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SUMMARY

A study tb identify the basic competencies required by Marketing aria

Merchandising graduates necessary to obtain job entry-level employment

Was conducted by Southwest Misconsin Vocational-Technical Institute fra
,

.Ajri1 to July, 1976.

Nine'ty surveyl wei-e mailecrto grachlates and their employers from,

Wisconsin vocational education districts. Forty of these surveys were

returned, representing a 44.4% response..

The results of this survey repre-sents opinións of the employers

and graduates'of the Marketing/Merchandising field in the Vocational-,

distrIcts identifiCd. The survey made no atteMpt 10 detklrmine:the degree

of Gretency. in the skills by employers and employees or to compare the

attitodes and opinions of these two groups .but only to analyze the degree

'of,importance and level of performance the.participants felt the listed

0:
skrlls held for job-entry placement (eMployment). %rn



INTRODUCTION

THE PROBLEM

There Ivisikeen much.written in tegard to competencies in general and those competencies

required for employment in the Marketing/Merchandising field. It is the task of the edu-
i

cational institution and major instructor(s) involved to be famjliar with the overall

cempetencieF and more specifically be able to identify those skills necessary for

entry-level employment.

OBJECTIVE

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

.Merchandising graduates and their employers in the vOeational districts of Indianhead,

Blackhala and Southwest Wisconsin. This survey will identify: (1) the degree of

importance and (2) the level of performance of the competencies identified as being

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

%

skill's listed as to/their importance in thc Marketing/Merchandising curriculum. With

thiS information, the districts should be able to better look at'their exis6ng

programs in a more critical fight, providing for improved curriculum and insylictional

programi 1

404
!

.
ACTIVITIES AND PROCEDURES

°Thi project wilNe conducted by the Southwest Wisconsin Vocational-Technic0 Instittite

Marketing Instru,ctor working with theAdministrator of Research sand. Planning in

cooperation with the.Marketing instructors and Research Administrator at Blackiiawk
1

Technical Institute and Wisconsin Indianhead Technical Institute. A list of

and their employers of the Marketing/Merchandising program at each institute

-3-



'the findings of the abov mentioned researchers in developing their competency based

eurriFulum utigizing learning aCtivity p'ekages.('LAPS) Thc work of IDECC has been,

the basis foriteveral mastets th -is trying to analyze the,practicality of its. unique

7
methodology.,

compiled, Each person listed will be mailed a survvy document and upon obtaining,he

.'results of.the survey, data will be compiled and analyzed and recommendations will be

proposed.

1. 7ime Design

March identify employers.and pafJ, graduate4
d,velop que!:tionnaires

April to May conduct the survey

June tabulate the results - analyze the data, and write the final report

REVIEW OF LITERATURE.

The competqncy approach to .education is a realative1y,new method of instruction being

discussed today. 'All facets bf vocational education are now examining.its potential

for their'particular field. Erom a review of literati/re and the authors knowledge,

it is noted that one of thc leaders in developing, experimenting 'with and utilization

of th,is methodology is thc Marketing/Merchandis7ing discipline..
-

Lucy C. Crawforcts work, "A Competency Approach to CurriculuM4onstruction in Dis-
i

,

.tributive Teacher Education", identifies and ranks these competencies deemed necessary
/

for 6 Distributive Education teachet.e- This provides direct correlation to thc com-

potencies needed by the students. In the study "The,Nature and Characteristics of

Middle.Management in Retail Department Stores", Dr, Harland Samson provides insight

into the competencies needed for those otcripatioons indicated by the title. Dr. John

michael's, "An Analysis of Activities of Middle Management"Personnel i the'Retail

Industry with Implications for Curricum DevelopMent" also does much to cx the

N. It/
competency basitrriculum approach.

,TheInterstate Distributive Educatibn CurricUlum Consortium (IDEQC) utilized many of

N'



..

From all this, the aiiNl16'r draws the following conclusion and restatement of the pro- .

Hem. Competencies Or j(ili skills is the m;y to'fook at vocational Market ing/Nlerclwindising

is.what )edu:ation. How these job skills are taught is not the question.

I

The question

are the necessary j(h) skills for'enti-y-level posit

is needed.

-5-
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M110000toci

Marketing/Merchandising graduate:. hnd their employers from the three vocationril districts

were surveyed to determine the degree (d. 6fip0rtanco and iTrformance level of the skills

lk
needed to obtain entry-level employment im the Marketing/Merchandising, field.

The ille. 1 101111a re "W:is cpnst tt ed fo 1 low ing a revi eiv of ,t 1 i terat tire, exa.minat ion of t he

Niarhet ingMerchandis i ii curricultiMs in the di stricts, and the inst Filet iona I object ive

establ?shed for,major program courses. Contact was made with respresontati,ves from the

districts on Npvember 197!,. Introduction Co the survey Was made to the Advisory

Committ-e on 00cemh-r 9, 1975. With i 111-0 t ion gathered I h rough' t he above resources a

.list ot eompeteneie was developej.. Ancluded with theis list of skilr- were several

.questions designed to provide some basic st at i st i cal infoc-mat i on on those surveyed ,

and :II so al low t licm to make sub j et ive i:omments on the ,program and curriculum.

/

On April 2, 1976 a copy of thy rough draft was sent to tilt!' respective districts for

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 constructO and shred with

this district's reprCsentativc to thc State Marketing Advisory Committee, the res-

pective districts, and-a selected Foup ofliresent mar-eting student_s. Their suggestiOns
. .

were desired to finalize a survey that wovld bc valid in evaluating job-entry skills

and still be interesting and concise enough to facilitate re'spondent ComPletion.

A list of Marketing/Merchandising graduates and employers were compiled by each district.

These individuals were placed on a mailing list and received a copy Of thc final

7. sUrvey'instrument.

t
First mailing took place on April 29, 1976..

A second follow-up maiitig_to hon-respondents

took place on May 10, 1976.
9



Am,. I INoiNc.; ANAL1SW;

The- I ol lowing I tinting'. -Are lia,.ed IIII t he l'.Ill t of 1 ty u I he 1110c!.1 rr

to idyntify the dogree uf importance and level of pert oilman '1,0 r

both t'.udiut u 4iid cmplocr!.. A ';opdrate form and lytter hOwever, to provide.

the opportunity fur eAch group to reply to que..tion!. dc!,igned to

inlormAti(m ;Ind gain 'aibjective comment unique to each group.

