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SUMMARY .

A study to identify the basic competencies required by Marketing and

-

Mcerchandising graduates necessary to obtain job cntry?lcvcl cemployment

. - . - ‘
N » /miwﬁs conducrcd by Souxﬁwosr Wiscénsin Vocational-Technical Institute from
April to July, 1976. . “ . |
Nincty surveys wcié mailed to éraﬂuhtes and their employers from:
U Wiscoﬁsin vacﬁtioﬁal.qduéation districts. Forty bf thpsc 5urveys were )
. returncd, representing a 44.4% rcspoh§cl_- \§5§§
T‘ ’ N . - N . " ‘
; The results of this sufvey trepresents Ppiniéhs of the cmployers

. and graduates’ of the~Ma;kcfing/Mefchandi§ing field {n the vocational - ..
* districts identifiéd. The survey made ﬁ%'attempt xo‘detszinc(the degrecc
»

o of e%mpctcncy,in the skills by employers and employees or to compare the

- s attitudes and opinions of these two groups but only to analyze the degree
BN ‘ : L : »
‘of importance and level of performance the participants felt the listed

-

. Tgkills he}d-for job-entry placement (cmployment). W

ERIC L . s
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_ACTIVITIES AND PROCEDURES

INTRODUCTTON , |

o

THE_PROBLEM

’

There has chn much written in /(og;lrd to competencies in general and those competencies

required for employment in the Marketing/Merchandising field. It is the task of the edu-
o /
cational institution and major instructor(s) involved to be familiar with the averall
: . s
. . 4 . - .
competencics and more specifically be able to identify thosce skills nccessary for
5

entry-level employment.

.

OBJLECTIVE

The objective of this project will be to take a ﬁcrsonal survey of the Marketing/

-Merchandising graduates and their cmployers in the vocational districts of Indianhead,

Blackhawk and Southwest Wisconsin. This survey will identify: (1) the degree of
importance and (2) the level of performance of the compctencies identified as being

taught in the vocational districts. The results will aid in cvaluating those job

* . .
skills listed as tog their importance in the Marketing/Merchandising curriculum. With

4

thiis information, the districts should be able to better look at their cxisting

programs in a more critical light, providing for improved curriculum and instiructional
- + " ' |

Y

progrzm}i C

- . L

|
|
_ l
o - X
1,

This project willNe conducted by the Southwest Wisconsin Vocationél—chhhicaﬁ Institute-

L . . L
Marketing Instructor working with the Administrator of Research and Planning in

¢

.. . : . R }
cooperation with the.Marketing instructors and Rescarch Administrator at Blackbawk

» i
t

Technical institutc ahd Wisconsin Indianhead Technical Inétitute.} A list of

and their employers of the Markcting/Merchandising program at Qéch institute

h‘

O

Aruitoxt provided by Eic:



compiled. Each person listed will be mailed a survey document and upon ohtujnin;ﬁihc

“results of - the survey, data witl be compiled and analyzed and recommendations will be

I\ roposed.

1. Fime Design
' /

March - identify cemployers-and past pldduxrcj
develop questionnaires

April to May - conduct the survey

’

June - tabulatce the results - analyze the data, amd write the final report

REVIEW Ol l]lll{AllHd

e . . . '. ' ) . . 7 .
Ihe competgney approach to education is a relatively.new method of instruction being

discussed today. -All faccts of vocational education are now cxamining its potential

for their particular field.  From a review of lite
. . ' o ) .-
it is notced that one of the leaders .in developing,

of thds wmethodology is the Marketing/Merchandising

. 0

Lucy C. Crnwfor{fs work, '"A Competency App%bnch to

+ .tributive Teacher Education", identifics and ranks

yor /\ . .

ratifrc and the authprs knowledge,

experimenting with and utilization
discipline.

, ., 4
. | ,
Curriculumi%bnstrucgion in Dis-

those competencics deemed necessgary

for & Distributive Education tcachcw# This provides dircctlgof}elation to the com-

P

petenecics neceded by the students. In the study "The Nature and Characteristics of

Middle .Management in Retail Department Stores', Dr,

into the compctencices nceded for those otcwpatigns

h-J}dﬁachncl" "An Ann1y51s of Act1v1tlcs of Middle

Indu>try hlth Impllcatlons for Curr1cu£>m Dcvelopmcnt“ also doeq much to ¥

y \ 4
compotoncyfbnsggifurrlculum_approach. %

»
4

[

. The. Interstate Distributive Education Curriculum Consortium (IDECC) utilized many of

-~

the findings of thg nhovk\mcntionbd rescarchers in

Harland Samson provides insight
indicated by the title. Dr. John

Management” Personnel ‘in the Retail

e thc 

~

¢

¥

developing their competency bascd

currigulum utilizing learning ac¢tivity pﬁckaQCS'(LAPS). The work of IDECC has been
. . T - ‘ LN . .

mcthodology,. ‘. - ‘. - i\\‘
Q o ‘} ’ -4-
ERIC - S
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e " :
From atl this, the ;nllf"ftél' draws the tollowing conclugion and restatement of the pro- '
blem,  Competencien or job-shills s the way to took at vocat ional Marketing/Merchandising
oduj‘:ll ton.  Tow these job skills are taught is not the question.  The question is what
arc the necenssary job skills forentty-level positions, and what level of performance
1s needed. )
’
‘ j
{
j - , \
/. L/ \
s
g M
- !
: o/
. @ .
’ . .
. K .
4 - ~

'&) ‘. . . : e

ERIC ~ '~ -

Aruitoxt provided by Eic:



CHAP'IER 11,

!\.H‘lbll()l)(l.l,(l»l,;’\' ) - .-

—

Markoting/Merchandiwing graduates and their employers from the three vocational dintricts

——

were surveyed to determine the degree of amportance and performance Tevel of the skills

fia a

needed to obtain entry-level employment ' the Market img/Merchandising, Ciclhd,

. * . e . . . ( »
The questionnaire Avas constrwted tollowing a review of the literature, examination of the

» ! ' ‘

Marhkoeting/Merchandising curriculums in the districex, and the instructional objectives”

cstabhleshed forgmajor propram courses.  Contact was made with respresentatives from the
. . ' . - . ‘ ) v .
districts on November 15, 19750 Introduction to the survey was made to the Advisory
, . ¢
. . v s : . . R . N I .‘. ~
Commit tec on December 9, 19750 With information pgathercd through the above resources a
“Tist of competencices was developed.s dnctuded with this Tist of skills were scveral

questions desipned to provide some hasice statistical information on those surveyed,
M ‘ ’ . $ *
and also allow them to make subjegtive: comments on the program and curriculum
. . - / . * .‘ ) -
. - . ‘ N
. 7 - ’ - . .
On April 2, 1970 a copy of this rough draft was sent to the respective districts for
. . ! - . ) v ‘ 5
review.  On April 7, 1976 the instrument was field tested on a group of present working -

students. ] - ' .

.With the input from the above sources, a final draft was constructed and shared with

) M . z . . . M
this district's representative to the State Marketing Advisory Committec, the res-

pective districts, and-a selected group of "present m%ﬁFCti"S students. Their suggestions

were desired to finalize a éurvcy that woyld be valid in cvaluating job-entry skills
. ) ; . B ~ ' 7

) . . ' - . . . A & . . .
and still be interesting and concise cnough to facilitate respondent complction. o

A list of Marketing/Merchandising gradudtes and employers were compiled by cach district.

These individuals were placed on a mailing list and received a copy of the final
, t

° -

T, survey ‘instrument.

' . ' : o ¢ -
First mailing took place on April 29, 1976. A sccond follow-up malﬁ\ngwto hon-respondents

took place on May 10, 1976. B 9

Q \ - o - 7 I N . , .

