provides any special services needed, such as pillows.”
The brokeman and motorman assists him in running operations within the train in conjunction
with the engineer. The station agent sells customers tickets, makes reservations, and plans routes.
The callboy notifies employees of their work times and approaching trains.

. -

Waterways

Our waterways are used to move goods long-distance fairly inex-
pensively. Dock hands are in chadrge of loading and unloading merchan-
dise from ships, tugboats tankers, barges, etc. Tlese men are supervised by the dock boss. The

{ importing C/(‘fk is responsilile for checkmg arriving merchandise to make sure it is the proper
kind, style, amount etc. The export manager comrols a:l the personnel and activities involved in
the shipment of goods out of the country.

The steward on a ship or leisure liner assists passengers with their luggage, as well as
nrovides many special services. The ship, of course, has waiters to serve the meals. A special job

.
’
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opportunity available on a cruise ship is that of a tour guide. The tour guide escorts passengers
on special trips when they land in port. The" recreation or social director is in charge of,
coordinating all on board and planned on shore activities for the passengers., The financial
matters on the .,hlp are handled by the ship’s purser.

.
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“T.BANSPOF}TATION THINKERS : =44

. e
‘Analy'ze each of ¥he transportation situations below. Think abput the pOszble choices and then
decide what you would do it that particular situation.
1. As an airhme  stewardess, * Mdrcia - v;.'as responsible  for inforiming. pussenqers of Sdfety
rc(lu'hmons, equipment, and, mo(,vdures Just as the airpiane’was about th take off from the’
; runivway, Marcig noticed tha. one of the pas senqurS\lmd not extinguished his ugarette When
she asked tim to please put it out, he barked, “That's a stupid rule. I’'m goinyg to finish th: s
Ligarette,” ot yo were M.ncm what would you dc? &

-
-

. - . 'A
2. Bub was enthusisstic about tus new- positipn s the stationniaster. Now, he was in charge of

tirecting and _gontrolhing ol personnel and activiaes in the tro.rv station. He wanted to muake, ~
3 G

sotne sche n(ws The place lvoked dull and drab, but he only had S?OO for improvements in
the Budget, He hnew he could get some good materials with that mongy, but he would. not
be able to hire any labor to do the work. Bob decided that' he would assign some of the
stat:on workers," includng the callboys, yardmaster, (i thegredcaps, to work “half of their
hours during the next two weeks on station improvements. 1t was a Jow time of the year,
and they (.ould work shorthanded at tmes. He didn’t want to antagonjze the workers, but

: he wanted to improve the wnage of the station. f you were Bob, how weuld you persuade
. the employees Ihut they should work on improving the station’s appearance? -, ,
0 - \\\‘“
\\
e .
. \ Vel

3 Charles, the doc.: hoss for United Shipping, was in charge of hiring and firing all of the deck.

hands who Joaded and unloaded treight from the company ships. Last week his export

. manager had “asked him to hire tis son to work for the sumimer .nonths* Charles had talked
to the young man several times, but he just would not work like everyone else. He would

take two hours for lunch, come in late, and leave early. The other men resented his getting

pard tor the work he wasn’t doing. it you were Charles, how would you handle this

situation with your mahager’s son? .

b

4. As the ship steward, Sam was charged wnh making the ship's pdssengers comfortable He
handled their luggage, tidied tieir rooms, and performed muny little services for them. Two
passengers in one of his assigned cabins were fighting and throwing things at 3 A.M. in the

v : ' '
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morning. People in four other surrounding cabins complaiped to him that t'he noise had been

going on for two hours, and they could not get any rest, If you were Sam, how would you
solve this probtem?

R

4 1

Liza served as the ramp attendant for Sky Airlines. She greeted the passengers, checked their
tickets, assigned them sedts, and provided travel information befure they boarded the plane.

The last passenger for the next flight checR®d4n, and she gave him the fina! seat available on
the plane. The seat was in the rear of the pl.}\e The man hollered. "1 am not going to sit-

_ back there. | want another seat in the front. \have t gget off the pldne right awu(':(or a
dinney, appointment.” Liza knew that he was president of a large manufactwring -

company. What would you do?" ’ - , -

-,

. The Watermaster, Bryan Williams, is responsible for suparvising and coordmating all activities

for “the government.controlled ‘irrigation district. As the public retations man, he ot only
establishes pclicies for allocating water, but~pre informs people of chanqes and handles
complaints. Today Mr. Swenson complained that he was not receiving as much water as he
should and that his crops were wilting. In checking the records, you find that he is actually
recewing more than he should. Now, you must lower hls arfiount. How "‘would you explaif’
this ‘b Mr. Swenson? Coe

7 -

-

Lo

.. As the dealer-recruiter for a malor oil company, Ken had convinced on independent service

station operator to join the company team.. To do this, the bwner had made changes in his
policies and business operation, as well as naid for special equipment and m: terials- In the
past year the man's sales had decreased and thq company had decided to drop him, If you
were Ken, how would you explain thns to the station owner?

.
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8. Thane, the patsenger car conductor, supervises and coordinates activities and the train crew.
As he was collecting tickets in one car, he saw a man hit a woman across the face. The man

hit her again, and she fel! to the floor. If you were in Thane’s posmon how would ycu
handle this situation?

¥’ .

PR S, .___’. et e e e

9. As a baggageman for a bus company, Jack receivas and returns baggage to passengers at the
" bus' terminal. According to company policy, he issued a ticket’ for each piece of baggage that
s checked." A nice looking young woman asked Jack to hand her the box behind him. When
he dsked her for her claim receipt, she said, '“T'’he: baggageman in Tampa didn't give me

* dack noticed a company tag on the box. What dc you think Jack should do?

© e e ala PR - - e e e - e - R 4

10. Joyce handled the airline counter Guring the midnight shift. As the only ticket agent.on
duty, she had to issue tickets, check bags, plan routes, and compute costs. For some reason,
tonight was very busy. One man had asked her to cherk “four different flights to three
ditferent cities. Two planes were scheduled to depart in thirty minutes and hine people with” -
bags were in line behind the man. The man now asks her to give him information about

three more flights to three other cities. Joyce s concerned about the other people getting on
the plane. |f you were Juyce what would you do?

;
11. Meianie, the export manager of a large shipping company, noticed one of her export clerks
accepting a cash payment ‘rom a customer and putting the money into her shirt jackat

pocket. Melanie was puzzled becouse the clerk vias one of her best workers. How would you
handle this situation if you were Melanie? ‘

12. As the bus tracer for a well known bus company, Sheila checks on buses that were late to ™
cetermine the reason and the expected time of arrival. Just as she was sbout to go to lunch,
the terminal manager asked her to check on a bus that was twenty minutes late. The bus

201
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! was often late. She knew it would take her at least fifteen minutes to track it dowrn She'd
«miss having lunch with her husband. What should Sheila do?
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MARKETING CAREERS IN FINANCE =45

Study each group of financia! careers below. Using the list of businesses given, decide which kind
" of business should be the heading for that group of finance careers. Each finance career within a

group is found in the same kind of financial institution or other marketing business.

e . e ~

President Credit Interviewer

] Cashier Credit Investigator
Teiler Finance Manager . -
Loan Otficer Credit Collector
Trust Officer Repossessor
Securities Safesman Credit and Control Manager
Financiai Analyst Charge Authorizer
Securities Broker Credit Clerk
Fioor Rep {Broker's} Customer Service Advisor
Cradit Manager Loan Officer \/'
Credit Checker Credit Interviewer .
Claims Adjuster ~ Credit Authorizer
‘Colizction Agent _ Account Collector

. Real Estate Agant Financial Economist
: Rezl Estate Appraiser Controlier
Rezl Estate Closer Cizims Clerk
Hental Agent \ Treasurer S
s »
206
) 212 )
O
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Commercial Bank
Credit Union
Department Store

Finance Company

|

Manufacturer .
Real Estate Agency

Stock Exchange Firm
Whoiesale Distributor




FINANCE CAREERS IN BUSINESS =46

idy each of the marketing finance careers lisied below and decide in which of the businesses
t career would be found. Remember, in-a few cases the career title may apply to more than
» business. Each of the eight boxes on- the following pages has a heading with a kind of
iiness. Under this neading are lines for you to write the career titles which can be found in

t business. Hint: Not all of the lines in every box will be filled.

N

Credit Authorizer

Fioor Repr ;
Teller
Charge Authornizer
Securities Broker
President

.Credit Intenvigwer

Real Estate Appraise
Credit Manager -
Controller

Re/ai EstatecCloser
Credit Investigator
Loan Officer

Real Estate Agent

) Trust Vauit Cierk Credit and Contro! Manager
Fingnce Manager Treasurer
acceunt Collecter Ciaims Clerk
- %
Firancial Economist Cashier

Securities Salesman

X 3 . -
Financig! Analyst Customer Services Advisor
Credit Clerk Credit Checker
Crzims Adivster - Cred:it Collector
Rer0ssessor Property Rental Agent
Reat BEstate Broker Cciiection Agant
- . e
. hod
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Commercial Bank

Finance Company

|
i T -
i )
L
Genera! Warehouse Credit Union
; T T — D
i
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- Stock Exchange \\__/5epartment Store .
-
Real Estate Car Manufacturer
o
- 209
- 2i5

ERIC

Aruitoxt provided by Eic:



QuUIZ SHOW ) #47

- 'GAME ACTIVITY
{Small or Large Groups)
»

Based on ‘“Jeopardy’ TV Show’

1 - Scorekeeper o

. O

3 Punelists or teams :

N

1 - Moderator T

; . WV

- 2 — Judge Authority A

. . - . L

- All students submit at least three guestions U

for each of the given categories E:
Directions

1. Four t0 six categories of information are selected for a unit or course. Authorities prepare the
tinal copies of questions and answers.

[

Cuesticns and zanswers are selected for each of the categories and are afranged in order of
difficuity (1—feast ditficcit: 5—most drificult).

3. A panelist_receives the number of paints related to questions he answers. The panelist with
the must points at the end of the game is declared the winner and meets two nsw chaliengers
for a new game,

4, me fmit per game—15 minutes. Panelist or team with the most points wins,

5. Game s begun by each parelist or team -<presentative drawing a slip of paper from a box.
Each ship semarkea 1, 20 and 3. The pane.ist of tears member drawing the =7 slip begins the
gare. . ’ .

6. The nanelist or team mewber nen selects the category and point value of the guestion he
wishes the moderator 10 rezd.

~4

The morerator reads the chosen guestion. \When the parelist thinks be has the correct answer,
n2 ring his berl Tne first panelist 10 ring his bell is gnen the opportunity to answer the
cussticr. A his arswer s correct. he receives the corresponding points. If his answer is
-Acorrect, he doos Not receive any points, end his opponents receive the opportunity of
TINging ‘hnir bells 12 aive tre answer. The first panelist S ring answers the q seszion. if none
of the penmelils gives .« cOrrect answer, the last person 1o answer correctiy will select the next

cory ~nd poim varue gusston. Each succeeding quesuow {category and point value) will’
be selected by the last panelist giving & correct answer.

0
[+3]
-
('J -

tegorv-emd pointvatee {such as B2 should be blocked out with an
fal d or an :narhch transparency tC¢ keep the studerts informed of the
i westions. 1f z bulietin board or pegboard are used, cards
Ly B oremaved as they are selected by panelists

‘
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FINANCE FOOTBALL* £48

AP —

Q

TOUCHDOWN
@)‘
5
&)
®
NMdiFBHOL

© ©@ ® ©

Partucipants - :
"2 Teams {11 piavers each! = 1 Referee 1 Scorekeeper 1 Timer

Develoo 5 ssts of guestions in varying dearees of difficuitv. For exampie, questions for 10 yards
shouid be the least difficuit and gusstions for 50 yaras should be the most difficult. A special
“Bonus™ set of guestions should be preparéd for ths extra rouchdown point.

4

Q9
t‘l_l
<
Y]

foothail diagram similar to tr2 ons shown above on the chaikboard, overhead orosector,
1 t 1ass INto two 12&™s. Have each team select their uarterback
eeLh pieygr o assume @ dosition for his team on the front iine (=1-7%, 25 2 haifbeck
. ; L :

*Developad and reprinted with the nermission of Miss Sarhara J. Wiiais

- 217
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Directions :
FED G cem 1o see wanch teams will begn the game troms the center 80 vord hne. The quarterback
ST et wanming e toss decides how many yards his teano wall try to gain. In each
secCradond plov e auarterback waiil slwavs decide the number of yards his team will attempt,
Voot e Guarterbacs Bas selectad the naimber of vards 1o be sttempied, the referee draws the
frove that stecs 0f guestions The ety end (Player =10 would answer the question. {f he
SooereCinohs tean carns the numbet of y@res sttemipted. 1t the rursher of yards gained is 50,
e tear okl ewrn o a toechdows O B oooints D the number of vards earned wos less than 50,

v opportemty 12 attenpt mere yards. The gudartetback would then select the
T Woatempe s ong the men pdoyer, 1% e ft taode tPiaver =21 would answer the
e Tav CIThNue Gartog yatds Dy aasaening cuestiens untii ¢ touchdov o ss

Cannot anseer his guestion garrectly, his
5 “and answer the cuestion, 19 the detensive
sunber oV vards tonerd ther gool hine fu' a touchdown.
tetr Pait o the sbove dizgram), could not answer a
Vet onouid b the fon thedetonsive team, Player
CUTECTHY wnssrs the question Mus e wou d then bacome

~

Plover =71 dzis m.h:s sremmnt to
, designate any other player on his
(MEVEeET LS Correct, the tea™ varns the nutber of yards
©ooses the hall The defensive teem wou'd then become

~
v:mcr his question. If he fails to give any

Naver has 3C socands n wrich a
for “‘deley of action.” The 12am would be

.
:
20 seconds. g tsam s pengloed

i
hegi o~ [l ~ e - 2 - 3 %Y ~ 1~ '..‘ - +
.astu*, C.vargs Tre defense o 0ayer fas 30 secomdsananhick 1o-intercent’ - the ooest e A

[¥ ke dows not Fng any resporse, Tis team s penahzed for holding” and the offensive team
wouwid edvance 10 vards, .

.

5, i1 May Earn 2% exira point by ansvearing a
:'ever including himself 1o answeer the question -
ns the extra ;\;Ji'*.'_ !‘ the :‘,‘a”—ﬁr is incorra.ct.
tren assume offensive play 21 the 50 vard b

s

3]
{5

)
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Controller

- N < - . . - .
Giren catied the comptrolier, directs the financial Atfairs of an orgunization, usuaily a very
ldrge operstion

Establishes ma;or economic policies and objectives for a company

. D

Criects and prepares financial vevorts on budgets, government reports, tingnciat forecasts,
MLSITEe. exnanses, and earnings

Credit Authorizer

ANDIoVes Cred i emounts for customer ioan ¢ppiications or renewsis

Vertties credit stunding of the customer for credit reports

T

ouiews sregit onformation o determining the amount of credit exiended

Credit Investigator

persoms and busiresses enolyivg for credit: raviews

tmizroiens by ohone o7 o perscn credit references. re:ghbors, empliovers and trade assocta:
11078 0 obtain mnformeton shout the customer

(koS

~is findings and submits ¢ rencrt o the foen authorizer or to the azuthorizer of the

O
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‘hrzins basic credit «nformadon concerning employment and financial sta*tus, personal and
Tamily informztion, crecdit references, etc

v aousiicaticns and may venify gertain information before turning the application over
10 the aoprooriate iMvestigetor riz '

Charge Authcrizer -
dpproves or disgnuroves consumers’ applications for charge accounts or zdditional purchases
<

Saviewns credit infogrmavion i detormining credit Limits and extensions -
Verifes credit starding and prenares cred's reports for charge customers
Y
218
N
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. - ‘ : Credit and Coliection Manager

1. Manages credit and collection department of commercial house, department store, hotei, or
similar establishment

2. Investigates financial standing and reputation of prospective customers applying for credit

3. Reviews and evaluates results of investigations to reject credit application or to estabiish
credit limitations on customer accounts .

-4, Supervises collection of bad accounts and worthless checks
5. Makes up cotlection notes to customers

6. Keeps records of coliections

'u.&

- 7. May >L.bm t delinquent accounts to agency or attorney for cotlection

Financial Analyst

1. interprets data concerning investments, their price, yield, stability, and fature trends,
according to daily stock and bond reports, financial periodicals, securities manuals, and
personal interviews )

2. Constructs charts and graphs concerning investments

3. Summarizes data setting forth current and long term trends in investrent risks and
measurable economic influences pertinent to status of investments

S 4. May perform research and make analyses relative to losses and adverse financial trends and
_sucgest remedial measures .

1

[33]

. May transmit buy-and-sell ‘crders to broker based on securities analysis’

.

.