014.0[k (Ii lllt I `WW1'S

From 1 .1.4.14) S. r ',,urveyed, thy i!'..";',O of hip;in(H5 operation:, ranged from tWO employees

to three hundred -4hy number of employee-. trainyd in Wiscon,,in,vocational !ichtmls

ranged flioni 1'0 to It ft y.

EMPLI)Y11,.!; OPLs;IHN 01:-GPAHU\T

The follot,..ing tabl( ryprw;ents thc re,;ults of questi6n 144mber 4 on the employer survey.

The spycifiy

job skills?"

!dates, "How-qualified are vocational !'a-hool'llpduates in basic

TABII 1

VOCATIONAL SCHOOL GRADHATL QUALIFICATIONS IN BASIC JOB SKIlfC

Very Well Qualified
Well Qualified
'Ave:rage

Unqualified

The-following two tables, Table II and Table III provide informationon length of time

employed and salary range oIC graduates.

TABLE II
LENGTH OF TIME EMPLOYLD WIlH FIRM

LCS5 lhau 6 months
6 months to one year
I to..1!;! years

to-2 years
More than 2 years

-7-

10

N

I.



$A00 $400
$!,o0 $000
$;00 - $100
$mm $

TABU III
CRAOUATE!; NoN1HLY SALARY

GPI\ I)II1 I HI' I : 1.'mc \ I TIZA I %INC.
. .

7.1

III(' <111111)1,141g it. r(til ',it 1'.1.ACt 1011 concerning fuel r

vocAtiikyAl trAinin.

'LAM]. IV

UVx ,It I!. i t C YOU with yuur voi;;It i (411,0 !:chouI t

HichPy

v.:!.;it i

UESPONSES

Sonr ddiitmAA1 comments provided hy.the gradu;ites to explain the
1- the high income pw,ition!. need more eduction

have imed ail my knowledge on the job
learned wlrit I needed to start out retail employment

"(.1)011C'eSWery:

TABLE V
How adequate do you feel your lab .and classroom facili-ties were?

CHOICES

Highly Adequate
Adequate
Ina( -quafc

High y Inadequate

RESPONSES

2a. n
73.3
6.7
0.0

- I-

Both employers and graduates were provided with four open endecl qUe stions to respond'

to. These were designed to utilize the skills, experiences, and insight of the

graduates and employers in examining selieral aspects of the Marketing and Merchandising

curriculum. The responses to these questions will he found in. Appendix I and J.

1.1

-8-



1.\A'.q11 (0111 II ',( II ';

pro.1(1c the re.allt.. of the lob .(1,111 ..urvey Irom thc coin-

htned. ( th ri.hhia (". ,111I c11111 I 0,V('I WO .1 rc,1'. L,It I huy wt. Ft'

.11 41 t 0 4p)11il I, Ii'it t ,111CC int] 11 11,11C( 111111011 ;in(' t. rt. t'r t how nectss.A

Ito 11.\., I hit .L.1 I I nt ry I ('(' (Tip I ovinon t . r I orman Icr ho t he level of

p(.1 lm.tn, t hit 1 t 0 ilir ouyet mcv 1 1 1,1 t i necta i' fur )(oh ry Isor

e\J1Tle, the tpinkt m'ay I (f. very import,Int for rntry-level employment, hut the

pc, t0ril.o0 ,. yt I 1;1.11 k 0111 V , I I 1 ! 1 1111,011 ill t it) r ',Ir.( ruc I 1)1'' I 0 know ho III

(if I e. r , r I t I oaVo t h ht"M t 1 R.4 Hr..

I i i I I I iii 1 0 Con t 1%.(' art' !Int

attitude

t Ili, o compare

I In I V.'0 )rotip ,:. a re alhi y t he i 1 1 s nerdcu
dr'

CIO 1 1' I, 1.:( 1+{1'. 1 t I llt I I 1lii 1111)111 l*Olit t COIllh I

I"hiv VI I ii ':* XIII LIII'Provide an analvi!; of the data tabulated on the specific

' , U r \ C k i . hC I ; O i l I I d i 1 ; i y oh .compet ency ; 1 rra w i t 11 a rank

(Nude r ;wit 1 hy comh i 10; t lit c t ca 1" and "very import ant " re,,poir, , from each

t we JUt: lookin,,,, At thoe competencies nece!,(sary fo'r entry- level employ-

ment, ftit th,-0 ti%'o re'Ton!;e areal; will indieatt+ tho!';0 competencies'

definite y nceded in the curriculum. refer to Appvndlx!; A:11 for complete





TABLE VI.
COMPETENCY AREA -ADVERTISiNG

s ;.

*, . IMPORTANCE .

_
,

Be able to: ,

.

'. ..*,

evaluate effectivenesS of advertising.

'..plan and budget admOtising allowances

. develop ad layouts, and'write copj,

-

..

.

.,

.

,

,

. .

.

.

53.6%

4..3

34.5
7

._,, . ,

- r

.
-

PERFORMANCE
.

. .

te able tof,
.

-,

- evaluaire effe ttiveness of advertising

develop ad layoUts, and write Copy

plan and budget advertising allowances

.
.

,

.

,

e

.>

.

51.6%

50.0 i

48.4

TABLE VII
COMPWENCY AREA HUMAN RELATIONS

,

IMPORTANCE
. q

Be"able to: .

.

work-well with others,

-handle self well.in problem situations
.

adapt to personality and needs-of customer

'develop persona :ty traits nccessary for successful job performance
,-

94:8%

94.1

91.1 .

85.3
-

l

e .
.

. 1

-
PERFORMANCE'

,

.

'Be able to: - -

,

ek

develop personality traits necessary for succe-sSful job-performance

adapt to personality and needs of customer.

handle self well in problem situations .

,

work well"with othcrs

.

91.7%

-91.7

90.9

87.2i

13
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TABLE
COMPETENCY AREA - COMMUNICATIONS

.
.

1 ..-1.7. ) \ IMPORTANCE
- . -

.
.

Be able to: .

gime and.receive telephone orders, complaints and-messages

sten, follow. and bonvey directions and instructions-
-

.

,

Use forms'and records necessary in inventory control

.

use preper written communications in
1

forl, reports, and business
letters

.

