
I.

sikD 230. 765.
,

TITLE

INSTITUTION

PUB DATE
VOTE
PUB TYPE

EDRS PRICE
DE'SCRIPTORS
-

IDENTIFIERS'

DOCUMENT RESUME

CE 036 221

Coopeativi Marketing andDistributie Education I
apd II (J4nior and Senio4High Schoo .Studetts).

\Vbcationar Eduèation Teacher-Coordin tors Curriculum
Guide. Bulletin 1702.
Louisiana State Dept. of Education,
of Vocational Education.
May 83
203p.

ton Rouge. Div.J

4

'Guides tlassroom'Use Guides (For Teachers) (052)

MF01/PC09 Plus Postage. r

Career'Education; Competence; Competency Ased
Education; *Cooperative Education; *DistribUtive
Education; Entrepreneurship; Human Relations;
Learning'Activities; Lesson Plans; *Marketing;
Ocoupational.Information; *Salesmanship; Secondary
.Education;'*State Currculuirl Gu0es .

Distributime.Educatioarpubs of An4rica; Louisiana

ABSTRACT 0 r,

Developed by experienced vocational
teacher-coordinators and teacher-educators, this guide is intended to .
be used as a esource by cooperative distributive adutation and
marketing teachers in Louisiana junior and senior high schools. The
guide contains suggested curriculum for both beginning and advancep
courses. Cdurse I consists of 19 units in four areas: introductions,
marketing, sales promotion, and optional units (such as careers in
marketing, credit and collections, income tax, and telephone'
techni4ues). Course Ik consists of 14 units in these areas:
introduction to marketing 'end Distributive Education Clubs of America
.(DECA), marketing research, entteprenewship, human relations, and
special advanced units (such aS advanced selling, 6shion
morchandising,'and laws of contracts). Each unit consists of. an
intoduttion, goal, performance objectives, suggested activities, an
insp.uctional materials list, and where applicable, references. Laid
out in a two-column format, teachers! notes are Correlated'to.those
sections of the un4ts to which.they are pertinent. (AC)

4********************************************************t**************
* Reproductions supplied by EDRS are the best that can be made *

) * from the original document. *



A --SZATE OF LOUI40IANA

DEPARTMENT OF EDUCATION

BULLETIN 1702

000PERATINE

MARKETING AND DISTRIBUTIVE EDUCATION I and II

.
(Juntior and Senior High School Students)

CATIONAL EDUCATION TEACHER-COORDINATORS CURRIcEILUM GUIDE

May, 1983

Joi Office of Vocational Education'

. N. J. Stafford, Jr., Ed.D.
Assistant Superintendent

r4
N.43 J. XELLY NIX

(12
State Superintendent

t)

Xt.)
1

OS DEPARTMENT OF EDUCATION
NATIONAL INSTITUTE OF EDUCATION

EDUCATIONAL RESOURCES tN,FORMATION
CENTER ERIC)

hrs document has been reproduced as
(

recerved from the 'person or organtzabon
ongoatmoa

r hanges heve.been made to Impove

h'broduchonouality

Poelts of ,erfw or opeuons stated ,n this docu

ment do not necessardy represent offrcuNIE
posalonorpoky

"PERMISSION TO REPRODUCE THIS
MATERIAL HAS BEEN GRANTED BY

TO THE EDUCATIONAL RESOURCES
INFORMATION CENTER (ERIC)"



fir

EQUAL OPPORTUNITY STATEMENT

In compliance with Title VI, Title*IX and
Section 504 of the Rehabilitation Act of 1973
this Educational Agency upholds the following

policy:

This is an Equal Opportunity Institution and is dedicated to a poltcy of non-
discrimination in empldyment or /training. Qualified students, applicants or
employees will not be excluded fr_dm any course or activity becapse of age, race,
creed, color, sex, religion, national origin, or qualified handicap. All itudents
have equal rights tdreounseling and training.

X

, .

,

I

This guide was printed bt h cost of $ 6.69 p
copy by the Department tf Education for
purpose -of 'improving ocational Education
programs under the auth rity. of P. L. 94-482
as amendegl and regulat ns issued thereunder.

. This material was priqted in accordance with
the standards for printing by state agericies
established pursuant ito*R. S. 43:31.

(



INTRODUCTION

Cooperative education is one of the most vital vocational education
programs today, and certainly, merketing and distributive educaeion is
one the leading cooperative education programs. Because of the
importance of this vocational discipline, a handbook is needed to
,assist the.merketing and distributIve teacher-cdordinators. It wy be
used as aguide'to assist the beginning teacher-codYdinator with the
reiource material needed and to provide experienced teacher-
coordinators and administrators with a ready reference on currene
procedures and practices.

In an effort to provide the most realiable handbook possible, only
experienced vocational teacher-coordinators and teacher-educators were
used in its development. It,is my hope that you.will use this handbook
as a sourceof reference.

St te Sup intendent of Education
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Cooperative Marketing and Distributive Educatio'n I 1

z
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1-A. MARKETING AND DISTRIBUTIVE

EDUCATION

Suggested Time: 10 hours

INTRODUCTION

The learning opporttinkies provided in this,unit

should help students to understand the role Dis-

tributive E.ducation will play in their careers in

the field otmarkseting. Emphasis will be placed

on the three related components of a Distribu-

tive Education program--classroom instruction,

on-the-job training, and DECA (Distributive.
IT

Education Clubs of America), the youth organi-

zation).

GOAL

At the completion of this unit the student mill

have an understanding of he role of marketing
4

in the American eConomic system. He will have. *

'
ie `

N

7

INSTRUCTOR'S NOTES

-

A

.../-*\
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Cooperative Marketing ahd Distri.bUtive Education I

knowledge of the types of mrketing career op-.

porturnties
I

available to him, and he will be

aware of the Distributive Education pitigram .

objectives andrequiiements.

k.

.INSTRUCTOR'S NOTES

.._. , , . 1

.
' PERFORMQNCE OBJECTIVES 1

After completing this unit the student will be .

adle to:

1. Define the term Distributive Educa- 9E:)..-4, 0-- i-er-ectl-:(°'-cLL

tion.
at.t..c. ,011.14.2.4Atza.,

I , -1!11-61--ii d- ,1504, ecutiaA4-, A_AA-)
1 ,

w 2. List the benefits. of
Nc:

Distributive il-e..t-CALILL:-.1. ) t,./..414-.a4

Education to the student, to the °---1A-44-- 1)11-15-'2A

school, to the businesimari and to

Ae c mmunity.

,3, Summarize briefly 'the history of the
a-il--2-1A70_,(2,4/ TY'

Distributive Ethcation program. (4.
Ee-A4. Identify the elements of the marketing

function.

5. List career upportunities in the field a: 10,u.gdz wan.
of marketing as they relate to Dis-4-61....4.Z9-x...) -9.. AI 1)- iotu,
tributive Education. 6641-1 (?)"6/11)Z-ZA

4A-41-/ )0taia-
6: Define and discuss thenature,and pur-

M ..actiLeLA.)
pose of DE/CA and its relationship

to Distributive Education.,

8

.p.o-cf(0.41n :4-t)

..1..a.-3,11t cern

trj .1 0- - 4-tut-

aAket, be
40 -\.naJes-- .
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Cooperative Marketing and Distributive Education I 3

SUGGESTED ACTIVITIES

I. r the Instructor:

A. Determine and discuss unit objectives.

B. Provide students with info)mation
4

sheds han) study guides

C. Discuss information given on the

formation sheets.

D. Prepare and use audio-visuals.

E. Collect resource'materials.

F. Distribute copies of school policies

INSTRUCTOR'S NOTES

LI

-111:0-Aletli-4-* 6-0
/11'-ek-LeC(21.-L. Uckz-n-1

bo-ryLiacx (rfj-. 4. i 040.21-.1)

in- JA:g'--N0-4-tAk_q_.t.e)(140-ciduct-'erK)
4-0 D.. (00±* / 5-0405-4) cd.4.0-

evy---eLl...&-ILLo-usk 3A4

. relating to Distributive Education

students.

G. Evaluate student achievement.

II. For the Student:
.ds

A. Review unit objectives.

B. Study information sheet's.

C. Study DECA Handbook.

D. Participate in DECA meetings

competitive activities.

E. Research career possibilities

marketing.

and

in

F. Make oral presentations on career

findings.

44

14-4Att...
At-

.4paz,re-u
JpeAftv,-1/y-u..y19_,OILLAvit2-ib

L-kv) .4.,OfY. 1,k molr

Cua(' ake4.-2-ti

9
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Cooperative Marketing and Distributive Education I

INSTRUCTIONAL MATERIALS

I. Included in this unit are:

A. Study guides.

B. Information sheets..

C. Audio-visuals and transparencies.
... -

D. Career reference library.

E. School policies:

F. CECA Handbook and reference texts.

G. Test.

H. Answer sheets.

7 'II. References:-
BlackIedae, Waite:J...., Ethel H. Blackledge, and

Helen J.' Kelly. The Job You Want and

.How to Get It: 2nd Elltion. Cincinnati,

Ot-i: South-Western Publishing Company,

1982.

DECA HandboolZ Distributive Education (pubs

of America, Inc., 1908 Association Drive,

Reston, VA 22046, 1981.

Mason, Ralph E. and Peter G. Haines. Coopera-

tive Occupational Education. Danville,

IL: The Interstate Pritters and Publish-

ers,Inc., 1972.

A

INSTRUCTOR'S NOTES

0
I

I.



Cooperath;e Marketing and Distributive Education I

1-B. DECA

Suggested Time: 3-5 hoics
4

INTRODUCTION

DECA is considered to Le an integral part of-3

.Disttibutive Education, equally as impbrtant ab

the training station or the related i7struction.

Its Program for Youth Activity aims- to motivate

its members to excel in their marketing skills.

This unit is concerned with DECA and its activ-

ities as they are releted to the individual mar-

keting student and his career goal.

GOAL

At the completion .of this unit, the _student Will

know the personal rewards he-may obtain by be-

ing an active member of DECA.* He Wit:under-

stand how DECA contributes to his leaining of

marketing and distribution principles and

ii

INSTRUCTOR'S NOTES

or'
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Cooperative Marketing and Distributive Education I 6

\
practices. The student wjILbe motcvated to

.,:.

become an active DECA member,

Om

INSTRUCTOR'S NOTES

4
.4

PERFORMANCE;OBJtCTIVES

After completing this unit the student will be (.

able to:

1. Identify qualities needed for 1eader7

ship.

2. Define and discuss the nature and pur-

: poses of DECA.

3. Identify the organizational and demo-

crat 'principles used in DECA.
.

...-4. Develop competencies needed for

leadership in social and civic ac-
4

tivities as evidenced by holding

office or committee membership.

5. Develop competenCies essential for

poise and,. self-confidence in and

before a group as evidenced by his

performance at club meetings.

6. Participate in develoPing a program of

activities suitable for a local

DECA chapter.
E

..

-,---
7. Identify DECA activities and describe'

.,
Ar

how they contribute to learning

,7T

I

I'L

A*

,.

*

K6{1 a_'4:0 k.-Erb4s a 442.! ot
d h_pl"
D E A A d,i_a_ mo--Ad .

12
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DISTRIBUTIVE EblicapoN CLUBS
s

.
gr,

I.

4

t.

I.../
1

AMERICA

DECA

IS

A PROGRAM OF STUDENTACTIVITY RELATING TO DISTRIBUTIVE EDUCATION AND IS
DESIGNED TO DEVELOP FUTURE LEADERS FOR MARKETING AND DISTRIBUTION.

I

13

Transptency 1 .
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a

IHE PURPOSES .

eF
ECA

0

4
Me

, IO,
. ) ;

1. ..TO DEVELOP A RESPECTFag EDUCATION IN MARKEYING AND DISTRIBUTION WHICH
WILL CONTRIBUTE TO OCCUPATIONAL COMPETENCE.

J

,

2. TO PROMOTE UNDERSTANDING AND APPRECIATION FOR THE RESPONSIBILITIES OF
CITIZENSHIP IN OUR FREE, COMPETITP, ENTERPRISE SYSTEM.

Transparency 2

4

14



SOCIAi
INTELLIGENCE

EMBLEM

THg.DECA DIAMOND
VOCATIONAL UNDERSTANDING

LEADERSHIP DEVELOPMENT ,

1.

; CIVIC
CONSCIOUSNESS

WRAPPED PA AGE - SYMBOLIZES JOB WELL DONE ACHIEVED BY
COOPERATION I OF SCHOOL OFFICIALS, STUDENTS, PARENTS AND
BUSINESS PEO LE WORKING TOGETHER

. 1 5

4
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v

DIVISIONS OF DECA

4/
A

4;

,

HIGH SCHOOL'

_
JUNIOR COLLEGIATE

COLLEGIATE. .

fik ALUMNI
.r

PROFESSIONAL

L

t

\.

Its

Transparency 4,
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NATIONAL DECA REGIONS

WESTERN1IEGION

dENTRAL REGION

ILLINOIS. MINNESOTA INDIANA
IOWA NEBRASKA KAkSAS
KENTUCKY OHIO MICHIGAN

WISCONSIN

MISSOURI
NORTH DAKOTA
SOUTH DAKOTA

ALASKA
ARIZONA
CALIFORNIA
COLORADO
HAWKII
IDAHO,
MONTANA
NEVADA
NEW MEXICO -

OREGON
'UTAH
WASHINGTON
"WYOMING

-SOUTHERN REGION

ALABAMA
FLORIDA
LOUISIANA
NORTH CAROLINA
PUERTO RICO
TENNESSEE
TEXAS
VIRGINIA

ARKANSAS
GEORGIA .
MISSISSIPPI
OKLAHOMA
SOUTH CAROLAA

L. 17

NORTH
ATLANTIC
REGION

CONNEC
DELAWA r

DIST. COLUMBIA
MAINE

4.4A WAND
MA8ftCHUSETTS
NEW AMPSHIRE
NEW JEASEY
NEW YORK
PENNSYLVANIA
RHODE ISLAND .

VER'MONT
WEST VIRGINIA

'Transparency 5
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NATIONAL ADVISORY BOARD
,

.

;

18

,

p
4

\

.
m

THE NAB IS A GROUP OP INDIVIDUALS-REPRESENTING INTERESTS*GIVING 'FINANCIAL
SUPPORT TO DECA.
/

,

4

,
d /

PURP,OSES; I

TO SERVE AS A LIAISON FOR ALL PINANCIAL INTERESTS IN MATT&S OF DECA
DEVELOPMENT.

I
TO &RVE IN AN A9VISORY CAPACITY, AS REQUESTED BY THE BOARD OF DIRECTORS OF
DECA, INC.. .1 . (

. ,
r

TO LEND SUPPORT TO Tfie PROMOTION OF liECA. .

.,

TO ASSURE EQUAL RECOGNITION OF EACH CONTRIBUTING INTEREST REGARDLESS OF
. THE AMOUNT CONTRIBUTED.

,

1

AI,

,..

tti

Transparency 6
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I

.

MERtf AWAIIDSIeROGRAM
:

( )

DhSIGNED FOR EACH OF THE INSTRUCTIONAL AREAS IN.DISTRIBUTiVE EDUCATION.

ANY MEMBER MAY DEVELOP A SELPIMPROVEMENT PROJECT FOR WHICH HE OR SHE
CAN RECEIVE LOpArT,XTE AND NATIONAL RECOGNITION.

4
.

--:

,

Is 44

f
\ . 4

`..

;

1 20

I

PURPOSES: li k

TO INCREASE EMPL/OYABILITY OF DISTRIBUTIVkEDUCATION STUDENTS.
,

TO PROVIDE AN AVENUEq:IF RECOGNITION FOB EVERY DECA MEMBER.

TO DEVELOP AN AWARENESS OF MAAKETING AND DISiRI3UTION AS A PROFESSION.
,

TO DEVELOP A BETTER UNDEATANDING FOR. THE IMPORTANCE OF PRODUCT
KNOWLEDGE, SERVICE,J 'CUSTOMER 4ATISFACTION IN THE FIELD OF-MARKETING
'AND DISTRIBUTION.

\

*

,

r

e- 1
I

\
it 4

,...

Transparency 7*

21

*



a

\

4

*

1 22
0

.

A -

SCHOLARSHIP LOAN AWARDS

*

P

SCHOLARSHIP LOA'S ARE INTENDED TO AID CONTINUING PREPARATION FOR A
CAREER.IN MAR,ING, DISTRIBUTION, OR DISTRIBUTION EDUCATION. . .

.%

. /
, ,

fat,

AVAILABLE TO ANY MEMBER OF DECA WHO INTENDS TO PURSUE A FULL-TIME, TWO-
YEAR COURSE OF STUDY IN MARKETING, DISTRIBUTION op DISTRIBUTIVE EDUCATION.

-:'
1 . t

-
o

sr

>
o I,

N C

t - .
FOR FURTHER INFORMATION CONTACT YOUR STATE ADVISOR.

#

i
Transparency 8
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COMPETITIVE ACTiVITIES PURPOSES'

i/.
*.

PROVIDES LEARNING EXPERIENCES WHICH . CONtRIEIUTE TO OCCUPATIONAL
COMPETENCE 0 I

I

..

-
c

4.

,),

A.

N.

1

' PROVIDES 90-C RICULAR ACTIVITY RELATING DIRECTLY TO1tCLASSROOM
1 INSTRUCTION

%

l
s

PROVIDES RECOGNITION FOR STUDENT ACHIEVEMENT ,.

Transparency 9
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NATIONAL DECA

IGH OrCHOOL COMPETITIVE ACTIVITIES

CREATIVE ACTIVITIES PARTICIPATI N, ACTIVITIES

CREATIVE MARKETING PROJECf
CHAPTER OF THE YEAR
AREA OF DISTRIBUTION-MANUAL

7 MERCHANDISE INFORMATION MANUAL

cDH

STUDIES IN MARKETING

AUTOMOTIVE AND PETROLEUM-INDOSTRY
FOOD INDUSTRY
SERVICE INDUSTRY
HOME FURNISHINGS INDUSTRY
VARIETY STORE MERCHANDISING
SPECIALTY STORE MERCHANDISING
DEPARTMENT STORE MERCHANDISING
RETAIL JEWELRY INDUSTRY

26

ADVERTISING
DISPLAY

- JOB INTERVIEW
PUBLIC SPEAKING
SALES DEMONSTRATION
BOY STODENT OF THE YEAR
GIRL STUDENT OF THE YEAR

efiVA5.1.,

Transparency 10A



\-
NATIONAL DECA

JUNIOR COLLEGIATE COMPETITIVE ACTIVITIES

*

t

ADVERTISING CAMPAIGN
MANAGEMENT DECISION MAKING - HUMAN' RELATIONS
MANAGEMENT DECISION MAKING - MERCHANDISING
SALES MANAGERS MEETING
SALES REPRESENTATIVE
TRAININd MANUAL
INDIVIDUAL MARKETING IMPROVEMENT
CHAPTER MARKETING IMPROVEMENT
CHAPTER ACTIVITIES MANUAL

. ,

28

e

*

k,

Transparency. 10B
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PUBLICATIONS

,

THE DECA DISTRIBUTOR

THE DECA GUIDE
,

il THE DECA DATELINE

THE STAFF REPORT

PUBLISHED FOUR TIMES PER SCHOOL YEAR FOR THE
160,000 MEMBERS OFDECA.

.-

AN 'ANNUAL PUBLICATION. .'

PUBLISHED AS OFTEN AS NEEDED AND RECOGNIZING A
SPECIAL EVENT SUCH AS THE NATIONAL CAREER
DEVELOPMENT CONFERENCE. r

c'

PUBLISHED MONTHLY ,T041 KEEP THE MEMBERSHIP
INFORMED ON THE CURRENT HAPPENINGS IN DECA.

4'.

,

THE DECA HANDBOOK INCLUDES MANY HELPFUL ITEMS 'FOR CHAPTER
/- . MANAGEMENT, SPECIFICATIONS FOR' DACA!S

, COMPETITIVE ACTIVITIES PROGRAM, AND A COMpLETE
, RECORD OF ACTIVITIES OVER THE PAST SEVERAL YEARS.

CHAPTER PACKETS

( 29,

/

SENT OUT TWICE A YEAR AND FEATURES A "BACK .TO
SCHOOL" PACKET AND A ,"DECA WEEK" PACKET.