N ‘ Finance \1anager

-l
m

stablishes and maintains rnlauorshms with customers, and with business, service, and civic
MIZ2tons 10 promote goodwiil and develop new business -

<)

Supenises accounting and reporting functions and establishes o“e"atmc po:icies and pro-
cadures

R
o

rects cusiody and control of assets, records, coilateral, and sacurities held by comganiss

4. Approves or deciines lines of credit on company loans

ERIC
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. #2438
. ' .
. R Bank Cashier ~ .
1. Directs bank’s monetary programs, transactions, and secyurity measures in accordance with

banking principle and legislation

2. Coordinates program activities and evaluates operating practices to insure efficient operations
3. Oversees receipt, disbursement, and expenditure of money
4. Signs documenis approving or affecting monretary transactions

5. Directs safekeeping and control of assets and securities

6. Approves loans and participates as member of committees corncerned with loaning and
customer service functions

7. Directs accounting for assets, and maintains specified legal cash reserve

8 Revigws financial and operating statements, and presents reports and recommendations to
bank officiais or board committees - - i}

8. Maintains financial and community business affiliations to brpaden bank’s services and
develop new Dusiness ) ¢

L r

Teller

Receives and pays out money, and keeps records of money and negotiable instruments
invoived i various bank transactions . B

8]

Receives chechs and cash for deposit, verifies amounts, and examines checks for endorsements

3. Enters ceposits in depositors’ bankbooks or issues receipts

4. Cashes chécks.and Days out money LoBN \eriticationetsignatires-and customer balances’

5. Plac2s holds on accounts far uncoiiected funds

6. Srcers sunp'y of cash 1o meet daily needs, counts incoming cash, and orepzres cash for
snipment -

7. Mev comeoute senvice charges, file checks, and ascept uiility biil payments

8. Nay chelogreph records using microfilming device

3. Nay operste various office méchines

18, \'zy sell domestic exchange, travelers checks, and savings bonds

-
-
y]
-

ATav CDp2n ne2w 2oCounts and compuis intere T and discounts
221
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Trust Officer ¢
1. Admunisters private, corporate, and probate trusts
2. Exanunes or drafts trust agreement to insure compliance with legal requirements and terms
creating trust : .
3. LOLJ((‘S inventories and evaluates assets of proba ed accounts
4. Directs 'mhzuucm of assets, hiquidation of habilities, payment of bills, preuam“om ot Federal
ard State v returns, and collection of earnings
5. Nuy mvest trust funds
_ 6 Nay admimister escrows )
7: Ny act as trensfer agent in secur:uies trust transactions
Loan Officer
1. Examures and evaluates apphications for lines of credit, imstaliment credit, or commercial, rea:
cestate, and consumer loans, and authorizes or recommends their approva!
*
2. Reuiews ioan application for completeness
3. Anuclyzes anplicant’s ‘inancia! status,” credit, and oroperty evaluation to determine feasibility
of granting loan reguest '
N
<. Corresponds with orminterviews applicant or creditors to resolve guestions regarding application
5. Approvesioan within specified timits or refers loan to lozgn company for approval
6. Completes ‘0an agreement on accented loans )
7. Niav handle foreciosure procesdings
- 8. Vayvwenalyze potentia! loan markets to deveiop prospects for igans N
\\:n
T ———
9. sy bay and SETcoRiracIs. l0Ens, Or real estate by negotizting terms of transaction and
- \ -
ST2wWing Lo ;'ecuts‘e documents T A— )
£l - * T = -
Floor Representztive
1. Buys and se'ls secaritizs on the floor of the stock exchange for a oraker
2. Anzalyzes mariet concdihons and trends end informs the broker of buy-s2il prices on stocks
3. noubes broker ©f mariet changes or purchases which affect his customers’ cccounts and
mzke racommendations accordingly :
re
- 210 _ .
.. = 222
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Securities Broker
Directs securities i'weszment and counseling service for individuals and businesses

Studies tinancial background and future trends of stocks and bonds, and adivises businesses
and customers regarding mvestments

Transmits buy-and-sell oragers to fioor representa'x\.ea as directed, and re;orn'ﬂends nurchase,
retention, or sale of issues

Establishes and>mainzains relationshins with custorers: and with business, sa’wca and civic
organizauionrs to promote goodwill and develop new business '

Supervises account and reporting functions and establishes cperating policies and procedures

Directs custody and control of assets, recnrds, ‘collatera!, and securities
Trust-Vault Clerk ' Y

Receiwves ard dalivers securities 1o and from trust vault and records security transactions
Opens combinations on czbinets in vault

Sxzminas securities deposited for safekeeping, verifying oos
S2CUTITIES ACCOTEING 10 CusSTOoMars’ names and account numbers

Racords securities trzrmsactions inciuding purchases, exchanzss, and stock siits to muintain-
sontro! of customers’ actounts

Relazses securities from vauit upon autnonized ragusst - - -
ACTS as Danw's agent o observing bank zudiiors when ch2oking securifies in vauls
- Nz N
y . . . . . .- . d
Vizv examir2s coliztere to insure co~formity sath gsn soecifications
- © ?
Credit Manager
Vianages credit gepartmen 't for businesses which oxtenz credit 1o other businesses. Usually
works for an industrial, storags, or Transporiation firm
. N :
imvestigates financia! stand.ng erg reputztion of prosoective customers appiving for credit -
—_ 1 1
£
Reviews ang evaziuztes resclts of imvest:gations =0 reect cracil apobication or 1o est ..b"*'*
cradit fritations on customer accounts - /
L |
Supenvises coliection of bad accounts and worthiess shecks S
.
3
223
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5. Mukes up coilection notes to customers .
0. Keeps records of collections

7. Nay sybm'it detinguent accounts 10 agency or attorney for collection

- ~ N

‘Loan Cioser

1. Prepares pavers and assembies dobuments 10 obtaine loans for builders 16 finance new
+ . .
e

censtrucion

2\Forwards sophcations *or loans conswruction plans, and credit rating$ to loan company for

3. Receives avprovel of company and orders preliminary title reports and covenants

<. Jraas ud closng tapers showing financigl transactions, conditions, and restrictions upon
whheh sete is besed 2

5. Roeo-ds deads with titie compary and municipal authorities

-

O, Vlay draw Lo rotes, trust deeds ang sgreements, and cbtain signatures

v
-
‘ Bunk President
>
1. and mamtams relationshins with customers, and with business, service, and®ivic
ors 10 promote goodvall ana develop new business .

2. Savervisss gecourting and reporting functions and establishes operating policies and procedures
3. Directs cusioCy and contre! of assets, records, coilatera!, and securities held by companies
<. Aloroves or ~acihnes lines of credit, end commercial, rezi estate, antl consumer lozans
. . . :
o, Drrects personne! engagaed :n trust actinities, such as settling estates, administering trusts, and
. ~ ., . . .,
nerigrming egsrcy functions for ingi iduals -

Rezl Estate Appraiser
1 Anuraises roroved of uniToroveg rezl proeerty to determine 1 value for purchase, sa'e,-

z T v with gronerty and rikes measuremens -
o - - <~ - - -~ - - -t ~ -
< TTRLEeCTs DraTeTny fIr Conmsituchio ordition, znd functiona! dasicn

A}

A J ‘ 3
-
~—a
- L _
B
- b . - -
/
J
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> 4, .Computes deprecuatnon and reproductnon costs
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5.

iConsuders location and trends or impending changes that could influence future value of

property . :

Snarches public records, of sales, izases, assessments, and other transactions
Compiles data and estimates value of property

Subniits report to corroborate value established

. .
.
w . 2

.

. Real Estate Salesman - ‘ _ |

Rents, buys and sells property for clients on commission basis
Studies prbpe’rty listings to become familiar -with properties for sale

Reviews trade. journals to keep tiztormed of marketing conditions and property values ’ .
. \

!mc.'views prospective clients to solicit iis'tings

oo

Accompames prospects to property sites, quotes ')urehase prnce and discusses conditions of
saje or terms of lease . ] .

Draws up real estate contracts such as deeds, leases, and mortgages and negotiates loans in
property

.

Property Rental Agent

. .Negotiates contracts for teasing arenas, auditoriums, and stadiums

. Solicits new business and renews established contracts to promote rental of buitdings

Muintains scheduie of rentals to determine availability of buildings for bookings
Oversees operation and maintenance of buildings

Notifies fire and policé'departments of scheduled use of buildings to pr0vide protection
S!udles reports to ascertain tirne lessee used building and uf damage was incurred to building
or contents

’

-Submits bills and receives and accounts for monies paid for rentals

»

<3
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FINANCIAL SPECIALISTS IN MARKETING , =49

Finance invelves the supplying of funds necessary for the performance of marketing functions
by o busannsk ar organization, us well as for purchases of goods and services by consumr»rs

The following marketing service industries specialize in finance:

a. Banks-—commercial, savings, savings and losns, credit unions
b Fingnce Gompanies consumer and soles

c. Stock Excharge and Brokerage Firms

d_] Nortgage, Insur.xme, e Lo Loeint Companies s

+ -
Al brsiaesses and organizations engage 1n some financial activitjes, Some of the types of
businesses which are invoived 10 numerous finance activities either to fund their purchases or
extend credit to their customers gre:

a. Retail Stores- deportment, variety, discount, specialty, etc.
). Wnaleselors--jobbers, distributors, qgeneral wholesalers, etc,
NMarketing Senvices - hotels, restaurants, transportation, etc. .
Producers--manufacturers, refineries, farmers, fishing fleets

Lor-

Finance includes many services offergd to consumers and husinesses:

a. Louns—long and short, persona! and commercial

h. Checkmg-—regular and special, personal and business
S.avings—passbook and certificutes

1. fnvestments ~stocks, bonds, land

e. Trusts, Estates, Wills

f. Safekeening of valuables

g Credit /)ur'(l:r‘mses--installmem, open, revolving

-~ -~

Althouqh there are many finance careers available, the following are ones which are more
traguently found in the following kinds of businesses. Some of the jobs listed occur in more
than one business. For example, g credit interviewer might be found in any business that

extends credit for loans or purchases.

53

7.

.

Although insurance is often regurded as a financial in stitution, the careers in insurance are not
included since the business primarily centers around protection f.rorn risks. Careers in
mnsurance will be discussed in the following unit, "Risks in Marketing.”” ,
Alt hough many tinancial career personnel in various businesses may perform similar tasks,
some of the career titles will vary. A good example of this would be an authorizer. If the
person works for a retailer, marketing service industry, or wholesaler, hts ;ob title is a Charge
“Authorizer, If he works for a financial institution, he wouhd be known as a a Credit Authorizer,
The manager may be a credit manager, credit and cantrol manager, finance manager, or
president. .
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WHO'S WHO IN FINANCE =50

Read each of the job descriptions given below. Decide which of the career titles listed gt the
bottom ot the page is expleined and wwrite its career title in the blank to the !ejt of its

description.

Real Estate Closer
Controller

Creadit Manager

Trust-Vault Clerk

ERIC

Aruitoxt provided by Eic:

-Reat-Estate-Appraiser

Approves loans for applicants of a finance comnpany.

1.
2. Represents securities brokers on stock exchange floor.
3. Handles bank receipts and pays out money for checking,
savings, and loans. v
4. Okays & nounts of credit purchases by customers in a
retail store. !
5. Assists clients i the buying, selling, or trading of stocks.
6. Controls and organizes all activities with a bank,
7. Reviews credit information and application with loan
applicant. . ’
8. Receives, examines, and delivers securities deposited for
safekeeping.
9. inspects and determines dollar values of property.
10. Oversees all credit accounts for a wholesaler.
11.  Directs all monetary programs and transactions within a
bank.
12.  Handles paperwork necessary ‘to complete a property sale.
13> Checks credit information on & loan application to a
finance company.
14.  Examines, evaluates, and approves credit applications for
a bank loan.
15.  Rents, buys, and sells property for clients.
Real Estate Agent Securities Broker
Loan Officer . Charae Authorizer
Credit Investigator ) Teller
" Credit Interviewer Floor Representative

President Credit Authorizer
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RISK RECALL #51

{Unscramble each of the foliowing letter groups to reveal risk careers in insurance.

1. LAESS GANET i e _
2 DEILF PREVERTIESTEAN B
3. DINENEPDETN NAGTE -
4. SINRUNACE REBORK e
55 CHANRB GANEMAR o _
6. DUNWERTRIRE ,
7. LOPCIY REWITR . i
8. KRIS NOCLUSANTT . o
9. RAMEIN ASCPEITSI L _
0. CEINSRUAN MEANE X | R
1M.-NIURSCEAN ROCODIRATON .
2. VALSOR GATEN _ -
13 PILYOC HECRECK _

L smaciL DAJESTUR
15 BES'SNUIS DUATIOR
6. CILMAS NYALSAT
172 MERMIUP LERCK
8. SORLAV REAINTE
Clues

The word AGENT is used in three of the career titles.
The word INSURANCE is used in three of the career titles.
The word POLICY is used in two of the career titles.

The word CLAIMS is used in two of the career tities.

’
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" RISK RECALL — KEY #51

Unscramble each of the following letter groups 10 reveal risk careers in insurance.

. LAESS GANET | SALES AGENT

2. DEILF PREVERT!ESTEAN FIELD REFRESENTATIVE

3 DINENEPDETN NAGTE INDEPENDENT AGENT

4 SINRUNACE REBORK INSURANCE BROKER

5 CHANRB GANEMAR . BRANCH MANAGER

6. DUNWERTRIRE UNDERWRITER

7. LOPCIY REWITR POLICY WRITER .

8 KRIS NOCLUSANTT RISK CONSULTANT

90 RAMEIN ASCPEITSIL MARINE SPECIALIST
0. CEINSRUAN MEANEZXIR INSURANCE_EXAMINER

1. NIURSCEAN ROCODIRATON |NSURANCE COORDINATOR
12 VALSOR GATEN SALVOR AGENT L
3. PILYOC HECRECK : POLICY CHECKER
14.-SMACIL DAJESTUR CLAIMS ADJUSTER
5. BESSNUIS DUATIOR BUSINESS AUDITOR
6. CILMAS NYALSAT CLAIMS ANALYST o
17 MERMIUP LERCK PREMIUM CLERK
'18. SORLAY REAINTE SALVOR TRAINEE
Clues

Tue word AGENT is used in three of the career titles.
The word INSURANCE is used in three of the career titles.

The word POLICY is used in two of the career titles.

The word CLAIMS is used in two of the career titles. R
Ay !
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PERSONAL POSSESSIONS PACKAGE =52

In the columns below, make g list of your personal possessions under the given headings. If there
are not enough spaces under any heading, include those ten items which vou value mcst because
of dollar vaiue or persunal value.

\ Clotiing \ \ _Cosmetic:HmFth Aids

\ Equinment \ Music/Books/Art | +/ Miscellunrous
A - e e — _— iRl R e —
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INVESTIGATING RISK CAREERS iN {NSURANCE

-
-~

53

Listec below are some clues sbout a number of marketing risk careers in the fieid of insurance,
Study each set of clues and see if you can guess which marketing risk career is identified. A list
of possible nisurunce careers is tound below to help you in your investigation.

Insurance Career Titles

Premiura Rute Clerk
Bronch Manager
Sulvor Agent

Broker

Exarminar

Field Representative
Policy Checker

Underwriter

Policy Writer
Insurance Coordinator
Claims Analyst
Claims Adjuster
Estate Planner
Independent Agent
Sales Agent

Clues tor Insurance Careers

O

ERIC

Aruitoxt provided by Eic:

CLUES--The insurance man: CLUES -As an insurance boss, he:
1. Purchases insurance coverage for a client | 1. Supervises all company personnel within a
to get best prote:tion district or region
2. Acts as an agent for the client in dealing | 2. Coordinates all selling, policy processirg
with many insurance companies to obtain and collections, and claims activities in tiis
best coverage area v
3. Performs usual duties of a sales agent in | 3. Provides information to compdny execu-
determining cuostomer’s needs and  ex- tives for management considerations and
plaining policies decisions
CAREER-- i CAREER ) o .
CLUES - This insurance settler: CLUES-This insurance researcher:
1. Investigates policy claims for losses or | 1. Works for life and health insurance com-
damages panies’ home offices
2. Tulks or writes to person making the ciaim | 2. Is responsible for the prompt payment of
and witnesses insurance benefits
3. Consults hospitals and inspects darnaged | 3. Checks medical bills and lost income totals
property to figure loss on health claims
4, Prepares final accident or loss reports and | 4. Verifies death claims on life insurance
makes a settlement with the claimant, if policies
wossible 5. Gives data to claims adjuster
CARLER~ CAREER-
231
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CLUES—As a home office worker, he:

1. Verifies accuracy of insurance records

2. Compares computations on premium paid,
_interest, and dividends

3. Verifies data on applications and policies,
such as age, name and address, principal
sums, and value of property

4. .Proofreads printed material concerning in-
surance programs

5. Verifies computations on interest accrued,
premiums due, and se.tlement surrender or
loan values, using calculating machine

6. Verifies accuracy of data punched on
tabulating cards using verifying machine

7. May train new emﬁloyees

CAREESR -

CLUES-This insurance businessman:
1. Sells insurance to clients, acting as a
company agent

2. Often represents nore than one insurance
compan ¢

- 3. Receiwnends amount and type of cover-

age based on znalysis of prospect’s circum-
stances

4. Compiles lists of prospective clients to
provide leads rnost likely to produce addi-
tional business i

5. Contacts prospects to persuade them to
purchase policy

Explains features of policies offered
7. Calculates rates to be applied to policy for
each prospect using rate books

CAREER- _

CLUBE -This insurance man:

1. Sells insurance to new and present clients
4s 4 company empioyee

2. Recommends amount and type of cover-
age based on analysis of prospect’s circum-
stances

3. Compiles lists of prospective clients to
provide leads most likely to produce addi-
tional business

4. Contacts prospects to persuade them to
purchase policy

5. Explains features ot policies offered

6. Calculates rates to be applied to policy for
each prospect using rate books

7. May collect weekly or monthly premium
from policyholders and keep record of
payment .

CAREER-

CLUES~As an insurance supervisor, he:

1. Is assigned to a specific territory

2. Makes regular calls on each agent in his
territory who handles his company’s in-
surance

2. Instructs the agents about new types of -
insurance and changes in old types

4. Helps agents find new business and assists
them in examining their clients’ insurance
programs to make sure the clients have the
right kind of coverage in sufficient
amounts

o

Encourages agents to conduct vigorous
sales campaigns :

6. Conducts in-service educational programs
in which agents are instructed about devel-
cpmers in insurar:ce and sales methods

CAREER—-
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CLUES-This insurance analyst:

1. Reviews assets and liabilities of an estate
to determine that insurancc is for financia!
protection of estate

2. Studies legal instruments, such as wills,
trusts, business agreements, life insurance
policies, and government benefits to esti
mate value and expenses of estate

3. Computes expenses, taxes, and debts to
determine value of adjusted gross estate

4. Prepares and discusses insurance program
with client that will provide maximum
financial security for family and protect
investments

5. Suggests purchase of additional or new life
insurance when analysis of estate indicates
need for meeting cash demands at death

6. Discusses legal instruments with Yamily
attorney if study indicates need for change

CAREER-__ ™

CLUES~-The insurance man:

1. Receives information concerning damaged
property from the claims adjuster

2. Inspects the damaged merchandise which
company has acqguired from a settled claim

3. Contacts dealers for the sale or disposal of
the damaged goods kinown as salvage

CAREER-

CLUES~This insurance professional:

1. Reviews individual applications for in-
surance to evaluate degree of risk involved
and accepts applications, following com-
pany’s underwriting policies

2. Examines such documents as application
form, inspection report, insurance maps,
and medical reports to determine degree of
risk from such factors as applicant’s fi-
nancial standing, age, occupation, acciderit
experience, and valae and condition of real
property

Reviews company records to ascertain
amount of insurance in force on single risk
or group of closely related risks, and
evaluates possibility of losses due to catas
trophe or excessive insurance

9

4. Deciines risks which are too excessive to
obligate company

5. Dictates correspondence for field repre-
sentatives, medical personnel, and other
insurance or inspection companies to ,ob-
tain further information, quote rates, or
explain company’s underwriting policies

6. When risk is excessive, authorizes reinsur-
ance, or when risk is substandard, limits
company’s obligation by decreasing value
of policy, specifying applicable endorse-
“ments, or applying rating to insure safe
and profitable distribution of risks, using
rate books, tables, code books, and other -
reference material

CAREER--
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CLUES-This government emyioyoe: CLUES-This insurance person:
1. Evaluates” policyholder complamnts and | 1. Obtains new poiicy from company pelicy
conformity of insurance companies and writer
agents vmh standards of State‘r'egulutgry 2. Reviews policy for limits and types of
con-rmssum. to rucouxln1en(1 punitive gcllon coverage .
Jand autherize insurance or revocation of . )
licenses 3. Consults rate tables to determine premium
2. Reviews records and dqcumqnts sgbn1|tﬁed CAREER - B
by nsurance companies, field investiga
16, and complaining parties to determine
compitance with prescribad standards CLUES This insurance author:
3. Inf@views complaimants and company rep: . L L
o . i . i. Receives approved insurance risk informa-
resentatives  to determine  validity  of . . e
. tion from underwriter
complamts .
N . . . 2. Consults various policy formatg an V-
4. Recommends initial or additional investi 2 u ¢ ' y io t d cov-.
. . . i erages
gation where evidence of fraud, nusrepre:
sentation, overcharging, or other irregulari- | 3. Aoplies information gathered to prepare
ties exist : the insurance policy ’
5 Reviews chmmission files to verify accredi- CAREER
tation of companies and agents
6. Rezommends legal or administrative action :
for irreqularities uncovered by investiga: | CLUES - This businessman: .
tion . )
_ . 1. Works for a business or industry other
7. Authorized license Issuance, renewadl, or than an insurance company
suspens-on of companies and agents on . . .
N S 2. Secures gersonal insurance toverage for
basis of t'ndings
_ ) company personnel
8. Moy audit records and accounts of com- . . )
S - ) - 3. Obtains business ipsurance coverage for
panies and agents to deterimine compliance the company preperty and bersonnel
. . . K N < ) :
with prescribed actounting procedures panty preperty '

‘4. Serves as a laison between the business
and the insurance company for claims,
premiums, etc.