,

r

.

97.0%.

.96.9

78.1 .

. .
.

.

,

72.7

,
,.

.

.

.0
...,

' PERFORMANCE
.

Be able to: .

.

.listen, follow and convey directions and instructions

give and,receive telephone orders, complaints and messages .

Ilse forms and records necessary in inventory control
.

.

. use proper written icommunications-in forms, reports, and business
letters ..

.

.

.

.

.

, .

'97-.1%
..

,

94.3

76.4
.

.

,. 74.3
.

TABLE IX
'COMPETENCY AREA DISPLAY

IMPORTANCE

able to.:
er

6`,111jpoordinate display with other forms of promotion

3,plan, develop,'and construct displ themes,

effectively use point-of-salp paterial supplied bY the Pant;facturer.

ctter, showcards for displ

73.4%

63.3

58.0

51:7'

.Be

14



TABLE IX (continued)
COMPETENCY AREA - DISPLAY

PELIFORMANCE

Be able to:

coordinate dis.p1ay witfl othei4Torms,of promotion

, .

plan; develop, and construct display themes'
. . .. -- 7/ 'It

effectively use point-of-sale material supWed by the manufactui:er
.

letter showcards for,displays

77.4%

71.9'

2.5

56.3

4

. 4 ,

TABLE:X
COMPETENCY ARhA'-. PRODUCT-AND/OR SERVICE TECHNOLOGY

4.

. IMPORTANCE
. .

,

Be able to: .

._

interpret the features of a product'in terms,of benefits to the
.,

cuStomer :

..

interpret merchandise or service guarantees and diTections to
6ustomers .

.

seek out all pertinent/product information
I i

vialyze firdducts or s'ervices in relation to current trends such'as
fashion or style, innovatisms, etc.

.,.

1
.

.

,

,.

93.7%

83.8
.

77.4'

..
71.0

'

.

.

, .

t f- .

. -PERFORMANCE
.

Be able to:
,

interpret the features of a-product in terms of benefits to the
customer .

±

interpret merchandise or service guarantees and directions to
,

, customers

analyze products or services in relation to current trends such
as fashion or Style, innovations, etc.

seek out all Pertinent product information .

1
.

.

94.1%
.

87.9
.

. , .

.

84.0

78.8

.

?

15
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TABLE XI
COMPETENCY AREA 7 MATHEMATICS

) , IMPORTANCE

Be able to:

make correct change

fill out a cash receipt repirt-afid prepare sales slip .

compute all discounts, sales tax and percents

compute the exttnsion on an ilivoice
. r ,

calculate maximum cost that can be'paid for certain price.lines if
you know the markup percent

/

4

compute cost ofgoods sold, g.romargin, averageinventory

compute distributions of overhead expenses

utilizing correct formulain computing markup problems

prepare and interpret an operating statement

use metric system,
IS

91.0%

90.9

74.2

73.4

67.7

64,5

58.0,

56.7

43.8

21.8

JERFORMANCE

Be able to:

fill out a cash receipt report,and prepare sales slip

make correct change

compute the extension on an invoice

compute all discbunts, sales tax and percents
46...\

ut lizing correct'formula in computing markup problems

compute cost of goods sold, gross margin, average invenfory

calculate maximum cos't that can be paid fir certain price line's if
you know the markup percenk, .

compute distributions of overhead expenses

prepare and inferpret an operating statement

use metric system

94.1%

84.4

84.0

78.1'

76.4

727

60:6

52.9

20.6

-13-



TABLE XII
(05MPETENCY AREA - SELLING

IMPORTANCE

.
.

.

Be able to: .

.. .

. .

4 ,

use proper techniques to increase the sale ,

. ,g-
,

determine when tceapproach and open wi,th _good approach
, .

handle okiections e ffectiVely
4

i

determine where the.customer is in his-thinking and guide him
.through Ae.buying,process

handle non-huying customers
, . *

,

establish ad maintain.a prospect

010

,

,

..

.

.

,

4

90.6%

87.9

k .

. 87.5 ,

-

. 78.1

72.7

.
48.4

,

. . N.

.

. .

.

.

Be able'to:

determine4when
.

us

de

han0

usea

handle

establish

\
to approach and dpen with good'approach 1

-.J.,
,

prher techniques to increase the ?ale L,

ermine 'where the customer is.in his.thinking and guide him
hrough the buying proces.s

le objections effectively

i
good cosng techn.,

.,\.,

li i
.

non-buying cus mers .

and maint.in a prospect list
,.

.

.

ox-

,PERFORMANCE.'

.

91.5%

88.2

85.3
.

.

I.

85:3:

824:

68.7

_51.5

4

17
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TABLE XIII °

COMPETENCY AREA = OPERATIOr AND MANAGEMENT
\\,

IMPORTANCE

Be able toi

ta,:owwork within ork of poliCies and procedures
,

.0

effectively .krh,44q_and.retr'ain emploYees
1

'accurately handle and record &sterner payment ofibills.
mrm,

i

,
.

devel.op and maintain depart ent or store merchandise arrangements
.y.in relation to floor spac and profits

, (

accurately)check in merchandise against an invoice

quickly route merchandise from receivfng to sales depaftments,

recognize and haddle shoplifting

'perform job performance evaluations'.
'(

.\ plan, develop, budget and Achedule.for 'work fotce

keep informed of pertinentstate and federal laws

,;
make a decision in accepting or. rejecting a crecW application
,offer analyzing determining factors.

work effectively with credit bureaus , 6

86.6%

78.2

77.4
rt`

76.7

75.0

71.9 (-

67.7-

60.0

57.5

50.0

35.4"

n

13



. i
:FABLE XIII (continued)

COMPETENCY AREA - OPERATIONS AND MANAGEMENT

PERFORMANCE.

BO---able to:

work within framework of pOlicies- and procedures'

acCurately.,11pdle and record customer payment of bills _

develop and maintain department or store merchandise arrangementg
in relation'to floor spau,and 'proits

,

effectively train and retrain employees
c

accurately check in merchandise against an invoice
e f

\ .

quickly route. merdhandise from receing to sales department&

performsjob performance evaluations

plan;-''.develop; budget and schedule for;work force

recognize and handle shoplifting

keep informed of pertinent state and federal laws

Amake a d¢ci.sion in accepting or rejecting a Crdait application
offei analyzing determining factors

work effectively with credit bureaus

01.