ERIC - -
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CRESPAKUIE AND FENDINGS ANALYSTS
Thestollowiny tindiog: are baned on the 11".111!"-. of torty wurvey:., Fhe ssime gquestionnanre,

to identity the degree of amportance and lTevel of pertormanee ofsgob skl was used for
both praduate. and emplovers. A separate form and lTetter was wsed, however, to provide
- . .

v
‘

the opportunity for cach proup to reply to questions desipned to entablivh statistical

L I . .
information and giin subjective comments unigue to cach group.

~»

CONIMELR OF PERSONS TR TMPLOYS )
From thh’wﬁn)rru surveved, the size of business operatiouns ranged from two employces
to three hnmlr(-{i"f'““‘dflw number of cmployees trained in Wisconsin wocational schbols
ranged Q;ulfl Tero to fif‘ly\:‘"““-\k,_\ . . p

.
3
. . | \
EMPLOYERS OPINTON OF- GRADUNTES
The folltowing tablce vepresents the results of quest ion- nunber 4 on the employer survey .
N \‘_“w‘)’“ .
The specific question states, "How -qualificd are vocational ::(‘l\(?{?‘l"*gx‘,;g_du:1tvs in basic
job skills2v _ T, ‘
. l AN -
yad TABLE ] . '
oo VOCATTONAL, SCHOOL GRADUATE QUALTFICATIONS IN BASIC JOB SKII:{{%
Very Well Qualified 8.3%
Well Qualificd ' ‘ 50.0
‘Average ’ 41.7
Unquatlificd ] . 0.0 . .
The -following two tables, Table 11 and Table TII provide information on length of time
- ’ » / : /
employed and salary range o graduates., '
: ' TABLE 11 )
. . < LENGTH OF TIME EMPLOYED WITH FIRM
. 4
. : . . ., \
. l.ess tham 6 months A N . 21.4%
' - 6 months to one ycar 43.0
1 to. 1% ycars 7.1
; ) 1% to*2 ycars 7.1
More than 2 ycars i - ©21.4
* e Y

ERIC = 10

Aruitoxt provided by Eic:



' ' TABLE 111
GRADUATES MONTHLY  SALARY
4
$300 100 45.0%
SH00 S6LOO ~ 2805
$7500 - f800 Joas -
-~ KRO0 ' . - 7.1
GRADENVTE 0P TS0 OF VOV EONAL SCH00L TRATN NG
The tollowgy tablew repreent the degree of satistaction of praduates concerning their
vocat agal trammng,
- v
.\
TABLYL 1V .
How tefied were Sou with your vouatianal school training?
CHDTCT S BESPONSES
Ili.ghli\' Saotiatred . 40. 0% .
\ Satrsticd . 60.0 )
Disaatinfied ’ 0.0
'l“jhl) Disvatistied 0.0 w
Some additional comments provided by .the graduates to cxpllln th(égégt‘]ﬂnm es owere:
- I- the hiph incone positions. aced more education
g
2- have ased atl my l\n()ulc‘(lp,c on the job .
3- Icarned what I necded to start out retail cmpIO)mcnt '
P ‘ .
o . ) } :
FABLE V . ; .
How adequate do you feel your lab and classroom facilidies were? : y
CHOICES . RESPONSES
. o ’ ‘ ’ M
Highly Adequate . 20, 0%
AdC(UlltL 73.3
JInadyquae 6.7
Highly Inadcqu1tc 0.0 . .ot

Both employers and graduates were provided with

to.

M

-

A

graduates

curricujun.

Q¢
ERIC™ -

Aruitoxt provided by Eic:

“

"™

These were destgned to utilize the skilts,

11

1 -
experrences),

. s
four open ended questions to respond”

and insight of the

and employers in examining several aspects of the Marketing and Merchandising

—

The responses to these questions will be found in Appendix [ and J.



l.\:\.'\il,‘.'\llll‘l.'(l)l COSEL L S T “ )

The tollowriny tables will provide the resalte ot the geb kil wurvey trom the coms

“hincd,reponte o the paaduates and cmployer.o There are two areas that they were F
acbed to respond to, tmportance dand Pertformance. Tmportance refers to how necessary
haviene that b o 1o entey tevel enploviment o Perlormunce reters to the level of

. \ Ca ) . R L
pertormam e of that paortaclar competeney that i necessary for job entry,  For

.

cvarple s the WLl typaing m.‘x_\' b very amportant for entry- level employment, but the

poy o beoonly o averape,  Ttoas o amportant for o anstructors to know bhoth

*

poertormanee Tovel

of thewe crarteria to provNe the best tranng. e
- - :
4

Apaan, o attonnt was rode to contrant recponces,  We o are not o tryrng to o compiare
. . ‘ ' . . <N
attatade  or opinrons ol the two proaps. We are analycing the jjob-skills needed fon

entey bevel poatrons utalezing input from the combined preups.
v L9 . . :

Table VE thronsh AL vl lprovide an analyveis of the data tabulated on the specific

’ - »~

ccompetenn ren arveyads The tables will display cach competency arca with a rank

wdering achieved by corbing the "erditical™ and "very tmportant' rvesponse o from cach
. . y' : . . N
cateyory, AS we are looking at those competencies necessary for entry tevel employ-

ment, at, i~ felt thet these two response arcas will indicate those competencies

.

definitely needaed in the carriculine, Please refer to Appendixs AXH for qgomplete
oo -

responthes, . ' . .
L 4
: . _ -
- a
.
. . . . .
- ) ¢
y .
._ . - -
g ) M .
». . . < . ‘ —
: 12 ,
’ . ) . -9 i N
O s . . e : v - , .

ERIC - - -
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( L ' ' B
R TABLE VI
. T COMPETENCY AREA - ADVERTISTNG :
o “_a:uj“ : I N s .i' A THPORTANCE
Be ablé to'cl B v jfsi i \. T . ‘_- |
evaluate cffecleeness*bf advertising: | e 53.6%
plan and budget advégtlslng allowances = | _ N :‘ ;v'i 41.3
:- devclop ad 1ayouts, and write copy ) T 35.5_
- _ _ PERFORMANCE
» Be‘a51e tof; B ‘ o - - ' e [
- evaiuafégeff%?tivéness of adverfising. 51.6%
\f develop ad layouts, and write copy -50.0 £ -
plan and budget advértising allowances 48.4
. , o . _ |
R R . TABLE VII
- ‘ COMPEQENCY AREA - HUMAN RELATIONS
T v.' — L N ] TMPORTANCE
s Be‘éb}e to: v. ) | ‘,
.‘Qork'well with chers_ - 94.8%
‘handle self well-in problem situations 94.1
adapt to‘pcpsonality aﬁd'needs’of customer 91.1
'develop personaLEif t?alts necessary for successful job pérformance. ) 35.3F
. / - .; y . ‘. -’- ! ”
- ] - ] PERFORVANCE
Be able tb:“'[: - ; . ’
! ) . . , ‘
develop perscnality traits neccssary for succegssful job performance 91.7%
adapt to per;onality and needs of customer . . -9i.7
handlc.self well in brbblem_situations 90.9 )
work well ‘with others ‘ . L 87.251

e , ) : -10+




.‘&‘ , | ’ ’
4 N v . e

SEe T . < - . :
T Coxe ' s : TABLE "VIII . _ g
i i o, COMPETENCY AREA - COMMUNICATIONS ° o
R A . L * __
Z e S ‘ T RN \ IMPORTANCE
Be able to: ° . o . ' ' T .
7 . . . . ]
give and reccive tclephone orders, complaints and messages * 97.0%
. o : , ; .. -
.ﬂ%gften, follow 'and tonvey directions' and instructions- ‘96.9
' ‘.\‘\'U A :’_ . . v ’ i ’
" use forms*and records necessary in inventory control : : 78.1
use proper written communications iA formi, reports; and business
letters : : oo ' o 72.7
\ ‘ -
N DN L :
= . . % - PERFORMANCE
Be able to: .
listen, follow and convey difectioqs and instructions ' o ’ 197.1% )
o 3 , A . o N .
give and rcceive tclephone orders, complaints and messages . - 94.3
{se forms and records nccessafy in inventory control . - . _ S 76.4
. use proper written tommunications -in fbrms, recports, andabusiness. |
letters . ‘ : ‘ > Lt 743
: ] / ) .
TABLE IX
. ‘COMPIETCNCY AREA - DISPLAY
TMPORTANCE
< T
-Be able to: | . o
~ ' . o
I)poordinaté display with other forms of promotion e ‘ 73.4%
plan, develop, and construct displéx themes ' ’ -+ 63.3
effectivcly use point-of-sale material supplied by the manufacturer. © 58.0
stter, showcards for displivé ' . . . 51:7'

l

-11-




e

EN

TABLE IX (continued)