Transpareicey 11

41) 0
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,

THE DECA:GUIDE

o

)

IS DESIGNED TO SERVEAe)A R.EFERENCE SOUR BY bECA CHAPTERS
THROUGH THE SCHOOL YEAR. .

oweIN

,
-

s 9

PROVIDES -SALES PROJECT MATERIAL IN THE GUIDE. THE SALES
PROJECT COMPANIES HELP PROVIDE INCOME FOR THE CHAPTER,
ALSO !OUR STATE ASSOCIATION AND NATIONAL DECA WILL BENEFIT
IF YOU USE THESE COMPANIES.

i

PROVIDES INFORMATION ON DECA SUPPLY SERVICES ITEMS.

:s

PROVIDES MATERIAL ON SCHOOL STORES.
-,

31

Transparency 12
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COMPANIES

BRIGHT OF AMERICA
CHERRY DALE FARMS CONFECTIONS
THE DOEHLA COMPANY
JOYCE SALES COMPANY, INC.
MECCA INCORPORATED
WILLIAM LOEW FUND RAISING

RING FARE, INC.
SEAWAY CANDY INC.
TOWN AND COUNTRY LINEN CORP.
TECHNICOLOR, INC.
WFF'N PROOF-LEARNING GAMES ASSOCIATES

32

0

Transparency 13



SIX ESSENTIALS FOR AGOOD CHAPTER

INTERESTED MEMBERS
CAPABLE OFFICERS AND LEADERS
RESPONSIBILITY SHARED BY ALL MEMBERS
CHALLENGING PROGRAM OF WORK
PROPER EQUIPMENT AND RECOFIDS
A KNOWLEDGE OF DECA ON THE PART EF EVERY MEMBER

Transparency 14
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SUGGESTIONS FOR DECA CHAPTER ACTIVITIES

SOCIAL ACTIVITIES
CIVIC APPEARANCES
PANEL DISCUSSIONS
HOMECOMING PARADE
CHAPTER NEWSLETTER
NATIONAL DECA WEEK
FACULTY RECOGNITION'',
COLLEGE ORIENTATION
ELECTION OF OFFICERS
NEEDY FAMILY PROJECT
PROFESSIONAL MEETINGS
S VINGS CLUB PROGRAM '
IN TALLATION OF OFFICERS
LOCAJ,.PUBLIITY RELEASES

34

INITIATION OF NEW MEMBERS
EMPLOYER-EMPLOYEE BANQUET_
'`GOOD CITIZENSHIP" PROjECT
"GET- OUT - THE VOTE" PROJECT
CREATIVE MARKETING PROJECT
SPONSOR "CLEAN - UP" PROJECT
STATE CAREER DEVELOPMENT CONFERENCE
ARTICLES FOR THE DECA DISTRIBUTOR
EXECUTIVE COMMITTEE MEETINGS
"STUDENT DAr AT LOCAL STORE
STUDIES IN MARKETING PROJECTS
NATIONAL CAREER DEVELOPMENT CONFERENCE
"CAREERS IN MARKETING" OBSERVANCES
RECEPTION,FOR PROSPECTIVE DE STUDENTS
FOLLOW-UP SURVEY OF FORMT DE STUDENTS

FILMS
FIELD TRIPS
TV PROGRAMS
SALES PROJECTS
FAIR EXHIBIT
FASHION SHOW
RADIO PROGRAM
PARENTS NIGHT
GUEST SPEAKER
COMPETITIVE EVENTS
BOSS BREAKFAST
ASSEMBLY PROGRAM
REGULAR MEETINGS
ALUMNI ACTIVITIES

Transparencyvp



DECA GENERAL INFORMATION

1) DECA IS A STUDENT ORGANIZATION

2) DECA EKOURAGES FREE ENTERPRISE, ECONOMIC AWARENESS, STUDIES IN
MARKEYING, CREATIVE MARKETING, PRACTICAL EXPERIENCE

3) DECA ENCOURAGES CIVIC AND SOCIAL RESPONSIBILITY

4) DECA MAINTAINS A SERIES OF STATE AND NATIONAL COMPETITIVE EVENTS

5) DECA BELIEVES IN COMPETITION AND OFFERS STATE AND NATIONAL RECOGNITION

6): DECA MAINTAINS A SCHOLARSHIP LOAN AWARDS PROGRAM

7) DECA PAYS ITS OWN WAY

8) STUDENT ACTIVITIES: AWARI5S & RECC>GNITION
LEADERSHiP CONFERENCES
PROGRAM DEVELOPMENT

PUBLIC INFORMATION
%LEADERSHIP TRAINING

SCHOLARSHIP LOANS

9) DECA IS DEVELOPING FUTURE LEADERS FOR MARKETING:AND MSTRIBUTION

*tir

le.

1 ,

.4%

40-0)

36
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CORRECT

DECA TERMINoLOGY

INCORRECT

tI

CHAPTER
CAREER DEVELOPMENT CONFERENCE (CDC)
DECA MEMBER
DE STUDENT
COMPETITIVE EVENTS
PARTICIPANT
SALES PROJECT
STATE ASSOCIATION
STATE ADVISOR ,

LEADERSHIP DEVELOPMENT CONFERENCE
S: . )

(

' DECA SUPPLY SERVICE
,

L

4

CLUB
NICTIONAL LEADERSHIP CONFERENCE (NLC)
DECA STUDENT
DE MEMBER

CONTESTS
CONTESTANT
FUND RAISING
STATE CHAPTER, STATE CLUB
STAtE SPONSOR .
OFFICER 'TRAINING CONFERENCE

:;BLAFOUR SUOPLY SERVICE

A

Tea hapdrency 17
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The DECA Creed

,Ce4eue in /Se lufure a)SicAgam planningg
fir mysefin /Se liefiofo6;sfriution, anith ISe
opporfunliki cagicS my voca'lion olfers.'

-\..?"g 1

eSeue in fulfiffiny fSe SiySesf nieasur of
serbic,efo my vocalion, myfilkev -gethysi )

my counfry anormygoi /Saf.,Cy so oroiny,

g wit ge rewaroreor tviiS personalsafiVac frOn
anormaferiaimealiS.

,

gelleve th /Se iemocrafiC pSiksopSies of ,g
r

privale enferprise anorcompefilion, anith fSe
fiveoroms of /kr nafion iSaf /Sese pkksopkes
alkw fo /Se fulks/ oreueAp. men/ ofmy incfluiclual
aikies. 6

,CeSeue fEaf ,Cy loiny my ,Cesflio fiue 'accord:thy

fo iSese Si14 prinatjaks,g wine ofyreafer
seruice go/A' fo mysel fan(/' fo manlini i

V"

1-B-19
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Co Operative Marketing and Distributive EducationT

Ow'

distribution and marketing.

8. Develop an understanding of DECA

and its relationship 40 the total
I.

instructional program of marketing

as evidenced by his total partici-.

cation in DECA activities.

9. List the advant4es andAbenefits of

being an active member of DECA.,

SUGGESTED ACTIVITIES

I. For the Instructor:

- 'A. Determine and discuss unit objectives.

B. ,Prgvide students with information

44sheets or study guides.'

C. iscuss' information sheet contents.

. Prepare and use audiorvisuals.
,

E. Distribute copies of *the latest. DECA
.

Handbook for student reference.

F. Evaluate student, perforniance.

IL For the Student:

A. lieview unit objectives.

B. Study in4.matTon sheets.

C. Study i)CA Handbook.

INSTRUCTOR'S, NOTES

oloY

4.) .

wo- eA
jcL- .

cAthitiz
c./4

40
D. Participate 'in ialt, DECA

E. Relate DECA to persOnal career

40

0

IS
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Cooperative Marketinci and Distributive Education I 8

advancement.

F. Understand the importance

material presented.

INSTRUCTIONAL MATERIALS

d ii this unit will be:

A. Study guides.

'
B. Information sheets. I

of all

C. Audio-visuals and transparencies.

D. DECA reference lib

U. ,References:

DECA Handbook. Distributive Education Clubs

of America, Inc., 1908 Association Dritfe,

Reston, VA 22046, 1981.

Louisiana Distributive Education Clubs of

America. Distributive Education Section,

State Department .of Education, Baton

Rougei, LA 70804, 1980.

Robert's Rules of Order. Newly revised edition.

V9.

INSTRUCTOR'S NOli:S

64,d- 4-kgt

"TYI.CAACC5,t,

41

10.



111 Cooperative Marketing and Distributive Education I . 9

-
A,

ve.

2-A. HUMAN RELATIONS AND PERSONAUTY

DEVELOPMENT

Suggested Time: 8 hours

INTRODUCTION

This unit provides students with training in the

necessary social skills and physical qualities

important to distributive workers. These fac-

tors involve personal attributes, ethical con-

duct, and desifed work habits -that are essential

to progression in a career in marketing.

Emphasis will be placed on.the importance of

good human relations with management, custo-

mers, and co- workers.

GOAL

On completing this unit the student will have an

understanding of the importance pf the role of

human relations as it relates to his career in

42

INSTRUCTOR'S NOTES



CooPerative Marketing and Distributive Education I 10

INSTRUCTOR'S NOES

(20a?,0 et-a
cutt, fLo.A.t 6tut.

marketing. He will be able to identify and de-.

velop the attitudes necessary for successful ca-

reer planning, job entry, and advancethent.

PERFORMANCE OBJECTIVES

At the completion of this unit the student will

be able to:

1. Define human relations.

2. Describe the basic needs that all

p9ople have.

3. Describe the characteristics of effec-

tive human relations.

4. Identify the personality traits thatr are

considered acceptable in social

and business relationships.

5. Classify his own .personality traits in-

to the categories of physical, men-

tal, or emotional.

6. List the qualities he now possesses or

can develop that will aid him in a

successful marketing career.

7: Recognize the personality traits,

measure his own personality, and

aim toward improving himself and

his, attitudes. ,

aitx-

GQ-L=v&LAA--:--rita-4-12triA; ci

etAA.L.

41,t,r,, &A. quAd

aLi. 9 41 t.Ent eA44.t.-

cc, ) L&Jj erliipti-Atpk"

P.Z.A.PLLA eimet

dta&w .

6-- CLA;JA),

6-- k.A.-b--/La,
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REMEMBER ME

I'm the fellow who goes Into the
restaurant; sits down and patiently
waits while the waitresses finish
their visiting before taking my order.

I'm the fellow who goea into a department
store and stands eluietty while the clerks
finish their little chit-chat.

I'm the fellow:who'drives into a service
station and never blow9 hia horn -- but
Iets the attendant take his time.

You might say I'm the good guSr. But do

you know who else I am? I'm the fellow
that never comes back.

It amuses me to see businesses spending
so much money every year to get me back.
When I was there in the first place;
all they needed to do was give some
service_And extend.a little courtesy.

Louisiana. DECA students are trained to

.give serviceand be courteous.
If anyone sees a D. E. student not doing soi
plakse notify the D. E. Coordinator.

44
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To

A

A SHORT COURSE IN HUMAN RELATIONS

The six most.important words:

I admit I made a 'mistake.

The five most important words:

You dida go?d job.

The four most important words:

W.hat is 'your opinion?

'The three most important words:

-

If you please. '

The two most important words:

THANK YOU!

The one most important word:

W E

The least most importa .word:

Crj I.

r

2-AT-1



TRY TO RelvEMBER. . .

Try to remember four main points when you are in doubt

,as to what to do. .These four points can be developed into

molding the proper attitude which will make you a succeis in

'the business world.

1. Be professional.

2. Be aggressive and hard wnrking.

3. Be sincere.

4. BO honest.

NCI

SIP

46



Cooperative Marketing and Distributive Education I 11

8. List se4eral human relations traits

that are especially important to

supervisors and employees.

9. List several human relations problems

a new employee may encounter

and make suggestions for avoiding

them.

10. List the careers in marketing in

INSTRUCTOR'S NOTES

I

kL' 41-t4jeft.p±'j}trlirt-7
6L14_,) t()
1,t,12- at- ft-t-4

-AlwidAL)Miedso-x4.i

which effective human relations alt.& ±-6)

(die_ .77.444keAfrt
are essdntial.

11. Define the vocabulary terms neces-

miry to an understanding of effec-
'

tive human relations.
.

12. Recognize those elements of person- Xs,>W4-t- (2'°/7/P/

ality necessary for career develop- k6.±01, maita.e-raa6 641

ment.

--64-(p. 64.4.49--k1

SUGGESTED ACT4VITIES

I. For ihe Instru&r:

e-

A. Determine and discuss unit objectives.

B. Provide, students with information

sheets.

C. Assign readings from resotirce mate-

rials.

D4 Prepare and use audio-visuals.

4,7

.524 e._12262.0-e-



Cooperative Marketing and Distributive Educati n I
. ,

E. Prepare and distribute Rersonality

rating theets'and
.inventory.

F. Present case problemS' in group 4,644-4' )021(d-

sessions of individually. ot.CA.zzl
i_o-f)-

G. Cantact .resouree person to discuss e,cvvut.-
human relations with the class ,LLe,Lttit:1_,....±0',12./2..C.C.4-46, C'ea/241.°'

from a businessman's point of aj-d.,7A.e.. a 664,6' del"ViatilA

12

personal. ,

.INSTRUCTOR'S NOTES

view.

H. Prepare test and answer sheet.

II. For the Student:

A. Review unit objectives.

B. Study information Aeets.

,C. Read and complete assignments.

D. View and discuss audio-visuals.

E. ComPlete personality rating sheets

and pe'rsonal inventory:' '

F. Analyze case problems.

G. Evaluate resource person's discussion

and relate it to his on-the-job

experience.

H. Take test.

INSTRUCTIONAL MATERIALS

I. Included in this unit'are:

48

1-4?-6-4,:_di.,,x_m;_a_

LcLL&.

a
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A. Study guides.

B. Information sheets.

C. Audio-visuals and transparencies,

D. References and texts.

E. Personaliq ratidg sheets.

F. Personal inventories.

G. Case problems.

H. List of resoUrce people.

I. Vocabulary list.

J. Appropriate tests and answer sheets.

II. References:

Chapman, N. Your Attitude is Changing.

Chicago: Science
4

Research Associates,

Inc., 1969.

Hiserodt, Donald D. Psychology and. Human

Relations in Marketing: 2nd Edition.

New Yorkl Gregg Division McGraw-Hill

Book Company, 1978.,

Russon, Allien R. and Wallace. Personality

Development for Business. Cincinnati,

OH: South-Western Publishing Company,

1981.

Wingaite, John W., Wayne G. Little, and HarlEind

: E. Samson. Retail Merchandising: 9th

Edition.- Cincinnati, OH: South-Western

INSTR

tri21'41r1-2A.k±

42ntej'°1rl'i-s. te1"3



Cooperative Marketing and Distributive Education I
,

Publishing Company, 1982.

and Carroll A. Nolan.

Fundamentals of Selling; 10th Edition.

Cincinnati, OH: Souih-Western Publishing

Company, 1976.

/

14

INSTRUCTOR'S NOTES
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Cooperative Marketing and Distributive Educatibn I

--211a. COI;i1MUNICATIONS FOR MARKETING

LEADERSHIP

Suggested Time:
.

*5-10 hours

2

15

INTROIACTION

The gffectiveness of an employee's communica-

,tion is important both to himself and to his

employer. . The learning opportunities in this

unit-eindicate to the student this fact ,and that

his success on his job is related to his ability to

córnmunicgte. He will study methods of writing ..

and speaking his thoughts, study his own habits,

and then prepare a self-improvement plan.

-GOAL

At the completion of :this unit the student

should have knowledge of the importance of the

use of both proper written and oral communica- .

tion in marketing.. He should be able to demon-

INSTRUCTOR'S NOTES



Cooperative Marketing and Distributive Education I

strate effective oral communication in - given

business situations. He will know how to pre-

pare 'business correspondence that will convey

his ideas accurately. Emphasis wi.11 also be

placed oh _developing the abifity to prepare and

deliver short speeches as outlined in the DECA

Hand600k.

***.,

PERFORMANCE OBJECTIVES

After this unit the student will be able to:

1. Identify the principles of ctive

oral and written communication.,

2. Identity the elements involving busi-.

ness communications.

'16

3. Demonstrate the ability to comaiuni-
.

cate effectively on his job and in

his personal life.
1

4. Be able t6 prepare, practice, and

deliver a'61 to. 8 minute speech as

outlined in the'DECA Handbook.

INSTVCTOR'S. NOTES

0.-en-yurn-wn.k. (0-t-0-14-14)/24,-thy

e/u -1115-1

04, ue SP11}-$2_%

5. lect the main points and ideas from k

ve-61'&-t /Qt1414-4 ..0;a4/)'-n(CUi+
a given grOup of business cam- 6/4 J aAtt"eA4)
manications.

6. Given a letter or memo to, write, plan

the communication; and prepare çj

219-7"Xi11144tiCa:1-414-14

52



Cooperative Marketing and Distributive Education I 17

the openihg sentence and the se-

quenbe of topics to shay/ Oroper

relationships of ideas.

7. Demonstrate the correct techniques in

handling the following simulated

bUsiness situations:

a. Complaint from a customer, by

telephone.

b. Directioni or instructions to a

Sustomer.

c. Extending or refusing credit to

a cUstomer.

8. Define the vocabulary terths used in

, cdmmunications in marketing.

INSTRUCTOR'S NOTES

tLectipaA-L, 0,

, lifj-e-6(11
iCbtA-

9. Complete a self-evaluation of his own

speech habits and prepare a plan
JA,k-a.eu.a_t-6-ik)

for improvement.

SUGGESTED ACTIITIES

I. For the Instiuctdr:

A. Qetermine and discuss unit objectives.

441, CLA-*B. Provide students with study guides.

_C. Assigh revkding materials on com-

munications.

_

D. Collect resource .materials. ;

4

5 3

jdZe2i.,



Cooperative' Marketing and Distributive Education I

E. Prepare audio-visual materials.

F. Prepare check sheets for use in, self-

evaluatiorf:

G. Evaluate student achievement:.

1. -Tat.

2. Speeches.

II. For the Student:

A. Review unit objectives.

B. Complete reading assignments.

'C. Prepare and deliver a 6 to 8 minute

speech.

D. Complete self-evaluatibn.

E. Participate in role-playing.

F. Evaluate the results of the role-

playing situations.

G. Prepare a self-improvement plan.

H. Take test.

INSTRUCTIONAL MATERIALS

I: Included in this unit are:
,

A. Study guides.

B. Film from Bell Telephone"Voice vith

a Smile."
\

C. Transparencies.

D. Tape- recorder or videotape recorder

, 18

INSTRUCTOR'S 'NOTES

.1

;

).-f_-,ari,(ettatALle AJtiz ck



aCooperative Marketing,and -Distributive Education I 19

INSTRUCTOR'S-NOTES'

and equipment.

E. CheOklitt.

F. Test, with answer sheet.

References:

Communications in Distributio'n. An

instructional manual from the Uriiversity

of Ohio, Distributive Education Materi-

als Laboratory, Columbus, OH 43210.

Elin, Rhoderick J. Pathways to Speech: 2nd

Edition. New York: Learning Trends,

1978.

Rowe, Kenneth L. Communications in

Marketing: 2nd Edition. New York:

Gregg Division McGraw-Hill Book Com-

pany, 1978.

Russon, Al lien R. and Wallace. Personality . s

Development for Business. Cincinnati,

OH: South-Western Publishing Company,

1981.

Wingate, John W. and Carroll A. Nolan.

Fundamentals of Selling: 10th Edition.

Cincinnati, OH: South-Western Publishing

Company, 19762



-

Cooperative Marketing and Distributive Education I

3-A. RECEIVING, CHECKING, AND MARKING

GOODS

Suggested Time: 5-10 hours

INTRODUCTION

In this
*unit

the student will develop job skills

and knowledge important to virtually any mar-

keting worker. The student needs a kno-wledge

of physicai distribution to further his career in

sales, stockkeeping, inventory work, advertising,

buying, or management.

'It
GOAL

After cOmpleting this unit ttie student will have

gained an .understanding of the importance of

using correct procedures in receiving, marking,

and checking merchandise. He will know the

danger of faulty controls and will be able to

avoid losses that are common to the job of

56

4

INSTRUCTOR'S NOTES

20

4



Cooperative Marketing and Distributive Education I 21

INSTRUCTOR'S NOTES

handling merchandise. The student will be

aware of the duties associated with receiving

merchandise and the career possibilities

available.

At the completion

be able to:

PERFORMANCE OBJECTIVES

of this unit the student will

1. Compare the different types and

methods of transportation used in

shipping merchandise from the

vendor to the buyer.

