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INTRODUCTION

Cooperative education is one of the most vital vocational education
programs today, and certainly, marketing and distributive educafion is

one the leading cooperative education programs. Because of the
Importance of this vocational discipline, a handbook is needed to

- .assist the. marketing and distributive teacher-cdordinators. It may be

used as a-guide'to assist the beginning teacher-codrdinator with the
resaurce material needed and to provide experienced teacher-
coordinators and administrators wnth a ready reference on current
procedures and practices. '

In an effort to provige 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 source of reference. E .

B

. Iy
St&te Supetintendent of Education
r
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1-A. MARKETING AND DISTRIBUTIVE
>

EDUCATION

Suggested Time: 10 hours
~ . INTRODUCTION
4
The learning opportunities provided in this unit
. \

should help students to understand the role Dis-

tributive Education will play in their careers in
the field of(marfeting. Empﬁasis will be placed
on the three related components of a Distribu-

tive Education program--classroom instruction,

on-the-job trai}ting, and DECA (Distributi\s-

Ed\Jcatio{ Clubs of America), the youth organi-
zation). . ;4

2

GOAL

At the completion of this unit the student will

have an understanding of‘the role of marketing

4
in Ehe American etonomic system. He will have

P

h ’ .
\

\

Py




Goo'Jerative Marketing ahd Distributive Education I °
. o ‘ e o JANSTRUCTOR'S NOTES .

knowledgé of the types of mgrketing’ career op-, . /
','portunities, avaiiablé to him, and he will be *

aware of the Distributive Edu‘qation \pi'dgram

objectives and'requix‘et;ents. ‘

.
—

\ PERFORMANCE OBJECTIVES

T After completing th§s unit the student will be

atfle to:

1. Define the term Dlstrlbutlve Educa- DE oy O"MQO‘I"“MC' .@Mim.m
o g ‘ mmuu olud,z/mih C s

oo Hene L p Wi&apw_w

v¥2. List the beneflts of Dlstrlbutive MW ,UJ—MW

Qi
i Educatlon to the student, to the IRV SIS WO‘M"W
school, te the busmegsman and to . ‘

/fhe community. i

KX

Summarize briefly "the history of the Wkw m I ¢

, Distributive Education program., @/\.d,bu AL ‘J—Mo-m <‘/ﬁ\_
4. 1dentify the elements of the marketing Deen M

Pl

functlon.

q. Llst career opportumtles in the fxeld&sww 84/ \OM W/n

of marketmg as they relate to Dls—\f—aj&«&m_)

tributive Education. lu

‘. Define and di . , %W/M She ﬂmm
» Define an dlscusg the nature and pur- Mm M/D): 4_0 Q&J 22 A
pose of DECA and its relationship

" to Distributive Education. ' ' A o Uhe b4, o
L/L 3 - :&F d otosl M = on-Hhu-

od- Lning = CLARLACEN Jy
Leove g Dg 24 "—'\k'MLA,/
AL tssa O ake el Uf@/bp

;\' 8




’EY

INSTRUCTOR'S NOTES o
SUGGESTED ACTIVITIES C \ e

. .
u |

. ) QW&Q w/m(’ L2 g// \Q;ﬁu\/
A. Determine and discuss unit objectives. 8 )'-49 el

B. Provide students with info>mation im - ‘
sheegs .an/é study guidesX WO/""T( :d: - -040¥-3 ‘

. C. Discuss information given on the in- JWW Mmd‘w ‘
doD.E. (ot 15- ‘o034 alar

Gralobdo-Hoousp IM Cr

r the Instructor:

-

formation sheets.

D. Prepare and use audio-visuals.

E. Collect resource materials.

F. Distribute copies of school policies

N
. relating to Distributive Education

students, A

» >
‘ - .
,
.

G. Evaluate student achievement.

II. For the Student:
-~ » .

A. Review unit objectives. \ . - .
B. Study information sheets. \§
C. Study DECA Handboak. ) P>

D. Participate in DECA meetings and , :

¢ L af
. . E. Research career possibilities in H"Lw JLO.-C'//b OM W
i a WU/U ../PL,GIU}U/}" 6 A -

marketing. .
/d@e/ QL W/ Ud
F. Make oral presentatlons on career V/’M/J

“ findings. \LIAVC/K’ 0«6‘8’\/‘;{_\_{?’(}4 \J' 6,(/\/
‘ , _ @v\&( ALl odhais o aé:«/ -

competitive activities.
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Cooperative Marketing and Distributive Education I o

INSTRUCTOR'S NOTES

.