C

e

§ Be

scek out all pertinent product information

IO B COMPETENCY AREA - DISPLAY
- AN ' ) : i . . / <
: ) N [ PERFORMANCE
) I3 - T & 2
. ) ) ~.',b
Be ablc to .{f . ) v -
: -y s S
coordlnate dlsplay w1tﬁ Other*forms of promotlog, 77.4%
plan dechop, and construct dlsplay themes .7ﬁ . & . 71.96.
effcctlvely use p01nt of-sale matcrlal suppk&%d by the manufacturer "%2.5
letter showcards for Jdisplays - .. - 56.3 k
( . . A " _ . . .“' v R : Q\ .
) ) o 5 ¥
| TABLE X : ,
COMPETrNCY AREA - PRODUCT AND/OR SERVICE TECHNOLOGY .
\
. IMPORTANCE
Be able to: i
interpret the features of a product in" terms of beneflts to the > < -
customer ) » . . - ) . 93.7%
'1nterprct merchandlse or serv1ce gualantees and d11ect10ns to -
tustomers 83.8
seek out all pertinent;product informatioh v '77.4e
t
analyze products or serv1ces in relatlon to current trends such as .
fashion oz style, 1nnovat10ns etc. 71.0
. X - *
) ! e ‘.,
~ PERFORMANCE
o . V ,!\ ° - ’
able to: ‘ T .
interpret the features of a product in terms of bencflts to the
customer . . 94.1%
1nterpret merchandlse or service guarantees and d1rect10ns to
. customers ¢ 87.9
‘ . o’ .
analyze products or services in relation to current trends such . .
as fashion or style, innovations, etc. 84.9 ,
78.8

[]
o
9

e -12-




. TABLE XI .‘ g . S
COMPETENCY ARLA —\MATHE%%TICS <7 ‘
> ' - > — TMPORFANCE
Be“;ble to: . ) .. / S . - .
make corjcct‘change ! ‘ 9;.0%
fill ogt.a caaﬁ’reccjpt reﬁbrt‘aﬁd prepare sales slip . - 90{9
gomputelall discounts, sales stax and pefgehts | 74.2
compute the exéﬁnsion on an invoice - ‘ -/ 4 o 73.4
cqiculate maximum cost that canibe'paid-for certain pficefiines if IR
you know the markup percent ‘ - e i ;@ 67.7
tohpu&e cost'ofgodds sola, groﬁs\mgrgin, avefége'inycnpory 64,5
compute distributioqs of overhead expenses ' , 58.0
utilizing correct formula in compﬁtihg,markup,Problcms ) 56.7
_prepare and intérpref an operating statement . \ \ 43.8
‘use metric system, € N e - - 21.8 '
~ |
) < .
: .. PERFORMANCE
B¢ able to:
| fiii_out a Eash:receipt report .and pnépare sales slip l éi.l%
 make ;prrect change s \ 91.%'“
~c‘ompute thé extension én an invoice >) 84.4
compute all dis¢bunts, sales tax and percents 84?0
Cut lizing ;orrect“formgla in computing markup problems 7é.1'
compute'cost of goods spld, gross margin; average inventory 76i4 o
calculate.maximum cost thati;an_be baid for certain'pricé lines if . .
you know the markup percch} ’ - 72.7
compute distributions -of oveghea& expenses- 60.6
preparqland interpret an operating sﬁatemenp ) i —52.9 .
| gse metric sysfém'w P L - 20.6
7 - : : L i — -
- B X B )

<} .' | R _%3~
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D _ X .~ TABLE XII :
: . ~ (COMPLTENCY AREA - SELLING q
b} - \.; 7 ' [ -
R ) - O\ "~ IMPORTANCE
@ .N ’ '
Be able to: o 4 .. . \
. : / »
sc proper tcchnlques to 1ncrcase the sale ! 90. 6%
. B - . .
dctermlne when to approach and open with good approach h f 87.9
.handle objections effectiVely ' - \ 87.5‘\ R
. /
determine where the custonier is in his th1nk1ng and guide him -
through the -buying process : . 78.1 -
e " s
72.7 -/

handle non—buying customers

; -
establish and maintain.a prospect ‘
A - ., B
.f” v\
: Ty
s M AN . . - PERFORMANCE -
Be able’to: ‘K* ‘ : }\ ' Y
determines when to approach and open with good”gpprOach - s 191.5%°
{ .. ) . Ry e
’ R e
us prSper techniques to increase the sale ”§§

AR

defermine where the customer is.in his. th1nk1ng and guide him
hrough the buying process :
‘I

hanQIe obJectlons effectlvely

H
usefa good closing techni
handlc non-buying custdmers 4 ' : .

establish and maint
LI > .

o

, / 85.3

88.2

85.3"
824
68.7 - °

51.5

1y

B



" ) _ o
| o~ b TABLE XIII ° -
—— . COMPETENCY AREA - OPtRA1IO§S AND MANACFMENT . |
= T . T TMPORTANCE
Be éble toj , , ; ‘f”
} ‘Qérk within éf;;gzérk of policies and procedures : . 86.6%
effectivcly vdia and retrain cmplo&ees ‘ i - -+ 78.2 jh
\accurately handlc and record qi§tomer payment of‘bllls >7;.4?! "‘.
: develop and maintain de;arttbnt or store merchandise arrangements ) %\
xin relation to floor spacg and proflts i ( . 7§.7 \
accurately\éheck in merchandlse.agalnst én‘invoice 7%;0
quiékly route merchandise from'receiving to saiésiAepéftmeﬁts: ’74{2
fecogniée and'?a;dle“shoplifting : | ’ £ ©'71.9 g
- perform job pérfo;mdnce ev;i;ation§'  }£ < 67.7 - /{f.
; pﬁan devclop, budgéz and échcdule for ‘work force 60.0 f
f e
. keep informed of pertincntState and federal laws ' %7.5 o
‘make a dec1§10n in aCCeptlng orT, reJectlng a credi aﬁblication
. ~offer analy21ng detelmlnlrg factors - : ' 50.0  §' ‘
¢wx ‘ _‘ ~ 33'¢ T

“work effectively with credit bureaus . 4

"

s

/3
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TABLE XIII (contlnucd)

* COMP!FEN(Y AREA - OPERAFIONS AND MANAGEMENT
- ., . PERFORMANCE -
\\f Py ? -\l - ¥ 7),

Ba~hble to: A E

). L. s .
work within framework of policies and procedurcs 87.5% .
accuratelyhandle and record'customer payment of bills . 82.3
devclop and maintain departmcnt or store merchandlse arrangements )

. in relation’ to floor spacec and profits ' : ; 81.2
h 2z
: : - -
ef{cctivply train and rctrain employces \ . 76.5
) - 3 g N » A - ' /‘ ’ ’

» accurately check in merchandise agaiusg.an invoice o/ 76.4
quickly route merchandise from receiving to éa}es departments. 75.8 .
perform job performance evaluations B & . 72.7
plan,*develop, budget and séhedule for ;work foréc . B - 67.8
recognize and handle shoplifting ‘ 64.8
keep informed of pertimentstate and federal laws = 60.0

. . - . Tt . .- N v
. . . Y . H . ‘L- . .
{make a decision in accépting or rejecting a credit application
-7%-. offef analyzing dctermining factors - 50.0
I B ﬂ‘ .. - - ¢ -
work cffectively with credit bureaus . ) 42.5 P
't _ _ 4 / ’{./
: | #