`)A1-

662,0iadi
2. Compare and use various marking

procedures.

3. Identify invoice terms correctly so cLetkr-rk.

that invoices will be paid at the

proper time With the maximal al-

lowable discount taken.

4. Identify and perform the following

receiving and marking functions:

a. Receive goods delivered to the

store.

b. Check, packages for quality and

quantity.

c. Route shipment from vendor.

5

atudc'.4d7q)
ctvaAct a freA, ct,

J_ct e./1 .

4-24,u
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d. Arrange returns to Vendor; file

claims.

e. Mark merchandise with price

and control information.

f. Keep abcurate records of each

shipment received.

g. Follow safety measures at all

times tá prevent injuries.

h. Correctly and safely use tools

needed to perform duties.

5. Identify information placed on a sales

and pride ticket.

6. Describe three systems used in check-

ing goods.

SUGGESTED ACTIVITIES

I. For the Instructor:

A. Determine and discuss unit objectives.

B. Provide students with information
..

iNSTRUCTOR'S NOTES

22.

c(.4,24. rk-dA.L.6-4A,4, -rn..61-kedz

12:4-e-4444,.., cbj -P.A/LifiA)

.Z.AA./ I-1U4 ivjti,t e-ez-u-d rrt. a....-

(1-1,4,

o

.,

sheets and study guides. ----

C. Prepare audio-viaual materiids.
%

D. Collect resource materials ind deter-
LiCe-±

mine resource pezsons. L-6--t.A.....4...4-4(....e--,--4/ `-',-7,4_,A, :-....:5C,4_,,,L.2.---.2_,.),
i

E. 'Distribute reading assignments in

texts and mantials.

58



Cooperative Marketing and Distributive Education I 23

F. Arrange for a field trip.

G. Review concepts relating to this unit.

H. Evaluate student achievement.

II. For the Student:

A. Review unit objectives.
,

B. Study information sheets.

C mplete reading assignments.

D. C lect sample business forms used by

vendors and triansportation agents.

E. Participate in clasp': discussions with

the instructor and the resource

'persons.

F.,. Demonstrate abilittY in using tools and

equipment necessary to this unit.

G. Relate how this study is relev nt

his career goal and/or on-the-

training.

H. Take test.

INSTRUCTIONAL MATERIALS-

I. Included in this.unit will be:

A. Information sheets, and study,g0ides.
,

B. Transparencies.

C.'References and texts.

D. Sample business forms.

-°

ob

INSTRUCTOR'S NOTES
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INSTRUCTOR'S NOTES

E. Tests.

F. Answer sheets.

U. References:

Harris, E. Edward, Warren G. Meyer', and Peter

G. Haines. Retailing Principles and

Practices: 7th Edition. New York:

Gregg Division McGraw-Hill Book

Company, 1982.

Mason, Ralph E. and Patricia Roth. Marketing

and Distribution: 3rd Edition. New York:

Gregg Division McGraw-Hill Book

Company, 1974.

Moffett, Carol Willis. Getting Merchandise

Ready for Sale. Job skill manual.. New

York: Gregg Division McGraw-Hill Book

Company, 1969.

Palcho, Fred K. Receiving Controls. Course

outline. Columbus: University of Ohiorr

Distributive Education Materials

Laboratory.

, Transportation, A Vital Link in Distribution.

Course outline. Columbus: University of

Ohio, Distributive Education Materials

Laboratory.

'Walsh, Lawrence A. :and Kenneth Ertel. Whole-

60
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INSTRUCTOR'S NOTES

saling and Physical Distribution.

Instructional manual. New York: Gregg

Division {McGraw-Hill Book Compel

1978.

Wingate, John W. and Harland E. Samson. Retail

Merchandising: 9th Edition. Cincinnati, .

OH: South-Western Publishing Company,

1982.

e-
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3-B. BUYING

Suggested Time: 5-10 hours

INTRODUCTION

The success of any retail business is determined

in large part by hoW well /the buying functions

are carried out. This unit emphasizes those

factors that must Be considered in dealing with

customer needs, wants, and preferences.

GOAL

At the completion of this unit *the student will
44-

be familiar with careers related to the buying

function. He will be able to determine custom-

er demand and set Up a buying plan.

PERFORMANCE OB.iECTIVES I

After completing this unit the student will Ili

able to:

62

^

INSTRUCTOR'S NOTES
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V.

A

,

1. List duties and 'qualifications of /
Buyers. I

27

INSTRUCTOR'S NOTEP

,art4.46,AZ

\ L.

2. List career possikties in the bUii.f.10 4.p_61.4.44:64-/):CAI '22riA-I-4

)
.,

$

, .

field., '

k-

" A

e-tattt)

art,E4L, e4W-A/
ea

ZiPitj
.0e Ljt-r

3. List ways buyers can get information
,..9,4,>,---o.:44..Le7L0,4,-.1252,

.. - abodt customers.

4. identify six _methods of contacting
.

. sources of supply:

5. Identify the procedures used in deter- 1/4/4-447-t-P

mining e buying or merchandising (P-A-Deer-s"-d. 611;'''?z644-74-t-

plan,

`e-4-141-

.
6. Prepare a buying plan for one type of

merchandise.

7. est information commonly contained

on a purchase order and fill out a

SAMPLE. purchase7arder.

82Identify the merchandising techniques 4-ez44-4- Cirtati PeiLle66-

e_ AU. eft_ et.,e .a2c6,
needed for fashion goods.

9. Distinguish betleen a.physical in,ven-
,

_.)94o-frulpze.2._tory and i perpetu&l inventor?.

SUGGESTED ACTIVITIES

I. For the Instructor:

A. Determine and discuss unit objectives.

B. Provide students with information
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4

sheets.

C. Prepare audio-visual materials.

D. Collect resource materials and

mine resource persons.

E. Provide vocabulary list.

F. Prepare test and answer sheets.

Student:

A. Review unit objectives.

. B. Complete reading .assIgnments.

C. Complete a 'buying plan for a selected

item.

D. View and discuss audio-visuals.

E. Take test.

deter-

Lo-v..A. t.43,v .4.4.2A-C4et,-4/7

04- , '7eCt-ya,t_c_

.28

INSTRUCTOR'S NOTES

62_4..cue

INSTRUCTIONAL MATERIALS

I. Included in this unit will be:

A. List of unit objectives.

B. Information sheets.

C. Assignment sheets.

D. Work sheet for calculating various

types of discounts.

E. Sample Inventory sheet.

F'. Vocabulary list.

G. Test.

H. Answer sheee:, .

t

. 64

Ci
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U. References:

borr, Eugene L., G. Henry Richert, Warren G.

%

INSTRUCTOR'S NOTES

t

Meyer, and Peter G. Haines. Merchan-

dising: 2nd Edition. New York: Gre'gg

Division McGraw-Hill Book Company, ,

1978.

Harris, E.Edward, Warren G. Meyer, and Peter

G. Haines. Retailing Principles and

Practices: 7th Edition. New York:

Gregg Division McGraw-Hill Book Corn-

pany, 1982.

Mason, Ralph E. rd Patricia Mink Rath. Mar-

, keting and' Distribution: 3rd Edition.

-New York: Gregg Division McGraw-Hill

Book Cornpany, 1980.

Wingate,-John W., Wayne G. Little, and Hailand

E. Sarnson. Retail Merchandising: 9th

Edition. Cincinnati, OH: South-

Ikestern Publishing Company, 1982;

.41

<

,.
,
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40

3-C. PRICING

Suggested Timm' 5-8 hours

INSTRUCTOR'S NOTES

INTRODUCTION

This unit emphasizes.those factors that must be
4

considered before deciding on a retail price.

The final price must include expenses, risk of

loss and a margin of profit.

, GOAL

At the completion of this unit the student

shourd be able 'to predict the factors to be

included in a retail price. He will be able to

compute the amount of markuk necessary for

each item of merchandise.

PERFORMANCE OBJECTIVES

After completing this unit .the student will be

able to:

66

30
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INSTRUCTOR'S NOTES

1. Given a product or service, 'identify.
the overhead expenses that must

be considered in determining a fair

retail price.

2. Discuss the following factors affecting

prices:

a. Cost-of goods.

b. Desirability of the mer-
chandise.

c. Possible markdowns.

a. Customary prices. Jtdi-Vvutt. VAaL,Q1Giut eAL
e. Supply and demand: q 'AA ht) . Ar.?:<:° AAA.

t f. Competition.
...ui,..cw422,,e,k-A.

3. Discuss how the following fabtors
q pi.

affect retail price:
a. PCice lines..

b. PSyC)Iological pricing.

c. Fair trade laws.

d. One-price poiicy.

e. Leader.

f. Los's leader.

g. Markdov:m.

h. Sales Price.

4. Apply the following equations to cal-
culate retail prices:

a. Cost + Markup = retail

b.
Matcu

Retail

Markdown
c. -

Selling Price

airer z4-e- eA9,4.-t17-

YituAk

c 61ILLA,!t4.&,g.,412,2

4LAAA-,

te;

ci,Lt_4-tGuLe,
ct,t,et v9-ict.;,,t-ta-t4t_t6.2xel-41-4-cP"

St-t-tA-d2
.e-cecce-eAl, 0..k 4, a_ ,ezA_e6A,

4ta e--1) " a-,t,

!L4: cE ..b-7A)

SL.ESTED ACTIVITIES

1..For. the Instructor:

,
67
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A. Determine and discuss unit 'objectives.

B. Provide students with reading assign-

ments and study guides. ".

C. Prepare and use audio-visual material..

D. Prepare sample problems for pricing
eqiiations.

E. EiVuate.student performance:

1. Student tests.

2. Ariswer sheets.

F. Prepare case studies for student to
put a fair *price on selected items

of merchandise.

II. For the Student:

A. Review unit objectives.

B. Complete reading -assignments.

C. Complete assignment sheet using pric-

ing equations.

D. Complete case' study on pricing.

E. Take test.

INSTRUCTIONAL MATERIALS

I. Included in this unit are:

'A. Pretest.

B. List of pricing equations.

C. Sample Oroblems.

D. Case studies.

E. Test.

F. Answer sheets.

II. References:

Dorr, Eugene L., Henry G. Richert, Warren, G.

Meyer, and Peter G. Hainei. Merchan-

dising: 2nd Edition. New York: Gregg

*32

INSTRUCTOR'S NOTES

1
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INSTRUCTOA'S NOTES

Division McGraw-Hijl Book Company,

1978.

Koeninger, Jimmy C. The Consumer's Purchas

ing Agente The Retail Buyer. An in-
structional manual frOm the University of

Ohio, Distri 6utive tducation Laboratory,

Columbus, OH 43210.

Wingate, John W., Wayne G. Little, and Harland

E. Samson. Retail Merchandising: 9th

Edition. Cincinnati, OH: South-Western

Publishing Company, 1982.
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1(lSTRUCTOR'S NOTES

3-D. SHRINKAGE AND STORt SECURITY

Suggested Time: 5-10 hours

INTRODUCTION

The increasing problem of inventory shrinkage is

a serious threat to retailing. In retailing terms,

inventory shrinkage is a decrease in the mer-

chandise carried by the store for resale. Equal-

ly serious is the loss caused by employee theft.

This unit will be concerned with the marketing

student's responsibility in preventing this

problem.

GOAL

At the completion of this unit the student will

be aware of the scope of the shrinkage problem

and how it is drastically cutting profits. He

will know some of the reasons why employees

and Customers steal anti- how management at-
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tempts to stop it. Emphasis will be placed on

the importance of the role of the salesperson in_

reducing theft. Included is a study of fraudu-

lent checks and check cashing procedures.

PERF"ORMANCE OBJECTIVES

At the completion of this unit the student will

be able to:

1. Define and explain internal shrinkage

and its causes.

2. Identify the type of customers

might fall under suspicion,as

tential shoplifters.

3. Use the correct procedure

he sees or suspects a

being a shoplifter.

to

INSTRUCTOR'S NOTES

(2h-rxdryuu

who. Wz,tt aAL g-0
Atte:6Po-

follOw if

person of

4. Discuss the shoplifting laws.

5. Develop a campaign to

6. Cite methods used by

-steal from the cash

7. Determine preventive

e(el./

a--e- e.6.124.-te,e)AdLop -

,:pAAtt.r),6-'71:54/ff'LY-"t

77vAit,-
A44

stop:shrinkage. /
ernOlOY-ees who

register.

methods

inventory-re- te-e/yeic.4.-e..-...i IAcan be devised: to stop

shrinkage.
A

8. Discuss the impqtance
tiaccuracy in relation

that 1,±4,44)

y 4126,-p-

of employee

to the entire

71
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shrinkage picture.

9. Identify a fraudulent check and a / I

Zd

36'

INSTRUCTOR'S NOTES

properly filled out one.

10. Be able to handle courteously and

properly customers who present

suspicious checks.

SUGGESTED ACTIVITIES

I. For the Instructor:

A. Determine and discuss unit objectives.

B. Pro Vide the student with reading

signments and study guides.

C. Prepare and use audio-visual

materials.

D. Plan for a.guest speaker:

E. Evaluate student achievement.

U. For the Student:
.

A. Review unit objectives.

B. Complete reading assignments.

a,ze al-
1 4,ce./L4

.e TA-&-k24Cr14.4-( .J

"4 611,t41,e1,11.- ti'LL;1511/
4//u., 'a "ere-7.1 6-11PC,
"Zt,161-21z.L1,,T.4.-,L) 2), 2
A

(-731.24$(1t2. .0-4/z-6
ecLe m-e ;12-4.-t_e::621c7 Y-12. eA4ibt)n

,9-6-e-c-,n4-,4_,' ecAP.,L-12 e--)L

eve,dt

C. Discuss methods local employers use
..

.

to prevent inventory shrinkage. t-kos,--) 4.1.---e., 1(/.....,4,44 4,,L4..,i_ 4.1:.)

....4

D. Give oral reports on outside readings. `A-- -/'(.2

INSTRUCTIONAL MATERIALS

I. Included in this unit will be:

7.2
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A. Pretest.

B. Information sheets.

C. Assignment sheets.

D. Tests.

E. Answers to tests,.

II. References: ' 1

Everhardt, Rkhard. Store Secdrity: Internal

Shrinkage Control. An instructional

manual from the Univeisity of Ohio,

Distributive EducVn Materials Labora-'

tory, Columbus, OH 43210.

Hawley, Dean A. Store Security: Check Cash-

ing Procedures and Cash 'Handling

Control. An instructional manual from

the University of CThio, Distributive

Education Materials Laboratory,

Columbus, OH 43210.

Store Security: Reducing Shoplifting. An

Instruaional minual from the, University

Of Ohio, Distributive Education Materials

Laboratory, Columbus, OH 43210.

C

,---
37
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INSTRUCTOR'S NOTES

4-A. BASIC SALES TECHNIQUES:

. Suggested Time: 30. hours

INTRODUCTION

This basic .unit introduces the fundamentals of
,

the selling process which are basic to all selling

careers. The student will begin his study with

a suitable approach and mosve sUccessively

through the stages of,determining a customer's

needs, supplyingm With product information,

making a sales presentation, overcoming objec-
c

Lions, and closing'tte: sale.

GOAL

At the completion of Is unit the student will

have gained an understanding of the basic sell-

irig process. He will haVe beconfraware of op-

portunities in' a sales 'oar. He Will be able

to complete a merchandise information nianual

74
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SCORE SHEET FOR DEMONSTRATION SALES
(C)n each line, check one column)

.1 Saf,:spe-"son Rated

Advance Preparation: Merchandise & Displays
_

Poor

0

i%:ir

1

C .,d
J

2 3

The Sal sperson: Good Heal:h 0 1 2 2

c rite ble Dress.-- 0 24 3

Suite bl3 Grooming 0 2 3

Correct Posture 0 2 2

Pleasant Voice 0 1 2 3

Absence of Mannerisms . 0 2

The' Approach: lught 0 3 4

Correct Greeting 0 1 2 3

Interested Manner 0 2 4 6

Determinatioh of , Clear Comprehension , 3 5

'Customer Wants:
Ready Location of Mdse. 3 5

Presentation: Effectiv'a Display 0 1 2 3

Smooth Demonstration 0 2 3

Customer Activity Secured 0 3 4

Right Opening Remarks
About Merchandise 0 2 3

Knowledge of As Exhibited Throughout
Merchandise: Sales Talk 2 4

Meeting of Right Attitude Toward
Objections: Objections o 2 3

Convincing Answers o' 2. 3 5 ,

Closer: ,Affempt Well Timed 0 1 3 4

Phrasing Impelling 3

Plus Selling: Intelligent Suggestions
Made 0 2 3 5

Inviting Leave Taking 2 3

MechaniCal" Closing: Quick, Accurate, Smooth 2 3

Sustained Attitude: Helpful, Genuine Interest 0 2 4 # 6

7 DTAL OF SCORE: 0 (33) (1001--
,Remarks:

Rater-

taken from Retail Merchandising.
4A--1



Salesman's

Situation

SA'ES PF.E.SETATION EVALUATION

Easy Fair"
1 , e 2

Evaluated by,

Approach (Did his/her presentation ge your attention?)

Poor

1

Fair
2

Presentation (Did he/she do a good job of convincing you to buy?)

'Poor - , Below Average Fair Good

1 2 3 4

2

Fandl ng Objecti ns (Did he/she use the techniques discussed'im class?)

r or Below Average
2

Fair

3

C;ood

4

Cse (Did he/she use -he techniques discussed in class?)

Poor Below Average Fair

1.

Toughness of BUyer

Easy

1

3

Good
4 .

Difficult
3

Good

34

Excellent

5

Excellent
-5

Excellent
5 .

07-6.

Fair Difficult /

2 3 ,

What did you like about the presentation?

What did you dislike about the presentation?

,

* 0-15 - F
16-18 - D
19-20 - C

21 - B
22-24 - A

TOTAL POINTS

/ 76

*

\)%



Cooperative Marketing and Diitributive Education I 39

a. INSTRUCTOR'S NOTES

and make an effectiye demonstration sale. He-

will have a knowledge of why customers buy

and how io influence- their decisions.

PERFORMANCE OBJECTIVES

After this unit the student will be able to:

1. Define salesmanship.

71.41-4

CLICA2

72. Differentiate between a salesperso/A- lArr -'64

and a sales clerk.I.

3. List the personal qualities a salesman

should possess.

4. List the steps in making a sale.

5. List the types of approaches.

'6. Select the most suitable

given several selling situations.

't4 e-m:4-

- OAL .1-"C

47-). cat
uz_Z;44-4L)

c,c-e:6.

,e:---a-
1 4

7. List several methods of

customer needs. OC_ez

8. Identify and appeal to different buy_'`"/ .
7/

ing motives. e.ryt.z.-
O- 2-Z c

9. *Differentiate between objections and

ex s s.

10. Given a variety of objections, over-

corrie each with a proper iesponse.

11. Give reasons for "trading up" and list
'A!)1. :rpcj d_,L*

types 'of. "suggestion" selling. "

'etX, ) 0-14- &142-7/V--

,
CZAt_a_

(

77

/2444-IcA
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12.. Given:a list of catomer responses

including comments, questions and

actions, identify those that are

possible buying signals.

13. List in writing several specific tech-

niques for closing a sale.

14. Given a conversation between a

salesman and ,11 customer, deter-

mine at which points the customer

reaches the following stages:

a. Attention.

Interest.

p; Desire.

Conviction.

Action.

In the same dialogue identify:

a. The Approach. '

b. The Main'Body o? the

Presentation.

c. The-Close.

15: Demonstrate .the ability to perform

.the followin g personal sales

functions effectiveli. in an actual

sales demonstration as' outlined in
,

4111

INSTRUCTOR'S NOTES

-

/<)-(

'VAC_
1"

.e/7.2..a.e.,-

, Le;c..d

efr (

d&lt--

a..,--,7
C

,27ca.-#.,3

A
:2 2

.

1

ZL,dLCT'

the DECA Handbopk:
,

4,
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a. ApprOach customers.

b. Identify their wantd and

needs.

c. Present merchandise.

d. Substitute merchandise.

e. Trade up.

f. Handle objections and

excuses.

g. Use suggestion selling.

16. Given a list of' buying motives,

classify them as:

a. Emotional.

b. Rational.

p. Product.

d. Patronage.

17. Match specific product selling points

to an individual customer's buying

moti ves.