INSTRUCTIONAL MATERIALS
L Included in this unit dre:
- ‘A, Study guides.'
8. Information sheets.’, .
' C. Audio-visuals and trangparencies. . ‘ /
*D. Career reference li—brary.

E. School policies:

F. DECA Handbook and reference texts.
1]

-
v

G, Test.
H. Answer sheets. : : .
r 'II. References:

Blacklédge, Walter_L., Ethel H. Blackledge, and

Helen J‘Kelly., The Job You Want and

, ~ \How to Get It: 2nd'Edition. Cincinnati, e &

OH: South-Western PuBlishing Company, |, .

1982,

€

'DECA Handbook. Distributive Education Glubs '
¢ . N

] .

of America, Inc., 1908 Association Drive, oo .
Reston, VA 22046, 1981, : ‘ o

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

tive Qccupatignal Education. Danville,
' ol
IL: The Interstate Printers and Publish-

ers,'Inc;, 1972,




-

\n

1-B. DECA

‘Suggested Time:J 3-5 hours

INTRODUCTION ,

DECA is consiggred to)e an integral part of~>

_Distributive Education, equally as important as

the training station or the related il}struction.

[ts 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 related 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 w'iﬁ'- under-

stand how DECA contributes to his learning of

marketing and distribution principles
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Cooperative Marketing and Distributive Education I’ ) ‘ 6
B INSTRUCTQR'S NOTES . . .
3 o . . . A
practices, The stude\nt will be motivated to :
N -
\ become an active DECA mefnber) ) ) .

PERFORMANCE -0BJECTIVES

After completing this unit the student will be ) S

~

. gble tos ‘ ) e
1. Identify qualities needed for 'leader-_-
ship.
2, Define and discuss the nature and pur-
"|‘)oses of DECA. . _. ¥ \‘_

. \
3. ldentify the organizational and demo-

cx:at‘&“principles used in DECA. o ‘ N
4.‘_ Develop competencies needed for i ‘
leadership in social and civic ac- ’
tiviti‘es as evidenced by holding : . - Co )

" office or committee membership.

S. Develop competencies essential for g ‘
v poise‘andl.self-confidénce in and o . i -
before a group as evidenced by his -
~ perfom‘mnce at club meetings.
' 6. Participate in developing a program of /’L ot (/\',\ILJ-—Q/ p,lw wAd \4‘%‘:

activities suitable for a local = d’ Lo ,ngmp__ 0..4/39»:2 Qt aA

DECA chapter. . = ' A é.@,uju vf,&L/Lt;’ ,DB )
A e erad

. Pas N O
7. 1dentify DECA activities and describe’ De

how they contribute to learning
o 3 ®
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e

A PROGRAM OF STUDENT/KCTIVITY'RELATING T0 DISTRIBUTIVE EDUCATION AND IS

DESIGNED TO DEVELOP FUTURE LEADERS FOR MARKETING AND DISTRIBUTION.

Transp%ency 1.
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g N
S
= - THE PURPOSES .
o, OF.
' DECA™ = .

©Orvas .
f - , < » .' / ¢
« . ) .( < ; . i} - s
1. _JO DEVELOP A RESPECT FOR EDUCATION IN MARKETING AND DISTRIBUTION WHICH
WiILL CONTRIBUTE TO OCCUPATIONAL COMPETENCE.

A

2. TQ PROMOTE UNDERSTANDING AND' APPRECIATION FOR T};E RESPONSIBILITIES OF
l CITIZENSHIP IN OUR FREE, COMPETITI‘E ENTERPRISE SYSTEM. )

g

v

Transparency 2 .




EMBLEM
THE DE CA DIAMOND

'VOCATIONAL UNDERSTANDING !

SOCIAL ’ ;. CIVIC °
INTELLIGENCE . CONSCIOUSNESS

LEADERSHIP DEVELOPMENT .
‘ , J

AV .