-16- *
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NARRATIVE ANALYSIS

«

Of the competcncy arcas surveyed thosc of Advertising and Display had less concrete - Y

- . . - A . -
A

1
results. As indicated in -Table VI on page 10 the competency "evaluate the : .
’ : : . ‘ .Y ' ’

effcctiveness of advertising' ranked first (53.6%) 4et it ranked last in the

critica} column (14.3% sec Appendix A). In Table IX on. page 1] 'coordinate display

with other forms of'promotion"1ranked number onc (73.4%), and a close second in |,

the critical column (sce Appendix B). In both competency areas Performance level .
. I 4 . ' "
rankings corresponded with those of Importance. - (A note onﬂxhe\respOnses'in the

-~

" Advertising and Dlsplay.areas ThlS mlght indicate a, correlatlon with studles done 4

by- Kohlman. (1969) and Grundle (1970) which found Advertlslng -and Dlsplay to iw w“pﬁ‘fy
! ( %
two of the courses former students found least 1mportant to them.) , o L

In Tablec VIr’Humaanelations . cach of the'competency areas’identified carries

" strong support, both. in the, Importance category and’ Performance '}Thls paralleIs.
'\ u LY . -
comments from both employcrs andgformer studenta 1n the 1mportance of Human ¢

Relgtlons 1n the WOrk sctting. o v e B

~ s

./‘ L S ’ Yy " ) . ' ‘

Communications~competencieS-?hown“in Table VIIT show the ability of verbal
communications to be extremely important. 'Listen, follow and convey directions

and instructions" (96.9%) and "give and.receive telephonc orders, complaints and
; : give ar p p

> .

messages' (97.0%) ranked on.top‘fn both Importance and Performahce. .

. Responscs to competency area - Product and/or Service Technology are displayed
{ .
in Table X. -"Interpret the featufes of product in terms of benefits to the
customer" ranks first both in” Importance (97.7%) Qnd Performance (94 1%). Response

to the remaining three cqmpetency areas indicate.their nefd also.
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The competency area of Mathemutlcs, Table XI, again shows a close correlatlon

.
k3 ¢ \

between Importance{and'Pcrformance oﬁ'the tasks: In the area of Mdrkctlng and

Merchagdising it is rcaily no surprise to see "make~correct change' and "fill out

‘
S

4 .
a cash reccipt rcport'and fill out_salcs‘slip" rank’ as high as they.do. With so

many obJectlvcs in a mathcmatlc program to accomplish thls ranklng of competenc1es
should surcly.hclp\to ;ddress priorities. ‘One note of extreme 1nterest is the )
response to the'oetric system. -At this point in time there is really no need to
have a grasp.of it for entry-level e@ploymenf’éooording to the1resﬁondents."

- ~

nogﬂ 15n1f1cant

A}

Table XIII prov1de<;th

# 6" ' . —N\»'h . -

respons s to'the competenOQ\area Sperations and Management.

b
Being abl® to "work w1£.§n af amework of p011c1es and procedurcs' ranked on top

in Importance (86.6¢) and Perfcrmance (87.5%). The remalnlng competencies werae

quite close in response percentages. The least important competency according to

the respondents was that of 'working effectively with credit bureius"

?

-18- .

"Using proper teconiquos-to increoSe the sale" (90:6%) >ankdd:numbor one in ~
Tablc XII. It:was closely ‘followed by ddetérmining fﬁmnlto approacﬁ and use a:
good approach” (87.9% ),”Handlc objectives effcctlvely" (87 5%) and "use. g good B
-c1091ng technlque (87 5%). Again Importance i?d Perforoance fqllowed quite: I',
Aclosely There is 5 change in rank order, bor\very'small point separations to

A
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, o : CHAPTER 1V g‘
, o
D

.CONCLUSIONS AND RECOMMENDATIONS ' ..

. L] -
The specific purpose ¢f this sfudy was to identify skills or- tasks required. for

- ’

entry-level positions in the Marketing/Mcrchandising field.
The findingé'?f,{be survey are based on the réSponses of 21 cmployers and 19
- \ . . (. .

graduates. the individuals who completed the survey were asked to respénd to

R . t . ’ L
questions bpnccrhing their job, title, size of firm and their opinion of the -

curticulum content of the Map}eting/Merchandisihg programs in-the districts. The

previous tables  and discussion have detaifqd the findings of the survey.
: . il -

b LT

. L ‘\ /
CONGLUSTONS ) ) SRR R S . S

In revicwing the findings with respect tgathc Spcéific objectives of.tbe study

the %ollowing conclusions arc.brovided; " ¢
: . -
1--  There is a variation in degrce and type.of skills needed for job-entry level
cmployment bctweén business. ~
2- Employers have fouﬁa qualificdrwarkérs in the vocational sysfcmt
3- Graduates wete satiéfied with their Vocational school training.
4- Incomc‘lévels for entry-level pogiti;ns is felatively low however competitive’

with local and state averagce incomes for marketing entry-level .employment.

5-  Graduates felt labs and classrooms were quite adequate. ’i
6- In the Marketing/Merchandising area, both graduates and employers saw a neecd
& . -

for on-the-job type training to supplement classroom instruction.y

. i é
7- Ther® scems to be a corrclation between the degree of importance and level of

performance needed for entry-level skills.

1 \

8- MPéfsonality, attitude, and humdﬁ relations, afq‘extrémély neccséary to
funéfion oh the job as are spécific job skills. ' . .

9-  The present Marketing and Merchandising curriculums secm té be -doing an'
ddcquatc-job at training cmployecs fo? the job.markéQ. //'

29 - S N
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10- Job skills in advertising "are not as importance as other "compétency areas,

N L3

unless the person is involved directly in that field. ' L,
¢
I1- . At the .present time little concern appears fgr the metric system.
e T N ’
12- It appears good verbal communication are degpcd more necessary for entry-

,

«

level cmployment than are written onces.

13- Being uble to-work within "a framework of policics and procedurcg unique to
: . : % LS |

the: business. opération is important. _ : ‘ ,

- - . l ‘ | A .
\ RECOMMENDATIONS — - " . ' I .
1- Continue with thg basic Murket&ng/“crchandiéiné curripuigms bciné:presently
) utilitized. ;\. 7.
- 2- Look at thé adyc;%i;ing course offerings to make sure relqvant entry-le;el~

needs are being covered.

» : 4
3- In both onec. yecar and two year programs, supplement classroom instruction
.- i _
with jhtcrnship, on-the-job traiming, ficld observation, or lab experience,

whenever possible.

/ 4- - Utilize related courses in communicatieons or human relations to highly
L] . ‘ '
. ’ !
£’ - reinforce major instructional area entry-level job compctencies.

5-. Make surc math classes are covering relevant “job-entry competencjes.

.

6- Utilize people in the field to augment textbook instruction and advise
- T

on curriculum content.

7-'  Utilize the findings to set priorities in instructional objectives.
. . T
8- Even though present curriculums appecar to be doing the ijob, they should‘ge
. O
~ evaluated and updated onm a continuing basis. ' ]

O
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| APPENDIY A
P . ‘ | // .
\' - | » COMPETENCY AREA - ADVERTISING
Ly '_ - 3 ‘ -
S | - ' ] , IMPORTANCE - R PERFORMANCE
V2R o " Very «f " | Some év’ery |
‘ ' 4 Critical | 'Impt. | Impt. [Impt. [.High | High | Average | Low
. , v i
' ) . i . ) | )
\Bedble to: -0 \ ¢ R ' . | :
. -'» v ) . . \" ! . o .