18. List several reasons why product

knowledge is- essential to a sales-

. INSTRUCTOR'S NOTES

XLet...a-ci, Lc.<z

kl:11-44 ^/c.--Y7;:,13z11,-

",-6c,e4J

rA..c

714-fec-

man.

19. List at least 5 potential sources of (7-A:C1-fi'g-42. -I--

product knowledge.

20. Describe how product knowledge is 4-

helpful when encouraging a cus- --314-4--314A

9
L :

(7, a IL t
79
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tomer to trade up.

List'S basic buying decisions every

customer must make.

22. Differentiate among the several basic

ways people make' decisions when

buying merchandise and services:

)
a. Reasons.

b. Emotions.

c. Impulses.

23. Given a list of products, classify

them as:

a. Convenience goods.

b. Shopping goods.

c. Specialty goode:

24. Prepare a merchandiee information

42

INSTRUCTOR'S NOTES

a
Lt1/4

72t

i_z.A.LLA a
-e . a-,44 -27/,11,Sti

2
Paiee

manual. as outlined in the DECA

Handbook to demOnstrate his abil-

ity to gather product knowledge:1

25. Relate how the skills he learns lin

this unit may be used in his day-

t L4. CWit-irral A2ZI--12

)4, IAA,.

to-day job in marketing. ace' ci-,'Azii,c, VLAd.1Z:) ?12,,a ,
.

-/-k2.4itiu/;?4,e,z_ a,Lq-AttA.,014.-8-1.41 .26. Define the terms used in conjunction

with the basic selling unit.
/61- .d-
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INSTRUCTOR'S NOTES

INSTRUCTIONAL MATERIALS

I. Included in) this unit will be:

A. Study gbides and information sheets:

I. Case studies.

,35ample sales presentations,.

3. Vocabulaj; list.
-

4. Instructions for preparing mer-

chandise information

manuals.

B. Assignment sheets:

1. Product analysis sheet.

2. Sales demonstration evaluation

sheets.

C. Records or cassettes on selling.

D. Films and filmstrips on selling.

E. Transparencies: Set #7002 available

through 3-M Co.

F. Tests.

G. Answer sheets.

II. References:

Basic Selling. University of Texas Instructional

Series. University of Texts', piviSion of

Extension, Distributiye Education Depart-

ment, Austin, TX, 1962.

Bodle, Yvonne Gallegos and Joseph A. Corey.
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Retail Selling:

Gregg -Divisiop

pany, 1977.,
0

2nd Edition.
, .

McGraw-Hill

New York:

Book Com-

Ernest, John W. and Richard I. Ashman. Selling

Principles 'and Practices: 5th Edition.

. New York: Gregg Division McGraw-Hyl

Book Company, 1980.

Harding, James. Retail Selling is Fun.

Danville, IL: Interstate Printers aid

Publishers, 1n., 1970.

Hiltritts, E. EdWard;Warren G. Meyer, and Peter

G. Haines. Retailing, Principles and

Practices: 7th Edition. New 'York:

Gregg Division McGraw-Hill Book Com-

pany; 1982.

Wingate, Isabel B., Karen R. pines* and Betty

Addison. Know 'is erchandiie: 4th

EditiOn. New Yor Gre§g Division

McbraW-Hills Bo Company, 1975.

Wingate, .1ohn W. apd Carr 11 A. tilan.

'
.

i
Fundamentals 6f Sellin : 10th edition.

1

Cincinnati, QH: outh-Western Publishing

Company

INSTRUCTOR'S NOTES

7

I



5

Cooperative Marketing and Distributive Education I 45

INSTRUtTOR'S NOTES

4-13. ADVERTISING

Suggested Time: 10-15 hours

INTRODUCTION

The success of any" business enterprise depends

upon sales. This unit emphasizes the impor-

tance of the role,' advertising plays in maintain-,

ing and increasing sales in a business enterprise..

GOAL .

,

At the, completion of this unit- the student wg
be aware of the career, possibilities in the field

of advertising. He will have an understanding

of the importance of the 'function -of advertising

in the American economy, He will' be familiar,

with 'the various methods, technicides, and

concepts of advertising.

4

0

4
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PERFORMANCE OBJECTIVES

After completing this unit the student will

able to:*

1. Trace the advertising activities

involved in the marketing of a

specific item.

2. List the major elements of an adver-

tisement.

3. List career possibilities in the

vertising field.

INSTRUCTOR'S NOTES

a d/f.LeAc.:0.-L-1

46

a 42,,e-rt.ez4z,d,

ad- -75 d A

4. Prepare the advertising layout for ^

C2.4'.. a Ir:e..-zx /4./ -4- ,j't-'242-e--;b/-;IA

111-4 ea...eproduct.

5: Discuss tile charapteristics of an ef-

fective advertising plan.

6. Compare the advantages and disadvan-.
. ,-

tages of each advertising medium.

7. Write basic advertising dopy for a

givera piece of merchandise.

'8. Plan an advertising campaign for a

specific product.

/44-/ d

7-14-4-e,!2e-t4_0*
/&- 4.41Ae 47h 4-t

4Z-Z-2t64.76-4-

\. .

.,.. ,
,.. e(

9. Plan and prepare' a sales presentation _...2,,e, 9-/X,L, ,12, c .,---et,d-71---) _.`,14-----
, li -

for a hOothetical firm that is a 4:-..de-f.t"-tz../..-.4-/--6--." --:-/ta.../A/-trzfac<21:41-.. ,_, 4,

, 2 14cila -C Gt.- ( is..1.e..,
prospective advertiser. / . .., -

. 4. . tc.-.11*
. 10. ApCli a specific method of measuring gel

.%

r
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N.

INSTRUCTOR'S NOTcS

the effectiveness of an advertise-

ment.

11. Demonstrate the ability 'to plan 'and

prepare an advertisement as out-

lined in the DECA Handbook.

12. Describe the effects of advertising

on the economy.

13. List the factors a:retailer must con-

sider when deciding what, how

much, and when to advertise.

SUGGESTED ACTIVITIES

I. For the Instructor:,

A. Deterinine and discuss unit objectives.

B. Provide students with advertising lSy.-
a

oats and study guides.
.

C..Prepare audio-visual materials.

D. Collect resource materials and deter-

mine resource persons.

E. Assign readings in texts and manuals.

e F. Evaluate student achievement.

II. For the Student:

A. Review unit objectives.'

B. Study and critique advertising layouts.

C. Read asdigned texts and manuals.

4

4
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D. Participate, in class discussions.

E. Relate how this unit is relevant to his

career goal.
r

F. Take' test.

INSTRUCTIONAL MATERIALS

I. Included in this unit:

A. Advertising layouts.

B. Transparencies and filmstrips.

C. References .and texts.

D. Audio-visual materials.

E. Test

F. wers to tests.

Referen es:

Antrim, William H. Advertising: 2nd Edition.

New York: Gregg Division McGraw-Hill

Book Company, 1978.

DEtA Handbook. Distributive Education Clubs

of. America, Inc., 1908 Association Drive,

Reston, VA 22046, 1981.

Introduction to Advertising. An instructional

manual from .the University Cf Ohio, Dis-

tributive 'Education Materials Labora-

tory, Columbus, OH 43210.

. 8 6

INSTRU6TOR'S Narq
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111

Samson, Harland E. AdVertising, Plahning and

Techniques. ,Cincinnati, OH: Sotli.e,
,

Western Publishing Company, .19.79.'

and 'Wayne C. Little. , Display

Planhing and Techniques. Cincinnati,

OH: SoUth-Weetern PublisAing Company,,

1979.

Wingate, John W., Harland E. Samson,() and

Wayne G. Little. Retail Merchandising:

9th Edition. Cincinnati, OH: South-

Western Publishing 'Company, 1982.

INSTRUCTOR,'S NOTES

87
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.,

INSTROCTOR'S NOTES

4-C. VISUAL MERCHANDISING

j'Suggesteri Tirne: 10.-15:hours

INTRODUCTION

,Displey and promotion is that5ea Of visual

merchandising 'dealing with sales strategy. :

unit emphasizes, /those, factorsdisplay, seles

promo9on, publicity, and pUblic relations,4-which

are mosteffective at the.point of sale.

GOAL

At the ,completiOn of this unit the student will

be aware 'of careerkulated to disptay an

motibn."Hif will have, a knowledge of the unciet-

lying piinciples and will .be able to prepare

disOlays.and lay out promotiobal Campaigns.
4

,

PERFOFkMANCE OBJECTIVF

After cOmp1,040gAstib tirt th,e student will ,tbe

, ,

440

50

,
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able to:
.411.

1. List and describe the principal jobs in

51

. display and promotion.
11

display and promotion.

. .

. iliSt the gualifIcations for careers in(
. -

_

a wipdow display by type
-<:-eaf-.767,..- ,j,,,z .../zte'.-r_ie-pu.

INSTRUCTOR'S NOTES ,

'3. Identify

desc be its most distinguishing

feat res.

4. Identify the steps to be followed In

plenning and .creating a display.

5. Identify an inter.ior display I.by fype

and deacribe its distinguishing

features.

6. Judge an assigned' display using the

'DECA Handbook rating sheet ae a

guide. Give reasOns ,why the

play iated a low, medium, or high

Score.

7. Identify the outstanding design com-

pbnents of a display and explain

hciw the elements f color, are

used to create a pl sing (or dis-

pleatin0 effect,.

Select an appropriate design

ment using in assortment
,1

arrange-

fex..c..2

of stoie ,CZ7-e144.-' 124-4
jr--&-

89
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merchandise. te merchandise "of

the approaching season.

9. Select the most appropriate materials

for an assigned display.

10- Plan a series of promotional activ-

ities which a ,manufacturer could

introduce at the retail level in-,

vOlving a do"nsumer product.

11. 'Prepare a publicity release for a

store opening:

12. Plan a program to promote desirable

"N public relations with employees,

customers, and the community.

SUGGESTED ACTIVITIES

I. For the Instructor:

A. Deterrhine and discuss unit objectives.

B. Provide students with display material.

and study guides.

C. Prepare

D. Collect

mine'

-4

audio-visual materials.

resource material and deter-\
resource persons.

'0 E. Assign readings in texts and manuals. -)

F. Arrange for a field trip.

G.'Evaluate student achievement.

INSTRUCTOR'S NOTES

(4
dc:274t.-

-A- --2

-- .-;(e2,1/2/L("4.

07_

t 444
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ft

11. For the Student: (
A. Review unit objectives.

iB. Study and critique dis lay layouts.,

C. Read assigned texts nd manuals,

D. Participate in class discussions.

E. Relate how this unit is relevant to his

" career goal.

F. Take test.

INSTRUCTIONAL MATERIALS

I. Included in this unit:

INSTRUCTOR'S NOTES

/

a_e4,

A. Display materials. .-.rt "-AIL-

B. Transparencies and filmstrips.
,

C. References and texts.

D. Audio-visual materials.

E. Tesis.

F. Answers to tests.

II. References:

DECA 'Handbook: Distributive Education Clubs

of Arnerica, Inc., 1908 Asiociation Drive,

Reston, VA 22046, 981.

"You Be the Judge!" Display. An instructional

manual from the University of Ohio, D.

tributive Education Materials borato

Columbus, OH 43210.

A

it*



Cooperative Marketing and Distributive Educationi

Samson, Harland E. Advertising, Planning-and

Techniques. Cincinnatl, OH: South-

Western Publishing Company, 1978.

and Wayne, G. Little.Dis la

Planning and _Techniques. Cincinnati,

. OH: South-Wesiern Publishing' Company,

1979.

Smith, Gary R. Display and Promotion: 2nd

New Yor Gr.egg Division

McGraw-Hill Book Com y, 1978.

Wingate, John W., Wayne G. tittle, and Harland

E. Samson. Retail Merchandising: 9th

Edition. Cincinnati, OH.: South-Western

- Publishing Company., 1982.
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5-A. CAREERS IN MARKETING

Suggested Time: 10 hours

INTRODUdTION

0 This unk focuses on information concerning

career opportunities in the field of mirketing.

Emphasis is placecl on the student making an -

intelligent career selection based an necessary

facts to help him match his'interelts and apti-

tudes with the requirements of available jcibs-.

,pand future jobi. T 's study should make stu-
V..

dents Awarcl3f the constant 'Changes taking

Ilace in- the business world and the oPportuni-

ties of entgring, into,..a hiker poSition in his
(

career choice, including possible ownership of A

selected business.

55
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4

GOAL

At the completion of this unit the student Will

have gained an awareness of the varied career

opportunities', in the field of marketing. He

should realize the importance of realistically

matching his aptitudes, interests, and skills to a

Career suttable for him.

PERFORMANCE OBJECTIVES.

After c pleting this unit the student will be

able to:

1. Identify and list at least 20 jobs in

his marketing interest and make

oral reports, as 'outlined in the

DECA Handbook, on selected ones.

2. Select career goals that are realistic

in terms of his _abilities and ,in-

terests now and, in'the future.

INSTRUCTOR'S NOTES

ine-&-u'Letr-
'% Z .77 e

4 e40-,-)te.2

79't- A-d-piajrc_t9-'

3. Identify and describe job opportunities

el A ez-Le
available.in his local community.

4. Locate and .use sourCes of educational

and vocational information in

choosing a ,career.

5. Develop in writing a job description to

evaluate his own qualifications in

.

9 4

/42%.6.4.17



Cooperative Marketing and Distributive Education I 57

INSTRUCTOR'S NOTES

relation to these descriptiOns.

6. Discuss the significance of continuing

his education in marketing on the (tipLa.L,tee.4-e& 411.-4-01A-

post high school level.
4.61--7. Prepare a career manual which in- y

cludes his plans to achieve these

goals.

SUGGESTED ACTIVITIES

I. For the Instructor:-

A. Determine and discuss unit objectives.

B. Provide students with information

sheets, study guides and job

analysis sheets.

C. Preriare audio-visual materiels.

D. Collect resource materials.

E. Determine resotirce, personp.
4. 04.;

F. Plan field trips.

, C. A'ssign readings on caeeers daiLeAf'L9141"-';t
4 keting., .

H. Provide occupational.interest tests.

I. Lead class discussion on job opportu-
.,

nities.

.3:Evaivate student achievement':



,
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a. Test.

b. Manuals.

II. For the Student:

A. Ruiew unit objectives.

B. Complete-reading assignments.

C. Study information sheets and stUdy

guides.'

D. Preparatory studentsi will relate this

study to preparation of Louisiana

DECA's Careers in G)istribution

ma Nal.

E. Complete an occupational intefest

test.

F. Determine career. objectives. Indicate

step-by-step plans for becoming

proficient in the .career. Include

!lens for improvement in school

and at the training station.

G. Buzz session on "What makes people

work and why they choose their

1 58

INSTRUCT.OR/S NOTES

Rig

e.-4(

A-5 VA

careers." ,

H. Listen/to outside speaker and relate
ta_te:this to his own career plans.

I. Review career pamphlets and make

mil presentations to the class.

9 6
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J. Intervi4w a successful person

career that

student. )

K. Take test.

is of interest to

INSTRUCTIONAL MATERIALS

I. Included in this unit will be:

A. Information sheets.

udyB.

C. Job analysis sheets.

D. Audio-visuals:
,

* Transparencies

59-

INSTRUCTOR'S NOTES

in a

-14OL.A*4

eAto.-0,- .

.;/

the

69f-f-ap.
fra,

* Slides

* Tapes

* Bulletin boards

*'Career gamphlets

E. Occupational,interest tests.

F. Vocabulary list.

G. Occupational handbooks.'

H. Dictionary of occupations.

References:

-s

Bikkie, James A. Careers. in Marketing: 2nd

Edition. New York: Gr'egg Division

McGrawll Book.Company, 1978.

9
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Dictionary df Occupational Titles: 3rd Edition.

Volumes I and II. U. S. Department of

Labor, 1980-81.

Mason, Ralph E. and Patricia Rath. Marketing

and Distribution: 3rd Edition. New

York: Gregg Division MCGraw-Hill Book

Company, 1980.

Occupational Outlook Handbook. 1981 Edition.

U. S. Department of Labor.

60
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8

5-B, CREDIT AND COLLECTIONS

Suggerted Time: 5-10 hours

INTRODUCTION

J,p1. this unit the student will become, familiar

wit6 what has beccre known as the lifeblood of

business. s This unit provi s the- principles of ;

.offering credit to tha Americah consumer. Ac-
-

cording to the National Retail Ccedit Associa-

tion,, 95 Ipercent-of our country's population

uses creditin some form at' some time.

GOAL

At the cOmpletion of this unit the student'will'

be able to determine whether credit should be

offered to the consumer and, if so, which type

to offer him. He will be able to screen appli-
-

cants and develop a plan to collect past due

accounts.

99
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GOAL

INSTRUCTOR'S ,NOTtS '

After completing this unit the student will b,e

able to:
/

1. Define ,lredit.

2. ExPlain the following advantages of

credit:
. t

a. Credit makes regular customers.

b. Crelit customers are less price

.iconsciousr)
c. Credit customers buy more

freely.

d. Credit builds confidence.

e. Credit offers a preferred tfatie.

f. Credit smooths out business

peaks.

g. Credit builds retail profit.

3. List and explain the 'fol(Owing disad-
.

vantages of credit:

a. Ties up capital.

b.,Extra liookkeeping expenses.

'c. Collection expense.

d. Bad debtglosses.

4. Compare the following credit plans:

a. Open'or regular.

b. Revolving.

-c

#

a. 4t 3 z

,

4
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$

f

(
I

0 4 ,

,. -.
c. Installment.

5. Explain the 3 C's of credit:
1

a. Character.

b, Capacity.

c. Capital.

6. List the six questions a. credit .manag-

ershould ask:

a. Who is te?
. I ,

b. 'Where is he? e

c. What does he do?

d. Is he able to ,pay?
.....

-Th

e. Will he pay?

f. Can he be made to pay?

7. Know the following five methods of

\

collection: (

a. Statements.

b. Telephone calls.

c...Collection letters.

,1 d. Collection servicei.
/

e. Legal action.
s

/I
8. Discuss the 'following terms:

_ .

- a. Credit card.

b. Credit bureau.

c, Credit limit.
,

-Ci. Conditional sales contract.
\ 4

0

1 i 0...1

t
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. e. Chattel mortgage.

9.1dentify several careers in the credit

industry.

10. Prepare a plan to collect overdue

accounts for .a given business.

SUGGESTED ACTIVITIES

I. For the Instructor:

- 4 A. Determine and discuss unit objectives.'

4

B. Provide student with 'reading assign-
, .

ments and study guides.
1

C. Prepare , and use addio-visual

matels.
r

D. 'Plan for guest speaker from Credit

Bureau or creckt department.- e_..- 04>A!-(7- .

7 33
E. Evaluate student per-formance:

a. Student tests. A._,L_-6:J-7,--- elz:Yt t) F61 e=

4 b. Answer sheets.
7550 /, 7LAA_VIA--44A-4-

..20e42?
W. For the Student:

IN'tTRUCTOR'S NOTES

Att-La--e
/1/3

c2 00 Z4-) (p-tea' /e--e4-°
,(;)c,;<- .9.014

`f24

Review unit objectives.

ds.cohtplete leading assignments.

C. Prepare a plan for collecting past due

accounts. de.,2je7 7,4.)
Ci

D. Research cireer possibilities in

credit.

102
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INSTRUCTIONAL MATERIALS

I. Included in this unit are:

A. Pretest.

B. Credit application blanks.

C. Sample credit bureau reports.

D. Sample 'collection reminders and

letters.

E. Tests.

F. Answer sheets.

II. References:

INSTRUCTOR'S NOTES

Gee-pa-L. erne-..,..-z4"
4.-uv ix- -71/u, .

Buckner, Leroy M. Customer Sprvices: 2nd

Edition. New York: Gregg Division

Mc,wHi1 Book Company, 1976.

Kohns, Donald P. Credit and Collections: 2nd

Edition. ,Cincinnati, OH: South-Western

Publishing Company, 1977.

Principfes of Credits and Collections. State

pepartmentdof Education of Louisiana,

Distributive Education Section, Baton

Rouge;LA 76804, 1967.

cI
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5-C. CASHIERING

Suggested Time: 5-10 hours

4NTRODUCTION

This unit focuses on those activities necessary

to. develop the student's skills in recording a ,

sale, making change, and using a cash register.

44Emphasis will be placed throughout on 'peed

and accuracy. In this study, the student should ,

be'cOme familiar with the vocabulary necessary
1

for success in careers in which cashiering is

essential. At the completion the student should1

also have developed an insight intO the impor-

tance of desirable customer relations.