WRAPPED PACKAGE — SYMBOLIZES JOB WELL DONE ACHIEVED BY

COOPERATION| OF SCHOOL OFFICIALS, STUDENTS, PARENTS AND
BUSINESS PEOPLE WORKING TOGETHER .

Transparency 3
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DIVISIONS OF DECA

HIGH SCHOOL'

JUNIOR COLLEGIATE _ "~

» L )
' ]
COLLEGIATE. - . B — /)
. I|
|
l' '
.- ALUMNI i
PROFESSIONAL

9 1 Transparency 4.
. |
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< . ..-‘/ ¢

NATIONAL DECA REGIONS R

CENTRAL REGION o ,
. n.urfons MINNESOTA INDIANA  MISSOURI ‘
- . :?WA NEBRASKA KARSAS NORTH DAKOTA . '
‘ . KENTUCKY OHIO MICHIGAN SOUTH DAKOTA ‘
WESTERN.?'IEGION wnsco~sm , .
“~ .j
ALASKA :
* ARIZONA
CALIFORNIA .
COLORADO . - - : ,
HAWAII . . NORTH p
IDAHO. ATLANTIC
'MONTANA | N
" NEVADA REGIO _ -
NEW MEXICO cormec . :
» 4 OREGON - .. . DELAWA N
'UTAH DIST. COLUMBIA !
WASHINGTON MAINE .
"WYOMING .
, ‘MARYLAND
MA HUSETTS
NEW AAMPSHIRE -
NEW JERSEY~
NEW YORK
PENNSYLVANIA - )
RHODE ISLAND . <,
, ALABAMA VERMONT -
- . FLORIDA ' * WEST VIRGINIA ) ¢
LOUISIANA ARKANSAS S , '
NORTH CAROLINA ,+ GEORGIA . - : .
PUERTO RICO K MISSISSIPPI ) /
TENNESSEE " OKLAHOMA = .,
TEXAS - - SOUTH CAROLTNA ‘ “Transparency S.

VIRGINIA

Lo 17 |
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/1

THE NAB IS A GROUP OF INDIVIDUALS~REPRESENTING INTERESTS’GIVING'FINANCIAL
SUPPORT TO DECA .

e

! .

d
PURROSES;

TO SERVE AS A LIAISON FOR ALL FINANCIAL INTERESTS m MATTERS OF DECA
DEVELOPMEN!T g | PR

TO SERVE IN AN APVISORY CAPACITY, AS REQUESTED BY THE BOARD OF DIRECTORS OF *
' DECA,INC.. _ I L

14

-

70 LEND SUPPORT TO THE PROMOTION OF QECA

TO ASSURE EQUAL RECOGNITION OF EACH CONTRIBUTING lNTEREST REGARDLESS OF
THE AMOUNT CONTHIBUTEQ )

- SN

%.

Transparency 6 '
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'S
v . -
PURPOSES; . ™ o . - -
' TO INCREASE EMPL})Y%BILITY OF DISTRIBUTIVREDUCATION STUDE'NTS. \ ' X

~ , TO DEVELOP A BETTER UNDEHRSTANDING FOR. THE IMPORTANCE OF PRODUCT '

Py

. - 1 - ' .
MERIT AWARDS PROGRAM -
L " - ‘
" DESIGNED FOR EACH OF THE INSTRUCTIONAL AREAS IN'DISTRIBUTIVE EDUCATION.

ANY MEMBER MAY DEVELOP A SELFMPROVEMENT PROJECT FOR WHICH HE OR SHE
CAN RECEIVE LO,CAySTKTE AND NATIONAL RECOGNITION

A} - M -y

TO PROVIDE AN AVENUE’OF RECOGNITION FOR EVERY DECA MEMBER.
TO DEVELOP AN AWARENESS OF MARKETING AND DIS&’RIQUTION AS A PROFESSION.