CAREER i i CAREER~ -
. 3>
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GUIZ SHOW . #54

GAME ACTIVITY
{Large Group)

Based on “"Hollywood Squares” TV Show*

9 - Fanelists representing each square 1 2 3

2 -- Contestants {x .and o) to start

1 - Moderator ‘ 4 > 6

1 -- Scorekeeper

7 8 9

2 - Judyges

3 -~ Authcotities {make up questions)

—- Additional contestants (remaining students)

~ All students submit 10 questions each ‘

Directions

1. Each panelist represents one of the nine squares.

2. Authorities prepare final copies of questions and answers.

3. Judges and moderator receive copies of the questions and answers.

4. Two contestants are selected to represent x and o.

5. Game 1s begun by flipping a coin to determine which contestant receives the first question.
Euch succeeding game is begun by the winner of the previous game.

6. Moderator asks the contestant which panelist (representing a square) he wants to answer the
question. Moderator reads the question to the designated panelist ~ho responds with an
answer. The contestant must then decide whether or not the panelis. has given a correct
answer, 1f the contestant is correct in agreeing or disagreeing, he receives his “x’’ or "o’ in
the appropriatg square.

7. {f the contestant is incorrect in evaluating his selected panelist’s answer, his opponent earns
the square. The third “x” ar o'’ howeves, must be earned by a contestant to win the game
and not by an incorrect answer of his opponent.

8. A contestant wins a game by securing three “'x’s” or "'0's’”’ in a row, acrcss, down, or
diagonally or five “x’s’" or ’0’s” if three in a row cannot be obtained,

9. The winner continues another game. The loser is replaced by a new contestant,

*Developed by ard reprinted with the permission of Barbara J. Wilk: ;
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RISK REWARDS ) ) #55 °

Arthur Grover, Personnel Director of All American Insurance Company, has just been notified
that he may distribute Christmas bonuses to employees in the home office and two negrby
offices. He has been told to reward them according to their importance to the company. All
personnel, whether salaried or independent, in the same job classification will receive the same
bonus. '

Mr. Grover can allocate the following amounts to these numbers of positions:
1 position = $100 2 positions = $§75 2 positions = $60- 3 positions = S50

3 positions = 8§35 3 positions = $25 2 positions = $§15 1 position .= .S10
if you were Mr. Grover, what Christmas bonus amount would you give each of the following
insurance personnel according to their importance to the company?

Christinas Bonus Amount Risk Career Title of Insurance Company Persorinel

1. Branch Office Manager

Home Oftice Sales Agents
Independent Insurance Agnets
Insurance Brokers i

Industrial insurance Coordinator

- : ) )
Bu}ngss Consultant for Insurance
. 14

Matine Insurance Specialist

Home Office Underwriters

Field Representative

©C © ® N O U &~ WwWwN

Salvor Agent

11. Policy Writes

12. Claims Adjusters

13. Business Auditor

14. Policy Checkers

15. Preinium Clerks

16. Claims Analyst

17. Salvor Agent’s Trainee

230 - )
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MERCHANDISE MANAGEMENT DECISIONS #56

For each of the businesses or industries listed below, name at least three kinds of gocds the

business would need to buy and give at least five selfing activities in which eacsl would be
engaged.

"
- L] o .
{

' , ~

Type of Business/Industry Goods to Buy

Selling Activities

Wholesalef—--HeaIth 8 Beauty Aids

~ Manufacturer—Hardware Supplies

Trucking Company-—General Merchandise . !

Insurance Conpany--Property & Liability \

e e e

‘ .

Retail Department Store ‘ A

t

Orange Grove Producer

231
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. MARKETING MANAGEMENT ' #57

"“Getting It- Together!"
N
You have now locked at the eight.major functions involved in marketing. You have seen
how they all work separately and yet .are connected. The connecting force is marksting
management. Manacement establishes the goals of the business; plans what to do, wher 2o do 1t,
a5 well as how and by whom it will be donc; outlines work procedures; and sets up controls to

maks certain that the work is don))(rectlv

Jransportation| Finance

MARKETING
MANAGEMENT

"Solling &\ ' . Marketing
.. Promotion : R_gsoorch

Stanrlardizatio

From this illustration you can see that m;rkexing managemeﬁt the coordinator of the
marketing functions, takes place in each of the eght marketing functions.

Management ' es pld(.e wherever people work together. It is not that people require
supervision, but ¢ the efforts of people need to be directed along certain lines or patterns
- with certain contruis. The person who manages may be called the boss, supervisor, director,

president, or foreman. A form of management exists at school with the prmcupal as the person in

charge and the teachers as the people working under him,

The management of a business is not a simple job. in a small retail store each of the éight
marketing functions may be performed.by one or two persons. In a larger store, however, ezch
oi these functions may be performed by a different department. It is the jcb of the manager to

A Y
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be sure that each person in charge knows what he is supposed to be doing and does it'COrrectIy.
This is known as the "‘directing” function. ,

The manager is responsible for determining the objectives of t1e business and the means by
which they can be accomplished. This function is called “planning.” After the plans are
established, he must then decide what responsibilities go with these activities and assign those
responsibilities to specific people. This is known as “organizing.”" After setting up the objectives
ang assigning the responsibilities, the manager needs to check on the progress being m.de.
“Controlling” 15 measuring the amount of progress toward the objective or objectives and taling
appropriate action +f adjustments are necessary.

© The marketing manager, then. is responsible for coardinating all of the business resources by

planning, orgsnizing, _directing, and controlling all of the activities and personnel to meet the
goais of the business. Nanagement is the process of coordimating these resources to achieve the
goa's set for’ the business or organization.

Niany career opportunities are availabie in markeung maragement throughout the channeis
Of‘dss:ri.butron: As vou can see from the list be'ow, there are & w'de range of titles. These are
just sampies of the many that ex:st. Can vou identify the Kind 0f business with which each of
them is associated. Are ther2 any differences in the degrees of responsibility. that these people

- have? .
) Innkeeper B Executive Secretary .

Store Manager Stationmuster /
Fashion B er Bank Cashier /
“uohcity Director Contract Administrator
Division Superintendert : Coroorate President ®
Standzras Anzlyvst Gift Shep Pronrietor
Warehouse Supervisor ' Narkeung Rescarch Direcior -
Magezine Tditor Grading Foreman
Corporate Prasiden Airport Supsrintendent
Cock Bess Tarminag! Supenvisor
Ma-kheung Research 4Analy st Assc ciation Admiinistrator
Florist : Traftic Nanager -
Susiness Brower 3ockmaealer
Newsoapar Editor Fsshian Coordirator
Sa2s Provrotion Direcior ) frdustrial Economist
De - Srench Tifice Forernan
Lo Merchardise Ranzger
Saizs Dezler Regruiter
Wa Ceogrtmint Manager

- Pact Fiz'c Represe-tativs
Pub Creds ard Cortrai MVanager

O
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The management careers listed can actually be divided into three);:er levels: executive,
mid-management or supervisory, and specialist. An executive manager is a person responsible for
major decisions within a business or organization to coordinate and direct its activities. He may
be the only executive manager of a business, as in the cases of small store managers, innkeepers
of smaller motels, or a loca! warehouse supervisor. He may share this responsibility. A corporate
or bank president is supported by other officer§ such as a bank cashier, executive vic;elpresidentS,
and a comptroller or treasurer., Each of these people accept Enaior roles in their organization to
make decisions, organize and contro!l activities, etc. .

The mid-management level, often referred to as the supervisory l!evel of management,
involves the coordination of activities for a smaller, more specific area of the business. Usually,
this is a department or division. Examples ot mid-management positibns include a dock boss,
packing supervisor, grading foreman, field representative, and a department manager within a
darge store. ’

The specislist in markeuing management 1s a highly-trained, knowledgeable person whe
provides velugble information and makes important decisions affecting the business. However, the
primary importance of his career does not center around the actual supervision of people,
althougr he may be responsible far overseeing the activities of these employees. Some of the
interesting speciaiist careers in rrarketing management include: the marketing research analyst,
the fzshion coordinator, the nsurance underwriter, the buver, and the industrial economist. Can
you think of some others?

As you can see, if the meanagement of a business fails, most likely the business will fail as
well. In fact, the United Stetes Small Business \anagement Association recently stated that 92%
of ali business or organization failures are a direct result of poor managemen't! _

How does a person get into management? There are several ways. One is referrec to as
“coming up through the ranks.’” This statement simply means starting at an entry level position
and with hard work edvancing to department manager or store manager.

Another method of entering mznagement is through special training. Many stores take
promising vouhg people who are interested in marketing management and place them in the
store’s managemsant training progrems. These voung people are often directly out of a high
school or vocationa! school Distributive Education program.

You may also get a two or a four year coliege degree in marketing or management which
wiil quality you for many supervisory or specialist positions in marketing management. With
experience, you could become an executive. ~ -

Some of the more important traits and chaeracteristics of & competent manager are: his
ability to orgamze people and the jobs they are to carry Gut, understand people and their
feclings, be aware of business trends, have an open-mind to new probiems, be abie to mazke a
decision and suck to it, z~d if proven wrong, be abi2 to admit it and make the necessary

edjustments.
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A Management Summary

To help you organize your management information, here is a brief overview of what we
have just learned about management:

1.

«

Y

Management is the process of coordinating 2!l resources in order to achieve the goals set
by a business or industry.

The marketing manager coordinates all business resources by planning, organizing,
directing, and controlling all activities to meet the goals of the business or organization.

The activities which a marketing manager performs may be grouped into four méjor
functional areas:

a. Planning involves determining what procedures will accomplish the goals set for the
business.

b. Organizing includes deciding how the procedures can best be implemented to ach eve
success for the firm.

c. Directing is the process of ieading and guiding personne! witnin the business to reach
the gcals of the business. L

d. Controlling involves supervision of performance according to the established standards
in order to meet the stated goals.

anagement careers may be classified by one of three career levels:

a. Executives are responsible for decisions coordinating all marketing activities within a
business or organization.

b. Mid- M:magement invoives supervision of activities within a specific department or
division of a business or industry.

c. Soeciaiists include highly trained, knowladgeable personne| who provide vital informa-
tion directiy to top management of a firm,

Examples of different management leve! careers are:

a. Executive—corporation president, department store manager, innkeeper
b. NMid-Management—sales manager, department manager, warehouse supervisor
c. Specizlist—marketing research analys:, buyer, fashion coordirator

The eight major megketing functions or activities may be performed by one person in a
business or by many peopie.

Without proper management, a business or organization has very little chance of success.

Feople who want to become managers may choose one of severzl methods, depending
upon the field of marksting:

Work his or her way up through the ranks beginning at any entry level job.

Enter a fra/ming program atfter completing 2 high schoo! or vocational Distributive
Education program as preparation.

Obtzin a two or four year collegs degree in marketing or manaocement.
8 ] Q
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MARKETING MANAGEMENT QUESTIONNAIRE #57

A manager is responsibie for doiny the work necessary for the business to survive. .

True False

«

Marketing management takes place in each of the other marketing furctions.

True Faise
Some form o! management takes place wnenver people work together.

True False
Eight marketing funciions cannot be performed by a single person.

True False

The eifectiveness of the management has no effect on the success of the business.

True False

The only way 10 get into management is 10 get a college degree.

True False

-4

fe marketing activity that connects the functions of buving, selling, m:arket research,

is the determining of the objectives of the business snd
the mezns by which tyve will be accomplished.

When you decide on the responsibilities of the business and assign these responsibilities, you

are the business.

is the orocess of measuring the amount of progress toward
the objectives and teking any &ction necessary 1o speed this orogress; it is the supervision of
oerformance.

The process of guiding cr .ezcing the company personnel so that they understand their
responsibilities ' reachirg th the business is the management functior of

11

(e
[8]
A
3]
O
-4y

The three caereer ievals of marketing management found in business are:

, , and
232 -
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MARKETING MANAGEMENT DECISIONS GAME =59

Preparation

After the students have had some contact with the eight functions of marketing, divide the room
into nine general areas. Tepe or streamers may be used and signs may be made to show what
process of marketing will be performed by the people in each area: MARKETING RESEARCH,
STANCARDIZATION, BUYING, SELLING, STORAGE, TRANSPORTATION, FINANCE,
RISK, ana MANAGEMENT. Pictures may be placed around the room to show what might go on
in a parucular department. .

Go through the job profile cards to subtract extra cards and make sure there are equal numbers
for each department, Another sign may be put up to show the name of the business. Aliow the
students 10 choose a name- for the business and decide what proJduct or service the business will
handle. A possible name for the business is Sharpe, Anders Wholesale Drug Distribuiors. Since
some vaiues clarification questions will come into the activity, the drag supply company can
bring out some very teresting questions.

Directions

Afler a br.ef giscuss.on of what will tzke place, shuffle the job profile cards and let each student
THO0He, WiiT0Lt seeng tne written orofie, 3 card from your hand or deal them out face cown,
ore 13 foch studert. As the students find where they are 10 go, have them move 10 that area.

Each groun will answer certain questvo'*s and make certain decisions &s if they were in 2 general
busimess meeninz cren o all empioyees. Cuestions may be added by the teacher. bu: basically,
they should neiude specific problems which cou'd be encountered. The teacher w:il begin asking
guestions whieh dea: with generd' knowiadge of the funciions of marketing. Then he may let one
o7 the students teke over @s moderalor of the business meeting—probably the president of the

CoOTraTY.
Questions .

Tre obiective of this game is to accuaint the students with the exght functions of market ing and
the types of decisions managerent in business may have to handie.

Questions wiich cazn be asked or nosed.

General Teacher guastions:

uH ch of these grouss wiil be resoonsibie for istting ceople know abaut our company and

orocducts?
vwihch of these grouss will be responsible for driving our merchandise around and storing it
until 1T is neaced by our customers?

Whh groun will make decisions to rais2 pay or work on Saturdev afternoon or meaking

surs averyens’s job gets dons?
239
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Which group will gathér information so that the marketing management team can make
good decisions?
Which of these groups will make sure beople see and buy our broducts?
Which ot these groups will order goods s¢ we have a product to sell?

Which group will be responsible for insuring the quality of our products before they are
distributad?

Which gorup will safely stock our produced goods until we need to ship them?
Which group \‘M” pian our morey so we can meet al! expenses7

Wrichi group will instalt safety measures and obtain insurance for the business and its
employees?

Nhich group will direct and controt all the personnel and activities to insure an organized
business dperation?

For each of the guestions above, additiona! questions can be asked regarding gualifications
naeded for each type of marketing furction:

YWhat type of personalities would these people need te do well in the job?
What kinds of things might they do in their daily work?
What «irds of things might these people work with?

How much education wouid they need?

-5tons that can be dealt with by the management. Probahly the teacher will need 1o pose the
OIS :

The izbor union has called a sirikhe for 12 oclocx tonight. Al thoss who are aat in
rarketing management or heads of their departments are members of 1he lzbar union. The
workers want better working conditions and a raise in pay of S0y 20 hor. Work scree RiTg
SLT.

«

iy has heen foun 205ie have to be iet go, because thare has been a slump in the
' through the profile cards to determine which person from

the groun couid b2 fer go. Then the managing denartmen: can decide wao they wou'd let

Cre person rom each grous can be sent 1o & nationa!l convention deafing with his area in
e company. Choose the person who could bring back the most information and the
company cou'd get zlong without for two wesks this vear. Use the same procass as above.
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As a drug manufacturing company, .0 has come to your attenti’on that some of your stock
has been getting out of the conpany and being sold as illegal drugs. Check to see where
that could be happening and then see what you as 4 company can do to o .ate 3 better
image and help with the iliegal drug situation.

Recently, one of your truck drivers, Randall Hopper, wos killed in an accident. 1t was
found that he had no insurance anc¢ the money has farnily gets from the company will not
hatfway cover expenses. His w:fe coes mot have a job or a good skilt so that she can get a
job. She also has three very smali children. Some people 10 the comnany, particulariy in
Transportation, feei that something should be done to heip his family 2rd that the
company shou:d provide more insurance for its workers in maore hazardous jobs.

.
0}

Job Profile Cards

Develop sets of job profile cards for each of the marketing functional crear, as v as for
management, for a total of nine d.f*erent sets. Students mov be recruited to assist in the
preparation of thase. Some specific examples are shown beiow 10 assist you. A master for the
nine sets has been attached for ycu (0 duplhicate. Perhaps, you may want to gve each student
one sheet of cards for reinforcement, as well as for VO’ vement purpeses.

TRANSPORTATION BUYING

WName: Sam Hopkins Nam2: Greq Fields
Job: Truck Driver Job: Div. Nerchancise Manager
Age: 20 Age: 41 .
Education: ' Sdugation: 2 yrs. jr. college
Years VWith Co.: 1% Years Witk Co.: 10
\vord Record: seems to bz working harg. Wart Record: works very hard.
Personai: arrested during nis first yaz Personel: very nervous

of coliege for possession of druzs Chazin smokes
Family: wife, 1 month old chiid Fam:iy: wife 1s a'coholic, ans

chihd s in home Jor mentaliy retarded




.

MARKETING RzSEARCH ] ' STANDARDIZATION &

SELLING & ~ROMOTION

GRADING
Name: Name: Name:
Job. Job: Job:
Age: Age: Age:
Education: Education: Education:
Years With Co.: Years With Co.- Years With Co.:
Work Record: Work Record: Work Record:
Personal: Personal: Personal:
Family: Family: Family:
FINANCE RiSkK STORAGE
Name: Name: Name:
Job: Job: Job:
Age: Age: Age:
Education: Education: Education: .
Years With Co.: Years With Co.: Years With Co.:
Work Record: Work Record: Work Record: -
Personal: Persor.: Personai:
Family: Family Family:
TRANSPQORTATION QUYING MANAGEMENT
Nzme: - Name Name:
Job: Job: Job:
Age: Age: Age:
Education: Educaticrs Education:

Years With Co.:
\Werk Record:

Personal:

Years Wit _..
Work Recorzd:

Persons -

Fami .

Years With Co.:
Work Record:

Personal:

Family:

24
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CLASSIFYING CAREERS ' =60

Evecutives inciude those who direct and control an entire business. The Specialists are very
knowiadgeanle, highly-trained marketers who provide importani information to management and
make imor.tant decisions affecting the business. The mid-manageraent position is responsible for
supervising employees and activities for one segment of the business. An employee ts one who is
not invelved in decis on-making or supervisory sluties.

Listed below are tifteen marketing occupatrons. For each of the jobs listed, check the career -

level of the position held.

Occupitions Executive Specialist  |Nid Management| Employee
. e e e e - SN

Fashion Buyer
Warehouse Superintendent
Airline Stewardess
Innkeeper )
Resezrch Analyst
Siation Master
Department Manager
Stockman
Corporat.on President
Display Trimmer
Radio Announcer
General Manager
Bellboy

Underwriter

Ad llustrator

ERIC ~
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i THE MARKETING SCENE o,

. /

\
1.-1dentity each o! the five major components in the most frequently used channel of
distribution by drawing a picture of -each and labeling eath ih the blank provided. Be sure
they are in the correct order to -show the flow of goods angl services.
- \

’I‘a

~
5. .

A

2. Read each of the markeyny descriptions below ard decide which term is explained. Place that
merkaiing term 1 {he correct bianks of the puzzie on the next page.

N

"t\.’