GOAL

After cOfnpleting this unit the student should be

able to 'demonstrate with 100 percent accuracy

the ability to record a sale, make change, and

104

INSTRUCTOR'S NOT
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INSTRUCTOR'kNOTES 41/

use a cash register. He will have gained ,an

understanding of the importance of developing a

favorable store image in the minds of the

customers.

PERFORMANCE OBJECTIVES

At the completion of this unit the student will

be able to:

2. Identify all parts of a cash register26.3ae/6.iti,f--a/t_e_de-71-4,

1. List the functions of a cash register. (24k/ '1,0-4-6-4.

and explain their functions. 44&A
--//cle21-11

3. Operate a cash register quickly and g
ea.,4ft/ eL4:z

accurately, using the touch
system. akti

cit.c2A-L-4-
4. Describe the methods commonly used

to correct errors made while ring-

ing up a sale. 4,-1-2.-Ge-ti-

5. List in order the stkis that are to be

.taken when computing change
a-ruoe

manually.
/5--Z &fe- 4?e'

6. Count back change to a customer

correctly.

7. List several methods that are used to

short change- checkers during the ,(-161:-/-1-

change making process and de-
771_7 &z.e-4/1,4, :fh(045-4-

)0h.,4A-2"-M,11-2-
aatfrge
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INSTRUCTOR'S NOTES

dz_A4 . 7)& Wt-e'e6

X-4-'13-zt-ed' a
scribe correct checker/actions.

,

8. Prepare error-free sales checks and
e

record them on a cash register.

9. List and summarize the responsibilities

of e.cheoker.

10. Distinguish between those traits that

are cOnsidered acceptable and un-
.-

acceptable in customer relations.

11. Define the vodabulary terms neces-

sar y to perform c'ashiering

*I unc ti o ns,

12. Demonstrate his proficiericy in per-

forming non-cash s6les, such as

credit cards, charge plates, and

checks.

SUGGESTED ACTIVITIES

I. For the Instructor:

A. Determine and discuss unit objectives.

B. Provide students with inforMation

sheets and study guiaes.

C. Prepare audio-visual materials,

D. Collect resource materials and deter-
. .

mine resource persons.

E. Discuss and demonstrate procedures

1 1.) 6

4.

e...491.4.44714_," '

,"..., a.....

toit- 4_0 e...e de..e.c_e_e_.,i,,,z; 6,44.

n

.."

14

.,
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outlined in theitkdy guide.
)F. Evaluate student achievement:

a. Tests on information presented.

b.. Performance tests.

U. For the,Student:

A. Review unit objectives.

B. Study information sheets and guides..

C. Demonstrate ability to make change,

to record a sale, and to use the

cast\ register.

D. Practice using the register to develop

spL and accuracy.

E; Take tests.

INSTRUCTIONAL MATERIALS

I. Included in this unit will be:

A. Study guides

B. Transparencies.

C. Cash register and sales slips.

D. Problem sheets.

E. Tests.

F. Test _answer sheets.

^

INSTRUCTOR'S NOTES
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Refdrencest .;

Edison, Judith E. ind. Kennetli H..
.

Chetker-Cashier: Cincinnati,. OH:

-

Tquth-Westerh Publidhing Compan9,1969.
A

LOgan',..WilliamB. and Max A. Freeman. Mer-
,

, 4

chandising Mathematics; N e'w_ york:
,

Book Com-
)

. '

./

Gregg Qivision

pa4, 1973. .`
11,)-

Tips on Making Chang Dayton, OH;
A

The, National Cash Register,Company.

,
.

t.../

,

S.
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INOMDUAL INCOME TAX

, Suggeted Time: 3-5 hours

- INTRODUCTION-

Because income tax information is-essential to

every American wbrker, this unit is inclUded in

...11.

a

tt the basiC study. The instructiom is designed to
No

teach fi student how to prepare his own tax

" forms, both State end F ederal, and to have a

knowledge Of tax laws relating to thetn.

a

'GdA

:At. the completion of this' unit the stude 'h t will

be able to understand the basis for income

taxes 'and tax laws on both the, Federal and,
-

State levels as they apply to the iniiividual. le

will have a knowledge of the mechanics of

completing an IRS tax form and a Louisiana

INSTRUCTOR'S NOTES

individu I income tax return.

1 9
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PERFORMANCE OBJECTIVES

After completing this unit the student will ba

able to:

1. 'Define what is *meant by a voluntary

tax compliance system.

2. List several areas on which thrtarg-
N

est portion of the tax dollar is

spent.

3. Define the role of the Internal Reve-

nue Service.

72
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aa ri ca,A4 2.--AtAA,Lk:aL

OL'74-(-2

1' ,ecet,twe

1,5; ete_d_er
0-6,2731.&

et:t.

A

4. leetermine correEtly who must file

t..
tax return. $4/

5. Determine the correct amount of tax

Louisiana and the IRS tax tables.

6. Complete correctly, the current IRS

tax form 1040, and the Louisiana C\

Individual Income Tax form.

7. Discuss careers in tax.

8. P'repare his own State and Federal tax

returns.

9. Define terms used in' the study of this

'unit.

ez-c_12_, a
. thatis to be paid using both the
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SUGGESTED ACTIVITIES c
...I

I. For the Instructor: '
4'

..

A. Determine and dislpss unit objectives.

B. Prepare assignment and information
-...

sheets. -
C. Collect Federal and State income tax

.1 g cl:irms.

D. Prepare transpprencies.

t E. Evaluate student achievenient.

lel..7 the Student:
:

A# Re'view unit Objectives.

/ B. Complete assignment sheets.

C. Prepare and mail completed Federal

)d State income tax forms.

INSTRUCTIONAL MATERIALS

I. Included in' this unit ,will,be:

A. Information sheets.

B. IRS tax te materials.

-

0
73

INSTRUCTOR'S NdTES .,

e

4,

v.

4

`eltrx7e4i J24_1_
ax,

/ e.S.
6

C. Sample tax forms' and related docu-

ments. #

D. Assignment sheets.

II. Referencee:
V

A

if.

V

Federal InCoMe Tax. An instructional manual

from the University of Ohio, Co umbub,

J

I
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5-E. TELEPHONE TECHNLQUES FOR

a
MARKETING

aTested 1-2., hours

INTRODUCTION

So much business is transacted Ay
!telephone

4t
today thlt 'an employee who develops proper

.telephone techniques &comes a great .assot to

tiis company and thus will have an even greater

potential for progressing in his career.

GOAL

At the 'completion of this unit\ the student will

'aim become prycierit in the use of the tele-

phone as it is associated with marketing.

PERFORMANCE OBJECTIVES

Upon completion of this kinit the- student will be

able to:

113

I

. 75
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1. Derponstraie his ability to make and

receive business telephone calls.

2. Demonstrate,his ability 'to prepare and

make a sale using the telephone.

3. List and use varidus telephone re-

sources.

4. List and demonstrate those elements

that are considered desirable in a

teleplione personality.

SUGGESTED ACTIVITIES

I. For the Instructor:

A. Determine and discuss unit .objtives.

Bs, Provide studeht with/assignments and

study guides. ,

C. Prepare .rtd,, use audio-visual mate-
,-

rials.

D. Secure either, a resource person, tape

recorder, or teletrainer.

E. Determine cases for role playing.

F. Prepare tesL for student evaluation.

II: For the 'Student:

'st\ A. Review unit objectives.

B. Compete assignments. if
rC. Participate in gple-playing.

-r

4

76
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fs

D. Relate material presented in this unit

to indivictal on,the-job needs.

E. Demonstrate proficiency through test

/0 eteLGC/C-1-/
.7"

77

INSTRUT.OR'S NOTES
%leieV/axe-

'A/c)

scores,

INSTRUCTIONAL MATERIALS

L Included in this unit will be:

A. List' of unit.objectives.

B. Information sheet.

C. Assigninent sheet,

DI Case situations.

E. Teletrainer.

F. Mear4I of evaluation and expected
4.

responses.

U. References:.

Bodle,, Yvonne Gallegos and Joseph A. Corey.

Retail Selling: 2nd Edition. New `fork:

Gregg Division McGraw-Hill Book

Company, 1977.

Harris, E. Edward, Warren G., Meyer, and Peter

G. Haines. Retailing Principles and

Practices: 7th Edition. New York:

Gregg .Division McGraw-Hill Book

Company, 1982.
1111%,_

Wingate, John W. and Carroll A. Nolan. Funda-

4

s.
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INSTRUCTOR'S NOTES

mentals, of Selling: 10th Edition.

Cincinnati, OH: South-Western Pub Usti-
/

ing Company, 1976.

, Wayne G. Little, and Harland E.
4

Samson. Retail Merchandising: 9ths

Edition. Cincinnati, s OH: South-

Western Publishing Company, 19 1

r

I.
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o
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5-F. PARLIAMENTAV PROCEDURE -

Suggested Time: 3-5 hours

INTRODUCTION 7. I

The purposes of parliamentary procedure are to
#

enable an organization to transact business with

speed and efficiency, bto protect the rights of

each 'individual, ahd tO preserve a spirit of
.. s

harmony. This unit of instruction will take the

mystery out of c8nducting a meeting. A

,

NOTE: This unit may be used at any

level of instruction in Marketing and

Distributive Education.

GOAL

(
f

At the completion of this unit, the student will

understand the need for 'conducting an organi-

zational meeting by correct parliamentary pro-
4

117

i
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V

cedure. He will know that one subject at a

time is wnsidered, but full' ana free debate 'is

allowable; each member at a meeting has equal

rights; the majority rules, but the rights of the

mirtority are respected.

PERFORMANCE OBJECTIVES

On co4pleting this unit the student will be able

to:

1: List he correct order of business

sequence for a DECA Ch.apter

Ir

I. meeting.

2. Make a motion using correct parlia-

mentary procedure. ,

3. Identify the types of motions.

4. Defina0 a list of terms necessary to

understand basic parliamentary

procedure.

5. Demonstrate the ability to modify a

motion using one of the several

Methods of amendment.

SUGGESTED ACTIVITIES

I. For the Instructor:

INSTRUCTOR'S NOTES

7
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WIN,

A. Determine and discuss unit objectives.

B. Prepare a list of terms.

C. Prepare role-playing situations.

D. 'follect resource material.
I

E. Assign readingd from DECA Handbook.

F. Prepare study guides.

II. For the Student:

A. Review uhit objectives.

B. Study list of terms:" .
.

1

C. Study information sheets.
.

..........

D. Complete.reading assignment.

E. Demonstrate the ability to make and

amend motions through role-

playi ng.

F.,Review and relate resource materials

to his own needs. 4

G. Ascertain importance of using cOrrect

parliamentary procedure in DECA

Meetings.'

INSTRUCTIONAL MATERIALS

I. Included in this unit will be:

A. Study guide.

'B. Information sheets.

C. Vocabulary list.

. 119

t

g
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A<

D. Situations for role-playing.

E. Copies of DECA Handbook.

II. References:

DECA Handbook. Distributive Education Cldbs

of Amedca; Inc., 1908 Association Drive,

Reiton, VA 22046, 1981.

Louisiana Distributive Education Clubs Hand-
'V

book. State Department of Education,

Baton Rouge, LA, 1980.

Robert's Rules of Order. New revised. Glen-

view, IL: acott, Foresman and Company,

1970.

4
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'bOB AOPLICATION AND INTERVIEW

Suggested Time: 5-10 hours

INTRODUCTION

This unit focuses on the techniques of applying

and interviewing for a job.. These will include'

locating job sources, obtaining an interview,

preparing for it, and conducting oneself appro..

priately during an interview. The student

should be able to fill out an application blank

correctly and prepare a personal data sheet. In

this study he will become aware of the dif-

ferent .pre-employment tests as well as the law

concerning employment of minors.

GOAL .

At the completion of this unit the student will

be able to locate a job, apply for it, and

conduct himself properly .during the interview.

121
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He will be able tO c mplete an lication form

and prepare a person l data sheet. The student

will underitand the la s concerning his employ-t
ment and will be familiar with the types of pre-

employment testsused by many employers. This

unit will be applicable to anyone applying, for

employment, regardless of career intent.

PERFORMA.NCE OBJECTIVES.

On.doing this unit the atudent will be able to:

C Identify various sourcits for finding

job, openings

2. Obtain an interview far employment.

3. Conduct himself properly during an

employment interview.

plete a job application form

(employme,t oppor-

accurately and prepare a per.sonal

data sheet.

5. Demonstrate proper personal groomIng.

SI

(

INSTRUCTOR'S NOTES

1r-

cat-d-
Lkt-

grx,/

la-frtparte--/AYI
1-a-mt.217:z

6. Demonstrate the techniques in apply-

ing for employment as outlined in Liy_ajb-e 1A4P 40-V-I-1-az

mio/144-4:
dziceL

the pECA Handbook.

7. List steps to follow after
i

a job interview.

airzp,4-6.4

complettng 7.14-41-41-
eata. Wa,-A1-4 .412A---frIZ"4"-d)

1/L,4 AA.L41.1 :17((.,1).e 4..71 . Ak

cklae
/14-072&:'

P-4-'
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8:Demonstrate proficiency in completing

pre-employment test samples.

9. Summarize laws relevant, to his em-

ployment.
.d. -

10. Find employment using

techniques.'

SUGGESTED ACTIVITIES

I. For the Instructor:

A. Determine and discuss unit objectives. (;-.1-.2

85

INSTRUCTOR'S NOTES

A

these rt,e_424,' JAC./ 'ILZ-eZ

ilL'e'62'6(j GL-19 19-21-< acciedZed_.40-7

B. Provide students wi6.1

sheets

..

*

-.1 .

PA.)-,pe
AA, a.A.)

tR_Ze-Az-44-4-e-0.>
information

and study guides.

C. Prepare audio-visual materials.

D. Provide blank application forms, sato-

. ple pre-employment tests, and la-

bor lawsrac minors.

E. Collect resource materials and deter-

mine resource persons.
a

F.'Evaluate student's achievement.

,./1-il,p-t} A-
,4 4 Cy. ei61--,

44a_5/. `7Z, fa`geu

0.--

elt-c d .2)- 0 , .2e-ic..4,..-t.:zz, 606' / 1

t

.V- ,-
- ,--eCti.;'w NI,2 t ,, AZ4

G. Coordinate Job Interview

, outlined in DECA

learning activities.

II. For the Student:

I

-.

A. Review unit objebtives.

...._-,

Contest, as

Handbook with'
44n-e-

B. Study information sheets.

1

.0

I f

i
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APPLICATION FOR EMPLOYMENT

41 EQUAL OPPOWTUNITY EMPLOYER

LAST NAME FIRST NAME MIDDLE NAME IRTH DATE

MR. 0 0 MISS
MRS- 0 0 MS.

YOUR SOCIAL SECURITr.
NUMIBER

ARE YOU A
U.S. CITIZEN

IF NOT. TYPE OF VISA
HELD

PRESENT ADDRESS PHONE RUMMER

PERMANENT U.S. ADDRESS (IF DIFFERENT FROM PRESENT ADDRESS) PHONE Hums%

TYPE OF WORK DESIRED 1 SALARY WANTED
s PER

!WHEN WILL. YOU SE
AVAILALE

WOULD YOU ACCEPT
FOREIGN sEitviCE?

ARE YOU EMPLOYED !REASON FOR LEAVING OR WISHING TO CHANGE
AT PRESENT/

PRESENT OR LAST
SALARY S PER

e
GEOGRAPHICAL RESTRICTION., .
IF ANY (iXiLAIN)
IF EVER EMPLOYED SY TEXACO OR SUBSIDIARIES STATE WHERE. WHY YOU LEFT AND WHEN

!
NAMES OF

EDUCAT(ON ScHooL B LOCATION
YEARS fterrousEowait Y

GRA0151 COURSE
ATE9 ?FROM TO

GRADE SCHOOL

HIGH SCHOOL

CORRESPONDENCE. TR4DE OR
BUSINESS SCHOOL

1

COLLEGE OR UNIVERSITY ' MO. YR. MO. YR DEGREE AND MAJOR

,

_-
411P

. LIST FOREIGN LANGUAGES AND INDICATE WHETHER FAIR. GOOD. OR FLUENT
SPEAK READ WRITE
WHAT EDUCATIONAL COURSES ARE YOU NOW TAKING. AND WHERE?

IF NOW IN COLLEGE. OR A RECENT GRADUATE. COMPLETE THIS SECTION
UNDERGRADUATE GRADE POINT AVERAGE ....OF POSSIBLE. GRADUATE GRADE POINT AVERAGE...--. OF PDSSILE.
SCHOLASTIC HONORS (INCLUDE SCHOLARSHIPS AND FELLOWSHIPS)

COLLEGE ACTIVITIES (ATHLETIC, FRATERNAL. ETC. OTHER THAN RELIGIOUS, RACIAL.OR NATIONALITY)

I

FACULTY REFERENCES (AT LEAST THREE: GIVE NAME. TITLE AND ADDRESS)

*
.

a
.-

SUSJECT ADVISOR
THESIS MASTER'S .

DOCTOR'S
GIVE YOUR !BUSINESS RECORD FOR THE LAST TEN YEARS

PREVIOUS EMPLOYMENT EGINNING WITH PRESENT OR MOST RECENT EMPLOYER
DATES

NAME OF COMPANY FULL ADDRESS SUPERVISOR'S NAME YOUR OCCUPATION
FROM. TO
FRO. yR. p.10.

%

(
.

I

,

.1



ADJUSTER QUESTIONNAIRE

PERSONAL DATA

Name:
College Address: Street
Home Address: Street
Phone No.

Social Security No.
Height Weight

Do you own home?
Name of Parents
Father's Occupation

Married?

Date: 19

'Age Date of Birth
City .State
City State
No. of Children Ages

(joss or no)

Own Auto?
(yes or no)

Do you own furniture?
Address

Make & Year

Rooms?

HEALTH DATA

Health
*of last physical examination
you been hospitalized or undergone surgery in the last five years? If yes, explain.

Wife's Health

Have you ever been treated for a nervous or mental disorder? If yes, explain..

7-

EDUCATIONAL DATA

College: Name & City
Graduide--School: Name &City

Mo. & Year
Grad. Degree

Average
Grade

List Major Subject: Minor:
Did youiay any of COlege Expense? Percentage
List Carrigus Activities (honorary, scholastic, professional and social fraternities - campus offices - athletks, etc.

PREVIOUS EMPLOYMENT RECORD (Full or Part Time):

Employer_ City

_ate

OF 10

From

5-G--2
125

To

Best

Salary
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INSTRUffTOR'S. NOTES

C. Fill out blank application sheets.

D. Prepare a personal data sheet.

E. Practice taking sample employment LAke,,

tests'.

F. Role-play in job interviews.

G. Take a test.

H. Apply for a marketing job..

INSTRUCTIONAL MATERIALS

I. Included in this unit are: J,Le.

/of4vw,-;#"1A. Study guides and information sheets.

B. Visual aids.

C. Blank application forms, sample pre-

employment tests, copies of, labor

laws, interview rating sheet.

D. DECA Handbook.

E. Tests.

F. Answer sheets.

U. References:

Bikkie, James A. Careers in Marketing: 2nd

Edition. New York: Gregg Division

McGraw-Hill Book Company, 1978.

DECA Handbook. Distributive Education Clubs

of America, Inc., 1908 Association Drive,

Reston, VA 22046, 1981.

1 96



- Coopereativ Marketing and Distributive Educatidn I 87

*. INSTRUCTOR'S. NOTES

Wingate, John W.,, Wayne G. Little, and-Marland
\ .

E. Samson. Retail Merchandising.

Cincinnati, OH: South-Western Publishing

Company, 1982.

4,0,440

6
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C000erative Marketing ad Distributive Educetion II

INSTRUCTOR'S NOTES

1-1. INTRODUCTION TO MARKETING

Suggested Time: 5-10 hours

INTRODUCTION

This unit will introduce the student to marketing.

It will provide him -with some of the historical

acts of marketing. Emphasis will be placed

t rough.out on the role of the Free Enterprise

System has played in our Natiork and State. At

the completion of this unit students should have

a greater appreciation of our economic system.

A

GOAL

At the completion of this .unit 'the student will

understand that the marketing segment of our

American Free Enterprise System is undergoing
A

changes that will directly affect him ,and his

career in marketing. He will have an appreciation

of the Free Enterprise Systen\ and the part it

130
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v.
has played in the history of our country. The

student will "understand the importance 'of

competition and hciw distribution, production, .

and consumption are'related.