KNOWLEDGE, SERVICE MCUSTOMER .S'ATISFACTION IN THE FIELD OF-MARKETING
AND DISTRIBUTION.
* ' . ’ /A
. . . .0
S ¥ L . . o . - )]

Transparency 7°
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S TN
SCHOLARSHIP LOAN AWARDS

L

SCHOLARSHIP I.,OMS ARE INTENDED TO AID CONTINUING PREPARATION FOR A
CAREER'IN MARKBTING DISTRIBUTION, OR DISTRIBUTION EDUCATION

e

<
\

o .- : e -
AVAILABLE TO ANY MEMBER OF DECA WHO INTENDS TO PURSUE A FULL-TIME, TWO-
YEAR COURSE OF STUDY iN MARKETING DISTRIBUTION OR DISTRIBUTIVE EDUCATION.

y C {

¥

-

A

Transparency '8
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S . |

. COMPETITIVE ACTIVITIES PURPOSES:
| | o ‘

¥ ’
PROVIDES LEARNING EXPERIENCES WHICH . coumléure TO OCCUPATIONAL
COMPETENCE 4

L .
* N ’
' 1 , ’)
- ) . . \
. @ . ¢

' PROVIDES SCOC RICULAR ACTIVITY RELATING DIRECTLY TO%CLASSROOM "
) INSTRUCTION ' . I :

'y .

6--8-1

PROVIDES RECOGNITION FOR STUDENT ACHIEVEMENT ..

Transparency 9
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NA-TIONA:BECA PR

IGH $CHOOL COMPETITIVE ACTIVITIES

¢

. CREATIVE ACTIVITIES

4

PARTICIPATION ACTIVITIES

oT-=4~-1

CREATIVE MARKETING PROJECT
CHAPTER OF THE YEAR

~ AREA OF DISTRIBUTION MANUAL

MERCHANDISE INFORMATION MANUAL

"

~

-~

STUDIES IN MARKETING

AUTOMOTIVE AND PETROLEUM. INDYSTRY
FOOD INDUSTRY -

SERVICE INDUSTRY

HOME FURNISHINGS INDUSTRY

VARIETY STORE MERCHANDISING
SPECIALTY STORE MERCHANDISING
DEPARTMENT STORE MERCHANDISING

RETAIL JEWELRY INDUSTRY
€ ' Y

‘\_i

ADVERTISING
DISPLAY

" . JOB INTERVIEW

PUBLIC SPEAKING

SALES DEMONSTRATION ‘
BOY STUDENT OF THE YEAR

GIRL STUDENT OF THE YEAR

Tramparency 10A°

27




.

" NATIONAL DECA

JUNIOR COLLEGIATE. COMPETITIVE ACTIVITIES

'3 :

ADVERTISING CAMPAIGN

MANAGEMENT DECISION MAKING — HUMAN RELATIONS
MANAGEMENT DECISION MAKING — MERCHANDISING
SALES MANAGERS MEETING .
SALES REFRESENTATIVE !

TRAINING MANUAL

INDIVIDUAL MARKETING IMPROVEMENT

CHAPTER MARKETING IMPROVEMENT’

CHAPTER ACTIVITIES MANUAL

Transparency, 108 '




PUBLICATIONS A
THE DECA DISTRIBUTOR :’;a;.‘;g:il:‘ :g#sno:lgsg :ER SCHOOL YEAR.F?R THE
| THE DECA GUIDE - | AN ANNUAL PUBLICATION.
L THE DECA DATELINE | puausnéo AS OFTEN AS NEEDED AND RECOGNIZING A
v ~ N SPECIAL EVENT SUCH AS THE - NATIONAL CAREER
g .~ DEVELOPMENT CONFERENCE. .
THE STAFF'RE'PORT " PUBLISHED MONTHLY TO' KEEP THE MEMBERSHIP

INFQRMED ON THE CURRENT HAPPENINGS IN DECA.
-

-

THE DECA HANDBOOK . INCLUDES MANY HELPFUL - ITEMS -FOR pmﬁgﬁ

‘ i ' MANAGEMENT, SPECIFICATIONS FOR DECA’S
e COMPETITIVE ACTIVITIES PROGRAM, AND A COMPLETE
Ce ‘ .- RECORD OF ACTIVITIES OVER THE PAST SEVERAL YEARS.