:f‘n

o

’r])

~J

10.
(N

—h ——
XN

-
e

gn

acts as 3 middleman in distributing goods between the producer and the retailer
may be & manufacturer, converter, or an exiractor ({mining or agriculture)

. e, < .
sells goods directly 10 the individual consumer; may buy goods directly from the manu-
fzcturer or oroducer, from a wholesaler, or from a speaial agent

one who purchases goods and services for us2, not for resaie

involves the gcthermg of informaztion s6 that marketing managers ¢an mike sound
decisions argd solve marketing problems -

suDDies & husiness with the necessary matarials neaded for its use or resele to 2nother
businass ¢ consum™mers ~

inciudes a!i the aclivitias invohaC in acguiring and distribuling goods and sarvices for
processing, business use, or parsone! consumplion

are possibilities of financia’ Jjoss to people or property by unforeseen or uncontrollable
& - - -
raciors

orovides the time zand space necsssary 0 -’7ouse'merchandise untl it s needed foi

industriz! purpcoses or distribution o consumers . -
dszls with funds nacessary for business operations and customer purchases

the process Of assisting Or pursuagirg & customer to make a wise buying decision through
perscnal contact or sales promotion mawdrials
buy from znd se:l 1o manufacurers, w roiesalars, and retaiiers, as well as to consumears

serves z2s a coordinztor for 2l marketing actnities

oviges the service of phvsically moving property @nd peopte from one iocation to

ivelves setting values or I'mits Tor the goocs aznd services es ivell as the inspection and
fabelimg t0 check conformity )

.

)

o
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THE| MARKETING SURVEY

1. Write each of the components in the charnels of dnstrubutuon in the correct order 10 show the
most frequently used channel for goods.

- N

——
——
(321

a . /
1

<« 2. For each of the descnptuons below, identify the correct marketmg term and write the term in
the appropriate blank.

1. acts as 8 middleman in distributing goods between the producer and the
reteiier, '

2. may be a manufactirer, converter, or an extractor (mining or agriculture)}.

— ... 3. sells goods directly to the individual consumer, may buy goods directly
from the manufacturer or producer, from a wholesaler, or from a special agent.

i 4. one who purchases goods and services for use, not for resale.

. 5. involves the gdthermg of information so that marketing managers can mak'e
sound decis.>ns and solve marketing problems.

6. supplies a business with the necessary materials needed for its use or resaie
to another business or consumers.

7. includes all the activities involved in acquiring and dlstrlbutmg goods and
services for processing, uusir-:¢3 use, or personal consumption.

— - B are possibilities of financial loss tq people or property by unforeseen or
uncontrollable factors. v

9. provides the time and space necessary to house merchandise until |t is
needed for industrial purposes or distribution to consumers.

— - 10. deals with funds neressary for business operations and customer purchases.

—  __11. the process of assisting or pursuading a customer to make a - .. buying
decision through personal contact or sales promotion materials.

ERIC
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12. buy from and sell to manutfacturers, wholesalers, and retailers, as well as to
consumers. '

13. serves as a coordinator for all marketing activities.

14. provides the service of phys:cally moving property and people from one
location to another.

15. involves setting values or limits for the goods and services, as well as the
inspection and labeling to check conformity.

3. Label each.of the marketing businesses below as a procicer, wholesaler, retaiier, or marketing.

service.
1. Cattle Ranch 6. Hamburger Stand :
2. Department Store N 7. Auto Parts Jobber _____
3. Real Estate Agency ____ ' _ 8. Hobby Shop
4, Manufacturer 9. Fishing Fleet
5. Automobile Dealer 10. Movie Theatre

4. Decide which marketing activity is described in each of the situations below. Write the term
D ni.the blank provided.

Sally interviewed customers at the store entrance.

Mark checked the boxes far broken china.

Sheila ordered ten new styles for the store. ‘

Doug helped his customer’ find the right size shirt.

Charlene calculated the rate for shipping the tractors.

Ted checked the rows of toys stocked in the storeroom.

N Do R W -

Melanie was gambling that the records would sell before the bill
was due. .

o 8. As the comptroller, Phil estimated the monay needed to finance
\ the new business expansion.

9. Nell decided to place a full page ad in Sunday’s newspaper.

L " — 10. Ed called a meeting to talk .to all of his employeps about the
' new policies he had just established.

24K
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THE MARKETING RESEARCH SCENE

1. Read each of thc marketing research descriptions of careers and methods that are given below
x and place the correct word or words in the blank to the left.

1. Conducts surveys with a direct, face-to-face contact

2. Survey involvirg the study of people by watching them

3. Conducts exper;menfs with mode!s of marketing situations

4, Survey in' ' "ing talking to individuals face-to-face

5. Talks to people on the phone to gather necessary information.

G. Survey of a group of peopie for an extended period of time
7. Coordinates and administers all research personnel

8. Study of the effects or changes on a marketing scale mode!
9. Studies and interprets all information that is gathered

10. Survey in whick phones are used to obtain the necessary data

. e eie ... 11 Serves as aconsultant about genera! business conditions

_ 12. Survey in which sheets are mailed to people and returned

2. Study each of the marketing research situations described below. Identify which research
method is being used and what career(s) are mentioned in it,

1. Mark visited ten teenagers’ homes to find dut if they drove to school.
2. Marsha called on the phone and asked twenty people if .they ate pizza.
3. Chad compiled the totals from the sheét; that the postman delivered.
4. Sheilastudied and interpreted the data r-ac':Aei\‘/\ed from group reports.

Jake watched the customers as they selected fruits from the counters.

a8

Method Used - Career(s}) Mentioned

——

R




THE MARKETING RESEARCH SURVEY

1. Reud each of the marketing research descriptions of careers and methods that are given below
¢nd place the correct word or words in the blank to the left.

1. Surveys of a group of people for an extended period of time

Talks to people on the phone to gather necessary information
Survey involving talking to individuals face-to-face

Conducts experiments with models of marketing situations
Study which involves the watching of people

Conducts surveys with a direct, face-to-face contact

Survey in which sheets are mailed to peopie and returned
Serves as a consultant about general business conditions

Survey in which phones are used to obtain the necessary data

—
C ©w @ N9 e s~ w N

Studies and iaterprets all information that is gathered

—
—_—

. Study of the effects or changes on a marketing scale model

__ 12. Coordinates and administers ail research personnel

2. Study each of the marketing research situations described below. ldentify which research
method s being used and what career(s) are mentioned in it.

1. Dove watched the customers as they selected cheese frorn the counters.
2. Dottie srudiied and interpreted the data received from group responses.
3. Judd compiled the totals from the sheets that came in the mail.

4. Debbie called on the phone and asked twenty people it they ate candy.
5

Clem visited ten teenagers’ homes to find out if they had a job.

Method Used Career(s) Mentioned

O Hh LN~




THE STANDARDIZATION SCENE '

1. Inside the circle below are twenty marketing careers. Decide which ten of them are involved
with the standardization function. Write their career titles in the blanks under the circle.

SALESMAN

INSPECTOR BUYER

PRODUCT TESTER STANDARDS ANALYST

INTERVIEWER SAMPLER BANK TELLER

EXAMINER SALES PROMOTER

METER CHECKER PURCHASING AGENT

GRADER

BOOKING AGENT FRONT DESK CLERK

QUALITY CONTROL MANAGER

FASHION MODEL COMPARISON SHOPPER

COMPLIANCE INVESTIGATOR

FIELD AGENT

AN

- 6.
7.
8.
9.
0.



2. In the puzzle below are blocks for the titles of ten standardization careers. Read each of the
career descriptions at the bottom of the page and place its title in the numbered space of the
puzzle.

government inspector for health, safety, and welfare.
supervises sorting and classifyihg of commodities.
coordinates manufacturing'marketing activities for product standards.

inspects utilities or transportation meters to determine if the correct amount oi usage has
been recorded.

supervises development anc' enforcement of standards.

government or consurier acerfcy inspector for quality.

compares product to tandards in performance.

checks products and procedures throughout the distribution process for weights, sizes, etc.
reviews torms or records against actual quantities distributed.

tastes. smelis. feels. or ohserses selected nortions or examnles

N~

CwVwo~NoOW,
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THE STANDARDIZATION SURVEY

1. Listed below are twenty careers in marketing. Circle those ten which are careers in the

function of standardization.

Salesman
Inspector

Buyer

Bank Teller
Examiner,

Meter Checker
Purchasing Agent
Grader

Booking Agent

Quality Control Manager

Product Tester
Interviewer

Sampler

Fashion Model
Standards Analyst
Front Deék Cierk
Comparison Shopper:
Field Agent

Sales Promoter

Compliance Investigator

2. Read each of the career descriptions given below and supply the correct job title in the blank

provided.

. product standards.

distributed.

bution process for weights, sizes, etc.

exampies.

i

|

coordinates manufacturing/marketing activities for

- supervises development and enforcement of standards.

compares product to standards in performance;

reviews forms or records against actual guantities
checks products and procedures throughout the distri-

sorts and classifies commodities for distribution.

tastes, smells, fees, or observes selected portions or

government or consurmci dageacy inspector for quality.

inspects utilities or transportation meters to determine

if the correct amount of usage has been recorded.

ERIC
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THE BUYING SCENE

1. Match the buying decision or career with its explanation by placing the letter next to each
description in the blank to the left of the career decision that it explains. -

) 1. Time and Space Buyer A. Buys used/damaged goods for resale/recycle
.. 2. Purchasing Manager B.  Supervises all merchancising activities
_.. 3. Distributor C. Buys trom a producer and acts as his agent
_ 4. Broker D. Buys for resale to retailers or consumers -v»;
_ 5 Trainee E. Buys small lots and resells in large lots "
~ 6. Assembler F. Investigates competitor’'s merchandise
7. Comparison Shopper G. Provides stock information to buyers )
- . 8 Purcl;ase‘Price Aﬁalyst H. Buys foreign goods for resale to businesses
9. importer i, Studies price trends and production
10, Buyer J Buys food and beverages for restaurants
,,,,,, 11. Resident Buyer ‘ K. Buys dry goods and apparel for retailers
12, Purchasing Steward L. Purchases advertising for business use
_... 13. Daaler }. Buys goods for industrial operation
.. 14, Purchasing Agent N. Securss attractions for entertainment
15 Mercha’ndise Manager 0. Buys for resale to any business or consumer
. '6. Booking Agent P.  Supervises industrial/government buying
___17. Where to Buy Q. Guantties of ;nerchaf:dise 10 purchase
_ _ 18. When to Buy R.  Best sources and incatic:ns 1o buy goods
... 19, How Much to Buy S.  Selection of merchandise to purchase
. 20. What to Buy T. Besttimeto purchase~ and reeeive goods

951
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2. Decide which buying career is involved in each of the situations below. Wr .« the career title
under the correct column at the bottom of the page to show where t... career is found -
according to the given situation. Place the number of the situation in the ‘- .ce to the left of
the career title. Two blanks will not be used.

1. Jane went to New York to purchase appliances for her company’s chain of stores.
2. Mel negotiated prime time on tv for promoting the company’s newly-produced toy.
3. Peter signed up four new performers and had signs made for his dinner theatre.

4. Sonny met with all of his buyers to determine what their retail customers were interested
in having them supply for quick delivery in December.

5. Roger gathered his records together after finaliy completing his buying plan of raw
materials that his company would need to produce “Battles.”’

6. Lucy visited three competing gift shops to see what itemy were stocked.

7. Jason ordered ten cases of coke and four cases of gingerale for his restaurant's opening.

8. John reviewed his inventory and sales records to see which suntan lotions were requested
and distributed most last summer to drug stores that his company served, so that they
would have the hest-selting brands in stock.

9. Peggy is working to become a buyer for her department store by keeping an eye open for
fast and slow moving items, so that she can assist her buyer and assistant buyer in
making good decisions.

10. Charles has just returned from a trip to Italy and France where he bought novelty and

gift items to resell to wholesalers and retailers.

Manufacturer Wholesaler Retailer Services



BUYING UNiT SURVEY

1. Match’ the buying decision or career with its explanation bv placing the letter next to each
description in the blank 10 the left of the career decision that it explains,

~

. Booking Agent

1 A.  Supervises industrial/government buying
2. Merchandise Managér 8. Buys for resale to any business or consuhier
3. Purchasing Agent C.  Secures attracticns for entertainment
4. Dealer D. _ Buys goods for industrial operation
5. Purchasing Steward E.  Purchases advertising for business use
6. Resident Buyer F.  Buys dry goods and appare! for retai'ers
) 7. Buyer G. Buys food and beverages for restaur:nts
8. lmborter H.  Studies price trends and production
9. Purchiase-Price Analyst I Buys foreign goods for resale to businesses
10. Comparisin S-ho,mper J. Provides stock informa*ion to buyers
11 Assembler v K. Investigates competitor’s merchandise
12. Trainee v L. Buys small lots and resells in large lots
13. Broker » M. Buys for resale to retalers or consumers
14, Distributor \ "». Buys from a producer and acts as his agent
15, Purchasing M;ndger O.  Supervises all merchandising activitics
16. Time and Space Buyer P. Buys u;ed/’damaged goods for r. a'’recycle
17. What t Buy Q. Best time to purchase and  2ceive gools
18. How Much to Buy R. Selection of merchandisp_to purchase
19 When to Buy S.  Bestsources and locations to buy gc
20. WHere to Buy T. ‘ Qi:antities of merchandize to purchase -

O
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2. Study each buying situation described below and identify the buying career involved by

placing it job title under the CAREERS COLUMN next to that situatio ¥'s number. Decide
which buwness or industry the career is found and place an M’ for manufacturer, “W*’ for
wholesaler, “R* for retailer, and "“S”" for marketing services in the BUSINESS COLUMN next
to the correct number. :

1. Liza went to New York to purchase sportsweadr for her company’s chain of stores.
2. Ted negotiated prime time on ty for promoting the company’s newly-produced car.
3. David signed up four new performers and had signs made for his night club.

4. Chuck met with all of his buyers to determine what their retail customers were interested in
having them supply for quick delivery in December. :

5. Robin gathered his records together atter finally completing his buying plan of raw materials
that his company would need to produce **Jiggles.

6. Quil visitea three competing gift shops to see what items were stocked.
7. Juson ordered ten cases of coke and four cases of root beer for his hotel.

8. Chad reviewed his inventory and sa'es records to see which suntan lotions were requested
and distributed most last summer to drug stores that his compdny served 50 thdt they
+ would have the best- selling brands in stock. i

3 Terry is workang to become a buyer for her department store by keeping an eye open for
fast and slow moving items, so that she can assist her buyer and assistant buyer in making
good decisions.

10 Michael has just returned from a trip to Jupan end Mexico where he bought novelty and qnft
iterns to resell to wholesalers and retailers.

Careers Column Business Column
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THE SELLING SCENE -

1. Listed below are sixteen personal seli.ng careers in which you might work. To the nght of the
careers list are the four major business ¢omprsnents in the channels of distribution. Decide
which business employs each of th.: giver: careers and draw a line from the career to the -
appropriate business. Remember, in some cases the personal selling career may be found in
more than one of the businesses and you will draw more than one line.

«

£ . P

Personal Selling Careers Business Components .

Business Agent
Front Desk Clerk

¢ ' ‘ Producers
Detail Salesman
Salesclerk

- Demonstrator . ' .
Industrial Salesman

. Wholesalers
Convention Manager
Manufacturer’s Rep
Service Station Attendant
Cashier
. Retailers

Bellman .

Sales Manager

Outside Salesman

Advertising Solicitor >

) Marketing Services
Missionary Salesman

E

Ticket Agent

“

Clue: You should draw a total of 24 lines from careers to businesses!

ERIC
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" 2. Read each of the nonpersonal selling career descriptions given below. When you have decided
the correct job titie, place it in the numbered spaces you find below for each of the twelve
descriptions. i

———am cmeareee em e ) mmesmr it o ————m— ——— ———
e S
—— emtemem emeemr veaen Gemmmam st i tm— omams o o
e e e e s cmmn o emttee e emecwrw o e

e e I e e U e

10. ' .
1.
12.

— —— e ——ame— ——

-

Gives information to audiences about people, places, events on radio and tv
Prepares original copy for printed ad r radio script ]

Creates a picture tir sketch for a procduct or sefvice in an advertisement
Assembles all the parts of an a4 into an attractive, appealing design
Compares final copy with finished printed copy of an ad or article

Gathers information about evenis or happenings and writes a news release
Plans znd coordinates promotional campaigns using speciai techniques
Creates and plans merchandise displays on the drawing board

Arranges merchandise and props into an attractive dlsplay ~

O © ® N O AW N

-

Adds b ck drops floor coverings, and accessories to the dusplays

-
-

. Plans and conducts programs to create goodwill for businesses, orgerizations, and
instittions !

——
N

Provides information concerning a person or group’s activities through news releases,
interviews, and scheduling public appearances »

ERIC
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3. Gwen below are job descriptions of twenty selling careers. For each job description, write the
correct career title in the space provided and "put a ‘‘P’* for personal or an “N” for
nonnersonal to showv: whether or riot direct contact with customers is involved.

& woN

(52

S © ® N o

Selling Career Title PN Selling Career Title PN
12.
e 13,
14,
15.
16.
17‘. e
18.
19,

20. .

Seliing Job Descriptipns ¢

1.

8

Represents entertainers i selling their taients to theatres, :notion picture studios, and:
other entertainment or arnusement centers L

Coordinates activities of faod &nd beverage workers within a restdurant for its dmmg
room, cocktail lounge, and banquet facilities

Sells advertising space or nme to a business for a newspaper, magazine, radio or television
station, or other advertising media agencies

Provides service to motor vehicles ior customers by selling gasoline, Oils, tires, accessories
and g:ves added a55|stun»e by washing windows and checking water, oil, tnres etc.

Registers and a: sugns guests. 10 their hotel or motel room.s issues room keys, (nd keers
room records in handling sales for a hotel or motel

Handles exchange or money in cash or credit for pu-chases of grod: or rvicas by

customers for retailers or marketing service industries

N
. ‘

Provides audiences with information about people, places, products, and events on radio
and television, aywell as in theatres or other entertainnient or amusemen* centers



- 8

<

Obtains information about a product or service and the advertising sponsor and prepares
the original copy for a printed ad or the written script for ragdio, television, or other *
audio_advertising. means

9, Creates a picture or design to favorably show a product or service descrihed in the copy

of'an advertisement

10. Assembles all the parts of an advertisement into an eye-catching, attractive design

11. Gathers information about special svents &nrd happenings and prepares news releases for
radio, television, and newspapers

12. Employed by a manufacturer, wholesaler, or retsiier to show a product in use to groups
of prospective customers

13. Aids the wholesaler by inventorying a supermarket’s supply of non-food items, replen-
ishing the stock, and arranging displays

14. Hired by a retail store to assist manv customers, often for trequently bought items or
lower-priced goods :

15. Sells a manufacturer’s goods to whoiesalers and retailers for resale to consumers

———-15-- FoHowsuo o pioneer Or iNdUsIFiaT S3I8sman o take an nventory of the stock and write

the necessary orders

17. Piane and coordinates special promotiora! 2mpaigns using technigues. such - imoles,
contests, stamps, coupons, etc.

18. Arranges the merchandise and props into 30 attractwve display as created by the des:gner

18. Adds the back drops, fioor coverings, and oiner display accesscries indiczied bv the
display man ~

20. Organizes information concerning 2 psrson or group’s actwities, prepares rews reloases,

O
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gives interviews, plans for public gatherings and othenwise acts as a lia'son hetwesn a
Dersors or group end the general pubicc
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THE SELLING SURVEY

Listed directly beiow are sixteen personal selling carecrs found throughout the channels of
distribution. Underneath these selling careers are four columns w:zresenting each of the four
major business components within the distribution channels. Decide which businesses employ
each of the given careers and write the career title under the appropriate column heading(s).
Remember. a job title might- be under all four columns, only one column Cr two or three
columns. Twenty-four ¢f the blanks provided s‘xould be filled.