PERFORMANCE OBJECTIVES

On the completion of this unit the student will

be able to:

1. Describe the development of marketing

from its beginning to the present

and postulate future developments.

2. Identify different. types of retail stores

and service busihesses.

3. List advantages, and disadvantages of

each type of store operation.

4. Define the vocabulary necessary to

understand this unit.

5. Describe the various goals of an eco-

nomic system.

6. Identify the worker's role as a citizen

in a free economy including his pri-
.4 /

vileges, restrictions, and responsibi- IA,

,

lities.

7. Describe the roles of marketing and

distribution in the various economic

t /

INSTRUCTOR'S NOTES

\ ..

If2-&-A-4-1 LA.A-44 4-A.risztern ( a-6,

61, t.AL) 0.4-1aiect42)

I 31.
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t

systems.

8. Describe the relationship of distribution

-,.

to production and consumption.

INSTRUCTOR'S NOTES

#

SUGGESTED*ACTIVITIES %

i
I. For the Instructor: # .

. j-ii.s2.- ,±0-et e.J-LeA) Yr 700,4- to
A. Determine and discuss unit objectives.

.10
Provide students with information --(--A-d 941-1.A.;_c1...,)

,

sheets, reading\ assignments, and
t---9_-),0.,

study guides. v f
LLevi--6L-k., VIZO-t

C. Prepare audio-visual materials. J--. 11). 6do--epew-c2A..4 --R Lu-ea4,7A)11)Let°L:rn))

D. Collect resource materials and deter-

mine resource persons. 44h4-4--pCIAJ,2.4.(-C.Ast-.4..);14

, 131-6
act.

i
E. Provide' vocabulary list.

. F. Prepare,tats:ind answer sheets.

U. For the Student:,. 4,

../
A. Review. unit objectives.

.,e.r
.....- B.',Cornplete reading assignments arid ()lye

... .
....

oral report.

Is C. Discuss the advantages and disadvan-

tages of cnipetition.

D. View visuals that are presented by the

t. instructor.

E. Demonstrate the ability to accomplish
.1

the procedure outlined in the infor-

,

.no.

-,

132 .
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4 INSTRUCTOR'S NOTES'

mation sheets.

F. Take iest.

INSTRUCTIONAL MATERIALS

References:

Ely, Vivien K. and Mictiael Barr Is. Starting

Your Own Marketing Busin s: 2nd Edi-

tion. New York: Gregg Divisn McGraw-

Hill Book Company, 1978.

Klaurens, Mary K. The Ecbnomics of Marketing:

2nd Edition. New York: Gregg Diiision

McGraw-Hill Book Company, 1978 I, .1
. . .

Mason, Ralph E. and Patricia Mink Rath. Mir-4.
4'14

keting and Distribution: 3rd -Editibn.

New York: Gregg Division McGraw-Hill

Book Company, 1980.

Wingate, John W., Wayne G. Little, and Harold

E. Wilson. Retail Merchanck;ing: 9th

Edition. Cincinnati, OH: South-Western

Publishing Company, 1982.

'e
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1-2. IDEC'A RELATED '
Suggested Time: 3-5 hours

INTRODUCTION

DECA is considered to be an integral part of

Distributive Education, equally as important as

the training station or the related instruction.

Its Program, of Y,outh Activity aims to motivate

its members to excel in their marketing skills.

This ,unit is concerned with PECA and its activ-

ities as they are related to the individual mar-

keting student and his career goal.

GOAL

At the completion of this unit each student will

know the personal rewards he may obtain by, be-

ing an active member of DECA. He will under-

stand how it contributes to his learning of mar-
Ir

: keting 'and 'bistribution principles and practices.

134
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Cooperative Marketino and Distributive Education II

The student will be motivated to become an

active DECA merither.

PERFORMANCE OBJECTIVES

After completing this .unit the' stbdent

able to:

1. Identify qualities needed for leadership.

2. Define and discuss the nature and pur-.

pSes of DECA.

3. Identify the organizational and demo-

cratic principles used in DECA.

4. Develop competencies needed for

leadership it social and ci vic

will be

activities as evidenced by holding

an office or committee membership.

5. Develop competencies essential for

poise and self-confidence in and

before a group as evidenced by his

performance'at club meetings.

.6. Participate in developing a program of

activities suitable for a local DECA

chapter.

7. Identify DECA activities and describe

how_they contribute to the learning

of distribution and marketing.

6

INSTRUCTOR'S NOTES

Hevu-e- z:w coo cahzdaL
ZAAJA4-)AV- o v

`44-1)-1- oL cLA-e, ,c_rnAzo-k-tZti4a-
`14A-k.
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8. Develop,an understanding of DECA and

its relationship to the total in-

strtuctional program of marketing as

evidencedthy his total participation

in DECA activities.

9. List the advantages and benefits Of

being an active member of DECA.

A

SUGGESTED ACTIVITIES

I. For the Instructor:

A. Determine and discuss unit objectives.

R. Provide students with infor.rrtation

she,ets or study guides.

C. Discuss information sheet content.
-114.

D. Prepare and use audio-visuals.

E. Distri bute .copies of the latest DECA

Handlpok for student reference.

F. Evaluate student performance: ,
II. For the Student:

A. Review unit objectives.

B. Study information sheets.

, -
C. Study DECA Handbook.

D. Participate in all DECA activities.

E. Relate DECA to personal> career ad-

vancement.

136
y
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F. Understand the importance of material
'

-'7presented.

INSTRUCTIONAL MATERIALS

I:Included in this unit, will be:

A. Study Itides.

nfdrmation sheets.

4. Audio-visualstransparencies.

D. DECA reference litrary.

II. References:

DECA Handbook. Distribu ye Education Clubs of

America, Inc.., 1908 Association Drive,

Reston,, yA 22046, 1981.

Louisiana . Distributive Education Clubs of

knerica: Distributive Educatidn Section,

State Department of Education, Baton

Rouge, LA 70804, 1981.

Robert's Rules of Order. Newly revised.

4,

8

137

INSTRUCTOR'S NOTES

.77

;



310. Cooperative Merketino and bietributive Education II

ve"

IL MARKETING RESEARCH

Suggested Time: 10-15 hours

INTRObUCTION

Studerds in distributive education must possess

marketing research competencies for career ad-

vancement in a consumer-oriented economy. This

unit emphasizes these techniques involving infor-

mation gathering and decision making necessary

for success in the marketing research field.

GOAL

At the completion of this unit the student will

be aware of the competencies necessary for a

career in marketing research. He will have an

understanding of the importance of its function

in the American business system. He will be

familiar with the various methods, techniques,

and"concepts of marketing research..

138
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PERFORMANCE OBJECTIVES

Upon the completion of this unit a student will

be able to:

1. Understand the reasons why consumers,

purchase a specific product.

2. State the four P's of the marketing

mix.

3. List the steps of the 'scientific decision'

making process.

4. List career possibilities in the market-
,

ing research field.

5. Discuss the idea of "marketing mix."

10

_INSTRUCTOR'S *TES_ "...

14 aA.e, (J,tx,L.02-rria./w

cupa *,3

G.A.t.,,,a) 44-kat P_A_
6. List the methods used in collecting aiuttphi

primary and secondary data as they (:6-Ct.-4.1712-A-.1-M-Cr CLAAje- °--1911t;P:41-

daka_ law eLf-42-d/

/0-te,a-racuut cirAdtzu-e-natt,
.

4111;c

relate to a specific marketing re-

search problOm.
-a

data' gathered to a specific mar-

keting research problem. -;

kz:44. Lo-Q,Lo-ce_c&A

ctikL --tY)a-u/ex-t 142,,oteduALt

ct,a, LI-kt"Petad,c, Chatenv.

,
8. Conduct interviews of selected res-

pondents and record responses with

100 percent accuracy.

9. Conduct preliminary research, identify

a problem; develop the hypothesis,

and prepare a schedule.

39
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10. Edit, code,labulat4 analyze, inter-_

pret, and prepare an affective writ-

ten.marketing research report.

11. Prepare a chapter or individuel mar-

keting research project in accord-

ance with the DECA Handbook.

SUGGESTED ACTIVITIES

I. For the Instructor:

A. Determine and discuss unit objectives.

B. Provide students with selected market-

ing research problems.

C. Prepare audio-visual materials.

1r,

b/a" .&°L-441C1D. Collect resource materials and dete r
dato

mine resource persons.

401.0(40-11,.

( 12 .4 . 62,0A.i..A.ii/upatt)
v E. Assign reading in texts and manuals. I(.4. k-e-p /t.L. c) e,trIx-fu.A:, 5.6 .19

F. Evaluate student achievement.

IL For. the Student:

A. Review unit objectivss.

B. Study and critique selected marketing

research problems.

C. Read assigned texts arid manuals:

D. Relate how this unit is relevant to his

career goal.
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E.,Take test.

INSTRUCTIONAL MATERIALS

I. Included in.this unit:

A. Marketing research materials.

B. Transparencies and filmstrips.

C. References and texts.

D.'Audio-visual materials.

E. Tests.

F. Answers to tests.

U. References:

'INSTRUCTOR'S NOTES

DECA Handbook. Distributive Eat:cation Clubs of

America. Inc. 1908 Association Drive,

Reston, VA 22046, 1981.

Harris, E. Edward. Marketing Research: 2nd

New York: Gregg Division -

McGraw-Hill Book Company, 1978.

Marketing Research. An instructional manual

from i'he University of Ohio, Distributive

cEdu ation Materials La atory, Colum-

us, OH 43210.

Mason, Ralph E. and Patricia Mink Rath. Mar-

keting and Distribution: 3rd Edition.

New York: Gregg Of ision 'McGraw-Hill

-Book'Company, 1980.

7
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Kerlinger, Fred N. Foundations of Behavioral

Research. New York: Holt, Rinehart and

Winston, Inc., 1964.

142
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III-1. SETTING UP A BUSINESS

Suggested Time: 10-15 hours

,INTRODUCTION

This unit is primarily designed to assist the

senior marketing student with the knowledge

- 14

INSTRUCTOR'S NOTES

necessary to become an entrepreneur. Emphasis

will-be placed on establishing a-store image and

selecting, a suitable location. Included in this

unit will be a study of the legal aspects of

beginning a business.
..

a
;° GOAL
i°

After the completion of thia-unit the student will

have an understanding of the procedure that is

necessary to follow when beginnipg a new busi-

nese. He Will know how to choose a suitable

locations and plan the tyPe of building and equip-

ment to depict his chosen store image.

a 143
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INSTRUCTOR'S NOTES

PERFORMANCE OBJECTIVES

At the completion of this unit the studeht will

be able

1. Write the factors that would contribute 470.4ti-4-..44-tat

to the success or failure of a small 441)"it LIU") L6-1-4/"-2-4-Afl-4)

btoli ness.
`414ti-dAk eiCA;t2

2. List advantages and disadvantages of:

a. Buying a business.

b..Starting' a new businese.

c. Buying a franchise.

3. List fhe purpose and value of financial

records.,

4. Given a set of criteria, evaluate a

store location, and list the steps in

making a traffic count.

5. List basic., retail policies and the ef-

- feCts they would have on the busi-
1

ness.image.

6. Lfst factors to consider when choosing Seu.,,litzt

a business location.

7. Define the terms necessary to the

understanding of this unit.

8. List ,fectors that are important when

selecting a building.

144

`r)l-a-k-c 0}0 tiA}cLiz.
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&STRUCTOR'S NOTES

9. Identify:

a. Factors that affect store layoUt.

b. Equipment needed for different

types of stores.
Aft,

c. Ways buildings, equipment, and

layout affect the image of a

business.

10. Evaluate a' store layout and make rec..,

ommendations if any are needed.

11. Draw a floor plan pf a store. Label

and icentify each department by

line of merchandise.

12. Contrast the effect of different

locttions on a store's image:

a. Highway.

b. Shopping center.

c. Downtown (central).

d.-Secondary-shopping district.

e. Neighborhood.

f..String 'street.

13.. List the'procedures and requirements

for establishing a business includirig

a license, capital, prodUcts/seryices

to offer:

1.0 0;,9-/LaCcLuattio---,t..)

I4a4AL aruzit etQ,
et ,A,Li-YLIAieLtzl, 441,

GotaAr 416.40
ct-A cuestcue
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1

SUGGESTED ACTVITIES

I. For the Instructor:

17

INSTRUCTOR'S NOTES

A. Determine and discuss unit objectives.

B. Provide students with irifotmation

sheets and vocabulary list.

\\C. Pre Pare audio-visuals.

D. CollecMsource materials and da

/ mine resource person(s).

E. Assign readings in texts.

F. Prepare evaluations suitable to this

unit.

Sittiz.4(40_40 22ki4a,e. p},9taLt Lo-a4e;7JA4

U. For the Student:

A. Review unit objectives.,
,

B. Study information sheets.

C. Complete written assignments.

Complete reading assignments.

E. Relate this unit to his career goal.'

F. Make oral reports on surveys.

G. Make satisfactory scofe on test appro-
0

priate to this unit.

INSTRUCTIONAL MATERIALS

Inclisded in this unit:

A. Unit objectives sheet.

B. Information sheets.

1 4 6
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INSTRUCTOR'S NOTES

C. Assignment sheets.

P. List of resource people.

E. dutside readings sheet.

. F. Tests.

G. Answer sheets.

II. References:

Ely, Vivien King,. and Michael Barnes. Starting

Your Own Marketing Business: 2nd Edi-

. tion. 1.11v-: York: Gregg Division McGraw-

. Hill Book Company, 1978.

Harris, E. Edward, Warren G. Meyer, and Peter

G. Haines. Retailing Principles and

Practices.: 7th Edition. New York: Gregg

Division McGraw-McGraw-Hill Book Com-

pany, 1982.

Wifigate, John W. and Harland E. Samson. Retail

Merchandising: .9th Edition. Cincinnati,

OH: South-Western Publishing Company,

1982.

-Small Business Administration. Many, publicatioA
;

to aid the small businessman.
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MDE/DECA'WRITTEN REPORT

Suggested-Time: 5 hours

INTRODUCTION

What is a research manual? I a factua

presentation of other people's findino Or

opinions on a given .subject. A good resea'r

paper contains more fact than opinion, and t

opinion it does contain is the opinion of /our

sourcenot your own. If properly done, your

research paper should be original. What will

make it original is the way in which you present

the material and your OtiOiCEI of what to use and

what not to use.

GOAL

The purposes of doing a research manual are

many, but just a few are listed here:

4

19,

__INSTRUCT
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,1.. To give experience in researah, seiec-

tion, and organization of _informa-

:tion.

2. To proviae others with an organized,

thorough summary of information pri

a subject.

3. To provide a learning experience which

will contribute to the student's

vocational competence for careers

in marketing, management, and dis-

tribution.

4. To provide a co-curricular activity

relating directly to classroom

instruction.

5. To contribute to distributive education

and its educational objectives.

6. to teach how and where to locate irw

fciimation quickly.

7. To teach how to organize thoughts.

8. To give the student an opportunity to-

compete with others and to gain

recognition for outstanding work.
It

PLANNING THE RESEARCH MANUAL

Most students squirm at the very thought

of planning and writing a research manual. Men-

20,

INSTRUCTOR'S NOTES

`4,A6k 4-hi&

.vr-rpozto."-tt -c4irt:L±J

4te.a.x244. ALQ.-eakck ciAa-1

`-tA4U,t,LrYLF

Lintaht.-4poe,e,,.
"6)A)4to-ztit- 7)

elletnte/aZvi Lrti,40,13)z,OVICA.CZ

e_ClAtAL62,t LAL 2dq4A42e..6.12

dlitvu,,,40-duvo60-yo,

149

0.:



Cooperative Marketino and Distributive Education II

tally they. can see themselves wading: through

miles of books and acres ,of words to find the

material they will need. Usually this is because

in the past they went about writing research

paper inefficiently and unwisely.

When your teacher assigns a research

paper you are expected to work on it over a

period of time. It may take weeks or even

months to find and organize all the material you

will need for an accurate, interesting report.. The

assignment will be made far eno4 iri advance

of the deadline to ,give yciu the necessary time.

If you pa it off till the last minute, your final

report will reyeal all too clearly the fact that

you hurried. Awkward organization and careless

writing wkll give you away.

You will be given detailell information b

your teacher about the different areas of eom-

petition in manuals. According to4pECA stand-

ards there are 11 categories for competition, as

INSTRUCtOR'S NOTES

follows:

1. Creative Marketing Project.

2. Pepsi Learning and Earn* Projecti

3. 7-Up/MDA Ciyic Consciousness Project.

4. Phillips 66 Free Enterprise--Individual.

150
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5. Phillips 66 Free EnterpriseChapter.

.6. Competency Based Events:

A. Advertising Services.

B. Appirel and Accessories.

C. Finance and Credit.

D. Food Marketing.

E. General Merchandise.

F. Petroleum.

G. Restaurant.

Will you be one of the 10 students from your

DECAchapter to attend the State DECA Leader-,
ship Conference in manual competition99999999?

TYPICAL CAREER DEVELOPMENT °

CONFERENCELOUISIANA DECA

Creative events:

1. Creative Marketing

2. Food.Marketing (CB-written)*

3. Apparel and Acbessories (CB-written)

4. Finance and Credit (CB-written)

5. General Merchandise (CB-written)

°6. PepsiLearn and Earn

7. 7-Up/MDA bivip Consciouiness, Project

8. Phillips 66 Free Enterprise (Chapter)

9. Phillips 66 Free Enterprise andividual)

INSTRUCTOR'S NOltS,
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INSTRUCTOR'S NOTES

10. Free Enterprise Essay (Prep Only)

11. Careers in Distribution (Prep Only).

* Note: CB means Competency Based

Competency-based Events:

1. Advertising Services

2.. Apparel and Accessories

3. Food Marketing

4. Food Services

5. General Merchandise

6. Petroleum

7. Finance and Credit

--.. 8. Mathematics of Distribution--prep only.
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IV-1. PERSONNEL MANAGEMENT

Suggested Time: 10-15 hours-

INTRODUCTION

People, or workers, are the most important part

of .any business operation. Good personnel man-

agement will keep workers happy, satisfied, and

productive.

GOAL

This unit introduces thg student to personnel

management. 'A t the completion of this.mnit the

student will know the basic principles of good

personnel management. Emphasis is placed on

the function of management, proper communica-

tion .techniques, and how to achieve good em-

ployee relations.

153
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INSTRUCTOR'S NOTES

PERFORMANCE OBJECTIVES

At the completion of this unit the student will

be able to:

1. Define leadership and supervision.

2. List and explain the 'following typ'es of

leaders:

a. Autocratic type.
a

b. Laissez-faire type., etizo- et.us.ort` -kiax,r-,
c. Democratic type.

3. Discuss the following statements con- Staztravja, Lact4,11-4.0qt

cerning effective leadership: A,Kct_ cLobku -141-e,,Cntdpva--'cutee,

"A good leader ill ql Li-ktte:, tokaAnwfrza, cu./
a. maintains respect. (PAI-C4'4411, 40 44L.6-A) (-619-U11,41.-

b. works effectively with

people.

c. is responsive to the riSéds
. .

and desires of others.

d. is knowledgeable.

e. possesses high motivation.

f. is inspired and enthusi- %a

astic.

g. taps and uses every re-

source.

4. Explain the following functions:

a. Planning.

..
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b. Organizing.

c. Directing.

d. Coordinating.

e. Controlling.

5, Identify the steps in the decision mak-

ing process:

a. Determine the objective.

b. Make an analysis of the

situation in the light

of objectives.

c. Consider possible alterna-.

tives.

d.
,

Consider these alterna-

tives in, light of the

'situation an weigh

them against the prob-

able consequences.

e. Decide: select beit Alter-

native.

f. Determine'what' should be

done. to .put, the plan

\into gctiori,,end issue
\'

the neceiisary orders

and instruction's to see

thee leis carried out.

,

L.

INSTRUCTOR'S'NOTES

26
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6. List the following factors to consider

in listening properly:

a. Listen with full attention

to understand ac-

curately what is

heard.

b. Learn to.listen for mean-

ing, not for words

alone.

c. Remember that-day

40,

-

dreaming may cost

time anfi money.

d. Keep an open mind.

e. Consider that no matter

what the speaker says,

some part of it may,

hold meaning and

benefits for you. r

7. Demonstrate the rules for effectiye

speech.