CHAPTER PACKETS . SENT OUT TWICE A YEAR AND FEATURES A “BACK TO
o S SCHOOL” PACKET AND A “DECA WEEK” PACKET. :

i 2g . ' . Transparehcy 11
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THE DECA -GUIDE

-

-
. -
.
. .

. B

v . * -G

2 . .

. .

.

[

/

IS DESIGNED TO SERVE AS A REFERENCE SOURCE BY DECA CHAPTERS
THROUGH THE SCHOOL YEAR. .

‘

-

e d

v

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

ad
)

i PROVIDE{S‘ INFORMATION ON DECA SUPPLY SERVICES ITEMS.

L]

;
‘ »
A

PROVIDES MATERIAL ON.SCHOOL STORES.
? UL Transparency 12
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COMPANIES
BRIGHT OF AMERICA RING FARE; INC.
CHERRY DALE FARMS CONFECTIONS SEAWAY CANDY INC.
THE DOEHLA COMPANY TOWN AND COUNTRY LINEN CORP.
JOYCE SALES COMPANY, INC. . TECHNICOLOR, INC.

, MECCA INCORPORATED WFF'N PROOF-LEARNING GAMES ASSOCIATES
WILLIAM LOEW FUND RAISING : :

Y

.3 .
Transparency 13 e




SIX ESSENTIALS FOR AGOOD CHAPTER = |-

INTERESTED MEMBERS
CAPABLE OFFICERS AND LEADERS

RESPONSIBILITY SHARED BY ALL MEMBERS

CHALLENGING PROGRAM OF WORK L .

PROPER EQUIPMENT AND nscoaos - : -
A KNOWLEDGE OF DECA ON THE PART OF EVERY MEMBER :

e .

o o
i Ny -
b -,
[ h 2L
%

Transparency 14
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v

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
Sl}VINGS CLUB PROGRAM’
INSTALLATION OF OFFICERS

LO UBLICITY RELEASES

?

|

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 DAY" AT LOCAL STORE

STUDIES IN MARKETING PROJECTS

NATIONAL CAREER DEVELOPMENT CONFERENCE
“CAREERS IN MARKETING" OBSERVANCES
RECEPTION FOR PROSPECTIVE DE STUDENTS
FOLLOW-UP SURVEY OF FORMEC DE STUDENTS

\. .

SUGGESTIONS FOR DECA CHAPTER ACTIVITIES

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

Transparency ,;1_5




1)
2)

3)

4)
5)

3

7)
9

‘6).

9) DECAIS DEVELOPING FUTURE LEADERS FOR MARKETING. A

DECA GENERAL INFORMATION

DECA IS A STUDENT ORGANIZATION

DECA ENCOURAGES FREE ENTERPRISE, ECONOMIC AW,ARENESS, STUDIES IN
MARKETING, CREATIVE MARKETING, PRACTICAL EXPERIENCE

DECA ENCOURAGES CIVIC AND SOCIAL RESPONSIBILITY

)

DECA MAINTAINS A SERIES OF STATE AND NATIONAL COMPETITIVE EVEN’I"S
'DECA BELIEVES IN COMPETITION AND OFFERS STATE AND NATIONAL RECOGNITION
" DECA MAINTAINS A SCHOLARSHIP LOAN AWARD'S PROGRAM

DECA PAYS ITS OWN WAY B .

STUDENT ACTIVITIES: AWARﬂS & RECOGNITION \PUBLIC INFORMlebN
LEADERSHIP CONFERENCES LEADERSHIP TRAINING
PROGRAM DEVELOPMENT SCHOL‘ARSHIP LOANS

‘(4 "‘

_l:i'iissmlaunou
i

\/)4
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;)
V DECA TERMINOLOGY v
CORRECT k ) INCORRECT .
CHAPTER 3 - CLUB
CAREER DEVELOPMENT CONFERENCE (CDC) NATIONAL LEADERSHIP CONFERENCE (NLC)
DECA MEMBER ' DECA STUDENT '
DE STUDENT DE MEMBER , .
COMPETITIVE EVENTS ‘ CONTESTS -
PARTICIPANT CONTESTANT
SALES PROJECT FUND RAISING )

STATE ASSOCIATION
STATE ADVISOR

}

LEADERSHIP DEVELOPMENT CONFERENGE
' DECA SUPPLY SERVICE

g :

»

‘%«

-~

2

.