Advertising Solicitor
Industrial Salesman

Nlissionary Salesman

. Gereral Salesman

= TR s arrR e st
Susinzzs Con WICnents i the

-f

Persorial Selling Careers

Rack Saiesman
Sales Manager
Oenonstrator

Business Agent

WYholesaiars

Beliman fanufacturer's Rep
Maitre d’ Convention Manager
Cashier QOu1side Salesman
Salesclerk Front Desk Clerk
Cistribution Charrels ' .

N [ ad S
FEER =R TN Frerasy [ b oy Sy e )

(]
‘ot

,":J
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L}
\ 2. Descriptions of twelve nonpersonal careers are given below. Underneath each of them are
’ boxes in which you are to write the letters of the job title that is explained by each
description. Not all of the boxes under each description will be used. in fact, only two of the
descriptions huve job titles that will use ail of the boxes provided.

1. Pians and coordinates promotionai campaigns using special techniques
I T
|
|

2. Creates and plans merchandise displays on the drawing board

3. Arranges merchandise and props into an attractive display
' 1
|
, P
i ]

<. Acds back drops, fioor coverings, and accessories to the displays

T | ‘
! S i l
I — - 1

and conducts Drograms 1o create goodwill for businesses
§
1

o]
"

]
!
H

v, Prouiaes armanior ronzs roup’s activities through news
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3. Read each of the twenty career descriptions given below and write its correct career title in
the space provided. Indicate whetner that carcer is personal or nonpersonal selling by
checking P’ for personal or “’N** for nonpersonal.

Selling Career Title

PN’ Selling Career Title PN
11,
12.
13.
14,
15.
16.
17.
18.
19.

Selling Career Descriptions

1.

(S)

~/

Foliows-up 2 picneer or indi
the necessary orders. _

Pians and coordinates speciai
contests, stamps, COupOns, eic.

Arranges the merchandise and

. . ~ - -
T2l salesman o0 take an inventory of the stock and write

promotiona! campaicns using technigues such as samples,

props into an attractive display as created by the designer

Adds thz back drops, floor coverings, and other dispiay accessories indicated by the

disciay mean

Craanizes irformetion concerning a person or group’s activities, prepares news releases,
gves interviews, plans for public catherings and otherwise acts as a liaison between a
person ¢r group and the general public

Represents entertainers in seliing their ialents to theaires, motior picture studics, and
other 2nizriaimment or smusement centers

Coordinzates activities of food and beverage workers within 2 restaurant for its dining
room, cockiail iounge, ane banguset facilities -

254
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8. Sells advertising space or time t & husiness for a newspaper, magazine, radio or television
station, or other advertising media agencies °

9. Provides service to motor vehicles for customers by selling gasoline, oils, tires, and accessories
and gives added assistance by washing windows and checking water, oil, tires, etc.

10. Registers and assigns guests to their hote! or mote! rooms, issues room kays, and keeps
room records in handling sales for a hotel or motel

11. Handles exchange or money in cash or credit for purchases ot goods or services by,
customers for retailers or marketing service industries

12. Provides audiences with information about people, places, products, and events on radio
and television, as well as in theatres or other antertainment or amusermnent centers

13. Obtains information about a product or service and the advertising sponsor and prepares '
the original copy for 2 printed ad or the written script for radio, television, or other

audio advertising means

14. Creates a picture or design to fevorably show a produc: or service described in the copy
of an advertisement

15. Assembles zli the parts of an advertisement into an eye-catching—atirectivedesign

16. Gathers information abou: special events and happenings and prepares news releases for
racho, television, and newspapers

17. Emcloyed by a manufacturer, whotesaler, or retailer 1o show a product in use to Jroups
of prospective customers

18. Aids the wholesaler by inventorying a supermarket’s supply of non-food items, repien-
ishing the stock, and arranging displays

19 Hireg by a r1eisti store to assist many custorrers, often for frequently bought items or
iower-priced goeds
20. Sells @ ma~ufacurer's goods 10 whalssalers and retaiiers for resale to consumers

IR
<
i
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THE STORAGE SCENE

1. ldentify six major services provided by storage:

-

Name rihe careers which can be found in étorage of goods:

1. 4 7.
2. 5. T8
3. _ 8.

ra
&)
[1%
sl
a

Distributors recened ier smipments OF recordas. 1hese neadad 1o be unioaded, labeled,
cred on shelves, sorted eng shicped in verious cuantities to local record shops and
JengTiment stores. Starting with =31, list storege careers in the order in which they would be

ot ed, . -

n
[a7]

W
e

rJ
w

Ty

w
€
o
3
U]

wn

T
3
9]
3
9]
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THE STORAGE SURVEY

1. List six major services of storage:

4.
2 o 5.
3 6.

Give nine career tities found in storage:

1. 4. 7.

2. . . 5 _ —
3 c. 9

N

A truckload of Christmas toys arrived et Ward's warehouse to be unioaded, priced, stored,
and shipped 1o thirty local retailers in thirty days. icentify ten careers that would be invoived
from the notice of the goods arriving until the time the guuds are shipped. Place them in the
orger in which they would be inrvolved £~ the notice of the arriving goods.

i - 6.
i 2. o 7.
3 o 8 .
4. e 8. —
5. e 0. _—

TS
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THE TRANSFORTATION SCENE

Listed below are the five methuxis of transportation. Next to each method are two boxes.
Identify two careers for each mz2ivd Ly writing the career titles in the two to the right of
ezach of the transportation method.

Transportation Method Career Career

i 7

AIRIINES Vo
é

HIGHWAYS b
I

PIPELINES . f
t

BAILWAYS

WATERWAYS
A
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4

2. For eack of te ten job descriptions below, give the correct job title and name the
transportaticen method in which that career is {~und. .
’ ¢

Cargy Industry “ " Career . Industry

1. 6.

2. 7 3
3 8.

4. 9

5 10.

1. Supervises workers in the water pipeline industry.

2. Checxs passengers tickets as they board the train.

3. Loads and un!oads 'uggage and boxes from buses.

<+. Coordrnates activigies tar gocds going cut of the county.

5. Greets sassengers as they board the arerafe

5. Locates rew personns! anamizse foe a searan.

7. Suoeciises aciivinies with I Triin station. .

g, Checks on locetion 3% buses in transis,

S. Hangles coordingtion 0F snin's 201 ties for Cants -
10, Inspects tickets end assigns seats pefote passengars hoars z poane

L3
2369
Q
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. THE TRANSPORTATION SURVEY

L3

1. Next to each of the transportation methods below, r.ame two careers that are found in each.

Airlines e .

Waterwavs N e

Railroads e o e .
Highways e i e B

Pipeline e e

i ‘ - ’ title |
2. For each of the ten job wcescriotions below, give the correct job title and name the
transportation method in which that career is found.

Coreer Incustry Coreer incdustry

< i 7. e
7 4. i ) T Q. ) o i B o . -

o
=
v

U

1. 1. Sazenvises workers onothe water pipsiine industry.

to

insoects tickets end

[$1)

ssigrs seats before passengers boerd a clzne.

3. Checks pessengers’ tichels as th2y board the train.

£
r

wngles coorcination of shin’s activities for Cantain,

5. Loaxs and uniozds tugcass 203 bones from bases

W -
. Checks on locetion of buses in rans’t,
7. Coordinztes activinies Sor coods 30in3 out oF the counry.
E. Siomervises acivities with 2 trair staton

270
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THE FINANCIAL SCENE , -
~—— - " -

1. Each of the boxes below contains a kind of business. See if you can identify three of the
financial careers avaiiable in these businesses. Write the letters in the blanks ptovided.

:-‘nmvercf;/ 'B'an'k'- » B B F f'nir:c‘e Compa——n_;i
} ) —ﬁ;:?ﬁ.;?r;:;" ::‘.‘0;1—5;— ' _— - - R -__. Credit Union
‘.‘?eal Eszate ’ 1 2r Manufacturer

RV
~1
et

O
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" Study dach job description below. Place the appropriate career tntle in the blanks provided to
the left of the description,

Approves loans for applicants of a finance company.

Represents securities brokers on stock exchange “loor.

" Handles bank receipts and pays out money for checking, savings, and loans. )

Okays amounts of credit purchases by customers in a retail store.
Aséists clients in the buying, selling, or trading of stocks.

Controls and organizes all activities with & bark.

Reviews credit information and application with loan applicant.
Receives, examines. and delwers securities deposited for safekeeping.
Inspects and determines dollar vaiues of properzy.

Oversees ali cred:t accourss for a wholesaler.

Directs alt monetary programs and transaliions within a bank.-

Han¢  peperwork necessary to complete a property saie.

Checks credit infor~ation on a loan applicatior to a finance company.

Examines, evluztes and aporoves credit applications for a bank lcan,
<t

i

Rents, buys, ard selis property for ciiants.




O

ERIC

Aruitoxt provided by Eic:

Listed. b=
Underneat
business. =

B

THE FINANCIAL SURVEY

.~

W .are eight types of marketing businesses, including financial institutions.
each of them, name three financial careers which could be found within that
*

. ]
’

'

~

Conmwnercral Bank = ance Company

0
{0

Stocd Exchange Department Store

z. 3.
. ¢
Geners! (Vhalesarer Cracit Union

)
h

- . -
< <n‘: ~
e e —
b -
. N
- - P -y As -
Sas! Eerzte dger-, Cer Msnufscturer
- ‘\
: o . . .
-
e 2. -~

W
AL

ich fescriotions beisw and olece the right ooreer litte in the blarks at the

Rents. buys, and seils prooerty for clients, -
‘e‘ugtes, and appToves cred t acphoations for @ bank ioan.

Checis credit information on 2 loan apoiication to a financucompany.
\

2
f

W
7]
k8]
{u
4

(4]

TWOTK TI208SSaTy 10 COMDIEte 2 property sale

Sirzcls 2! monetzTy DToCrams and ransactio™s within 2 hank

{




Oversees all credi: accounts for a wholesaler. -
‘nspects and determines dollar value of property.

19
7
8. Receives, examines, and dehvers_’SéCu;n.ies deoos.ted for satekeening.
S. Reviews credrt information and apphcation with loan apolicaot, .
0

Controls and organizes a'l activities with a banx.

»

1. Assists chients n the vuying, sething, or irading nf stocks.

<
12, Okays amounts of cred.t purchases by customers m a retad stare,

. 13, Handis banh racepts and pays out money for checking, ssvings, andJoens,
13, Represents secur:tins hrokers on stock exchange tloor. .
ih. Avoeroves soans for anphicants of o finance compeny.

: 3
3 0
“ ) - -
3 ‘ r b
8 .
4 12
5 HiC
& . 14
4 3 -
7. 15.
E\ -
\\_
T
97 *
Y S

O
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THE MARKETING RISK SCENE

1. Study each of the marketing career title: belor and place an R’ in the blank to the left of
the twelve which are careers in marketing risk. ’

- - A Telepbone surveyor L _ . Policy Writer
i Marine Insurance Specialist « Merchandise Niuanager
Sales Agent ) _ Claims Adjuster
Display Manager . ‘ ___ Real Estate Saie+ »n
Fieid Representative __. . Premium Rate . v <
a ' Ag Layour Man / ‘ ~ Importer-Exporise

Unde: writer
Indepencent Agent
Insurance Broker

Sales Promotion Director

Salvor Agent

Airline Stewardess
Claims Analyst
Insurance Coordinator

2. Listed in the three columns below are twelve marketing careers in risk. Underneath these career
titles are ten job descriptions. Place the letter of the career title in the blank to the left of its
correct job description, , ’ . -

a4. Branch Manager - e. Underwriter i. Policy Writer
5. Field Representative f. Insurance Coordinator j. Premium Clerk
¢. In<«ance B:oker g. IrSurance Sales Agent k. Claims Analyst
d. Clo s Adjuster h. Indeperident Agent I. Salvor Agent

— 1. studies risk information, decides f risk is to be accepted, and oversees policy
issucnce and prenuum colculations

——— 2. represents the client in purchasing insurance from the company which best meets
that customer’s needs :
3. sellsinsurance as an agent for se’ver-ul companies
e 4. seils policies und'se__rvices customers for ¢ae company .
e 9. trains, advises, and inspects agents -

6 supervises and coordinates all activities for the company in that office or territory

7. sells or disposes of the darraged properiy after claims

_ 8. checks property damages io see if the losses are overed and determines the
amount of the reimbursement to insured

[ S

! 9. checks life and health losses for payment'

10. studies poticy and risk factors to determine the -correct classifications and
calculates the premium

275
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1.

THE MARKETING RISK SURVEY
|
Listed below are twenty careers in: marketmg Circle the twelve careers which are primarily
risk-bearing in function or ar .wmes 4
\

Claims Analyst = ; Proauct Clerk

Display Trimmer ; Insurance Broker
Salvor Agent ' f Claims Adjuster

Ad lilustrator Research Interviewer
Insurance Sales Agent Underwriter

Fashion Model Insurance Examiner
Public Relations Cirector ‘ " Independent Agent
Field Representative ‘ . Warehouseman
Booking Agent - . Policy Checker
Premium Rate Clerk Insurance Coordinator

Listed i the three 2! 'mns below are twelve markeating careers in risk, Underneath these career
titles are ten job descnptuons Place the letter of the career title in the blank to the left of its
correat job de  intiorn,

Uncerwriter ‘ 1. Policy Writer
Insurance Coordinator 1. Premium Clerk
Insurance Sales Agent k. Claims Analyst
Independent Agent I. Salvor Agent

d4. Branch Marager
b. Field Representative
¢. Insurance Broker
d. Claims Adjuster

T ~0o

~.. supervises and coordinates all activities for the company in that office or territory

trains, advises, and inspects agents

W N

selis insurance as an agent for several companies'

. 4. represents the clicnt in purchasing insurance from the company which best meet
that customer’s needs

5. studies risk informatiop, decides if risk is to be accepted, and oversces policy
1ssuance and premium calculations ‘

6. studies needs of the customer and issues policy

7. studies policy and risk factors to determine the correct classifications and
calculates the premium

8. sells policies and se: vices customers for one company
e 9. checks iife and healt: losses for payment
——10. - sells or disposes of th» damaged property -.fter claims



THE MANAGEMENT SCENE

1. Circle the sixteen marketing careers below which are found at the management level,

Innkeeﬁ:er

Stere Manager
Fashion Buyer
Interviewer

Publicity Director
Meter Reader
Division Superintendent
Airline Stewardess
Standards Analyst
Warehouse Super.visor
Salesclerk

Magazine Editor

®

Executive Secretary
Stationmaster
Illustrator

Bank Cashier

Sampler

Contract Adminis’trator
Corporate President
Gift Shop Proprietor
Display Technician
Marketing éeseart;h DireEtor
Gradiﬁg Foreman

Service Station Attendant



THE MANAGEMENT SCENE

Dnrectsons

¢

Study eccehr of the manage mem situations below and supp!y nis‘ier specific career titie in the
spaces provided. Next to it wrnle xhe letter of the mdnage'nem career fevel involved in the blank
provided. Usz. “E™" Executive, "M’ Mid Management, ‘S’ Specialist.

1 Dick Saunders, the manager of Paradise Motel, hired a new front desk clerk for the night shift.

A%}

Muriene Swift visited the Dullas market to putchase spring lines of sportswear for her
company’s spechilty shops. o { ‘

[
. .
-

a

T3 (jcorqv" Thampson explained to tis shipaping receving staff ghat the arriving shipment of
hardwiare supphies had to be unloaded, pac.ed o smdiler cartons, and shipped to ten local
stores hy Froday, 7,

Q

.4 Coleen Miller studied the rharketing sutvey dula which had been gathered to determine
whetier custot g vaere Smbf:(d w\%he COMpany’s new soe

. Cee e de e ae T . Cmeemm e e e ol ——

I 3
O Huarvey Albers, nead of the Largest bicyrle manufacturing company, called his diyizion
Mune s 10 i rpnriant mecting, « . .
. . . a
O Linda Purrer planner severd events, inclading a tashion show, to pramote the store's new
*
hnes of evening gowns and cocktgl dresses. o N

re imen e e e e iemmme e e e RO UUS S ——— ' -

o~

<A 70 Walter Swenson met with has staff to r1|scuas the best way to show the new merchar. i.sg in
the store windows :

L

8. Cheryl Bronson miet with o group of wholesale n‘dnuger, to inform them about general
economic conditions and bhusimess trends. - °

.

B

9 Bruce Roth checked to see that his men were .accurately sorting and classifying the
automobiie perts, . -

2
.

10 Emma Davis reviewed the past month’s business te figure the ranlrognd workers schedul od for
. next month’s operation, ’ \3

UL OO O B S [——
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THE MANAGEMENT SURVEY

1. Place an X'’ rext to those narketing careers below which .re at the n.anagement level.

LY

1

Corporate President
Train Conductor ,

’ Dock B'.oss
Marketing Res;aréh Analyst
Florist .
Order Picker
Busitwéss Broker
Grader
| Newspaper. Lditor

Real Estate Appraiser

1
_ Gales Promotion Director

Department Store Manager

.

L4

Airport Superintendent
Terminal Supervisor
Association Administrator
Telephone Surveyor
Innkeeper

Display Trirﬁmer
Bookmaker

s

Insurance Adjuster .
Fashion Coordinator
I.ndustrial Economist

Branch Office Foraman

Advertising Solicitor



- THE MANAGEMENT SURVEY

-~ | .
Directions

Reud each of the marketing managernent sicuations below and write the specific management
title im the MANAGEMENT CAREERS colurnr. Indicate which of the three management career
levels is involved in each situation by plecing - - name in the appropi‘ate numbered blank under
the MANAGEMENT LEVELS column.

Manage:, -t Careers Management Levels
[/

S © ® N O ¢ & ow

1. Gary Bar\s o.ievwn 3 the records of his cashier hefore meeting with the board of dirzctors to
discuss the cashis: ' promotion as his successor in the fine cial orgarization.

2. Bonnie Viidiame studicd her past sil2e fo. Vother's Day weekengs and vrderad 3010 dozen of
red roses L}

3. Tom Myers told his salesmen that their sales volume hid rot incressed as much as -,ther
AN arcas of the store. :
4. Betty Casrlla met wnth the company’s salesme:n to find »ut what retailers wanted before she
travelled to Chicago 10 purchase agpliances 1rom :he marafac, - -

5. Paul Gooaman supervised the men unloadmg the boxes and crates from the ship.

0. Jes snca Stewiirt .nspected the fure dam :ge wnich had hegn done to the house ard furnishings
and settled with the insured for $23 000.

6 3 ) v

S ' 284U | ’
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7. Sim Cornelius visited with each airlines’ ¢ ecutives to discuss their space requirements in the
new terminal wing.

8. Judy Boynton met with the company’s buyers to inform them of ihe budgets and new
purchasing policies.
[ ]
9. Ralph Cowser took the copy and ulustration he received and arranged them in an
“eye-catching’ manner on the page.

1C. Lynda James observe:¢ und talked to each of the company’s insurance agents in her effort. to
. coordinate all regionai activities.

O
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SPECIAL RESOURCES
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. AULIO-VISUAL RESOURCES

“A Better Way,” 16 mm black and white fum, MODERN TALKING PICTURES FILM SERVICE, |
New Hyde Park, New York 11040.