8. Given a sample situation, demonstrate

the.tips to good writing:

a. Keep sentences short.

b. Prefer ,the simple word or

sentence to the

156
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cua tcu udzitz,
ticut.
a.da4at,

0-6-7:YLipadvut
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4.

complex.

c. Avoid unnecessary words.

d. Put action into the verbs.

e. Use terms the reader can

picture.-

f. Write the way you talk.-

g. Write to express, not to

impress.

9. Discuss the foundation for good em-

ployee. relations:

a. People 'work best when

they feel that their.

. supervisor is in-
terested in them.

INSTRUCTOR'S NOTES

,s2ink.fito-tfe, LfroztA.t/a.4-brn.

b. People like to feel they

are using whatever

ability they have.

c. People like to know how.t.sz.4.4141.1t..).JIA-19pAka/A.CL b-6

they stand .in the

organization.

d. People like to ge-t credit

when they deserve It.

e. People like to be told in

the right way when

they are doing some-

LQJfltib
IA, c

etAj?

01;ttLeilry)
1,1
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thing wrong, but they

also like to be told
T

Pthe correct way to

improve.

INSTRUCTOR'S NOWS
r;

a '

-
29

.

^

,
f. People don't like sudden SZI..-e/A-J 1-(44...,<A11.7,9-ct..)t,

changes, but they are \-I-k.0 ejitaAzi.e;1iA;u4,&e. 33 ....
more apt to accept 2it.t-tiii:r1017v44-42 :ro ae,u242.i=-'

changes if they are

prepared- ahead of ,

time:

g. People like -to receive

simple, clear, under-

standable instructions

. so 'Oat they know

what is expected and

how the supervisor

wants the job dcine.

h. People.like to work for a
-

supervisor 'they can

respebt and in whom

they can have confi-

dence.

I. Most, people will produce

r

more when there is

.some incentive

, 158
1
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present.
-

J. One likes to 'feet that if
:

,he does a'good j9b .his
-

) future is secure :with

the company.
k. No.one likés to lose, face

amonl his fellow

workers.

10. Given a list of jobs, select those that

require management ability.

,/

30

SUGGESTED ACTIVITIES

'I. For the Instructor:

AXeterrnine and discuss unit objectives. -e/77Col Lal-Curta:5442'
tr1ativ-a-7)-10-7u atL triat).6-eZ,c1

B. Provide student with reading assig- (.//e,L04v.

A

nents ind study4ilides.

C. Prepare arid ui-e audio-visual materials. a".:L,ery) y-buu

D. Prepare case studies.

E. Plan for guestspeaker.

F. Evaluate student performance:"

II..For the Student:

A. Review unit objectives:

B. Complete reading assignMent.

Otrrn rratAcha.4414.Gt)
lg a4At, 5., new

)0OI

C. Research career possibilities in man" /4-4,Ak-e, duck orAideA(t-
agement. 44-ti PazA-

qfp'4,

15'9
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INSTRUCTOR'S NOTES

D. Take test.

INSTRUCTIONAL MATERIALS

I. Included in this unit are:

A. Pretest.

B. Case studies.

C. InforMation sheets.

D. Transparencies.

E. Tests.

F. Answer sheets.

II. References:

Hiserodt, Donald 0. Human flelations in Market-

ing: 2nd Edition. New York: Gregg Divi-

sion McGraw-Hill Book Company, 1978..

Principles of Management. InstructiOnal manual

available from the University of Texas.

Shilt, Bernard A, and W. Harmon Wilson. Business

Principles and Management: 7th Edition.

Cincinnati, OH: South-Western Publisping

Company, 1979.

Thomas, Robert. Management Training. Instruc-

tional manual available from the Univer4

sity of Ohio.
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IV-2. THE ECONOMICS OF MARKETING

Suggested Time:. 10-15 hours

INTRODUCTION

The learning opportunities provided in this unit

will enable students to underdtand the funds-
'

mentals of the edonomics of marketing. Included

in it will be a study of the channels of distribu-

tion, the functions of rnarketing, business financ-

ing, and types of business organizations. The

student will investigate the forms of business and

assess the advantages of each in terms of ease

of entry, legal considerations, and financial

2. obligatiqns."*.

GOAL

At the completion of this unit the student will

INSTRUCTOR'S NOTES

have an understanding of those business activi:

ties that direct the flow of goods and services
. 1 61.

i
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from the producer to the consumer. He will

know the role marketing plays in our economic

system and will be able to make a comparison of

the major economic systems.

PERFORMANCE' OBJECTIVES

After completing this unit the student will be

able to:

1. Describe the Various goals of

economic system.

2. Compare our economic system with

othez major systems.

3. Identify the worker's role as a citizen

7 INSTRUCTOR'S NOTES

an
U9-4-4-44-2-1 "f2---4L/14.114-

'in a free economy including his

privileges, restrictions, and respon-

sibilities.

4. Compare the roles of marketing and

distribution in the various economic

systems.

5. Describe the relationship, of distribution

to production and consumption.

6. List two ways in which employees of a

given firm 'can increase the firm's

profits.

7. List the advantages of each type ot

162

1-i-trL-ece. cpcizAte-e ctue-u-4-1-8-s?
t3v2k-- 0a-azt.ton .4o6444,y) )

euvkLi2. Pao&
&IA- ace,tho-LIA-P-(AA)
LP4Lei.4-Lc6ut ,c4) 0L.

n4-8-1.A.a_ Lturnont.Lc,
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INSTRUCTOR'S NOTES

business orgarazation, -including

franchises.

8. Identify the different types of retail

stores and service businesses ac-..
'cording to their different forms of

organization..

9. Diagram the different channels of

distribution.

10. List the elements or functions of

marketing.

11: Discus)" the, advantages of the dif-

ferent sources of capital used In
;.

the formation and operation of a.

business.

12. List the purpose( of financial records

and relate these to the success of a

business.

13. Read and analyze an income state-

ment.

14. Distinguish between industrial and

consumer goods.

15. Given ,a product that is sold in the

consumer market and also in the

industrial market, explain tiow the

I'i'rs.ket'ing process differs for each.

ht &icL4 (traAiolu,
OtAa.. %d49-u)

0tuds.44. JLeto
(1)--5(h2ccrz,c_4_,

1 63
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INSTRUCTOR'S NOTES

16. Describe market segmentation as it

relates to the consumer's age, sex,

education, ethnic baokground, and
,

income.
.

17. Define the terms incidental to the

10 study of' this unit.

.18. Tell .how consumers particinate in
4

. r-
, making decisions about what i.s pro-

duced anti how it is produced.
. 1-1-166). CALL jtsttnuid 1/4-6b(-01Q--'

19. Be able to use the information pre-

sented in this study in preparing a

4 speech as Outlined in the DECA

Handbook.

4.

...Y

20. Given his career goal, describe_

possible future changes in retailing.

and relate the effects these Will

have on career opportunities and

training needs.

a

SUGGESTED ACTIVITIES

I. For the Instructor:

A. Determine and discuss uriit objectives.

B. Provide students with information

sheets and study guides.

C. Prepare audio-visual materials.

,

164
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D. Collect resource materials and deter-

mine resource persons.

E. ASeign readings in texts.

F. Evaluate student achievement.

II. For the Student:
4

A. Review unit objectives.

B. Study information sheets.

C. Read assigned texts.

D. Participate in class sessions with in-

structor and resource person.

E. Read and analyze a sample income

statement.

INSTRUCTOR'S NOTES.

jJ-etAA-c.: auzte=g-ta A.A`)
F. Understand a sample balance sheet. Ltuva,kut 9,1A: at-.0 614A--

C. Relate how this unit is relevant to his Lefritilyz--,Lic-A--

career goal. -11'.JCLA../k.e_t!_.1,..,

H. Take test.

INSTRUCTIONAL. MATERIALS

I. Included in this unit will be:

A. Information sheets.
_

B. Transparencies. 0....-a-k-ripa.ruz..a:ct."gi 442/1).

IA-4-1-t-LebT
C. References and texts.

iC14-(-4212.6d- tytAk.CLA-CiA.J- MtatirYIS-YM1.
D. Sample income statements. Cdt.0-42- TirICtA.OrC .

E. Sample balance sheets.

F. Test with answer sheet.

16:5
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,IL References:

DECA Handbook. Distribuüve Education Clubs of

America, Inc., 1908 Association Drive,

Reston, VA 22046, .1981.

Ely, Vivien' K. 'and Michael Barnes. Starting

'Your Own Marketing Business: 2nd Edi-

tion. New York: Gregg pivision McGraw-

Hill Book Company, 1978.

Harris, E. Edward, Warren G. Meyer, and Peter.

G. Haines. Retailing- Principles and

Practices: 7th Edition. New York: Gregg,

Division McGrawrHill Book Conipany,

110
1982.

Klaurens, Mary K. The Economics of Marketing:

2nd Edition. New York: Gregg Division

McGraw-Hill Book CompanY, 1978.

Wingate; John W. and Harland E. Samson. Retail

Merchandising: 9th Edition. Cincinnati,

OH: South-Western' Publishing Company,

1982.

9
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IV-3. 'PRODUCT PLANNING

Suggested Time: 1045 hours

INTRODUCTION

The manufacturer can continue in business only

as long as his products are purchased. This unit

emphasizes the importance of matching products

with a very selective, changing customer.

GOAL

At the completion of this unit the student will

know how a product isdeveloped and the steps it

goes through during its lifacyclec.-- 'He will

understand tbe function of proper paokaging and

pricing straiegips.

PERFORMANCE OBJECTIVES,

-After completirig this unitv4he student will be

able to:

38,

INSTRUCTOR'S NOTES
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r INSTRUCTOR'S NOTES
* k1. Define product pldnning.

2. Discuss how the following influence ---P6)--(-,rt.,4- (Quit" .,_p-0-1,0 4-4.1lz...4.."....- .

product planning:

a. Fashion. -1/ti4, 1,-1 e-, e)riCh-Ot C(-

b. Competition.

c. Technological improvements.

d. Consumer demand.
4

e. Production costs.

io-e..toAA., Q.. a./14- afftei-

3. Identify the following jobs in product

planning:

a. Marketing manager.

b. Product manager.

c. Marketing research manager.
,

ds'Advertising manager.

e. Industrial salesman. -
,

4. Chart the following steps in the pro-

ductive life cycle of a product:
-

a. Birth

b. Growth.

c. Maturity.

d. Decline.

5. Explain the following steps in product

planning:'

a. Study of the present market

position of the company's

,

,

,

-

,
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products.

b. Development of new products.

c. Improvement of existihg products

d. Pricing.

e. Elimination of unprofitible prod-

ucts from the' product mix.

6. Given a product, .identify and describe

the stages through which thd prod-

uct must pass before it can be in-

traduced safely to the market.

.7. Explain the following terms as they

relate to product planning:

1

ia. Bran&

b. Fashion'.

c. Diversification.

d. Survey.

8. GiVen a product and knowledge of

INSTRUCTQR'S NC) ES;

6614).,u)a)6-
D)ittua ccathLti

atzeatua_ 41(t etrup
utb- cua.,41.0 c-(L

it

probable market, desir an appro.

priate 'brand.'
.0

. Expiaintie folloWing functions of, /LLD (-T12.40 E./Pas dect

daum, 6-04,

-

packaging:

a. To proVide a container for the
/)-d-";\

product.

b. To ptotectcontents.

c. To identify the product.
ON 'V
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d. To merchandise the product:

e. To facilitte the use of the

product.

10. Identify and describe certifn abuses

that' have occurrAd when a few

matters 'attempt td escape their

responsibilities to the consumer.

11. Given certain products and marketing

practices of their manufaCturer,

itemize and document "the require-

ments of the consumer laws affect-

ing these products . and practices.

12. Given a variety of pricing straties

and a series o'f, diVerse products,

identify the possible effects of

thi pricing strategy on the suc-

41 .

INSTRUCTOR'S NOTES

ut,e)...01/Akaa.
wiAta4t.c9- cisLavet:) kCh

-kke,
P.t.p<_+c) 0., 44 ;

a4A,;AA-4, h-e-eitist er3, ,gvtz

cess and profitability of the

prpduct.

13. Given a product, identify the factors

considered by the manufacturer in

determining the price of the

pi:oduct.4fr-

, SUGGESTED ACTIVITIES

I. For ,the Instructor:

Li- LZA1:61"(431"-j
CULZ, -61kute-r

u6-e-CtiV)
CIPL4t4 GW-12-4

,
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A. Determine and discuss unit objectives.

B. Prepare audio-visual materials.

C. Co,llect resource materials and deter-

mine resource persond.

D. Assign readings.

E. Prepare assignment sheets.

F. Evaluate student achievement.

U. For the Student:

A. Review unit objectives.'

B. Read assigned manual and resources.

C. Researcft careers in product -planning.

D. 'Complete' assignments.

E. Take test. ,

INSTRUCTIONAL MATERIALS

I. Included in this unit will be:

. A. Audio-visual materials.

B. References

C. Tests.

D. Answeis to

I. References:

Mason, Ralph E.,,and

and texts.

tests.

Patricia Mink Rath. Mar-

42
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P.),a-ctuazu&AL
clsiy-K81t4;tt.a.te,d-ett.L-itekct OA)

Liv24-rat

,LCA'n ee-frtAtAIL-1;2A)___ 40

7Y1 e,er&d:(1 21-4e*U

cL6AWLit Vi IA)
eL.L. 10001

iketing and Distribution: 3rd EditiOn.

New York: Gregg Division McGraw-Hill

Book Company, 1980.

171
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Nye, Bernbrd C. 'Product Planning. New York:

Gregg Division McoraW-Hill Book Com-

pany, 1973.

172
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V-1. ADVANCED SELLING

- Suggested Time: 10-15 hours

INTRODUCTION
. -

Creative selling is that discipline which sepa-

rates the ordinary salesperson from the extra-

ordinary one. The learning opportunities in this

unit indicate to the student this fact and that

his success on his job is directly related to his

ability to be creative.

4

GOAL

Upon the completion of this unit the student will

be aware Of 'the importance of the tasks that are

to be performed, the conditions under which

hese specific tasks are to be performed, and the

standards of minimal acceptable proficiency

assicuated with those tasks in creative selling.

He will also become aware of the many career

INSTRUCTOR'S NOTES

4,1.4-9'4L)
a-t9-42 LAfvvui.

j,AALGs%-t-
LiY\o,Ct.L6 vz4:

,c,Lerit

giAAJaAi.
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,

opportunities available in the field of creative

i
.

-

45 .

INSTFkUCTOR'S NOTES I( :.--t

selling' and the benefits that can accrue to him. .:

PERFORMANCE OBJECTIVES , ,

After completing this unit .the student will be

able to: 1

044

t

,
1. Identify the specific marketing mig

_

and select ard justify a channel of
s.,

,

..

.distribution.

2. Develop a selling.strategy which .iri-
.,.

?..cludes, the channels of distributrion

and 'the types of sa smen needed

.. to sell a product in a given, market.

3. Welcome the .customer, -determine the
..

need, present suitable merchandise,

- Overcome any sales resistance, and.

close the sale. .

, 4. Increase the size of the sale by using

an appropriate form of suggestion

selling.

5. Plan an effective approach, present

and demonstrete the right product,

and close the sale ,to an industrial

,

n:

,

buyer.

-,

,-.,

4.,

,.. 1 ',1

,

l

:-i'kti GINI-pla/K-e,t., .

-1-4A,Lfim-, /0.),9Yx/6:91.Y0
04&

CJ .01-

,

A
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6. Identify thechief buying motives of an

industrial buyer and relate these

motives to a product that will sat--

isfy his needs.

7. Deteimine abasis for understanding the

telephone customer's point of view

and settle any complaints to the

satisfaction of the business and of

the customer.

8. List the product features and potential

customer benefits for a specific

product.

9. Qualify each prospective customer in

terms of want or need for a partic-

ulai Product, ability to pay, author-

ity to buy, and accessibility, to sell.

Prepare an effective customer list and
et,t44.

suitable itinerary for a given
`-tYlL441.044 Ak

a,

1

INSTRUCTOR'S NOTES'

104,0 CoAALL.14&,e- -t-f/utv, bLydA,Q,

5-6 ctt,L42ALcL),

SA.e,14i erfuAk pcmciv*L
dAsAtsq, 04uxi4ctay.oul,

-HD 1/4.4.01LA-da +0 C,e-AALvth
\t-o

nt-p:ka.4.:c J:xycdr_a4k.esu

territory.

11. Establish and maintain an effective

set of customer files.

12. Prepare a meaningful sales perform-

. anbe analysis.

13. Develop an appropriate compensation

1 75

0),Gate tnteA'

_
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f

plan for a sales force handling a

specific product.

SUGGESTEDi ACTIVITIES

I. For the Instructor:

A. TOetermine and discuss unit objectives.

B. Prepare audio-visual materials.

C. Collect resource materials and deter-

mine resource persons.

D. Assign readings in texts and manuals.

E. Etialuate student achievement.

II. For the Student:

A. Review unit objectives.
,

B. Read assigned textsai1d manuals.

C. Research care in creative selling.

D. Prepare a- sales presentation as out-

lined in the latest DECA Handbook.

E. Take test.

INSTRUCTIONAL MATERIALS

I. Included in this unit:

A. Audio-visual materials.

B. Texts and manuals.

C. Tests.

D. Answers to tests.

176

47,

INSTRUCTOR'S NOTES

Lit-ca-Q-AtAA,TA
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II. References:

DECA Handbpok. Distributive Education Clubs of

America, Inc., 1908 Association, Drime,

Reston, VA 22046, 1981.

Ernest, John W. Creative Selling: 2nd Edition.

New york: Gr-cigg Division McGraw-Hill

Book Company, 19711:

Modern Sales Techniques. An instructional

manual from the University of Ohio,

Columbus, OH 43210, 1968.

Mullikin, Eleanor W. Selling Fashion Apparel.

Cincinnati, OH: South-Western Publishing

Company, 1971.,
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r
V-2. 4CUSTOMER SERVICES

. Suggested Time: 5-10 hOurs

1
s s

20,

INSTRUCTOR'S NOTES

.t

t

INTRODUCTION fk It

inihe field of retailing, customer services are no
,

. longer confined to such minor efforts as offering

s ,

,

free parking, gift wrapping, and delivery. The

revenue earned from all type's of services is be-

ginning to-rival the revenue earned from.the sale ,
. ,

of merchandise. This unit emphasizes those cus-

tomer services chiefly iden fied eith retailing

businesses.,

..

s rGOAL CI,
.

s,

'Atl.he cornplegon-4 i this nit the stUdent will

be.aware, of custOrner iervicbs as they relate to
: ..c ..

s .retailing. He-w have a nowledge of job ac-
,

tivitiesaree p ities in this particular

area of retailing.

i
,

\

II.

.

t

, .

4
.boo

...

/

7

:

,
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PERFORMANCE OBJECTIVES

After completing this unit the student will be

able to:

1. List the customer services used to

support the sale of a product and

identify those services which are

profit centers.

"\-

INSTRUCTOR'S NOTES

.0",v

50

2. Identify a useful role for customer L/14164..Acult ,,(1: ,49e0A-U1

services for a given business. 't54-1}eMV-011- eit:Uitelliii)

"AA3. List the- methods used to provide con-13-)-0-yrtt..rler6);:Le-P .Lfkl/k-ry)tht44A-61-nitl-

sumer credit offered by a retail

store.

4. List the sources of credit information

br?,

VAa.A.A.eitiocax0i.
0.A4ti-tCLI Vt-td q)1-(d-Aats

and identify those used in investi- .

thJ
gating applicants fof mercantile cs--x., jubiso a_ &Cit ,cot_cutx,tt--

credit. 0 LO1

5. List the customer-service jobs that are 1.40,,,e., pro4iAr4.!

associated with The credit' field. 1-0-4,takck, 1:-4LJ eiue.cf,d-

'6. Devise and implement a collection pro-
datao-&,4-1Aztat

cedure to gain paythent from a de-

linquent customer.

7. Identify the merchandisi4.handling
eltiaa-12-Y ke.C'

services that 'firm might 'provide,

to gain customer good will.

Q,u.4.1-6-rniA)

lkAksla-

,(11

44'

go'

etc
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8. Distinguish between the accommod ion

services offered to the consimer

and those offered to the industrial

user.

9. Identify the accommodation services

INSTRUCTOR'S NOTES

that a retailer, a wholesaler, and a "t4--)

manufacturer might provide to

increased customer patronage.