STATE CHAPTER, STATE CLUB
STATE SPONSOR .. \
OFFICER TRAINING CONFERENCE
_'BLAFOUR suppg.v SERVICE |

-

Transparency 17

(X




/—‘

The DECA Creed

———

gge/ eve in the Sfuture whichT am pfazzm}zy
/61' mysef m the ﬁefaf 0/( distribution, and in the
opportunitiés which my uoca/zozz 0/(/@'1'3
\W -~
belreve in fufzﬂ}zy the &'yﬁes/ m‘easuré o/‘
service fo my vocation, my fe f Low fezirzys
my couzz/zy azzaf my God — that @ S0 afomy,
G will be rewarded with personal. sa/z.y‘&c{zozz
and material wealth. |
RS- 5 LS .
believe in the afe'chralzé pﬁzfosopﬁies 'o/‘ :
private enferprise and compelition, and in the
/}'eeafoms o/‘ this nation — that these ,oé;f sopﬁies ‘
allow fo /ﬂe /Zzﬂés/ develo pmezz/ 0/( my mnds ozafuaf
abi ties. : ’

)
P

\J?W\ < ‘
believe that @ afomy my 5es///o Lrve accoz'af ing

fo these bi yé ,ormc¢fes g wzf be 0/( greafer
 service both to mysef and to mankind.
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Cooperative Marketing and Distributive Education’l’

INSTRUCTOR'S NOTES

4

distribution and marketing.

. 8. Develop an understand'ipg of DECA
and‘its reletionship 40 the total
instructional program of marketing

as evidenced by his total partici- o ]
pation in DECA activities. e .1 . .

9. List tiwe advantéges and, benefits of
being z;n active member of DECA.,

P -

SUGGESTED ACTIVITIES

For the Instructor:

v

L

. 'A. Determine and discuss unit objectives.

B. .Provide students with information ’ -
sheets or study guides.’ “ S :,,‘E?/ - ‘ ,.
—_— C.gpiscuss information sheet conterits. ‘ ' , S A
B ".I.}’Pirepare and use a’udio,-visua[s. ' . M@LL‘A a L,La) AN ‘

E. &lstnbute coples of the latest. DECA
ed

‘Handbook for student reference.

G

Wx
alap- G

au R ab Al

fwm e Dz:@/l

-

F. Evaluate student. pe_rforrrfance. ‘

| Foi'v the Sti:dent:

)
[

A. Review unit objectives. ~ -
‘B. Study informatTon sheets.

C. Study DECA Handbook.

D. Participate 'in" all. DECA activities.”

. " E. Relate DECA to personal career

» SR
' S
' Y _":-.}

a-

' . A
- . "' . ,);(u:‘
. v+
ta A . ‘ ’ ‘Amﬁwmﬂd_’ )
j/ux/ )0/&*'0 wl . .
v o - t 1 s




\S

-~

4

. e : .
Cooperatwe Marketing and Distributive Educatlon I v 8

— INSTRUCTOR'S NOTJ;'.S

~

advancement. S ’WW ot Lhat .L&@.dju—éfujﬁ

F. Understand the importance of all VWOQLQOJ (s 2 W W

Lol

material presented. ) W %l/ ﬂ

- - +

INS'FRUCTIONAL MATERIALS

“ . . .
L 1 d if this-unit will bes . Y
r . . > .  yd Y
A, Study guides. N o e
. - \é‘% ) ) ' L
B. Information sheets. o ; S
. ) v
C. Audio-visuals and transparencies. ) R

~

. D. DECA reference:yr/y. - ‘ ‘ : -
,“.,\,3 o ': *

II. References: " S 1Y .
. ' - a4 ?!E%f\“’ (7

DECA Handbook. Distributive Education Clubs

of America, Inc., 1908 Association Drive, ‘ » -

!

Reston, VA 22046, 1981,

Louisiana Di‘stributive Education Clubs: of

\{ America. Distributive Education Section, o
_— m———
State Department .of Education, Baton <

Rouge, LA 70804, 1980.