"Ad-Ventures,” 16 mm color fitm, ASSOCIATED BUSINESS PUBLICATIONS, 205 East 42nd
Street, New York 10003. ‘

“Art Careers'in Advertising,”” filmstrip, EDUCATIONAL DIMENSIONS CORPORATION, P.0. Box
488, Great Neck, New York 11022,

"Airpor® Service,” color filmstrip series, IMPERIAL FILMS, INC., 332 Scuth Michigan Avenue,
Chicago, Illinois 60604,

“Air Travel,” color fiimstrip series, COLONIAL FILMS, INC., Box 22857, Ft. Lauderdale, Florida
335165, : ' :

“Business nf Keeping Promises,” color sound filmsirip, AUDIO-VISUAL ASSOCIATES.

“Canned Meat Story,” 18 mm color film, MODERN TALKING PICTURES FILM SERVICE, New
Hyde Park, New Yor: 10040,

“Carger Calling,”” 16 mm color film, JIM HANDY CORPORATION, 2821 East Grand Bo Jlevard,
Detroit, Michigan,

“Career Development,’’ cassette tape series, IMPERIAL FILMS, INC., 332 South Michigan Avenue,

' Chicago, Illinois 60604, .

“Career Exploration,” color sound filmstrip series, SCIENCE RESEARCH ASSOCIATES, 259 East
Erie Street, Chicago, Illinwis 606: 1.

"*Career Game,”” color sound filmstrip, career cards kit, IMFERIAL FILMS, INC., 332 South -
Michigan Avenue, Chicago, illinois 60604. T ‘

"Careers in Broadcast News,” 16 mm color film, UNIVERSITY OF IOWA, Cedar Falls, lowa
50613. '

“Careers In Business Administration, ' color sound filmstrip, PATHESCOPE EDUCATIONAL
FILMS, INC., 7t Weyman Avenue MNew Rocheliz. ¥'Y 10802

“’Careers In The Department Store;’’ 35 mm s:.dP series. F4 'RCHILD VISUA LS, Dept. C.K., 7 East
Twelfth Street, New York, New York 100"

“Careers in Fashion,”” 35 mm slide se- s, FA:RCHILD VISUALS, Dept. O.K., 7 East Twelfth
Str -et, New York, New York 1000L.

“Careers in Fashion andl Textiles,” col~r sound filmsirip, PATHESCOPE EDUCATION FILMS,
INC., 71 Weyman Awenue, New Rocnelle, NY 10802. ‘ '

“Careers in Fashion Design,” filmstrip, EDUCATIONAL DIMENSIONS CORPORATION, P.C. Box
488, Great Neck, New York 11C22.

'Careers in Filmmaking,” filmstrip, EDUCATIONAL DIMENSIONS CORPORATION P.O. Box
- 488, Great Neck, New York 11022.

“Careers :n Food Merchmnd:smg" 35 mm slide series, FAIRCHILD VISUALS Dept 0. K 7 East
Twelfth Street, New York, NY 10003.

*’Careers in Focd Service,” color 30und filmstrip, PATHESCOPE EDU"ATIONAL FILMS INC., 71
Weyman Avenue, New Rochelle, NY 10802.




“Careers in Home Furnishings,” 35 mm slide series, FAIRCHILD VISUALS, Dept. O.K.. 7 East

Twelfth Street, New York, NY 10003.

“Cureers In tlustration,”’ f:lmstr W, [DUCA'!OI\’AL DlMENS’ONS CORPOHATION P.O. Box

488. Great Neck, Nf.w York 11022 ~

“Careers in Insurance,”’ color sound hlrr‘mp AMERICAN iNSURANCE INSTITUTE.

“Careers in Journalism,” color sound filistrip, PATHESCOPE EDUCATIONAL FILMS, INC., 71

Weyman Avenue, New Rochelle, NY 108G2.

“Careers an Leisure Time Industry,” color sound filmstrip, PATHESCOPE EDYU’ ~'ON FILMS,

INC.. 71 Weyman Avenue, New Rochelle, NY 10802.

“"Careers in Sales,” 16 mm color fi'm, UNIVERSITY OF SOUTH CAROLINA, Division Educational

Services, Columbia, South Caroiing 29208,

1

“Careers In Service Stations,” 3% mim slide series, FAIRCHILD VISUALS Dept. O.K., 7 East

Twelfth Street, New York, WY 10003,

“Cureers 1n Show Business,” color sound filmstrip, PATHESCOPE EDUf‘ATIONAL FILMS, INC.,

71 Weyman Avenue, New Rochelle, NY 10802.

“Careers an Television,” filmstrip, EDUCATIONAL DIMENSIONS CORPORATION P.O. Box 488,

Great Neck, NY 11022,

CCareers in Transportation,”” color sound filmstripy, PATHESCOPE EDUCATIONAL F!ILMS, INC.,

71 VWeyman Avenue, New Rochelle, NY 10802.

"Coreers in Transportation,” 16 mm color film, UNIVERSITY OF SOUTH CAROLINA, Division

Fducutional Services, Columbia, South Curoling 29208.

“Coreers Sates,” 16 mm color filrn, FLORIDA STATE UNIVERSITY, Talluhassee, Flonida.
VCarevrs Unlifinted.” cassette tape series, CLASSROOM PRODUCTIONS, 851 Coilege Parkw.lv at

Mo Gregor Blvd, Fi, lwy?'s Flonde 33901,

“Credit,” 16 mm color f:lm MODERN TALKIN PICTURES FILM SERVICE, New Hyde Park,

New York 11040, ¢

“Discovery,” color sound filmstrip serws, “CHOLASTIC BOOK SERVICES, Richmond Hl,

Onitaro, Canadu,

“Fashion. The Career of Charenge,” 16 him-color fitm, BASSIST INSTITUTE.

.

“For SomecMust Wateh H‘ wmim color f:lm BUSINESS EDUCATION FILNS 511’3 1 h Avenue,

Bropkiyn, New York 11204.

Fruits of a Lifetime,” 16 mm color film, UNION PACIFIC RA!LROAD, 1416 Dodge Street,

Ormaha, Nebraska,

'hum:r;n Insurance Careers,” 16 mm L(fli(;r fiim, UNIVERSITY OF UTAY Educational Media

Center, Salt Lake City, Utah 84110,

“How to Succeed Without Really -Fln'\q 16 mm color tilm, FEDERAL AVIATION COMMIS

SION, P.O. Box 25082, Oktaloma City, Okmhoma 73125,

1o o Gureer in Banking For You?” 16 mm color film, ALM.S. INSTRUCTIONAL MEDIA

SERVICES, INC., P.O. Box 1010, H(?Hywr.(n‘., Caiiforria 90028.



/

“Is a Career in Business Administration For Yocj? 16 mm color film, A.l1.M.S. uNQTRUCTIONAL
MEDIA SERVICES, INC., P.O. Box 1010, Hollywood, Callfo'md 90028.

“Is a Career in Finance, Insuronce, or. Real Estate For You? 16 mm color film, A.1.M.S.
INSTRUCTIONAL MEDIA SERVICES, INC P.0O. Box 1010, Hollywood, California 90028.

“Is u Career In Management For You?' 16 mm color f:lu. A.LLM.S. INSTRUCTIONAL MEDIA_
SERVICES, INC., P.O. Box 1010, Hollywood, California 90028, R

"Is a Career in Radio or Television For You?' 16 mm color film, A.l.M.S. INSTRUCTIONAL
MEDIA SERVICES, INC., P.O. Byx 1010, Holiywood, California 90028 :

".s a Career in_the Apparel Industry For You?' 16 mm color film, A.I.M.S, INSTRU(‘TIONAL,
MEDIA SERVICES, INC., P.O. Box 1010, Hollywood, thfOfnld 90028.

“1s a Career in the Hotel or Motel Business For You?" 16 mm colbr film, A1.M.S.
IN$TRUCTIONAL MEDIA SERVICES, INC., P.O. Bux 1010, Hollywood, California 90028.

“Is a Career in the Restaurant Business For You?” 16 mm color film, WALMS, INSTRUCTIONAL
MEDIA SERWCES, INC., P.O. Box 1010, Heltywood, California 90028

“Is a Ruailroad Career For You?” 16 mm color film, A.I.M.S. INaTRUCTIONAL MEDIA
SERVICES, INC., PO Box 1010, Hollywoodw€alifornia 90028.

Is & Sales Career For You?”" 16 m:n color film, A.I.M.S. INSTRUCTIONAL MEDIA SERVICES,
INC., P.O. Box 1010, Hollywood, California 900"8

“Insurance Caureers,”” color sound fllmstrup, INSTITUTE OF INSURANCE.

2

"Job Opportunities in Hotels and Mote!s,”” 16 mm color film, UNIVERSITY OF COLORADO, Fort
€ollins, Colorado 80521. - :

. . - -\ .
“Job Opportunities Now, Set I, filmstris series, SINGER, S
Chlcago ||I|n0|s 60614,

“Just a Teller,” filmstrip, LEARNING ARTS, P.O. Box 917, Wichita, K3nsas 67201. ¢

“Lady and the Stock Exchange,” 16 mm color tilm, MODERN TALKING PICTURES FILM
SERVICE, New Hyde Park, New otk -11040. ' .

“Modorn Innkeepers,” 16 min <olor tfilm (20 minutes), AMERICAN HOTEL AND MOTEL
ASSOCIATIGN, 882 Seventh Averue New York, NY 100109.

“Occupations In'S ipermarkets,” slide series, FAIRCHILD VISUALS Dept. O.K., 7 East Twelfth
Street, New Ydrk, NY 10003.

“Opporwunities in Sales and Merchandising,” 16 mm color film, UNIVERSITY OF COLORADO,
Fort Collins, uO]OrddO 80521. :

""Selling as a Career,"”’ color sound tilmstrip, UNIVERSAL EDUCATION AND VISUAL ARTS, 221
Park Avenue, South, New York, NY 10003.

“The Journalists,” 16 mm color film, MODERN TALKING PICTURES FILM SERVICE, New
“ Hyde Park, New York 11040...

“The Onz Man Band That Went to Wall Street,”” 16.mm color filem, MODERN°TALKING
PICTURES FILM SERVICE, New Hyde Park, New York 11040.

“""The Story of Distributive Education,"’ .16 mm color film, MODERN TALKING PLCTURES FILM
SERVICE, New Hyde Park New York 11040. . ¢

""The Voice of Your Business,” 16 mm color film, BELL SYSTEM Local Telephone Company,
Yaur City, Your State.

. INC., 1345 Diversey Parkway, )



“The World'of Marketing & Distribution,”” 35 mm slide series, 'CAREER WORLD, INC 1560 Vesta

., Harrisburg, Pennsylvania 17117 e
"ThdWdrld Is Yours,” 16 mm color film, MODERN TALKING PICTURES FILM SERVICE, New h
Park, New York 11040.

“Tommy Looks at Careers--Trucking,” 18 mm colar fitm, UNIVERSITY OF WYOM!ING, Laramie,
Wyoming.

“Transportation: An Ogean Port,”’ color f|Ims.irip series, IMPERIAL FILMS, INC., 332 South
Michigan Avenue, Chicago, Iilinois 50604, , ’
o
\ “Transportation: Our Railroads,” color sound filmstrip series, MMPERIAL FILMS, INC., 332 South
Michigan Avenue, Chicago,.tinois 60604.

“Understanding Wholesaling,” 3% mrm stides, OHIO- DISTRIBUTIVE EDUCATION MATERIALS
LAB, The Onio State Umvvruty 1885 Ncnl Akue 115 Townshend Hall, ColGmbus, Ohio
43210. \\

“What Do You Want>”* 16 mm color fi;in, Assocmnom S’IERLING FILMS, 856 Third Avenue,
New York, New York 10022,

“Where Do | Go From Here?”" 1€ mra color film, NATIONAL RESTAURANT ASSOCIAT!QN
1530 North Lake Shore Drive, Chicago, 11inois 60610, .

“Why Worlg At Ali?" fitmstrip, GUIDANCE ASSOCIATES, PIeasantvnIIe New York-10570.

"Writing{dareers i Advertising, “Tivmstrip, EDUCATIONALD!MENSIONS LC RPORATION P.O.
Box 488, Great Neck, New York 11022.

“Your Future in Rutailing,” 35 mm shde set, OHIO DISTRIBUTIVE EDUCATION MATERIALS
LAB, The Otuo State University, 1885 Neil Avenue, 115 Townshend Hall, Columbus, Ohio
43210.

~
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, ’ CLASSROOM PRODUCTIONS

Careers Unlimited Cassette Tapes

Ve
unit Number

Career Title

1 {601) 601 ’- 1 Broadcasting
1 (601) 601 - 3 Hotel Motel
1 (601) 601 — 4 Restaurant
s 1(601) 601 - 5 Advertising )
3 (603) }' 603 - 2 fransportation ’;
4 {604) ! 604 - 5 Selling
5 (605) ,.' 605 — .2 Clothing and Fashion
5 {605) , . - 605 - 4 Recreation
] . , IMPERIAL FILME COMPANY *- )}
| ; ’ Career Development Cassette Tapes
’ Account Exzcutve | * Insurance Salesman
{! Actor : ) ; Park Director
i 'Banker/’ Radio Broadcaster
E,, Busrhé 7' Consultant Realtor
. : Buyer . Reporter .

1 g. Commercial Artist

Cost Analyst

. Driver or Routeman
Editor _

Fashion Mode!

PN
-

-5

- !
SIMPERIAL FilLMS COMPANY, INC
332 South M‘@chug;m Avenue
Chucago, Hhmors 60604

" Salesman
r

. Stewardess

Stqckbroker

. 'Théatrical} Agent

. ‘ ,
Wiaiter/Restaurant Manager

-
i

<
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RESOURCE PUBLICATIONS e

At Iy Belieding. Chiartes McGow: HOLT, RINEHART, & WINSTON, 4 suhss("ik‘_jrv of
Cutlintog H‘umh oy f ny System 383 Madison Avenue, New York, New York 10017, -

sty A \,../:w QF Actior And Variety, pomphlet, Ab 'iERI\_,AN A?SOLIATI()I\ F
ARVERTISING AGENCIES. 200 Pork Avenue, New York, New York 10017 '

L e mJTerE« OF INSURANCE - !

-~

l

Boomerg. WA Coreer For T:d.,y & Tomornow hooklet, AMF (\I(,Al\ BAKNKERS ASSO(‘IATION
Eankirg Educator Comimattee, 90 Purk Avenue, New York, New York 10016.

Ol sy Acngeamnt by Quatb and Narting HASTINGS HOUSE PUBLISHERS, INZ., 10 Cust
~103”/57'w’-t, New Yerk New York 10016, ' ¢

Al O Y our O bouk e, \,\)H!() ()IL COMPANY 'NC., Cleveland, Ohio

Corevr b furegtioen Marketing and Discibutive Oceunations AN?&RICAn JOCATIONAL AS
SOCIATION, 115 16th Strect, NW . Wushington, D.C ’
Carver Cpasartumitos Marko tiry Buaness & Office Specalists, by Waggs; J.G. FER(JUSON
COPLEBLISHING (,OMPA'\IY 6 Northv ihchigen Avenue, Gt \l(,ng hinos 60602

Catenr Opprortrstios a0 Service booklet, FORD MOTOR COMPANY Service Training Proq'dms
De Purtrent, Corrson Pliza East, 19855 Quter Drive, l{)edrborn f\«"u.hugan 48124,

Corver dyertid Magazive . 501 Lake Forest Avenue, High Wuod Nhinois 60040,
Carowr Briet, CAREERS PUBLICATIO’\JS INC.*
Corors [ Thee Flargl detlustry, [nu“,;ftl HOCIETY OF AMERICAN FLOR'ST 901 North
Washington Street, Alexandria, Virgrmic 20314, .
woet S Oppentratios o Retadmg paperback, NATIONAL RETAIL MERCHANTS ASSOCI A
T )"u Perwonoed Dwision, 100 West 3’51 Street, New York, New York 10001,

(ONTATE AN /' Prinerty & Luibility lrsurance tmokl(‘., INSURANCE JFORMATION INSIITUTE
110 Wilham Sireet, New Yors, New York 10038.

CCareeen dn The Retal Automaobile Business l);;oklet, GENERAL MOTOR (:QRPOhAT!ON;’D(?UUII,

- M fh«q.: .

Carvers fri Retaiting parmphlet, OMIG STATE COUNCIL OF RETAIL MERCHANTQ 71 [d‘l Siate
%*rm’t Cu'umbus Otio 43215

Carvers For Youti o The Food Industry pam:)hiet, NAT_f‘ONAi_ HESTAURANY ASSOCIATION,
530 North Lak= Shore Drive, Chicago, lHlinois 606 ;

. Coresidor 3 Career I Public Reltions, CH RO?\JICLE GUIDANCE PUBLICATI.ONS iNC.*°

Dircorars Of Ovcapatihal Futles, Vol 1, 11 11l; CHRONICLE CUIDANCE FUBLICATIONS,

Yol

. [
A .

H
i

D: My D Carbor L Log, SCHOLASTI” BOOK SERVICS, Richmond Hiuil, Ontirio.

4

Dostributive Carepr Serw.,, FAIRCHILD PUBLICATIONS" i ¢

P Encyclupedia Of Careers & Volational, Gurdance, by H(,pkv J.G. FERGHSON PUEBLISHING
COMPANY, 6 North Michigan Avenue, Ghicago, Hlinois 606072,

Finding-Yaur Job booklets, FINNEY LOMPAN_Y' U

'
!

e o



F oot Redtnhing My Be The Career For You booklet, NATIONAL ASSOCIATION OF RETAIL
GROCERS, 360 North Michigan Avenue, Chicago, HEnois 60601

Gy Pilaces o Ol booklet, AMERICAN PETROLEUM INSTITJTE, 1271 Avenue of the
Americas, New York, New York 10020.

Guwle T Frimimekang by Pincus;, NEW AMERICAN LIBRARY, 1301 Avenue of the Americas,
New York, New York 10019

Hurahooa Of July Facts, SCIENCE RESEARCH ASSOCIATES (SRA)

Heden Greene, Departiment Store Worker, FOLLETT EDUCATIONAL CORPOPAHON Chucago,
IS

Hello Wyaorld!- Food & LU(/._(///;_I/ Services. FIELD EDUCATIONAL PUBLICATIONS, Atlanta
Georgtd. :

% Up Tor You, INSTITUTE OF INSURANCE. 1 .
Job Scere. Comie Series, FLORIDA STATE EMPLOYMENT OFFJCE, Tallahassee, Flotida.

Jobs 1 Advertising pamptlet, AMERICAN ADVERTISING FEDERATION, 1225 Connecticut
Avence, NW., Washington, D.C. 20036.

Alarketmag Coreers 1o The Jer An Age, CHRONICLE GUIDANCE PUBLICATIONS, INC *

Alathetivy Besearch For Tre High School Student, CHRONICLE GUIDANCE PUBLICATIONS,
ine -t /

The farkeany Story . US, DEPARTMENT OF COMN 2RCE, WASHINGTON, D.C. 20402.

Alodde g Cureorss Glarmowr and Hard WWork, CHRONICLE GUIDANCE PUBLICATIONS, INC.*

Troe Neww Logk e Serveee Statrenns (Actomabiie Service Statieon Atcesdant). CHROMNICLE
GUIDANGCE PUBLICATIONS, INC.

Orcaprational riefs, CHRONICLE GUIDANCE PUBLICATIONS, INC © #
Occupnitzonal Bruefs: SCIENCE RESEARCH ASSOCIATEE)

Occupnitional Goidarige hooklct" FINNEY COMPANY

Occupationd Guide. series, CALIFORNIA DEPARTMENT OF FMPLOYMENT *
Occunational Mlinaals seres, (JHEG(: McGRAWHILL®

Occupational Qutiook Handbook, 1972 73 Edition, Bulletin No. 1700; U.S. Department of Labor,
Burcau of Labor Statistics, SUPERINTENDENT OF DOCUMENTS, U.S. GOVERNMENT
PRINTING OFFICE, Waushington, D.C. 20402.