10, Distinguish

advisory serVices offered

consumer and those offered to

t81_4,1,tZg,gain

jke. te-O-CA-01-1 dlow.44,
it d'undtaft.tat

between' informational and *alt.-0_, juk.c1,,,...0.4, tetiti4-

to the
J.t.civt.C.A.Q.4., 94,m, O,Gt. 02,4 .

VVII

11. Identify the informational and

gtzteA, &IAA1U44 4200,14/

L44-6-04mat, t-k_ct,L6-44)
19)11 0- q-en)t-p- ofv,al-

advisO- a-- -11-1A-4.4.--4-

v2A.arntp. 0.5-ttui
,±d21-2

. / 9 00 1,u-t/ni-ei- AuckA 6k 11,e

ry services that retailer, a whole-

saler, and a manufacturer might ex-.
.

tend to customers.

12. Distinguish between thtse customer -,4-4-P-45-)'Ll

shopping conveniences offered-by a

large retailer and those offered by
4-

a small retailer.

13. 'Identify, the Customer shopping con-
,

r'

d.

t4-4,144-/ arktaiAit.a CLA
veniences that a supermarket and a,1-1A--e..-

department store might 'offer to
4.

customers.
. -

14. Distinguish between those items of

S'

atoAL4.. zrow 10.,()Lcir. .

thiL

18u
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INSTRUCTOR'S NOTES

equipment that would be rented to

business firms and those that would

be rented to consumers.

15. Distinguish between those customer

services related to consumers ati

-those related to business customers.

SUGGESTED ACTIVITIES

I. For the Instructor:

A. Determine and discuss unit objectives.

B. Provide students with reading assign-

ments arid study guides.

C. Prepare* and use audio-visual materials.

D. Collect resource material and deter-

mine resource person(s).

E. Arrange a field trip.

F. Evaluate student achievement.

U. For.the Student:

A. Review unit objectives.

B. Read assigned texts and manuals.
6.

44-4.4Le44 .1 4CIA2rUk-' a"-L

eta, Od5b± /&AA-P-4,<A,

C. Participate,in class disOussions. D 4

D. Relate how this unit is relevant to his

career goal.

E. Take tests.
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INSTRUCTIONAL MATERIALS
,

L Included in th'i's unit will be:

A. Pretest.

. 453,

INSTRUCTOR'S NOTES

B. References and texts. . :

C. Transparencies and other audio-visual

materials.

D. Study guides.

E. Tests.

F. Answers to tests.

II. References:

Bt.-Itcner, Leroy M. Customer Services: 2nd
:-

Edition. N w York: Gregg Division
1

N.ilc aw Book Company, 1978.

.., Masan Ralph E. and Patricia Rath. Marketing

and Distribution, 3rd Edition. New York:

Gregg Division Mé Graw-Hill Book Com-

pany, 1980.

Reich,,. Edward, et- al. . Basic 4ettiling in

4%

4.4,. \

Distribution. Pitman Publishing, Corpo- -

ration, 1970.

.,

prl

1 S2

4

#
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,, t),
V-3. FASHION MERCHANDISING

Suggested Time: 5-10 hours

INTRODUCTION

Training in fashion merchandising Will enable the

student to develop an understanding which will

enhance his pleasures of life and provide solid

background knowledge and skills for such career

opportunities as fashion marketing, advertising,

the display arts, or interior decoration.

GOAL

After completing this unit the student will be

dware of the place or fashion in many thiegs--

clothing, home furnishings, automobiles, cos-
at

Reim, opportunities in the field of fashion

merchandising and mobiles.,' cosmetics, ,and

opportunities in personal apparel.
t

4

4.

153
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'
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INSTRUCTOR'S NOTES

PERFORMANCE OBJECTIVES

At the completion of this unit the student will

be.able to:

' i. List the 'major fashion centers .and

their individual j....3.0tributions to the

fashion industry..
'CLAL' -324-a-e-6-44± /04A-ruAkaA)

2; Describe the effects that fashion hasl 62-ek0-6J21L) Lac-A-
on our American way-of life.

.3. Describe recent rangei of attitude

toward fashion b9 *both men , and

'women. (

4. Outline the stages of the 'fashion cycle.

-5. Describe the changelOthat have taken

plaoe in the retailihg Of -fashicin

apParet.
. .

6. List several spiecial buying consider-

ations a 'fashion buyer would tiave

that a buyer of staple goods would

not be concerned with.

7.` Identy the major design Periods in the

histaty.of clothing. "s4,)

8. Define special fashion terms used in

the study of this unit.

' ,9. Identify various sources of fashion
#4

(

te
deas.

1/0

4

4'

'r

8,1r'.
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10. List the, factoT that affect the

development tif ,a fashion. ...

.SUGGESTED ACTIVITIES

I. Fo the' -I'ristructor:r(
° A. Determine and discuss unit objectives.

B. Provide 'stUdent with reading assign-

men s and study guides.

. A--_,d-/e7-)) 6telki-.0-)k(-7C. Prepare nd use audio-visual materials:

eGt4i./tuz) aLeCatii--
. it)1-6-w-N

1-)-
F. Evaluate student performance.

'P))A.A LAAL &A4A)) 117 LeTfrA)o-r

C(A,c) taw) LI-ej.j K

,

INSTRUCTOR'S NOTES
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D. Prepare case studies.

E. Plan for guest speaker.

II. For the Student:

A. Review unit objectivjs.

B. Complete reading assignments and case

studies.

C. Research career iSossibilities in fashiGiss

merchandising.
J

Db Take test..

INSTRUCTIONAL MATERIALS

,I. Included in 4this unit will be: .

A. pretest.

B: Case studies.

C. Information sheets,
,

1 b.5
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D. Texts and manuals.

E. Audio-visual materials and transpar-

encies.

F. Tests.

G. Answer sheets.

U. References:

Everhardt, Richard. Men's Furnishings. Instruc-

tional manual available, from the Univer-
, .

sity of Ohio, Distributive Education

Materials Laboratory, ip o umbus, OH

43210.-

Harris, E. Edward, Warren G. Meyer, and Peter

G. Haines. Retiiling Principles and Prac-

tices: , 7th Edition. New YOrk: Gregg Di-/
vision MaGraw-Hill Btok Company, 1982.

Lester, Katherine Morris and ROse N. Kerr.

Histork Costume: 6th Edition. Peoria,

IL: Charles A, Bennett Company, 1967.

McDermott, Irene E. and Jeannie L. Norris:

Opportunities in Clothing: Revised;

Peor.ia, IL: Charles A. Bennett Company.

Merchandising. Instructibcal manual available

from the University of Texas:

'Mullikin, Eleanor W. Selling Fashion Apparel.

Cincinnati, OH: South-Western Publishing

186

INSTRUCTOR'S NOTES
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Company, 1971.

Toth, Elizabeth, Ann. Mystery of Se to

Women. Instructional manual available

from t6e- University of Ohio, Distributive

Education Materials aboratory, Co lum-

bus, OH.

fr

:4-

58
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a
V-4. FRANCHISING

Suggested Time: 3-5 hours

INTRODU ON '

During- the past few decades, franchi ing has

rapidly grown and today franchise operations

have become an extremely important part of our

business community: This unit emphasizes the

impoitance of the,role franchising plays in the

American economy.

bOAL

,

Upoe completing this unit the' student will be

aware-of the careet po'ssibilities in the fiet of
I ,

. franchising. He will have an understanding cIf the

function of franchising ind will be familiar with
. -

the various methods, techniques, and concepts of

franchising.

.

j

59,
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INSTRUCTOR'S NOTES

PERFORMANCE OBJECTIVES

At. the 'completion of- this unit the student will

be- able to:

d. Define franchising as it relates to:

a. Products.

b. Entire business enterprises.

c. Franchise oPeration.

2. List the adVantages of franchising:

a. To the franchisor.

b. To the franchisee.

3. List the'' disadvantages of franchising:

a. o the franchisOr.

b. "lo the franchisee.

4. Identify sources of franchise .oppor-

tl

cAAA_J-4-3 aLAJz,
(}patwe,
dthcbt, .

tunities.

aAk e tgltb4
I 0

5, Oeterrrine the franchisee's need _for f.Ld- -*.f/tet.tMrYtS1-"kfill"Pit):6

legal ounieling. 10-t) 7Y12.k.c1A-
01,,2A_

6.11-dentify sources of financial assistance jzto, -xyczAi ocIAL 6_, Govi,,tayzA--.

11: cfnpR.e. .

available to a prospective

fyanchisee.

C7. Determine sourceI o management and

technical aih available to p

6.t.a 61-uAdah-b-04-4

1

franchisee.

LIL
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INSTRUCTOR'S NOTES

SUGGESTED ACTIVITIES

I. For ,the Instructor:

A. Determine and discuss unit objectives.

B. Provide students with informatioo

sheets and study guides.

C. Prepare audio-visual materials and

transparencies.

D. Collect resource materials and deter-

mine resource persons.

E. Evaluate student achievement.

U. For the Student:

A. RevieW .unit objectives.

B. Read assigned texts and manuals.

CR Take field trip or use a resource

person.

D. Participate:in class discussion.

E. Relate how this unit is relevant to his

career goil.

F. Take test.

INSTRUCTIONAL MATERIALS

I. Included in this unit will be:

A. Transparencies and filmstrips.

B. References and texts.

C. Audio-visual materials.

t

19u

1)VtA(C/SerYtilisdt esa)02.51A-1'

0,11-131)- a/P4-d 0,k4:4-1Z-1

q.)-1A-41).-,A4,4--Lt.
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D. Tests.

E. Answers to tests.

II. References:

Ely, Vivian king and Michael. Starting Your

'Own Marketing Business: 2nd Edition.

New York: Gregg Division McGraw-Hill

Book Compe;ny, 1978.

Franchising. Instructional manual available from

the University of Ohio, Distributive Edu-

cation Materials Laboratory Columbus, OH

43210..

Franchising., Small Business Administration

Instructor's Manual, Topic Eighteen,

United States Government Printing Office,

Washington, D. C.

gis 4

191
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V-5. LAW OF CONTRACTS

Suggested Time: 5 hours

INTRODUCTION

StanClards governing conduct while selling

products are set both by laws and regulations of

public authorities and by codes of ethics'

developed by business,itself. To do his job well,

the marketing* student must have a working

kriowledge of business law. Of particulai

impoftance to him are the laws of contracts and

sales. This unit will be*devoted -to this topic and

its relationship to the marketing student's career

objecti ves.

GOAL

At the completion/of thii unit the student will
. ' 4

understand the laws of contracts and .sales and

will be aware of the importance of using ethical

4

192

63
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CONTRACT ASSIGNMENTS

Contract requirements:

1. Complete,five (tr'ten) case studies as assigned by the teacher.
,

2,. Complete teading
. -

3.'Prepare an.essay
trip, ettc,

Contract eledtives:.

.

1. IntAview a lawyer on.contract proc dures.

assiguits as assigned by the teacher.

on the resource person's visit to the class.(or field

2. Draw up a sample partnership agreement for a new business.

3. Explain (in essay formYwhy marriage can be considered-a contract.

4: Explain (in essay fbrm) how and Why the marriage contratiay be
' discharfed.' .

. 4 k ' A.
.

, 5. Draw up ayrd label the parts of a sample contract.
.

.

\
. k

.

6. In a cartoon scene, depict a reason why a contract would be resclnded.

7. Prepare and exiain to the class a teaching bulletin board on coneracts.

8. Prepare and expltin to the class a teething bulletin board on partner-,4
ship agreemenis.

.

9. Write a courtroam scene for_settlement of the following siivalon.
Be ready to dqend your actions.'

Margaret contracted wiih Charlie to buy 1,500 pairs of pants to sell at,htr

boutique. When thi date specified in the contract for the deliverv of the pantS
arrived; Charlie announced that he would not deliver the pants. In order bto have

pant#.to sell, Margaret had to byy lower quality pants and did not make as large a
profit as she had hoped. She sued Charlie for her.damages. In awarding"diimages to

Margaret the jury would hal& eo estimate'what profit she might have made on the more '

expensive pana,

(GRADING:
4.

To earn a D on
oT t he

To earn a C on
all oi t he

To earn aB on
, all t he

7
To earn an A on

all ofihe

the contract section, a student.must-complete satisfac,prily
requirements and one elective. -4(

the contract
1

sectlon, a student must completd satisfactorily
requiiements and two electives.

e
the contract section, a student must-Complete satisfactorily
requirements and three elktives.

the contract section, a dtudent must complete satisfactorily
requirements and four electiyes: ,

"



,

/

A

CONTRACT

body on Ihis
(-sLudent name)

bei,ng of aound:mind and

day of
'(derte)* (month)(year)

do fully understand the terms o'f the contract system which we

sh'all use this pericid while,we are studying .

, (Subject)
A

r

I understqnd that to.earn a D 1 nust complete sa.tisfaotorily ,

alI three of the requirements plus one elective. It Fsjkmy

goal to earq the grade of, ; therefore, I agree toWe)
complete the followingt. b.

,

AA 4

4

I also understand that these items ITIlust be completed on
,

or before'the date of
(date of unilt,completion)

I realize that if. I turn anT item in early, and it is,not

sati.sfactory, I shall have 0 opportunLty to redo it.
,

, I also understa.nd that I may not make 4 grade.higher
')s.

a. 2"
/then the grade forrhich I have contracted. If I contract a

. .

'grade, I must do my utmost, .barring any unJoreseen circum--

'stances, to carry out theIrequixements to earn such grade.
4.

(Student's signature)"
0.4

V-5f-2

194 ,

. (Teacher's signature)

;1

,

A



f

a

Cooperative Marketing and Distributive Education711

v. (
e

conduct in qiusiness. He will know why the

statute.of frauds was enacted.

1

PERFORWANCE OBJECTIVES

When completing this unit the student will be

able to:

.44,4,t_1. List the 5 essenti an enforceable

by,e'YlritaCk._

139LKI:Cn-Lt:4-e40.t0.4k.d 42AjObt)
bX CL /MA L,ttiaofa

64

a.

ISTRUCT'OR'S NOT

contract. ...
, ) .8.
i )2. Define a contract, and give an example,

legally.enforceabld Con tract.
. -

Define legal terms applicable to

Contiacts.

t

(

4. Distinguish between .leg)kl, and illegel
". '

4, contraCts Land' be able to list exam-

plespf each.

5. List the4ped of agreements that must

be evidented i? writing fo make a

contract legaJ enfprceablev

6. Lite sevdral ways a contract may be ",_
4:4-t vkxuLd,A6z4-L-.11-41 6S(4)1),0 6'6°)

discharged.

f 4/L1L' Q,wate-n-

eihr,Latt:

1

SUGGESTED ACTIVITIffS.

I. For, the Instructqr:

A. Determirne and disCuss unit objectivgs.

s.

1°

II
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INSTkUCTOR'S NOTE

4

.v

B. Prepare inflrmatiOn sheets.-

C. Prepare and use transparencies.

D. Plan for resource Person.

E. Prepare case studies.'

F. Assign readings from text.

G. Evaluate student khievement.

II. For .the Student:

A. ReView unit objectives.

B. Study inforMatiori sheets.

CT)Comiilete reading assignments.

D. Complete case studies.
4

-
E. participate in resource person's ques-

tion and answer period.

F. Take test..

INSTRUCTIONAL MATERIALS

L Included. in this unit will be:

pL&c9
?'11

k-n-N

A. pretest.
Li4t12.. latusd.st.a

Lie_o--yutt ac+.11 A-444.4-
14.)-olikL Lk", 4-41 eiyir

C. Case studies and solutions. )/a(M.-; DA.cti.b Jk-4A-1
.

D. Transparencies (University of Ohio). LII-A-4* 0-2;A:A±.

B. Information sheets.

E. Tests.

E. Answer sheets.

eferences:

, Law of,tontracts. Course outline. University of
woo

146
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Ohio, , Ristributivq, Education: Materiald

Laboratory, Columbus, OH, 1974.

. Wingate, John .W. and Carroll A. Nolan. Fund&

mentals of 5%1114 '10th Edition. Cin-
4 .

nati, OH: South-Westejn. 'Publishing

.1

4

Colnpa 1976.

A

I.

And Harold E. Samson. getail

Merchandising: 9th Edition. Cincinnati,

OH: South-Western. Publiphing Company,.

. 11'82.

4

1,

4
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INSTRUCTOR'S NOTES.

.V-6. WHOLESALING/
Suggeited Time: 10-15 houts

INTRODUCTION

The vetalesaler plays a key role, in the channels

of di§tribution amKng producers, retailers, and

consumers. This is attested% to by the fact that ,

wholesaling, has an annual volume in excess of

$500 billion. This unit empliasizes comPetencies

needed for career advancement in the whole-

'saling field.

GOAL ,

At the completion ofithis unit the st'udent will

be aware of the competencies necessary 'for

career entry and advancement, in the wholesaling

field. He will have -an understanding of the
---

importance of its function t in the American. econ- i.

..""
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omy. iHe will be familiar with the-various meth-
r

ods, techhiques, and concepts of wholesaiing.

PERFORMANCE OBJECTIVES' .

After 6Ompleting this unit_ thi 1:student will be

able to: 4

1. Identify thlose marketing functidns that

'T most suitably performed by the

t wholesaler.
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2., Compare the industrial ind consumer/
markets served by the whplesaler.

3. Identify the factors mahufacturers must

consider in determining the channel

ite distribution best suited to mar-

ketirvi their produbts.

4. Identify the factors whiCh affect the

length and width of the cliannel of'

distribution best suited' to market-

ing a specifi 6* manufacturer's

product.

54 Determine how wholesalers add value

- fo the goods they handle, thus

. -bringing benefits ,to the consumer.

6.. Identify those marketing jobs associ-

,atdd with wholesaling:

,V7
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ULL tA; 04162A:
'7. Distihguish between tirse job activities iA

etsociated with buying, sales and it
CZAA.Ei tern.,4..A.Crtni-QA4..±

promotion, office end custorryilser-
. t

vice, and merchandise handling. as

they relat; to wholegaliAg. .

8. Select several customer services that

are often very effective but not

expensive for the 'wholesaler to

provide.

9. Identify the sources of . data that a

whotesale firm may use in product

planning and spec% the method

used to evaluate each source...

".1

>

a"-/ ury4D epA:to.,1A1-

aLutp1/4:

10. Identify the steps wholesaler might

takeo (develop a potential pridie- i.ulp k

UPA:CiP.

j)C42A.*1 4),t0Zitik

Cbcfn

labefproduCt and market it.
.c

Identify the methods a large whore-
,.

saler might use to check,and record

an incoming shipment; Ale types of

materials-handling equipment used
. .

"to" store goods and pick orders.
=

12. State and eiplain the inventory meth- e,61142,,tat'L4? ki\-aAA-1" AtirltdP,

A

ods specific wholesalers might use. i-rvis.-4-.
13. Identify the promotion strategy a

Oocery wh&lesaler might employ.

I.
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14: Identify the eleMents of promotion
-

strategy a wholeialer in some other

product line might use.
.tv

4, 15. Identify ,the tyPe or types of whole-.

saling-,specialists ,.best suited to,

A. opereteAn each matketing ,trAns-

action/ erwironment.

"16. Identify the- industry trends that-will

affect'future career conditions in a

selected. who lesale'firm.

SUGGESTED: ACTIVITIES

1. For the Instructo14-

" A. Determinc and discuss unit objectids.

B.. P7vide students with information

sheets, stuOC guides and job analy-

sis gheets.

C. Prepare' audio-visual materials.

D. Collect resource Materials.

E. Determine resource persons.

F. Plan field trips.

G. Assign readings on careers In' whole-

saling.

Pi. Lead class discussions on job oppor-

tunities in wholesaling.

C
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I. Evaluate student,achisvement:

a. Testi.

b. Manuals.

II. For the Student:.

A. Review unit objectives.

B. Complete reading assignments.

C. Study information sheets and study

guides.

D. Indicate step-by-step plans for becom-

ing proficient in a wholesaling

weer. InclUde plans for improve-,

ment in- school and at the training

station.

E. Review career pamphlets and make

oral prese6tation to the class. ,

F. Take test.

INSTRUCTIONAL MATERIALS

I. Included in this unit will be:

A. Information sheets.

B. Study guides..

C. JOb analysis sheets.

D. Audio-visual materials.

E. Texts and manuals.

2og
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F. Occupational handbooks.

G. Vocabulary list.
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