-

f

401,

87.5%

82.3

81.2

-76.5

76.4

75-.8

7.7

67.8

64.8 I

60.0

50.0

42.5

19
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NARRATIVE ANALYSIS

Of the competency areas surveyed those of Advertising and Display had less concrete

results. As indicated in-Table VI on page 10 the competency "evaluate the

effectiveness of advertising" ranked first (53.6%) .y.,et it ranked last in the

Critical column (14.3% see Appendix A). In Table IX on page 11,"cOordinate display

Illth other forms of 'promotion" ranked number one (73.4%), and a close second in

the critical column (see Appendix B). In both competency areas Performance level .

rankings corresponded with those of Importance. (A note on(cthe,responses in the

Advertising and Display.areas. This might indicate'a,correlation with studies done

by-Kohlman,(196() and Grundle (1970) which found Advertising and Display to

two of the courses fiDnmer students found least important to them.)

rn,Table VIr-HuMan Relations,, each ol the coMpetency areas`identified carries

,strong sUpport, both. in the. Importance-category and Performance. 'This 'parallels

:

comments from both'employers and,forMet students in the_importance of Human

Relations in t 11P . setting.illork

Communications competencie0hown 'in Table VIII shew the ability of_verbal

communications to be extremely important. "Listen,_ follow and convey directions

and instructions" (96:9%) and'"give and.receive telephone orders, complaints and

messages" (97.0%) ranked on top,in both Importance and Performance.

Responses to competency area Product and/or Service Technology are displayed

in Table X. '."Interpret the featdi.j.es of product in terms pf benefits to the

customer" ranks first both in-Importance (97.7%) p.nd Performance (94.1%). Response

to the remaining three ciompetency areaS indicate.their ne

-17-
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The competency area of Mathematics, Table XI, again showS a close correlation

between Importanct'and Performance ofk the tasks: In the area-pf Marketing and

Merchandising it is really no surprise to see "make-Correct change" and "firl out ,

c

a cash receipt report and fill out .sales'slip" rank'as high as they.do. With so

many objectives in a mathematic program ta accomplish this ranking of competencies

should surely help(to address priorities. 'One note Of extreme interest is the

response to the metric system. -At this point in time there is really no need to

t--
have a grasp.of it for entry-level employment accOrding to the respondents.

"Using proper techniques-to increaSe the sale" 90,6%)10anited number one in

Table.XII. It was closely.followedly "determining hen to approach ind use a

good approach" (87.9%),"Handle objectives effectively"07.5%) and "use,a good

clOsing'technique (87.5%). Again Importance and Performance followed quite*
.4

closely. There is a change in rank order, but very small point separations to

.

notyftlignificant.

Table XIII provides..th respons s tothe cohipetenoarea Ilperations and Management.

AV
Being ahrt to "work win a f amework of policies and procedures" ranked on top

in Importance (86.6(t) a'nd Performance (87.5%) The remaining competenc&es wera

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

the respondents Was that of "working effectively with credit burelaus".

2 I



CHAPTER IV

-CONCLUSIONS AND RECOMMENDATIONS

4

The specific Turpose Of this study was to identify skills or.task* requiredfor

entry-Level positions in the Marketing/Merchandising field.

\3/4#

The findlne of,hc survey are based on the reSponses of 21 emploYers and 19

graduates. ihe individuals who completed the survey were asked to_respónd to

questions concerting their job, title, size of firM and their opinion OP the

curritulud content of the Marketing/Merchandising programs in-the districts. The

previous tables and discussion have detaifed the findings of the survey.

-

CONCLUSIONS

In reviewing ihe findings with respdct Og'ihe

A
the following conclusions are provided:

specific objectives of the study
,# 4/ .

1..

1-- There is a variation in degree and tyfe,of slcills needed for job-entry level

employalent between business.

2- Employers have found qualified, workers in the vocational system..

Graduates wefe satiS'fied with their vocational school training.

4- Income levels for entry-level positions is relatively low however competitive

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

5- Graduates felt labs and classrooms were quite adequate.

6- In the Marketing/Merchandising area, both graduates and employers saw a needs

for on-the-job type training to supplement classroom instruction4

7- Theil seeMs to be a correlation between the degree of importance and level of

performance needed for entry-level skills.

8- _Personality, attitude, and human relations, are extremely necessary tb

function on the job as are specific job skills.

9- The present Marketing and Merchandising curriculums seem to be doing ad

//

2 2

ddequate job at training employees for the job markdt.



10- Job skills" in advertising are not as importance as other-comp6tency areas,

unless the person is involved directly, in that field.

fI- , At the .present time little concern appears Ar the metric system.

12- It appears, good verbal communication 6:re deemed more necessary for entry-
,'

level employment than are written ones.

13: Being able to,work within a framework of policies and procedure unique to

the business.operatilon i-s important.

RECOMENDATIONS
a

1- Continue with the basic Marketing/Merchandiing curriculkms being'presently

2- Look at the adver'tising course offeYings to Make sure relevant entry-lavel-
(

needs are being covered.

3- In both one. year and two year programs, supplement classroom instruction

with internship, on-the-job trailing, field observation, or lab experience,

whenever possible.

4- Utilize related courses in comMunication or human relations to highly

reinforce major instructional area entry-leveljob competencies.

5-. Make sure math classes are covering relevant joli-entry competencies.

6- Utilize people in the field to augment

on curriculum content.

textbook instruction and advise

Utilize the findings ta set priorities in instructional objectives.
-..'

8- Even though present curriculums appear to be doing the iob, they shouldite

evaluated and updated orr a continuing basis.

2 3
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APPENOX A-

' COMPETENCY ARE/A - ADVERTISING

J.
..

,

/ .

,

IMPORTANCE
, PERFORMANCE

.

Critical

,*

20.7%

14.3

24.1

Very 1

qmpi.

13.8%

39.3

17.2

Impt.

41,4%

25.0

311

SOL

'qt.

.24,1$

21.4

?.2,7

-.Very

aiiigh

, A

15,6%

9.7,

22.64.

High

34,4%

41.9

25.8

Average

43.71

45.2

,38.7

Low

3.2'

12.9

,

Be,able to:

1 '

aevelop ad layouts, qd write cOpy

evaluate.effectiveness of advertising

plan and budget advertising allowances

26

25
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APPENDIX B

COMPETENCY AREA - HUMAN RELATIONS

,

.