Occupations And Cireers, by Femqo\d and Swerdloff; WEBSTER.McGRAW HILL PUBLISHING
COMPANY * ’

Or: Thie Road i¥ith The Truckers, CHRONICLE GU!DAT\.CE PUBLICATIONS, INC.*

O;)/.w/r!u/u!w I Thie Trucking ladustry, AMERICAN TRLJCKIN ASTOCIATION, 1616 P Street,
N.W-, dshmqton D.C. 20036.

Opportunmties With Texaco booklet, TEXACO QIL COMPANY, iNC.. tox 52332, Houston,
Tevas 77052, ‘

" Oppaortunuty Is Rotuling booklet, NATIONAL RETAIL MERCHANTS ASSOCIATION, Personne!
“Division, 100 West 31st Street, New York, New York 10004,

Popeye arid Carerrs. Comic Books, KING FEATURES, INC.*
FProyect Loom Unets, FLOR'DA STATE UNIVERSITY ®

(.
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1
<" s Business Of Food Service, CHRONICLE GUIDANCE PUBLICATIONS, iNC.* -

Travel US A US DEPARTMENT OF COMMERCE, Washington, D.C. 70402,
Snic Job For A2 ook senes, WEBSTER McGRAW HILL PUBLISHING COMZ AN Y -
Fodernyg Ocapational Roles York Briefs, SCIENCE RESEARCH ASSOCIATES:

Your Career 1 T Hotel-Alatel Industry  booklet, EDUCATIONAL (USTITUTE OF THE
AVERICAN HOTEL MOTEL ASSOCIATION, Kellogg Center, East Lansinyg, Michigan 48823,

Y o Futors Corecrs g Consumer Fimance bookiet, THE NATIONAL CONSUMER FINANCE
ASSOCIATION, 1000 16th Street, NV, Washungton, D.C. 20036.

Your dot i Destrbation, by Besumont and Lengan; GREGG McGRAW-HILL PUBLISHING
COMPANY™

L%

4

*See succeeding pages for specific itles and/or addresses of resources
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CAL!'FORNIA DEPARTMENT OF EMPLOYMENT"

-

‘Occupational Guides

- .
Title of Publication
Admumnistrative Services Manager Real Estate Salesman
CldimS,AdjuSIL’f' © Retail Store Manager
. Contract Adnunistrator Sales Clerk
Creait & Cotlection Mangger o ' Salesman, Building Materials
Display Man o Salesperson
. Display Man, General Merchandise - Salesperson, Cosmetics
Food Clerk ) . Salesperson, H.ardware '
Grocery Checker Saiesper—son, Home Furnishings
Grocery Product Salesman Shipping and Receiving Clerk
Hotel Manager ' : . Sign Painter
Management Trainee Stock Clerk
Model ‘ Retail Buyer
’ Purchasing Agent , Traffic Rate Clerk

. Quality Control Manager

=y

W
*Ca-forma Dept. of Employn ent

. g0 Copitot Malt N
Sacramento, Cuhf. 95814

’ ' 301

291

ERIC

Aruitoxt provided by Eic:



CAREERS PUBLICATIONS, INC.”

Career Briefs

Advertising-Space Salesman
Advertising Workers -
Bank Careers

A . Bank Teller .

+ . Buyer

Cushier

Credit Manager

Department Manager (Retail Trade)

Devartment Store Receiving, and Related Occupetions

Display Man

Drugstore Salesperson

Fcod Service Supervisor

Groucery Checker

Hotel Managers

House to-House Salesman

Insurance Clerks " .

Junior Execu.tivesJ

Manaygers, General

Meaterials Handler

Proofreader

Pubiic Relations Nan

Careens Pubhcaticne fnc

Largo Fh)';_(h: 373530 2

™

302

ERIC

Aruitoxt provided by Eic:

Purchasing Agent
Radio-TV Broadcast-Time Salesman
Reat! Estate Appraiser

Real Estate Salesman
Restaurant Hostess
Restaurant Manager

Room Clerk

Sales Clark .

Salesman, Automobile
Salesman, Grocery Product
Salesmar, Hardware

Rales (Market:ng) Manager

‘Salesperson {Reotail)

Sales Promotion Mahager
Securities Saiesman

Stock Clerk

Supermarket Manager
.Vending Machin: Routeman
Wditer-qu;ress

Whotesale Salesmaon



FAIRCHILD PUBLICATIONS, iNC.*

Distributive Career Series

Student Career Manuals

=t

Distnibution and Distributive Careers
Working In A Store

Working 11 A Service l.ndustry
‘Working For A Wholesaler "

Working in The Transportation Industry

2

Career 35/an11 Shide Se?:es

. _ .
“Careers In the Department Store™”
“Cureers I Food Mer&handising”
“Careers In Hdome Furnishings'
“Careers in Service Stations”
“Careers In Fashion

“QOccupations in Supermarkets’

*FAIRCHILD VISUALS PUBLICATIONS
Department O K,

7 East Twefth Street

New York, New Yok 10003

Py

: 303

. : 293
ERIC '

Aruitoxt provided by Eic:
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Aruitoxt provided by Eic:

-

3

CHRONICAL GUIDANCE PUBLICATIONS, INZ.*

Dccupational Briefs

ki

Number Titte
251 Actobiat & Avtialing
205 Actor B Actieg)
54 Asmguneet (Battio & Trirysion)
L) By .
355 Credt Aqalyst iBank ngi
266 ‘Cvo'(hl Mutrages S
379 1 Department Sihee (')u..x)‘,xrun‘,
204 Dise dockry
249 Ernploygient Supercy sor
63 Exeiutive Hoosekeeg
PR Fashion (Desiqe,
260 T Frong Divsaaner
16 Cras DYevtnibig o Qe g et o
Gnm Incararer foctatey Coancrs an o w
20 Fateror D e
DD Job Aty
1 Jaaron B ve
213 Lot Uheodtenws T
AN DA IR i R b K
Iy} Motha
)] M e Tt e
A P e,
RARYRS £ et ; Lot
S
Y Py :r'\-"«”, o
R SR

Number

172
167
428
360
309
14
92
100
1H
133
#
1306
ar7

HY

07
2706
267
521
/3
I
SRR
mnyH
Y OF
A
1/

CCHHONICAL GUIDANCE PUBLICATIONS, INC.

PAaang, Neao York 13118

294
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b s

Title

Pubsiic Relations Man

Purchasing Agent R

Radho & TV Broadcasting Industry
Racho & TV Pioduction Occupations
Radio & TV Yune Salesman
Raslrosd Transportation industry
Recreation Leader (Director, ‘ ,‘
Restaurant Manages

Sules Clerk :

Salesman, Automaotie

Satesman, Genergl (Retald & Wholesate Trade)
Satesman House to Houwe (Diect Sell)
Satesman, Manufacturers'

Sateamiar:, Real Estate

Satesman, Wholesale Trade
Sean Wrier (Hand)
Sapermarket Manager

Taxe Diver

Teltier tBanking)

Theatee Managqer

Tokor Agent

Trathic Nanager

Tiavet Counaelon

Troek [3oover

Warter (Wartreas)




FINNEY COMPANY* »
Finding Your Job Booklets

Job Title

Job Title Uit Vol No . Unit Vol No.
‘Arrtines Parter 2 Y 9 Hotel Houseman 2 v i
Airport Lie Bay 4 M 11 Hotel Maid 1A I 5
Bukery Goods Wrupper ’ House Mover's Helper 2 v 8
and Packes 4 | 9 fce Skating Rink Helper 6 Vv 5
Bukery Shipping Room Labeler Packer
Helper 3 v 4 (Paint'Factory) ) v 1
Buhery Stock Man 3 v 10 Locker-Room Attendant 3 it 1
Bedlboy 1A REN 7 Moving Van Loader 1A Voot
B Buy 5 V 5 News Vendor 2 | 4
Bottie Lsheter ° 4 | 2 Newspaper nserter 4 1 3
Boux Pucker ' 3 vV 6 Order Filler
Boxcar Unluager 6 . {Cosmetic industry) 5 It 10
Bread Loat Rucker , Packer and Wranper 2 Vv 3
1Bakeryl 3 1 3 Puper Sorter and Counter §) v 11
Busbuy 1A " 7 Parking Lot Attendant 1A i 8
Button Grader 6 141 5 Passeng®r Etevaton
Cardie tnsphector and Operator 1A I 1
Pocker 3 ! 5 Powder Rootm Attendant 1A i1
C.rdy Inspector 3 I 1 Raw Material Handler 6 ] 5
Cundy Pucker 1A v 7 Recewving Clerk's Helper 4 i 6
Car Hup . 2 ¥ ? Redcap z 12
Cur LoTMun 1A i 6 Rental Service Belper 5 Vv 8
Car Runner 6 | 1 Resort QOperator’s .
Cuarnwve! Ridde Operator 2 10 Helper 5 N 3
Curton Assemblo 3 v 5 Room Steward q v 7
Corton Stripper 3 11 g Servicn Gnerator
Ctvekroos Atterxiont 3 v L7 (Laundry) 3 v 3
Contest Entry Checker 3 v -9 Service Station Attendant 1A Y 6
Department Store Porter 2 .V 7 Shuppmg Clerk’s Helper 14 I 10
Dockman (Fruit Company) q 1 4 Signboard Bitiposter 3 Y 1
Drwing Range MHelper 3 V 1 Stock Clerk’s Helper
Flonsts Helpar LA Vo112 " (Department Store) 4 110
Food Vendor 2 I 3 Supermarket Stock Boy 1A v 12
Forktift Truck Operator 2 i 1. Theater Usher 1A tH 4
Gaft Wrapper 3 12 Tray Packer (Airtine
Guif Course Warker 2 v 2 F 2od Service) 1A v 2
QArader (Cannery) 3] Y 5 Warehouseman’s Heiper TA- 12
Grain Sampler H vV 10 Wholesale Jewelry
* Hamdbill Passer 4 v 5 Worker 3 i 5
Hobby Shop Helper 0 i 1 Zoo Attendant 3 P12

TFINNEY COMPANY
AMinneapols, Minnesota 55426

¥
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FINNEY COMPANY * _
Occupational Guidance Booklets
Occupational Title Unit  Vol. No. Occupationa! Title Unit. Vol. Nol
Advertising ‘ Chain Store Munayer 1A i 7
Copywriter 3A 19 Chamber of - ’
Advertising Commerce Manager 3A Vil 8
Loyout Artist B} 3A 16 Check Qut Clerk 1A i 5
Advertising Chiet Steward 4 v 10
hanager 2A 17 Chuna Shop Manager "5 VI 5
Advernusing ' Claims Adjuster 2A Iv 13
Media Director 2A voo16 Commercizl Artist 1A 7~ | 8
Advertising Cor perison Shopper 5 i 12
Production Assistant 5 i} i Comy =roller 4 15
Advertising Sohcitor 4 il 7 Copyreader. Newspaper 2A i 15
A Trattic Cuntroller 3A Y 4 Copywriter, Retanl 2A v 3
Airlime Freight Handler 4 Vio1e Cri:dit Analyst 5 17
Airling Reservalicinm 2N vV o i2 Credit Authorizer 2A i 8
Arline Station Agent A I 7 Cre-tit Collection Man 2A \Y 2
Airtine Stevaat dess A ] 3 Credit Manager 1A 1V 9
Agent, Life Insuranee 1A - VI 4 Customs Inspector 2A \Y 5
Agent, Literary T4 vV ' 18 Debt Adjuster 4 v 10
Agent, Livestouk - Department Store Buyer 4 i 18
Comimission 1A \ 1 Designer, Package 4q \ 6
Agent, Unwn Businiess 2 i 2 Zining Room Hostess 2A i 7
Apntiance Store Manager « - 2A it 3 Dise Jockey (Radio ,
Assergsor 3A Vi 4 Personality) 3A 20
Ausionesr 4 v 12 Dispatcher, Freight - 3A vl 13
Lauditor, insarance 3A Vil 1 - Display Artist 4 Hi 1
Auomobile Salsman 4 R Driver, ‘
Automotive Parts Mat: 3A Vi 7 ~ Defwery Service ’ 5 Vil 3
Bani, Teller 4 12 Dry Cleaning
Bun= Trust Otficer 4 Vi 7 Shop Manager 1A 110
Hanker, Tivestment A VI 12 Editor. Buok 2A it 12
300 e Operator 3N 1 8 Editor, City 4 13
Boveiing Lanes Manage 4 N 8 Editor, Food ] 5 Vil 2
Broker, Custom Huuse - 4 vili 2 Editor, Greeting Card 5 1 9
Broker, Fuud 1A AV 19 Editor, Industrial 2A I 18
Bus Uriver 2 11 Editor, Labor Press 3A 1 7
Business Beporier 4 \2 1¢ Editor {Newspaper),
Cafetera Manager TA Vill 16 . Makeup L 2A \Y 7
Coap Duector 4 \'1 ) Editor, :
Cannwry Fretdman 3A v 19 Weekly Newspaper 1A Vi 7
Cashuer 1A vl 11 Editor, Women's News 2A Vil 20
Cuatadog Order Clotk 5 v 15 Editorial Assistant 5 Vit 10
Catsion Wit 3A Vil 19 Editorial Cartoonist 5 Vii 13
G Store Bryer, A VI 17 Estate Sale Conductor 4 vV 15
306
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FINNEY COMPANY*
Occupational Guidance Booklets
(continued)

Occupational Title Unit  Vol. No. Occupatiohal Title Unit Vol. No.
Fashion Coordinator 5 Vv 9 Insurance Auditor 3A VI 1
Fushicn Model 3A I 15 {nventory Supervisor 1A viie 12
Fashion Sclecwoman 1A Vit 10 Investment Banker 2A Vil - 12
Fashion Writer 3A [ 1 investment Couvnselor 1A Vil 16
Federal Food and Jeweler 1A i 14

Drug Inspector - 34 [ 5 + Kennel Operator 3A v 18
Feed Ml Manager 1A VI 7 Maifing List Compiler 2A I 1
Feed Store Operator 34 il 14, Manufacturers’
Female Rudio or Tele Representative 1A VI 8

vision Commentutor 5 | 10 Market Research
Film Rental Clerk 3A vl 19 Analyst * 1A vi N
Fire Inspector 3A 1 9 Market Research
Fire Investigator “~ 3A (8 6 Interviewer 4 i 19
Floral Designer 5 Vi a7 Meter Reader 3A Vit 17
Florist TA vl © 9 . Mot Manager 4 AY, 4
Food Checker 2A IV 2 Moving Van Driver 26 VIl 12
Food Demonstrator 2A Vi 6 Music Store Clerk 5 ] 6

“IFrewght Dispatcher SA v 13 Music Store Owner 5 Vit 17

Freight Solicitor 1A Vil 8 Newcomer Greeter - 2A Y 6
Fund Ruaising - Newspaper Circulation

Director 2A Vi 7 Supervisor . . 4 v 7
Furniture Store - Newspaper Columnist 5 ACE V)

Operator 5 \Y 5 (Newspaper), Telephone .
Gift Shop Manager - 4 Vi 9 Ad Taker 5 Vil )
Golf Course . Paper Tester 5 Vi 14

Superintendent 4 vo17 Pawnbroker 4 Vi 13
Hardware Store Personal Shopper 5 4 18

Munagyer 1A v 5 Petroleum Salesrman 3A . Vill 18
Head Wiiter 5 in 7 Private Club Manager 4 vir 13}

IHobby Shop Manager ) Ht 20 Proofreader 1A v 3

Hotel Housekeeper 4 - 3 Public Relations
Hotel Manager 4 Vil 17 ~Acrount Executive 2A A 4
Hotel Purchasing Public Relations ,

Agent 3A Vit 1M Director 1A vV 19
Hotel Room Clerk . 1A [ 6 Fublic Relations
House Mover 4 Vil 8 Writer 5 \ 3
Hlustrator, Fashuor 4 I 20 Purchasing Agent 1A .. VII 3
Hlustrator, Magazue 5 in 1 Purchasing Agent, '
trmoorter, 3A V 14 Hotel 3A Vit 11
Industriai Traffic Purser, Ship’s 34 VIt 9

Menager 1A Y, 3 1 Rudio Announcer 1A vl 9
Intormation Desk Clerk 2A .9 . Radio or Television '
insuronce Agent, Life 1A Vil 4 Commentator, Female 5 i 10
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FINNEY- COMPANY -
Occupational Guidance Booklets
' (continued)
Occupational Title Unmit Vol. No. Occupational Title tinit Vol. No.
R.dw and Telévision Ski Resort Operator 5 vV 20
Contindsty Direetos 5 i 19 Smalt Loan
Radio Television ' ) [ Company Manager 4 il 16
News Drector 2A Vit 17 Sporting Goods -
Redio or Television i - Manager 3A Vv 1]
Program Director 1A Vil G Stewardess {Airling) JA [ 3
R,uiroad Conductor 1A Vit ¥ 4 Stozk Clerk  _ 1A | 19
R.utroad Industrial : Stock Trunsfer Clerk 2A \Y 8
Aqent 2A Vii UV Supermarket -
Radlroud Station . Matiager R VITT
Agent . 2A e 10 Taxical, .

“IRGT Clerk 1A ion Dispatener 3A i 2
Rual Estute Appraser 3AT 17 Taricab Driver 3A- . VI 6
Real Estate Closer . 2A i & Technical . .l
Real Estate Manger 1A Vi 18 IHustrator TA. e 4
Real Estate Satesman 2A 1l 6. Technica! Writer 1A ! 2
Recieational Services Telephone Service .

Director - A v - 1 Representative * = 5 Vit 13
Reporter, Business 4 Vi 10 Theater Manager 2A VY 13
Reporter, Newspaper 4 i 4 Theatrical Agent 3A Vi 9
Resort Operator 5 110 Tourjst Guide ' 3A 1 3
Restaurant Manager 2A I 9 Traftic Manager,a '

Sites Manager, Wholesaie 4 viil 4 Industrial ' 1A v 3
Sulesman, Automobile 4 I 19 Train Dispatcher 2A Vil 1
Salesman, Farm - Travei Agent 2A { 5

Eqguipment 3A vV 17 Underwriter,

Salesman, Petroleum 3A  viir 18 Casualty 2A no1n
Salesman, Radio nr T Vending Route

TV Time. 3A I 18 Operator 4 I 8
Salesmar:, Real Estate 2A i 6 Waitress - 24 IV 16
Salesman,” Retail 1A VI 5 Warchouse .
Salesman, Specialty 1A . VI 11 Supervisor 2A v 7
Salesman, Surgical Wholesale Sales
© Supp.y 2A vV 18 Manager 4 Vi
Salesman, Wholesale’ 1A v 7 Wholesale Salesman 1A IV
Saleswoman, Fashion. 1A Vit 10 Window Decorator 1A A2 B
Service Station . Women's Apparel Shop . :

Operator 1A 19 Manager and Buyer 1A Viir 2

"FINNEY COMPANY

Minneapohs, Minnesote 55426
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éREGGxMcGFAW-HILL PUBLISHING COMPANY"*

T - ‘ - Occupationat Manuals and Projects in Marketing LT
. . A
For Teachers: Reference Only o
Manual Nurnber = Occupational Manual Project Title
i ; ) Marketing. Research '
- * L 7
2 Product Planning .
3 Buying and Pricing
A
4 - . - Physical Distribution * _
5 d Basic Sulesmanship
6. Creative Selling
7 ’ Advertising .o L.
8 - Display and Promotion ' \
9 - .Cust_omer Services - ax
) 10 ° Wholesaling
- 1. " . . Communications in Marketing
. . . .
12 . Mathematics in Marketing - W
S 3 T Psychology and Human Relations in Marketing
' 14 . o T%,Economics of Marketing
15 . . - Organization for Marketing
16 . ' _ Data Processing in Marketing -
17 - N - . Careers in Marketing
- . . .
L ¢
. ) f
"GREGG/McGRAW HILL PUBLISHING COMPANY =
World Headquarters ‘
330 West 42nd Street
New York, New York 10036 ‘

for contact the reqional otfice Setving youi area) . ) ¢
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GUIDANCE CENTRE*

Career Publication

4 .