" {Gevelop ad layouts, apd write copy | LT I3E| L4 (2615|1564 | 3408 ) 45.74 iS%
evaluate effectiveness of advertiging | | 14037393 | 05,0 2Ll 97, | AL 5.2 3.2
i ll‘ ’ ‘ . ' ‘ -
plan and budget advertising allovances | .1 | 172 | 3f RS R R E AR R

: \;- | \ ,) '
| —/ y
' \
) !
[ |
< ’
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APPENDIX B g
COWPETENCY AREA - HUMAN RELATIONS
-7 THPORTANCE T PERFORANGE
A g\ ,
. Very Some | Very -
” Critical | Inpt. | Impt. |Impt. | High | High [Average |lov |-
CBedbletor | ' . ¢ ; \y}

‘ \ ’ : T Pt .
’ . ‘ -, '

- vork well with others 9.5 | 1L85 | 888 | 0.08 | a8 (3.1 12.85. | 0.08
handle self well in problen situations 4 [94 [ 59 [ 00 | s Pand [0 |00
adapt to pei"sonal‘ity and needs of customer / BBS (176 | 89 (0.0 !6 | %60 | 8.3, 0.0
develop personality traits necessary for success- | . L ,

ful job performance : 64,7 {206 {147 [ 0.0 | 555 | 36,1 8.3 0.0
— o ‘ — ‘
: \ .
)
¥
o )
J
~ ' ‘
! 28
A:\ _//\)J ¢
' \ ‘)’f'
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|



C © COMPETENCY AREA COMMUNICATIONS

APPENDIX C . <

LY

INPORTANCE . PERFORMANCE
' Very Some | Very
_ Critical | Impt. |Impt., |Impt, | High | High | Average '| Low
" Be able to

listen, follow and convey dlreetlons and : b

~instructions 81.8% | 15.1% | 3.0% | 0.05 y65.7% | -3L.4%| '2.9% | 0.0%

" give and Tecsive telephone orders, conplaints ' ' |

and messages S84 (U768 | 30 0.0 65,7 | 28.6 ) 5.7 0.0
.use forms and records necessary in inventory | | "

control :56.2,¢| 219 | 15.6 | 6.3 |.58.8 | 17.6-| 20.6° | 3.0
use .proper written communications in forns, . L,
, Teports, and business letters - 45.4 7.3 1182 | 90 (457 | B4 171 8.6

Aruitoxt provided by Eic:
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 APPENDIX D
" JCOMPETENCY AREA - DISPLAY
‘i‘ - ' . -
\. | TVPORTANCE " PERFORMANCE
. | Very | « | Some | Very s
R - Critical | Impt, | Impt. |Impt. |l High { High |Average |[Low
Be'able to: a '
plan develop, and constmbt display themes 30.06 | 35.3% | 23.3% | 13.4% A 37.56 | 34.4% 200 | 308
effectwely use point- of spue matemal supplled | o i
by the ma.nufacturer 9 L9 L7259 |16 o34 2801 32 6.3
 letter showezrds for displays RN R A RO R X 0.5 |62
coordinalt'e \dis'play With oth_ér forms of promotion | ~ 36.7 | 36.7 166 10,0 35.5 | 41.9].22.6 00
\ll o ' e‘ i . )
s - .
'.'v \'. .
/‘ ) E :
| \
, v'
\
! . '
I !
| y '_\
Y l \\D o

31
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- APPENDIX E

COMPETENCY AREA - PRODUCT AND/OR SERVICE TECHNOLOGY

L ]
IMPORTANCE / PERFORMANCE
. g ’
Very | Some || Very | . o
K Critical | Impt.: |Impt. || Impt. tigh | High |Average . |Low
Be ‘able to: o i[ \
interpret the features of a product in terns ' ‘ ‘
. of benefits to the customer 65.66 (28,18 | 6.3 | 0.0\ 64.7% ) 29.4%| 5.9% | 0.08
analyze producfs or services:in relation
to current trends such as fashion or style,,
innovations, etc. 5.2 12587 (206 4 6.4 | 485 | 364|121 | 3.0
interpret merchandise or serﬁiéé'guarantpes R o | »
and directions to customers 548 1290 {162 | 0.0 | 60.6 | 27.3 |12.] 0.0
seck out all pertinent product infornation i41.9 1355 {194, | B2 ) 39.4 ] 39.4 | 2.2 0.0

33
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T CONPETENCY AREA - MATHENATICS
‘ 4
IMPORTANCE PERFORMANCE
\ Very Some || Very
Critical | Impt. |Impt. |Impt. | High | High | Average | Low
Be able to: . ﬂqtpw - . |
‘ ‘ RRCT.| P - N | | .
nake correct change | B £ 128 | 60k | 300 | 79.4% ) 11.8%] S.9% | 2.9
. fill out ’ cash receipt report and prepare | J
. sales slip ”,;5 7.7 | 182 |91 [ 0.0 |83 {18 89 |00
compute the extension on an invoice 4"1 5.7 16,7 |20.0 .| 6.6 | 56.3 | 28.1 125 3.1
utilizing correct formula in computlng marﬂ‘/ . ,
up problems 8.4 1153 130.0 15,3 ) 40.6 | 3.5 | 18.8 3.1
- calculate maxinum cost that can be paid for
_certain price lines if you know the mark- N | | :
up percent. 419 1258 (22,6 | 9.7 | 333 | 39.421.2 . | 6.l
compute cost of goods sold, gross margin, | '
average inventory. c o 387|258 19,4 161 | 38.2 | 38.2 | 14.8 8.8
4 | . ' ' ;
u prepare and interpret an operating statement | 250 [18.8 (281 |21 | 20.6 | 3.3} 3.3  [1L.3
compute all discounts, sales'tax and percents - @4 |58 (26 |32 |56 | 3 L,12{1 >3.0
! . ‘ , | ; ‘. | ‘ . o
compute distributions of overhead expenses Yo.00 2.0 (16 (259 3%S | 203|203 | 1d
use metric systen | 187 |30 |29 [563 J1n6 | 3.0] 294 |50.0
| n 2 e |



COMPETENCY AREA - SELLING -

APPENDIX €

IMPORTANCE PERFORMANCE |
" |
Very Some || Very | .
Critical | Inpt. | Inpt. |Impt. | High | High |Average |Low
Be able to: ’
+ deternine when to approach and open with good .
approach 63.7% | .25 9.1% | 3.0% | 62.9% | 28.6% 8.5% | 0.0%
detgrnine where the customer is in his
thinking and guide hin through the buying .
process ‘ 500 [ 28.1 [ 2.9 0.0 § 401 | 382|147 0.0
handle objections effectively 65.6 |29 [ 105 [ 0.0 | 568|265 197 | 0.0
use.proper techniques to increase the sale 81 | 315 | 9.4 | 0.0 | 50.0 | 38.2 |11.8 0.0
use a good closing technique 9.4 1281 [ 125 | 0.0 50.0 | 324 [17.6 . | 0.0
. ‘ ’ »
handle non-buying customers 2.4 1303 |23 [ 0.0 | 31| 86|33 0.0 |
establish 3ﬁﬂ maintain a prospect list 2900 | 1%4 1387 1129 | 2.2 | 7.3 45,8 ) 3.0
! . . \ .
!

Gy
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APPENDIX o ]

COMPETENCY AREA - OPERATIONS AND MANAGEMENT . /
TMTORTANCE PERFORNANCE
Very Some || Very | - :
3 \ Critical | Impt, {~Ipt. | Inpt, -ft High | High | Average | Low
- Be able to: ,
work effectively with credit burcaus ' 20005 1 6% | 32,35 | 32.3% || 27,30 15.2%) 45.4% [ 12.1%
| N
accurately handle and record customer pay- :
ment of bills b 0.5 | 129 | 9.7 F12.9 529 | 29.4 | 14.7 3.0
keep informed of pertient state and federal lgys 3.5 W2 (16,2 1.3 | 3431257 1257 143
| L .
make a decigjon in accepting or réjcctiﬁg q. ,H.wa
credit application offer analyzing -
deternining factors . " C %7 [ 133 12000 | 30.0 | 344|156 | 313 18.7
recognize and handle shoplifting ¢ 831 1855 15,6 | 12,5 || 44.2 | 20.6 | 17.6 17.6
j quickly route merchandise from receiving to k
sales departments | 58.1 {161, |22.6 | 3.2 |l 45.5 | 30.3 | 2.2 0.0
accurately check in merchandise against an | '
invoice , 6.2 188 125 | 125 | 529 | 23.5 1 20. 3.0
develop and maintain department or store
merchandise arrangements in relation to ‘ :
floor space and profits ‘ 46.7 [ 30.0 16,7 | 6.6 | 50.0 | 31.2 | 15.6 3.2
. | | \ [
plan, develop, budget and schedule for | !
work force ) T3 1267 (0.0 (20,0 | 45.2 | 22.6 {258 6.4
effectively train and retrain employees 38134 |62 156 47 294|147 | 8.8
perforn job performance evaluations S5 322 {193 130 | 30.5 | 424 | 202 6.1
work within framework of policies ‘and { ;
procedures . o683 13 6T |67 [l 65 5.0 (125 | 0.0




APPENDIX I -,

FORMER STUDENT RESPONSES TO THE FOLLOWING QUESTIONS:

What job skills, if any; do you feecl you should have received to fulfill your job taéks,

~that wereenot covered in your vocational courses?