.

.

,

1#

IMPORTANCE

. ,

PERFORMANCE

_
*lr

Low

Very

Impt. Impt.

Some

Impt.

Vtry

High High ,AVerae
..

. .

_Critical

Be able to:

\ .

.
'''' '

. work well with others 79.4% 11.8% 8:8% 0.0% 64.1% (23.1 10%. 0.0%

handle self well in problem situaticto 64,7 29.4 5.9 0.0 48.5 '',42.4 :9,l 0,0:

4

adapt to personality and' needs of customer

develop personality traits necessary for success-

73.5

4

17.6 8.9 0.0 ' ilk , 36,B 8.3. 0.0

ful job ierformance
.

64.7 20.6 14.7 0.0 55 5 , 36.1 8,3 CO

_

27

A

28



APPENDIX C

COMPETENCY AREA - COMMUNICATIONS

.

, .

,

.
,

IMPORTANCE , PERFORMANCE

Critical

Very

impt, Impt.

Some Very

High High Low,Impt. ,Average

Be able to: .

. .

listen, folloW and conVey directions and
.

.

instructions

give and receive telephone orders, complaints.

and messages

.

81,8%

79.4

15.1%

1 6

3.1%

3,0

0,0%

0,0

65,7%

65.7

'31,4%

28,6

'2,9%

5,7

0;0%

0,0

.use forms and records necessary in inventory

controf

use,proper written communications in forms,

reports, and 'business letters, .

.56.2,.

45.4

21.9

27.3

15.6

18,2

6,3

9,1

.58,8

45,7

17,6

28,6

20,6

17,1

3.0

8.6

29



APPENDIX D

/COMPETENCY AREA - DISPLAY

,

,

,

IMPORTANCE PERFORMANCE

Critical

.Very

Impt.

33,3%

16.1

32.3

36.7

.

Impt.

23.3%

'25.9

38.7

16.6

Some

Impt.

13.4%

ill

16.1

9,6

10,0

Very

High

37,.5%

;34.4

9.4

35.5

High

.

,

34.4%

28.1

46.9'

41..9

,

Average

25.0%

31,2,

37.5

,22.6

Low

.

3.1%

6.3

.6.2

0.0

.

Be ablp to:

( ,

plan, develop, and construet display themes ,

effectively use point-of-sale material supplied

by the,manufacturer

,

letter showcards for displays

,

coordinate diiplay, with other forms of promotion
1 g i

1

30.0%

'41.9

4

A" 19 4

36.7

31 , 14

32



APPENDIX E

COMPETENCY AREA - PRODUCT AND/OR SE<CyE/ TECHNOLOGY

,

'

.1

IMPORTANCE
, I

PERFORMANCE

,.

.

Critical

Very

Illpt., Impt.

Some

Impt.

Very

High High Average , Low

"Be'able to:
.

interpret the features of a product in terms

. of benefits to the customer
,

analyze products or services:in relation

to current trends such as fashion or style,,

innovations, etc.

interpret merchandise or service guarantees

and directions to customers
,

.

, ,

seek out all prtinent product information

,

65.6%

452

54.8

.

41,9

28.1%

25.8

29.0

35.5

6.3%

/22.6

16.2

19.4,

0.01

6,4

0,0

3.2

k

6447%

48.5

'60.6

39.4

29.4%

36.4

27.3

39.4

,

h

, 5.9%

12.1

4

12.1

21.2

0.0%

3.0

0.0

.

0.0

f
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APPENDIX F

COMPETENCY AREA - MATHEMATICS

.

I

-

IMPORTANCE
-P

PERFORMANCE

Critical

Very

Impt. Impt.

loffle Very

High High Average Low

, 4,
Ielible to: oi

make correct change

I

. fill out cash receipt report and prepare

, sales lip e"

compute the extension on an invoice

iii

utilizing correct formula'in computing marl

up problems
. \

-%

calculate maximum cost that can be paid for

certain Price lines if you know the mark-

up percent,

compute cd'st of goods sold, gross margin,,

average inventory, ,

)
- prepare and interpret an operating itatement

compute all discounts, sales tax and percents ,

1

compute distributions of overhead expenses

use metric system

'

i

7e.9%

72.7

56.7

43,4
4 r

,41.9!,

38.7

,

25.0

48.4

29.0

18.7

12.1%

18.2

16.7

13.3

25.8

25.8

18.8

25.8

29.0

,3.1

6.0%

9.1

20.0

30.0

22.6

19,4

28.1

22.6

16.1

21.9

i

_Impt.

3.0%

0.0

6.6

13.3

9.7

16.1

28.1

3.2

25.9

56.3

,

79,4%

82.3

56.3

40.6

33.3

38.2

20.6

57.6

334

17.6

t-

11.8%

'11.8

28.1

37,5

39.4

38.2

32.3

27.3

27.3

3.0

5.9%

5.9

12.5

18.8

21,2

14.8

35.3

-
12.1

27.3

29,4

2.9%

0.0

.3.1

3.1

6.1

8.8

'11.8

3,0

12.1

50.0

38



APPENDIX G

COMPETENCY AREA . SELLING

IMPORTANCE PERFORMANCE

,

,

Critical

Very

Impt. Impt.

Some

Impt.

Very

High

.

High Aver,
.

0

,Low,

Be able to:

determine when to approach and open with good

approacb 63.7% 24.2% 9,1% 3.0% 62,9% 28.6% 8.5%

,

0.0%

detmine where the customer is in his

thinking and guide him through the buying

process 50.0 28.1 21.9 0.0 47,1 38.2 14.7 0,0

4
handle objections effectively 65,6 21.9 12,5 0.0 58.8 26.5 14.7 0,0

,

use.proper techniques to increase the sale 53.1 37,5 9.4 0.0 50.0 38,2 11.8 0.0

use a good cloSing technique 59.4 28.1 12.5 0,0 50.0 32.4 17.6 0.0
I

handle non-buying customers 42,4 30.3 27.3 0,0 37.1 28,6 34.3 0.0

establish 4nd maintain a prospect list 29.0 19'44 38,7 12.9 24.2 27.3 45.5 , 3.6

r

38
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APPENDIX 1

COMPETENCY AREA - OPERATIONS AND MANAGEMENT

IMPRTANCE
,

PERFORMANCE

Critical

Very

Impt., 'Impl.