.

. Advertising Copywriter : Manager or Exécutive s s s ey
Bank Manager ) Merchandise Buyer . ,
Clothes Designer : ) Pugchasihg Agent ‘ ) S .
‘Hotel Clerk o Salesrnan ‘

"GUIDANCE CENTRE
371 Bloor Streer West
Toronto 5, Ontario

_ THE INSTITUTE FOR RESEARCH®

- Title of Publication
Career Qpportunities in fdvertising for Men and Women
Curoeers it Credlit Departmenis—Retan, Banks, Finance, Business
Cuareers in Food Products Distribution '
Grocery Store Operation and Supermarket Mnnagehent—--Careers g
Retail Selling as a Career
Career as a Merchandise Buyer in Retailing
Merchandising as a Carzer ' )
Careers in Hardware Retailing
“Gareers in Furniture Stores and Furniture Store Management
Modern Salesmanship as a Career - .
" Life Insurance as a Career )
Real Estaté and Insurance Business as ‘a Career ) ' B ' .
Real Estste and Building Management as a Career
Real Estate and insurance Business as a Career

Careers in \Wholesale Merchandising and bistributioﬁ s

"THE INSTITUTE FOR BESEARCH -
537 S. Cearborn Street ’ 3 U U
o . Chicano, Nlinois 60605

s
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KING FEATURES SYNDICATE*

N Career Comic Books

P(':Speye and Marketing and Distributio’n Careers
Popeye and Transportation Careers
Popeye and Communications and Media

_Popeye and Hospitalisy and Recreation

"KING FEATURES SYNDICATE !
<235 East 45th Street -
New York: New York 10012

] ‘ PROJECT LOOM UNITS®
’ Careers in Marketing

Air Traffic Cor sroiler
Ajriine Stewardess )
Apartmi_ent Manager
Bank Teller

Cashier

13

,Dex’)artmem Store Buyer
Fashion Buyer

Fast Food Service Worker
Florist

Food Store Worker

Gift Shog' Owner ‘Manager
Guide

Jeweler .

"PROJECT LOON. UNITS
Lesrner-Oriented Occupationai Materials
The Fiorica State University ’

415 N. Monroe St.. Room 510
Tallahassae, Fic:ide 32301

Popeye and Manufacturing
Popeye atd Public Services
Personal Services

eye and Business and Office

>

Newspaper Advertising Worker
Pet Shap Manager

Radio Announcer

- Restaurant Manager

Retail Fish Market Manager
Salesperson

Service Station Operator

Sign Painter

Stock Clerk .
Taxicab Driver

Truck Driver

TV Announcer

TV Cameraman: News Reporter
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SCIENCE RESEARCH ASSOCIATES® = - -~

Occubationai Briefs
(Grades 9-12)

Number Titie Numbyes Tile :
02 ACTOrs and Actresses 230 Generol Merghandise Salesciethe
29 ACtuit es 13° Hote! and Matel Workers
371 Advertiang Acccunt Exvcutines 313 Hatel Managers
361 Adver tising Copywiitens 237 House-1o-House Salespeente
03 Advertisirg Workers 53 tmport & Export Workers
120 “Authine Stewardesses 238 insur ance Adjusters ‘
298 ] Actine Trattic Agerts & Clerks 118 Insurance Agents
111 At mob i Salesmen S intenior Designers & Deccrators
36 .} Bark Otticors a3 Monagers, Theater B
Tt Bank Vvorkers 2a Managers, Traffic ™
317 Bashoys 13 Manufacturers” & Wholesalers” Salesmen
‘ 283 Bunvets 210 Marhet Researen Wotkers
383 Catorers ] 167 Maodels
332 Coockers, Frod St 257 Motion Picture Protducers & Directors
382 Crorin, Shonpnng 134 Pursonnet Workers
. 81 Crunint Cotivgrors a7 Purcnasing Agents
43 Crodit Workers 280 Rathio & Televiscon Annourcers
232 [SINEEENN 347 Radic & Television Time Suiesmen
T Depirnm 1¢8 Rea! Estats Agents .
. Desig { 364 Rea! Estate Apprassers”
233 Dy dogiey s R Restaurant Manage:s
23 Do, Voo Ry 319 Retard Clothing Satespeopia
3 Do ' e Saivsmen. Securities
. 57 Do, Lona D osnan: i 372 Serv.ce Representatives for Ut lities
Rl Eemiiy et Soeipe 10 S f =0 Seoryee Statior Workers
32| Fatmen D g i 353 ] Stochk Clerks
232 Foeegte i 120 Travet Agency Workers
17 Foont Stome oo { 257 Warters and Wa tresses P
352 l Fand Ranees l 30 Warehouse Workers :
. .
Job o Family Series .
Jobs in At Pubiishing
Ciericat \Work Setling
Qutdoor Wors Unusua!l Opooriunities
CPerforming Arts . -
Lok Experience Kits
Vigte Narager . Selesman Truck Driver
sz A,
3i2 : ’

O
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SCIENCE RESEARCH ASSOCIATES®
Widening Occupational Roles Work Briefs

: ‘ (CGrades 6-9)

Tearten Totie Numbwer*

[P Ad ity o g, e 145

4 Aty Acveant Eaetutes 157

L At g oy e e 153
i A Tia®c Caontilae 1¢5-

e A Digpater 170

137 St b NOow grCotoaes 171

) At TN AG s 172

o Avnceeers o 3l Terey o 1€8
20 Anarrert BuodNog Vondgers 14,

RIS Ao vaers, Real BE\ute 20

§ 22 A proavetete Sadegsten L3
} Atomistan Parse §dvanen 157
; . NN ) 281
: “5 e g : 33'!
P ENGINR SIS " 07
3. 589

5. ) 213

. 3 HEEIVY 287
2 ' 263

oF 257

Coar ors 2€8

’ 274

. 27
277

i 280

a 283

) 30

b - 288
33

T2C b 38

AN . 37

N Econg™ s 371

A Ed.tare’ As : iy

Cd rars Book 158

Ext 238

EneCumus Houseseenng 297

F. 302

. Fi 3ig
Fimeszs 328

Food Store uries 91

"37 338

137 oy . 136

A 321

kS

Tl

Gt Shep Owners and Monagess.
Hotel and Motet Mgnoge:s

Haote! and Maret \Workers

Ancustraal Retavons Woike:

tasurance Adiusters

Insurance Agents

tosurance Cledks

Litetsry Agents

Vanagers, Auport

AManagers, Apw tment Baacong
Viugers, City .

Vieneaers, Hotel and \Tate!
Aanegers, Restaw ant
Aanagers, Stoe

Manaaers, Trati

Narkst Research froten ovei
Models

Proctuct Dermemstre o
Prootreaders

Pubhic Relations Woraers
Purchasing Agenty

Real Estate Agents

Real Estate Appraerns
Ruecreation Workers

Repor ters

Rirgtemen . :
Routemen, Automet ¢ Vindeng
Salesmen

Salesmen, Automoh.le
Salesmen, Auytomatve Parts
Salesmen, Manutaciurers
Saiesmen. Radia TV Time
wsopeepie. Denurtment Sare
Salesprople, Mouse 1o House
Satesmen, Secu-ties

Service Staton Warkers
Sa:oping Clerks

S:ock Cierks

Taxt Srogars

Trzvei Agents

Truck Drovers, Long Distanos
Warters and WWa e
Woriters, Free Loanes

Writers, Tochacs

/*\
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VOCATIONAL GUIDANCE MANUALS®

Title of Publicatic -

' Opportuhitnes in Advertising Carcers

Opportunities in the Hotel and Motel industry

Opportunities in Sales Careers

Opportunities in Life insurance Selling

"VOCATIONAL GUIDANCE MANUALS
235 East 45th Street
New York, New York 10017

-—

WEBSTER-McGRAW-HILL"

wWner Job For RMe Book Series

Joe the Retail Salesman

udy the Weitress

e

Ned the Taxicsb Drver

: 18 Ten
NICR INE SVsiter

‘
-

Pate tha Service Station Artendant

Q .
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U.S. DEPARTMENT OF LABOR™

Empioymient OQutiovk for Advertising, Marketing Research, and Public Relations Workers

Emplaymerit Outlooh for Automebile Service and Sales Occupations

-

Empiayment Outloox for Hotel Occupations

°

Empiloymernt Cutlaok for Insurance Gceupations

Employment Outlook for Purchasing Agents and Industr.al Traffic Managers
Empioyment OutlooA for Resl Estste Agents & Brokers

Employment Outlook for Restaurant Occupations

i 3 : . .
Empicymert Outlovk for Siiesmen and Ssleswomen in Retailing » Wholesaling, and Manufacturing

Emmnioyment Qutlool for Securities Salesinen

CEnpiavenenr Owilool for Sclesmen in yWYholessle Trade

S SEPARTMENT CF LABCR
oy nent Service Division
aton, T C.

s
(=)
=
el
.

IASTa s

O
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GAMES RECOMMENDED

Caonrmmercial Games - Publisher’s Name
8ilionaire - “Parker Brothers
Boss b
Careers "
Dealers’ Choice "

Dig _ "
\asterpiece "
\Monopoly . .

Prohe "

Quibic "
Touring "
Concentration “Miiton Bradley
Easy Money "
Happiness
Hollywood Sauare "
Jeopardy "
Passwora " .

Who, What, Where

“Lottery ’ Salchow & Rigbrer
RSVP " -
_Scrabbia o

CaZsar™ 3-M Cempany
=g~ Bl ”

\'eniure "

Sioch Market Avalon Hill Company
Sheoning Cantar Creative Pizythings
Yieoney Cand Schaper

Ac Lt Lowe

jumior Executive : VWhitman

v

helr
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NAMES AND ADDRESSES OF SOURCES

A I MS. Instructional Media Services, Inc. Associated Business Publications

P. 0. Box 1010 = . ‘ 205 East 42nd Street

Hollywood, California 90028 New York, New “York 10003

Amercan Advertising Federation Association of American Rairoads °
122% Connecticut Avenue, N.W. 830 Transportatior. Building ’
Washington, D. C. 20036 Washington, D. C. 20006

American Association of Advertising Agencies Assoctation Instructional Materials
200 Park Avenue ' 600 Madison Avenue

New York, New York 10017 New York, New York 10022
American Bankers Assouiation Association Steriing Films
Bank:ng Education Committee : 866 Thirg Avenue

90 Park Avenue . New York, New York 10022

New York, New York 10016

Bowrﬁar; Inc.
The American Economic Foundation 622 Rodier Drve
51 East 42nd Street. Glendate, California 91201

New York, New YorR 10017
' W The Bureau of National Affairs, Inc.

American Express Company ‘ BNA Films

65 Broadway 5615 Fishers Lane

New York, New York 10006 Rockville, Maryland 20852
American Heritage Center Business Book Company
Harring College 159 Emerald Green Couit
Searcy, Arkansas 72143 St. Louis, Missouri 631431
American Hotel and Motei Association _____, Business Education Films
888 Seventh Avenue 5113 16th Avenue

New York, New York 10018 Brooklyn, New York 11204
American Mzanagement Association, Inc. ' Career World, Inc.

Film Depariment Curriculum Innovations, inc.
135 West 50th Street o 501 Lake Forest Avenue
=New York, New York 10020 Hignwood, !linots 60040
Aw»eriéan Petroleum Instituze Careers Pubiications, Inc.
1271 Avenue of the Anericas - Largo, Florida 33540

New York, New York 10020

, . o Carousel Films, Inc.
American Transit Association 1501 Broadway Avenue
815 Connecticut Averuie, NV, ) New York: New York 10036
Washington, D. C. 20006 ) :

. . o Cramber of Commerce
American Vocatiorial Association Audo-Visual Services Depzriment
1510 H. St., N.W. _ ‘1615 H. Street, N.W.
Washington. D. C. 200605 Nashington, D. C. 20006

-
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Charies Cahill and Associates, Inc, Farm Film Foundation

P. Q. Box 1010 1425 H. Street, N.W.

Hollywood, California 50028 Washington, D. C. 20005

Chronicie Guidance Publications, Inc. " Federal Reserve Bank

Moravia, New York 13118 .- See your nearest Federal. Keserve Bank
Ciassroom Film Distributors, Inc. Fiim Associates of California

5620 Hollywood Bouehard 11559 Santa Monica Boulevard
dollywood, California 30028 Los Angeles, Catitormia 90025
Classroom Productions, inc. . '

Fitlmstrip Houwse, inc,

851 College Parkway at McGregor Boulevard 132 Park Avenue South

F1. Myers, Florids 33901

= New York, New York 10C16
Ciose Productions ) Finney Company
I 1 Hea') 31y
P. 9. Box 2358 3350 Gorham Ayvenue
163 San Carlos Bouievard - )
i Fort Myers Beach. Floride 33931 Minneapolis. Minnesota 55426
Colomial Films, tnc. . Fortune Films
752 Spring Street, N, ‘ Tirme and Life Building
Atlanta, Georaiz 30308 New York, New York 10020
3 « .* N -~ .
Consumer Union Fiim Library Genera! Motors Corporation
267 West 25th Street Public Relatons Sta'f ,
New York, New York 10001 .~ Fim Library
_ Generat Motors Building
Caronet Instr;cnonc! Films Detroit, Michigan 48202
Coronsat Building
65 East Zouth-Water Straet Guidance Associates
Cnicago. itlinois 60630 C P. Q. Box 5

- o 25 Washington Avenue
‘:dJCdllOﬂEi O mersions Comoraton Plezsantyille, New York 10570
P. 0. Box 438

Great !\ec&, New York 11022 inw_;\eria[ F“ms' Inc.

332 South Nichigan Avenue
Chicago, llinois 60604
tmzarial Productions, Inc,

- . . - . 2 ‘asgt urt

Encyclopaadia Britenmica Sis, ing, 347‘“85 Cl?;‘.l C. 0201

1500 Witmette Averus Karkakes, lHirois 60201 .

w

Vaimetis, Hincis €0091

Educationa!l Productions
5328 Willow Way

SRaytown, Missouri £€47338

ndiana University

Eve Gzte =ouse, inc Audio-Visuzl Center,
146-C7 Archer Averua Sloomington, indians 47407
Jamazica, New York 1745E N . ' .
. Industrial \Management Society
. Farghi'd Publications c'o Nocern Tetkimrg Picture Service
7 Ezst 1Zth Strest 160 Ezst Grand Averus
New Yorx, New Yorw 100G3 Chicage, illino's 80611 ’
. 318
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Insurance Information Institute ) National Association of Wholesaier-Distributors
110 Withiams Street 1725 K Street, N.W.

New York, New York 10038 _ . Washington, D. C. 20006

Instructiona!l Systems Associates ~  National Consumer Finance Association
P..0. Box 1379 701 Solar Building
.Wichita, Kansas 67201 Washington, D. C. 20036

International Film Bureau National Restaurant Association

332 South Michigsn Avenue 1530 North Lake Drive . »
Chicago, 1itinois 60604 Chicago, Illinois 60610

International Paper Con‘x‘panv National Retai! Mercharts Association
220 East 42nd Street ‘ Personnel Division )
New York, New York 10017 .- - 100 West 31st Strect

i . _ New York, New York 10001
Investment Bankers Association of America

Education Dedarteiznt National Security Traders Association
425 Thirteenth Street, N.W. O. T. C. Information Bureau
Washington, D. C. 20004 342 Madison Avenue

New York, New York 10017
investment Company Institute
61 Broedway New York Life Insurance Company
New York, New York 10006 51 Madison Avenue :
’ New York, New York 10010
J. C. Penney Company, Inc.

Educaticnal Relations Department Ohnio Distributive Education Materials Lab
1301 Avenue of the Americas Ohio State University
New York, New York 10019 1885 Neil Avenue

. Columbus, Ohio 43210
Joint Council on Economic Education :

1212 Avenue of the Americas ' - Pathescope Fims, inc.
New York, New York 10036 - 71 Weyman Avence

New Rocheile, New York 103802
VicGraw-Hitt Sook Company

Text-Fiim Division . Raynolds Metals Company
327 West 41st Street L P. 0. Box 27003
New York, New York 10036 Richmond, Virginia 23216
Merchandiser Film Productions ‘ Roa-nd_iabie Films, Inc.
£18 Perx Avenue South - 321 South Beveriy Drive
New York, New York 10016 Beveriy Hills, California 90212
Netional Association of Manufacturers Scierce Research Associates, inc.
Fiim Burezy ) Industrial and Specia! Education Diyision
277 Park Avenue 259 East Erie Street
. New Yuork, New York T0017 Chicago, Hliinois 60611
fiaziowal Association of Retail Grocers Sears Roebuck and Company
380 North \ichigan Avenue - Public Reiations Department
Chicagoe, iliingis 62601 Chicago, itimois 60611
309
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Society for Visual Education, Inc.
13.45 Diversey Parkwayr
Chicago, lllinois 60614

South-Western Publishing Company
5101 Madison Road
Cincinnati, Ohio 45227
tor contact the regional office
serving your area)--

Stanton Fiims
7934 Szants Monica Boulevard
Los Angeles, California 90046

Sterting-Movies, Inc.
43 \West 61st Street
New York, New York 10023

Storyboard, inc.
165 East 72nd Street
New York,.New York 10021

Un:ted States Bureau of the Census
Department 0f Commerce
Washington, D. C. 20233

Urited States Department of Agriculture
Office of Information

fRadio 3nd Television Services
\Washingten, D. C. 20250

United States Department of Commerce
Weshington, D. C. 20402

Urited Woria Free Fi'm Service
5023 N. E. Sandy Boulevard
Portiand, Cragon 97213

University of Celifornia
_Zxtens-or Media Center
"2222 Fulton Street

Berkeley, Caiifornia 94720

Unriversity of idaho

Audo Viseal Center
Rloscow, 1dzho §3843

University of Michigan
Television Center

310 Maynard Street

Ann Arbor, Michigan 48108

University of Minnesota
Audio-Visual Educatior Service
29 Wesbrook Hall

Minneapolis, Minnesota 55455

University of Southern California
School-of Performing Arts

Fiim Distribution Center
University Park

Los Angeles, California 30007

University of Texas at Austin
Instructional Materials Services
Division of Extension

Austin, Texas 78712

University of Washington
Audio-Visual Services
Room 114, Lewis Hall
Seattie, Washington 98107

“Visual Educaticn, Inc.
1425 H. Street, N.W. -
Washington, D. C. 20005

3 M Company

Visua! Products Division
2501 Hudson Road

St. Paul, Minnesota 55119

VWashington State University
Audio-\hisual Center v
Puliman, Washington 99163

Vebster/McGraw-Hill Publishing Company
World Headquarters

330 West 42nd Street

New York, New York 10036
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