Being in college 1 know_all of my:liberal studies didn't transfer.

I feel L received a good education, I apply my schoolingcveryday. Each company
-does things differently so the general approach I recelvghn school, with a few

alterations got me- set

Since - I am not gettlng that much use out of my voc- tech educatlon at this time,
I can't really answer this question. \ :

) Computerized cash register.

I am in printing- and enjoy it - a complete course would have been good. Stress
"organiZation of any job - this is very important I feel it helps a job to go
a lot easier and communicating effectively either in person, phone or“ietters

)

. ' @ .
Building displays in box styles and package goods, more hand’drawn signs,
arrangement of shelf items, influence the buyer by persuasive means.

: . ™

Not all were covered -

Some type of orn- the job to have the ‘opportunity to relate back prob£§%; and
seek answers. . Es?ﬂ” A A . :
None. - " . X . A :
A o . : , @

: When Visiting retail stores - learn (more) about th:y bookkeeping methods from

writing the initial. order until the last step is fc'!’ wed.

More public relations, problem solving and a little insight on how. hard it
really is out in the eyes of the public.

A little more work selling to the customer and the importance of it. "

Preparation for handling people. Although this is not a job skill, it is related
to work.. But then again, what type of course could pos§1bly prepare one in
handling different attitudes and beliefs of others

e



What

S o .
- | . 7

- o : ' . \ . ‘
job skills, if any, do you fei} were covered that are not important to you in your

present employmcnt?

.

My last.semester I felt was totally w0rth1ess which is the reason I quit to

* go to work.
-~

Grammar in English. The machines in math.
Again, ‘I can't really fully answer this question but-I do feel any job skills we
covered in school were of some importance because otherwise we wouldn't have

covered them

Human Relations cdurse when I had it was of no value although it mlght have
changed by now. -

Typing, Data Process - but I feel they are important.

N ~ 4 .
Many.of”the skills I lehﬁned I have never used in the type of employment I have
had. - I think if I had went deeper into the field all the classes I had would
have benefited my. career. &{ . : -

Credit —nPersonal'Hygiene. . 7
COBAL cgmputer pir.gramming.

LY

I

As an employee, do you foresee in the future any job skills being necessary in your
prksent p051t§on that. are not now be1ng taught in vocational programs?

~

Refregber courses. . ~ X ,

No. Unless there is a new program for 'factory employees".

More work with eﬁployer - employee-reiationships.

"Layou:\—.craphic Art - maybe just a one year printing course - &mera course - all

or anyo?e of these are helpful in getting a job in the printing industry.
Positive mental attitude. |
I‘gm not famiiiar with what.skills afe_being taught now. R AT

Yég; 1 feel more importance should be taught in prepariﬁg\;dvertising budgéts.and
writing business letters.

More accounting and advertising. - : o o i
? .

~

The metric system.

42
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Brlcfly*\pow would you change: thc present
a morc ¢ompctent cmployec? : ! .

O

ERIC
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arketing/Mercbahdising program t-: nrepare

Add more in store training. Have the students work in" the bookstore, checking

‘merchandise 'in, pr1c1ng it and selllng it.

While the students were still in school I would give them some exper1ence in

the marketing ficld. At least”haIf of their last semester should be out on

some kind of '"on-the- Job”'tralnln (Like student teachers) There.is no
substitute for cxpericnce. Not o would they gain a little valuable cxper-
ience, but also I think it wouyld help their :hances of getting a job in ‘the
marketlng field wherf they wraduate (dlffercz» areas of the marketing field could
bc explorcd’uhen d01ng this.) ' . .

{

Much'mpre math. More human relations. .

Stress organization and effective communicatisons.

-

. Stress getting as much infermation about what you are selling:

-

~

Uhderstand people and their problens if one cannot do thisAﬁe wiil get no .
personal satisfaction. .

Be able to get -along with other employees without losing your self-respect.

In Engiish or communications course stress situation “(example: introduce a
product,epay bill, pub11c relations) letter wr1t1ng not necessarlly fictional
OT non- fictional stories.

IS

An observatibn class to go and observe as many retail operations and functions of

~certain operations being conducted in different locations and different sizes

.

of operations from big to small.

Fe Y '

Have more display time.. . ,
Or ‘the job training-definitely. Maybe a course in what different- types of
salés cntail. To help a student decide what type of retAil he or she could

excel in. . _ T

As to"the questions previdﬁs;y asked I could only answer to ‘the type of jobs I

"have had Many things I have never used in my work, I could answer only the

best I could.

“Morc obscrvation of -actual customer salesman relationships..

I would place less emphasis on grades and testing and more on lcarning in the
field. Have more business persons spend a day lecturing and teaching the students
their methods of handllng book. work, customer problems and let the student  ‘°
spend several days in a business of their cheice observing how the business 1is
operated i

,
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APPENDIX J

) \’ . ‘/A
EMPLOYER RESPONSES TO THE FOLLOWING QUESTIONS: g :

What job skills, if any, do you feel would be important to the Marketing/Mérchandising

person in your cmploy that were not covered in vocational courses? '
1 think they are very well covered if these students would Just apply what they -
learn - we know they learn it.

More emphasis on wrltlng business letters and good use of grammar in general.

My opinion is that too much theory-is used and.not enough practical experience -
I believe that in order to learn retail one should start on the sales floor level
and work up. : ,

Suggestions - selling the proper way - otherwise you are training clerks instead

of salesment
{

More on the job training - the best teacher is the job.

-

. . . . jo -
What job skills, if any, do you feel were covered in courses, that are not necessary for
your business operations? ¥

~~

All of them are mecessary. -
Advertising.
- Y
»
Metric.
None! Cannot learn or teach enough every phase is important. ¢ »

' Advertising,‘management, purchasing. No owner or manéger in his right mind would
require these skills until the student has developed (and demonstrated) hds own
confidence and skills in dealing with people.

Advertising, display and selling.

Looking to the future, do you foresee any job skills belng necessary for your type of
business that are not being covered in vocational programs7 N -
More math 1s§needed. ‘
{ ‘ N
Yes - employer relations - I believe in the reverse pyramid system of management -
i.e. The most valuable person on your staff is the sales person - they meet the
customer.

Inventory.

14 ,




N

Briefly, how would you change the prcsent Marketlng/Merghandlslng program to Prepare a
more compctent employee for your business? .

Again - getting them to have confidehce in what they leaén and apply this
knowledge - Employers all needing new ideas for adv -display-selling and .

merchandising. The morc an employee can do to t-] burde off oyer- "
the better he likes it and the person will be promoi.- and‘reccive salary
incrcases as they descrve them. .

Morc'basic_math is needed.

1- Retail is not a 40 hr. a week job. e
2-, All the thecory in the world can't make up for common sensc.
3- Merchandising a store takes co-ordination in all depts.

" 4- A buyer is not a God. . :

Work an arrangement with employers to have part on the job training - for short
periods while going to school. .