Some

kir.

Very

11.1111 Hilh Avera c Low
.

Be able to:
1

. .

work effectively with credit bureaus 29,0% 6.4% 32,3% 32.3% 27.3% 15.2% 45.4% 12.1%

, I.

accurately handle and record customer pay-

ment of bills 64,5 12.9 9,7 12.9 52.9 29.4 14.7 3.0

keep informed of pertient state and federal laws 33.3 24,2 15,2 27.3 34.3 25.7 25.7 14,3

make a decilpn in accepting dr reject4 ) ,

credit apOlication offer analyzing

determining factors , 11 36.7 13.3 20.0 30.0 34.4 15.6 31.3 18,7

recognize and handle shoplifting # 53.1 18.) 15,6 12.5 44,2 20,6 17.6 17.6

quickly route merchandise from receiving to ..

sales departments 58.1 16.1. 22.6 3.2 45.5 30,3 24.2 0.0

accurately check in merchandise against an

invoice
0

56.2 18.8 12.5 12.5 52.9 23.5 , 20.6 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 33.3 26.7 20.0 20.0 45.2 2.6 25,8 6.4

effectively trijn and retrain employees ,43.8 34.4 6.2 15.6 47.1 29.4 14,7 8.8

perform job performance evaluations '\ 35.5 32.2 19.3 13.0 30.3 42.4 21.2 6.1

work within framework of policies 'and

procedures 63.3 23,3 6.7 6.7 62.5 ' 25,0 12.5 0.0

39 40



APPENDIX I

FORMER STUDENT RESPONSES TO THE FOLLOWING QUESTIONS:

What job skills, if any, do you feel you should have received to fulfill your job tasks,
that wereonot covered in your vocational courses?.

Being in college I Rnow.all of my liberal studies didn't transfer.

I feel L received a good education, I apply my schoolin everyday. Each company
-does things differently so the general approach'I receive school, with a few
alterations got me-set.

Since I,am mot getting that much use out of my voc-tech education at this time,
I can't really answer this question.

Computerized cash register.

I am in ptinting, and enjok it a complete course would have been good. Stress
organization of any job - this is very important I feel it helps a job tti go
a lot easier and-communicating effectively either in person, phone oriletters.

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

Not, all mere coyered.

Some type'of o'n-the-job to have the-opportunity to relate back probtt'and
seek ans4ers.

None. %

1:nre

When tirisiting retail stores learn (more) about th± bookkeeping methods from
writing the initialorder 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 mote 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 pospibly prepare one in
handling different attitudes and beliefs of others.



What job skills, if any, do.you ekl were covered that are not imp.ortant to yOu in your
present employment?

My last_semester I felt was totally worthless, which is the reason I quit to
igo to work.

Grammar in English. The machines in math.

Again, I can't really fully answer this question but-I do feel any job skil,ls we
covered in school were of some importance because otherwise we wouldn't have
covered- them.

Human Relations cburse when I had it was of no value although_it miiht have
changed by now. >,

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

Many of-the skills I learned 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 -.Personal'Hygiene.

COBAL cdMputer pi.:gramming.

As an employee, do you foresee in the future any job skills being necessary in your
present posiyon that-are not now being taught in vocational programs?

Refresher.courses.
-7-

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

More mirk with employer - employee.relationships.

Layout)- Graphic Art maybe just a one year printing course - 'amera course - all
or anyone of these are helpful in getting a job in the printing industry.

Positive mental attitude.

I am not familiar with what.skills are being taught now.
k.

Yes, I feel more importance should be taught in preparing advertising budgets and
writing business letters. .

More accounting and advertising.

The metric system.

4 2



BrieflyNhow would you change'the present arketing/Merchandising prOgram t- ?repare
a more epmpetent employee?

Add more in store training. Have the_students work in the bookstore, checking
.merchandise'in, pricing it and selling it.

While the students were still in school I would give them some experience in
the marketing field. At leAst-haIf of 'their, last semester should be out on
some kind of "on-the-job"-training.:._ gike_student teachers) There,is no
substitute for experience. Not o", would they gain a little valuable exper-
ience, but also I think it,woOd help theil- :hances of getting a job in.the.
marketing field wheff they graduate (differcl: areas of the marketing field could
bp exploredwhen doing this.)

-Nbch-more math. More human relations.

NS.

Stress arganization and effective communicatiions.

Stress getting as much information about what you are selling:

Uhderstand people and their,problems i,f one cannot do this he wiil get no
Personal satisfaction.

Be able to get.along with other emproYees without losing your selfrrespect.

In English or communications course stress situation '"(example: introduce a
product,-ftpay-bill, public relations) letter writing not necessarily fictional
or non-fictional stories.

An observatiOn class to go and observe as many'retail operations and functions of
-tertain operations being conducted in different locations and different sizes
of Operattons from big to small.

Have more display time..

lOri the job training-.defin'itely. Maybe a course in what different-types of
sales entail'. To help a student decide what type of retilil he or she could
excel in.

As.to'the questions previoN4y 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 cauld.

More observation of actual customer salesman relationships,

I would place less emphasis on grades and testing and more on learning in the
field. Have more business persons spend a day lecturing and teaching the students
their methods of handling book.work, customer problems and let the student ,*

spend several days in a business of their choice observing how the business is
operated

, 4 3



APPENDIX J

EMPLOYM RESPONSES TO THE FOLLOWING QUESTI,ONS:

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

7 9

I think they are very well covered if these students would just apply what they-
. learn - we know they learn it.

More emphasis on writing 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.

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

All of them are'necessary.

Advertising.

Metric.

None! Cannot learn or teach enough every phase is important. q

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

Advertising, display and selling.

Looking to th-e future, do you foresee ank job skills being necessary for your type of
business that are not being covered in vocational programs?

More math ireeded.

Yes emplOer 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.



Briefly, how would you change- the present Marketing/MeAandising program to prepare a
more competent employee tor your business?

Again - getting them to have confidence in what they leaiin and apply this
knowledge - Employers all,needing new ideas for _

merchandising. The more an employee can do to t,; hurdenE off oyer-'
the better he likes it and the person will be promOL,,1 andreceive salary
increases as they desetve them.

More basic math is needed.

1- Retail is not a AO hr. a week job.
2-. All the theory in the world ean't m4ke up for.common sense..
3- Merchandising a store takes co-ordination in all depts.
4- A buyer is not a God.

r

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

More um the job training. Working with other associates aEd 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, Selleii(f-
Communicat*ons and Reading Interpretation. A vigorous regimen 'ot pratdrills
with groups and individuals throughout the entire training period in appt ng
the principles of these 5 subjects. Make these 5 subjects a religious'devotional
so that the stuclent will not only iearn the principles, but will have,a confidence
to.knowingly.apply what they have learned. What people know and what they do are
two different things (people smoke knowing that it will kill some of them yet
they still.spoke).

I am favorably impressed with the job currently being done.
6



APpENDIX K

ll''' L.

MVO -Utt:

iPL

Dear Businessman:

April 29, 1976

Southwest Tech's Marketing/Merchandising program needs your help!! We
want to make sure we are providing our students with the opportuni y to

.gain the basic skills necessary for employment.. Your rapid respoijse to
the following questionnaire will aid us in seeing that the object ves
we are trying to reach are relevant and help us to identify are1 that
need more 'emphasis, or are not being covered at all.

As, a progressive businessman, your opinion is valued. P1 ase,take the
time now to fill out the .survey and return it in the encloSed self-
addressed envelope. A prompt response is needed and will be greatly
appreciated,

This questionnaire will be handled in complete confidence!!!'
,

.

0Sincerely, /

Warren Hillmer Daniel Wagner, AdMinistrator
Marketing Instructor Research and Planning

1., Name of firm (optional)

2. Name (Option al) and title of individual completing questionnaire

_

3. Total number firm employs

Schoo1s

How jnany trained in Wisconsin VocatiOhal

4. How qualified are vocational school graduates in basic job skifls? (circle one)

Very Well Qualified W0.1 Qualified Average Unquallfied

CONFIDENTIAL

4 6



April 29, 1976

-

,Southwest Tech's Marketing/Merchandising:prOgram needs your help!! We
want to make-sure 'we are providing our studen,ts with the opportunity to
gain the basic skills necessary for employment. Your rapid.response to
_the following questionnaire will aid us in seeing that the objectives
we are trying to reach are relevant and help us to identify areas tlat
need more emphasis, or are not being covered at all.

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

This questionnaire will be handled in complete confidence!!! Tear off
at line if you wish to remove your name.

.

Sincerely,

Warren Hillmer
Markeing Instructor'

Daniel Wagner, Administrator
Research and Planning

d

1., Vocational program title

2. -Job title and cles:cription'

two year one year

3. Length of ti,me employed with firm - (circle one)

-less than 6 months
6 months to one year
1 to 11/2 years

11/2 to 2 years

more than 2 years

4. Monthly.salary -

$30O-$400 $700-$800 $900-$i,000
$500-4600 $800-$900 Over $1,000

-4

S. How.saiisfied were you with your vocational school training?

Highly. Satisfied /Dissatisfied Explain:
Satisfied /Highly Dissati§fied

6. How adequate do you feel.your lab and classroom facilities were?
0

Highly Adequate Inadequate. Explain:
Adequate

4
Highly Inadequate

CONFIDENTIAL
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Lease circle the number following each statement which you feel is the degree of per-
mmance and level of importance each task has in terms of basic job pkills.necessary
)r employment. CO

ADVERTISING

Be able to:
develop ad layouts, and write copy
evaluate effectiveness of advertising
plan and budget advertising allowances

DISPLAY

Be able to:
plan, develop, and construct display themes
effectively use.point-of-sale material supplied by

the manufacturer . . . .

letter showcards for displays
coordinate display with other forms,of promotion.

HUMAN RELATIONS

Be able to.:

.work well with others
handle self well in problem situations
adapt to personality and needs of customer. .

develop personality traits necessary for successful
job performance

MATHEMATICS j

Be able to:
make correct change'
fill out a cash receipt report and prepare sales slip
compute the extension on an invoice
utilize correct formula in computing mark-up problems
calculate maximum cost that can be paid for certain

price lines if you know the markup percent
compute cost of goods sold, gross margin, average

inventory
prepare and interpret "an operating statement
compute all discounts,,sales tax, and percents
compute distributions of overhead expenses
use metric system

48
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PERFORMANCE
1=Very High
2=High

.3=Average
4=Low

1 2 3

1 2 3

, 1 2 3

1 2 3

1 2 3

1 2 3

1 2 3

1 2 3

1 2 3

1 2 3

1 2 3

1 2 3

1 2 3

1 2 3

1 .2 3

1 2 3

1 2 3

1 2 3

1 2 3

1 2 3

1 3

4

4

4

4'

4

4

4

it
4

4

4

4

4

4

4

4

4

4

4

4

4

IMPORTANCE
1=Critical
2=Very
3=Important
4=Some k

3 4

1 3 4

' 1 2 3 4

1% 2 3 4

1 2 3 4

1 2 3 4

. 1 2 3 4

1 2 3 4

1 2 S 4

1 2 3 4

1.2 3 4

1 2 3 4

1 2 3 4

1 2 3 4

1 2 3 4

1 2 3. 4

1 2 3 4

1 2 3 4

1 2 3 4

1 2 3 4

1 2 3 4



PERFORMANCE IMPORTANCE
1=Very High 1=Critical
2=High 2=Very
3=Average 3=Important

4=Some
. SELLING

Be able to:

determine when to approach and open with good approach. 1

determine where the customer is in his thinking and
guide him through the buying process

handle objections effectiNiely
.use pmper techniques to increase the sale
use a good closing tethnique ...
handle non-buying customers
establish and maintain a progpect list

PRODUCT OD/OR SERVICE TECHNOLOGY

Be able to:-'

interRrvt the-fe'atures of a product in .terms of bene-

1

1,

1

1

1

1

ftslto the customer 1

analy eiproducts or services in relation to current
t nds such as fashion or style, innovations, etc. . 1

,

interpret .merchandise or service guarantees and
directions to customers 1

seek out all pertinent.product inforMation. . , 1

OPERATIONS AND MANAGEMENT

D e able Lo:
Work effectively with tredit bureaus 1

ac.curately handle and record customer'payment of%
Aills . 1

keep informed of ipertinent state and federal laws . 1

make a decision in accepting'or rejectidg a credit
c; application after analyzing determining factors. 1
4