‘More ow the job training. <«orking with other associates and customers. ' They
must be able.to communicate with people. -
/
Improvement in developing the students ability to have confidence in his/her own
ability to apply the fundamentals of Human Relations, Mathematics, Selle“,
Communicat®ons and Reading Interpretation. A vigorous reqimen ‘ot pracm&¢éfdrllls
with groups and individuals throughout the entire training period in appTlfng
the principles of these 5 subjects. Make these 5 subjects a religious’ devotioﬁal
so that the student will not only learn the principles, but will have, a confidence
to-knowingly apply what they have learned. What pcople know and what they do are
two different things (people smoke know1ng that it will kill some of them yet

they still spoke).

~

I am favoragly impressed with the job currently being done.
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Dear Businessman: ,
. . A

Southwest Tech's Marketing/Merchandising program needs your help!! We

want to make sure we are providing our students with the opportunify to

. gain the basic skills necessary for employment. Your rapid respoise to

the following questionnaire will aid us in seeing that the objectfves o

we are trying to reach are relevant and help us to identify are that

need more ‘emphasis, or are not being covered at all.

As a progressive businessman, your opinion is valued. Please  take the
time now to fill out the survey and return it in the enclosed self-
addresscd envelope. A prompt response is needed and will be greatly
appreciated. ' '
This questionnaire will be handled in complete confidence!!!

3o

Sincerely, hd !
Warren Hillmer .- Daniel Wagner, Adiinistrator
Marketing Instructor Research and Planning

s

1.. Name of firm (optional)

2. Name (5ptioﬁé1) and title of individual completing questionnaire

- -~

3. Total nu;ber-%ifﬁ,émploys _ HOW;Qapy trained in Wisconsin Vocational’
Schobl;w A

41 . How qualified are vocational school gréduates in basic job skifls? (ciréle one)
Very Well Qualified Wé?l-Qualified. Average Unqualified

i

CONFIDENTIAL

T _ | .
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April 29, 1976

. Southwest Tech's Marketing/Merchandising prdgram needs your help!! We

want' to make: sure we are providing our students with the opportunity to

gain the basic skills necessary for employment Your rapid.response to ' R
- the following questionnaire will aid us in seeing that the objectives
*'we are trying to reach are relevant and help us to 1dent1fy areas tHat

need more cmpha51s, or are not belng covered at all.

As a former student, your op1n10n.1s valued. Please take the time now
to fill out the survey and return it in the enclosed self-addressed en-
velope. A prompt response is needed and will be greatly appreciated.

This questionnaire w111 be handled in ceomplete confidence!!! Tear off
at line if you w1sh to remove your name. N K
Sincerely, _ . ' /
Warren Hillmer . 3 . Daniel Wagner, Administrator
Markeing Instructor’ 3 \ - Research and Planning
5 ;
- 1.. Vocational prdgram title : - . two year one year

2. - Job titIe,and7desCfiption“

£

3. Lengtn ofgtime employed with firm - (circle one)

"less than 6 months .- 1% to 2 years

6 months to one year more than 2 years . .

1 to 1% years

4.  Monthly salary -

$300- $a00 - $700-$800 _ $900-$1,000
$500-$600 ‘ $800-$900 Over $1,000

. R 1 . LY - . . .
"5. How-satisfied were you with your vocational school training?

" Highly Satisfied /Dissatisfied ~ Explain: -
g Satisfied : ’*//Highly Dissatigfied ) .

6. How adequate do you feel .your lab and classroom facilities were?

Highly Adequate .. Inadequate . ‘Explain:
Adequate : s Highly Inadequate
’ /r’ -
Q " CONFIDENTIAL
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lease circle the number following each statement which you feel is the degree of per-
»rmance and level of importance each task has in terms of basic job skllls necessary

) o employment ~

“PERFORMANCE IMPORTANCE.
1=Very ngh 1=Critical

2=High 9 2=Very
. 3=Average 3=Important
4=Low 4=Some /-
ADVERTISING !
‘Be able to: ‘ .I . ‘ ' BS . ]

: develop ad layouts, and write copy e 6 e e 4 s e s e 1 2 3 4 172 3 4
evaluate effectiveness of advertising . 1 2 3 4 1 2 3 4
plan and budget advertising allowances. . . . .'. « . ... 1 2 3 4 1 2 3 4

_ DISPLAY ‘ _ -

Be ablé to: .
plan, develop, and construct display themes “ e s e e s 1-2 3 & 1«2 3 4
effectively use, point-of-sale material supplied by ' .
~ the manufacturer . . . c e s e o e e o e s e e . 1 2 3 4 1 2 3 4
letter showcards for displays e e e e e .« e v . 1 2-3 4 1 2 3 3
coordinate display with other forms,of promotion ... 1 2 3 4 .1 2 3 4
HUMAN RELATIONS
' ’
/

- Be able to: o ' _ )

.work well with others . . . “ e e e e e e e e e 1 2 3 4 1 2 3 4
handle sélf well in problem situations. : 1 2 3 4 1 2 3 4
adapt to personality and needs of customer. 1 2 3 4 1 2 3 4
develop personality traits necessary for successful

job performance. . . . . . . . .. 0 a0 oo 1 2 3 4 1:2 3 4

MATHEMATICS *J o | | - | ,
Be able to: »

make correct change”. . . e e e e . 1 2 3 4 1 2 3 4
fi11 out a cash receipt report and prepare sales slip . 1 2 3 4 1 2 3 4
compute the extension on an invoice . . . 1 2 3 4 1 2 3 4
utilize correct formula in computing mark- up problems . 1 23 4 1 2 3 4
calculate maximum cost that can be paid for certain : : :

price lines if you know the markup percent . v 1 2 3.4 1 2 3 4
gompute cost of goods sold, gross margln average _ ( L

inventory. e . . . . . 1 2 3 4 1 2 3 4
prepare and 1nterpret ‘an operating statcment o« e e e » 1 2 3 4 -1 -2 3 4
compute all discounts,_sales tax, and percents. 1 2 3 4 1 2 3 4
compute distributions of overhead expenses. 1 2 3 4 1 2 3 4
use metric .system . . . . . . . . o . -1 % 3 4 1 2 3 4
P D