4rlcognize and'handle shoplifting 1

qdick1y route merchandi'se from receiving to sales
1 dePar6ients , ... 1

aCcurately check in merchandise against an invoice. . ,1

develop and maintain department or,store merchandise
arrangements in relation to floor space and proifitS. 1

, plan; develop, budget and schedule for work force 1

effectively train 'and retrain employees 1

perforM job performance evaluations 1

work ijithin framewotk of policies and procedures. , 1

COMMUNICATIONS

Be able to:

listen, folloW and convey directions and instructions. 1

give and receive telephone orders,'complaints and
messages . . eeeeeee 1 .. 1-

use forms and records necessary in inventory control. . 1

use proper written communications in forms, repo ts,
and busicbes letters 1 1

CONFIDENTIAL
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I. 2

3

3

2 3 4 1 2 1
2 3 4 1 2 3

2 3 4 l 2 '3

2 3 4 1 2 3

2 3 4 1 3

2 3 4 1 2 3

2 3 4 1 3

2 3 4 1 2 3

2 3 4 1 2 3

2 3 4 1 2 3

24.' 3 4 3

2 3 4 1 2 3'

2 3 4 2 3

2 3 4 2 3

2 3 4 1 2 3

2 3 4 . 1 2 3

2 3 4 1 2 3

2 3 4 1. 2 3

2 3 4 1 2 3

2 3 4 1, 2 3

2 '3, 4 1 2 3

2 3 4 1 '2 3

2 1 2 3

2 3 4 1 2 3

2 3 4 1 2 3
A

;

4

4

4

4

4

ir

.4

4

4

.4

4

4

4

4

4

4

4

4-

4

.4

4

4

'4

4

4



FORMER STUDENT

What job skiIls,.if any, do-you feel you should have received to fulfill your job
tasks, that were not covered in your vocational courses?

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

1r

As an employee, do you foresee in the future any job skills being necessary in your
present position that are not new being tabght in vocational programs?

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

e

CONFIpENTIAL
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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?

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

Looking to the future, do you foresee any job skills being necessary for your type o
jusiness that are not being covered in vocational programs?

Briefly, how would you change the present Marketing/Merchandising program to prepare
a more competent employee fOr.your business?

4

CONFIDENtIAL
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APPENDIX L

Arthur O'Neill - Owner
O'Neill Shoe
Main Street
Platteville, WI 53818

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

Robert Grinnell Consumer Services Supervisor
Wisc,onsin Power & Light Company
Mina61 Point, WI 53565

John Lalor - Chairman
Business, Marketing & General Education Division
Southwest Wisconsin Vocational-Technical Institute
Bronson Boulevard
Fennimore, WI 53809

a
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APPENDIX 14

AGENDA

MEETING OF: Retail Sales/Marketing Advisory Committee Meeting

DATE AND TIME: December 9, 1975 ---.7:30 p.m.

LOCATION: Building 200 --- Conference Room

1. Welcome and introductions

2. Review and approval of minutes Of previous meeti

3. Discussion of Supervisory Plan

4. Discussion of present enrollment and program statths

5. Recommendation of alternatives

6. Discussion of new programs
a. One-Year Specialist
b. Route Sales

7. Placement report

8. D.E. SchOlarship

9. Introduction of Marketing Research Project by
Dan Wagner, Administrator, Research and Planning

101,
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APPENDIX N

Southlvest Wisconsit; Vocational-Technical Institute

Official Vainutes
t't-,$"." r54.*".

. ASS

Meeting of:

e and Tyne:

Location:

Retai\Sales/Marketing Adl.risory Committee Meeting

Tuesday, December 9, 1975

Building 200 - Conference Room

Members Present: Bob Grinnell
Art O'Neill
Bill Brown
John Lalor

Warren Hill
Lynn Reichert
'Brooks Ott
Dan Wagner

The meeting of the Retail Sales/Marketing Advisory Committee was called to orderby 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 hewill not be returning. Mr. Warren Hillmer then introduced Mr. John Lalor,Division Chairman.

÷«!1:,:.,-

The minutes of the last meeting were discussed. One of the points brought outfrom the minutes was about retail record keeping. It was indicated the recommendationthat 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 report on last year's scholarship. He talked about thewinners, their comments on receiving the scholarship, and how they were chosen.It was decided to have two winners again'this year. Mr. Bob Grinnell movedthat every member of the committee contribute $15 toward the'Scholarship fund.Mr. Art O'Neill seconded it. The motion was passed by unanimous vote. 'DECAwill 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.

4r. Warren Hillmer talked about the Aidging needed at DECA CDC competition in4adison. The coMpetition.is on March 4, .5, and 6. Mr. Hillmer will send in thekdvisory Committee's names.

)iscussion was also held on the DECA Diamond Fund. Suggestions were made on how:he students should solicit funds.

Ir. John Lalor'talked about tuition. He mentioned that enrollment is up even with.he tuition bcing added on to the fees thiS year. It was mentioned that
aployment factors, etc., could be big factor for enrollmnt increase. However,he number of adults in night-class has decreased. Mr. Art O'Neill suggested thathe Business and Marketing Divisien place their own ad in the paper to attract

_

ere peopae.
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Retail Sales/Marketing Advisory Committee Meeting

DeceMber 9, 1975 i

The Supervisory Plan was discussed next. The total enrollment in the Business
and04arketing 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 mallägement system.

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 should 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. lilarren Hillmer gave a
report on the one-year specialist course. How the class would be conducted
was the major topic of the discussion.

Route sales was rscussed next. Mr.'John Lalor commented on the subject. We
are pne of two suc. programs in the state. This program is expected(to start
in 1977. If may eve in 1976.

Mr. DaniWagne talked about the Marketing Research Project. More money will be
put intb the marketing area. He is trying to survey all the graduates of the
marketing ani retail sales area and all the employers who hired them. Mr. HillMer
has the res.rnsibility to-make his recommendations for this xeport.

Mr./iob G nnell moved Oat the meeting be adjourned. Mi. Art O'Neill seconded(
it. meting was adjourned at 10:50 p.m.

Carol KreUl,
Recorder
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