CONFIDENTIAL




PERFORMANCE IMPORTANCE
l=Very High 1=Critical

. 2=High 2=Very
. 3=Average 3=Important
' ¢ ' Lo s . 4eLow * N 4=Some 4
» SELLING ‘ ' .
L}
Be able to: . ' »
determine when to approach and open with good approach 1 2 3 4 1 2 3 4
determine where the customer is in his thinking and - a
guide him through the buying process . « . . .-+ . . 1 2 3-4 1.2 3 4
handle objections effectively . . . . e e e e e 1 2 3 4 1 2 3 4
_use proper techniques to inctrease the sale e e e s e 1 2 3 4 1 2 3 4 -
use a good closing technique. . + « ¢« ¢ & ¢« « ¢ « o . . 1 2 3 4 1 2 °3 4
handle non-buying customers . . . . e e e e a e s .ﬁ;:) 1 2 3 4 «~ 1 2 3 4
- establlsh and maintain a prospect list N 1 2 3 4 12 3 &
PRODUCT AﬂD/OR SERVICE TECHNOLOGY )
' .
Be able to:
interpret the features of a product in terms of bene- .
fits%to the customer . . . e o o o o o o 1 2 3 4 1 2 3.4
analy%eUproducts or services in relatlon to current : ’ -
nds such as fashion or style, innovations, etc. . 1 2 3 4 12 3 4
"1nterpret merchandise or service guarantees and - o -
directions to customers. . . . . e e e e e e 12 3 4 1 2 3 4
seek out all pert1nent product 1nformat10n c 4 e .. 1 2 3 4 1 2 3 -4
OPERATIONS AND MANAGEMENT
jf' .
‘De able wo: ) .
work effectively with cred1t bureaus. . . .« . . 1 2 3 4 1 2 3 4
accurately handle and record customer payment of/ § - _
¢bills. . . . . . .« . 1 2 3 4 1 2 3 4
keep informed of pert1nent state and federal laws 1 2 3 4 1 2 3 %
maké a decision in accepting or rejecting a credit '
i application after analyzing determining factors. .’ . 1 2 3 & 1 2 3 4
vre%ognlze and "handle shoplifting. . . . . . e o .1 2 3 4 1 2 3 4
qdlckly route merchandlse from receiving to sales
{ departments. . . . : o e s & ey . v 1 2 3 4 1 2 3 4
accurately check in merchandlse against an invoice. 1 2 3 4 1 2 3 4
develop and maintain department or,store merchandise ‘ )
arrangements in relation to floor space and profits. 1 2 3 4 1 2 3 &
. plan, develop, budget and schedule for work force . 1 2 3 4 1.2 3 4
effectively train and retrain employeces . 1 2 3 4 1 2 3 .4
perform job performance evaluations . . 1 2 3 4 1, 2 3 4
work ﬁithln framewotk of policies and procedures 1 2 -3, 4 1 2 3 4
COMMUNICATIONS : o -
, _ _ -
Be able to: . . '
listen, follow and convey directions and instructions. 1 2 3 4 1 2 374
give and\receive telephone orders, ‘complaints and ) ’
MeSSages .« « . . e e 4te . N T 12 3 4 1 2 3 4
use forms and records necessary in inventory control. . 1 2 3. 4 1 2 3 4
use proper written communications 1n forms, reports, ‘ '
and busibeés letters . « o o o o v o v e of i .1 2 3 4 1 2 3 &
. ’ - J‘\ H
7
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FORMER STUDENT
. ¢ »
What JOb skills, if any, do- you feel you should have received to fulfill your job
tasks, that were not covered 1n your vocational courses? A

«

v

What job skills, if any, do you feel were covered that are not important to you in
your prescnt employment?

&

As an-employee,"do you foresee in the futurenany job skills being necessary in your
presens\ﬂosition that are not now being taught in vocational programs?

- . . i —

. .

Briefly, how would you change the present Marketing/Merchandising program to prepare
a more competent employee’ .

.

CONFIDENTIAL
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, ‘ : {"' EMPLOYER
~
[

What job skills, if any, do you feel would be important to the .Marketing/Merchandising
person in your employ that were not covered in vocational courses?

k o %

°

What job skills, if any, do you feel were covered in courses that aré not necessary /.
for your business operations?

. . -~
Looking to the future, do you foresee any job skills being necessary for your typc of o .4
(business that are not being covered in vocational programs? v
3 : ? .

e

Briefly, how would you change the present Marketing/Merchandising program to prepare
a more competent employee for.your bu51ness7 - .

L4
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APPENDIX L

r

Arthur 0'Neill - Owmer
: O'Neill Shoe
Main Street
Platteville, WI 53818 2

Bill Brown - Owner
Brown's Smart Fashions
Richland Center, WI 53581

Robert Grinnell - Consumer'Services Supervisor
Wisconsin Power & Light Company
Minefal Point, WI 53565
o Y
John Lalor - Chairman .. o
Business, Marketing & General Education Division
Southwest Wisconsin Vocational-Technigal Institute
Bronson Boulevard
Fennimore, WI 53809




MEETING OF:

DATE AND TIME:

LOCATION:

- - APPENDIX M

(9%
h

AGENDA

Retail Sales/Marketing Advisory Committee Meeting
December 9, 1975 ---.7:30 p.m.

Building 200 --- Conference Room

»
‘

Welcome and introductions

Review and approval of minutes of previous meet§§g
. \
Discussion of Supervisory Plan

Discussion of present enrollment and program staﬁﬁs
Recommendation of alternatives

Discussion'of.new programs

a. One-Year Specialist

b. Route Sales

Placement report

D.E. Scholarship

Introduction of Marketing Research Project by

" Dan Wagner, Administrator, Rescarch and Planning

4

23



APPENDIX N

Southwest Wisconsin Vocational ~Technical Institute

Official Min‘:u#es')--

R N Y T rrrewy 4w v e AT o PR ey e,
Aﬂeeting of:: Retaf‘\Sales/Mqueting Ainsory_Committee Meeting
e and T“ﬂe: Tuesday, December 9, 1975
LOCQtIOﬂ: Building 200 - Conference Room
Members Present: Bob Grinnell ' Warren HillMer
Art O'Neill Lynn Reichert
Bill Brown ' ‘BrooKs Ott
John Lalor Dan Wagner

The meeting of the Retail Sales/Marketing Advisory Committee was called to order
by Mr. Bill Brown, Vice-chairman, at 7:40 p-m. Mr. James Soles, Chairman,
was not present at the meeting. His term on the committee has expired, and he

will not be returning. Mr. Warren Hillmer then introduced Mr. John Lalor,
Division Chairman.

The minutes of the last meeting were discussed. One of the points brought out
from the minutes was about retail record keeping. It was indicated the recommendation
that it be a semester course was initiated. The minutes were approved as presented.

The first item on the agenda to be discussed was the D.E. Scholarship. Mr. .
Lynn Reichert gave a Treport on last year's scholarship. He talked about the
winners, their comments on receiving the scholarship, and how they were chosen.
It was decided to have two winners again this year. Mr. Bob Grinnell moved
that every member of the committee contribute $15 toward the 'scholarship fund.
Mr. Art O'Neill seconded it. The motion was passed by unanimous vote. ‘DECA
will also contribute $15 so that two scholarships of $60 each can be awarded.
The winners will be chosen in the same way as last year. ’

Mr. Warren Hillmer talked about the judging needed at DECA CDC competitian in
ging P

Madison. The competition is on March 4,5, and 6. Mr. Hillmer will send in the
\dvisory Committee's names. C 0 )

Jiscussion was also held on the DECA Diamond Fund. Suggestions were made on how
‘he students shouild solicit funds. : 5

fr. John Lalor talked about tuition. He mentioned that enrollment is up even with
he tuition being added on to the fees this year. It was mentioned that
mployment factors, etc., could be big factor for enrollment increase. However,
he number of adults in night- class has decreased. Mr. Art O'Neill suggested that
he Business and Marketing Division place their own ad in the paper to attract
ore people. ' :

' 94
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Retail Sales/Marketing Advisory Committee Meeting . . .

Page 2" | |
December 9, 1975 ¢

'y

The Supervisory Plan was discussed next. The total enrollment in the Business
andMarketing Division is 216, Mr. John Lalor commented that most of the rooms
are utilized from 7:30 a.m. to 4:30 p.m. There are plans being made to build a
house to contain three programs; namely, -home furnishings, child care program,
and home mandgement system. o — S
N

The placement report was given next. Overall placement for last year was 92.3%.
Mr. Dan Wagner gave suggestions for follow ups in coming years. :

The next discussion was on recommendations of alternatives. The problem of the
low enrollment in the marketing class was the major topic of discussion. Reasons
were given for the low enrollment. It was taken into consideration that displays
on marketing shnuld be set up in different towns. . Mr. Harland Samson has looked
into the marketing program. Mr. John Lalor said that he would get a copy of
Harland Samson's report to each member of the committee when it comes in.

Discussion of new programs was next on the agenda. = Mr. Warren Hillmer gave a
report on the one-year specialist course. How the class would be conducted
was the major topic of the discussion.

iscussed next. Mr. John Lalor commented on the subject. We
programs in the state. This program is expected to start
in 1976. i

‘Route sales was
are one of two suc
in 1977. It may eve
Mr. Dan1Wagnc talked about the Marketing Research Project. More money will be
put into the /fmarketing area. He is trying to survey all the graduates of the
marketing angl retail sales area and all the employers who hired them. Mr. Hillmer
has the responsibility to make his recommendations for this report.

Mr. *Bob Gpdnnell moved that the meeting be adjourned. Mr. Art O'Neill secondeq/
it. meeting was adjourned at 10:50 p.m. ’

Carol Kreul,
Recorder

G
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