Robert's Rules of Order. Newly revised edition. . . .
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2-A. HUMAN RELATIONS AND PERSONALITY

DEVELOPMENT

Suggested Time: 8 hours

INTRODUCTION

This unit provides students with training in the
necessary social skills and physical quaslities
important to distributive workers., These fac-
tors involve personal attributes, ethical con-
" duct, and desired work habits that are essential
to progression in’ a career in markeéing.

Emphasis will be placed on_the importance o.f
good human relations with management, custo-

~

mers, and co- workers.

- GOAL
On completing this unit the student will have an

understanding of the importance of the 'role of

human relations as it relates to his career in

~e -




INSTRUCTOR'S NEIFES . ‘

matketing. ~He will be able to identify and de-  {.07), 7 all VJ,&&V presen
velop the aftitudes necessary for successful ca- QAL ﬂ,&,d,t due o NP TS

reer planning, job entry, and advancerent. 1/‘*/ QLJ 7,4[ %
Wt o

" PERFORMANCE OBJECTIVES

Cooperative Marketing and Distributive Education [ ' - © 10

At the completion of this unit the student will

S ’ 3\

be able to:

\ 1. Define human relations. Wﬁ' Q_,MT
2. Describe the basic needs that all 7"‘4}"‘“
-~ people have. ;(} NIy 7’/\_44/20-7,()(1 gm"z

3. Describe the characteristics of effec-
. - tive human relations. ’ ( ’ : R
s 4. Identify the personality traits that are %WMW% g,bcé,az ,Uﬁ-/‘
considered acceptable in social “FAag. W\dLMfMC&/"a»

and business rejationships. . Itha & Las al Gbp«tﬁ-zb'&-’ .
e UM AL Ww&—&, 7

5. Classify his own personality traits in-

© R poeds glndsat Ao a

to the cate ories of physical, men-
’ ’ PryseEh ui,{, ,G/W Ju,c/ ax Frr )
tal, or emotional, - \M @jﬂu—

L. ‘LALB’»L
6. List the qualtties he now possesses or CL, / LA@«&A% MMP@"

can develop that will aid him in a JJM 2sede M Ao -
‘ successful marketing career. WQJ da./t& ot bz Lha_ :
7. Recognize the personality traits, %AQMW Ju,%ﬁ,w.‘_w AJ
measure his own personality, and & \-I"/\CM/W e

aim toward improving himself and Noae zaet W GWLJL

hig, attitudes. . ' ) L@Lm ’ka/&vtz LLG 't'/“}
. N : Ol t .




P

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. il

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

L]

I'm the fellow who'drives into a service
station and never blows his horn ~-- but
lets the attendant take his time.

You migﬁt say I'm the good guy. But do
you know who elge 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 .
gservice and extend .a little courtesy. .

Louisiana DECA students are trained to

give service®and be courteous. ' -

If anyone sees a D, E, student not doing so,
pleﬁbe notify che D. E. Coordinator.

2-A=3




The

The

g

A SHORT COURSE IN HUMAN RELATIONS

six most important words:

I admit

1)

five most important words:

*

You did a

‘four most important words:

‘ What is your opinion?

three most important words:

If you

two most important words:

\_ THANK YOU!

one most important word:

WE!

.

»
’

I,

~

.

please.

least most importaagiﬁord:

g0o9Q d job.

L)

*

1 made a mistake.




. . " TRY TO REMEMER. . .
. Try to remehber four main points when you are in doubt
- .as to Qﬁat to 50. _Thesé'four points can be developed into

molding the proper attitude which'will make you a success in
‘the business world.

1. Bé professional,

2. Be aggressive and hard working.

3. Be sincere.

4, Be honest.
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. . ‘ ' INSTRUCTOR'S NOTES

-

- 8. List several human relations traits
that are especially important to
supervisors and employees.

9. List several human relations problems “IAALL /.,/g,&/ 4)/( a,l,j/_/ﬂ( ‘ Y

a new emplo;'ee may e;'tcounter JLQ/W‘HL«U WV{— W

and make suggestions for avoiding A
g at- S j*M

them.

10. List the careers in marketing in (VY= %W/M/M

whlch effective human relations Ase LM@WC 1o
adl narfeteng 4@% ed
'//‘/Lalt,@;&% ol Lo za;béc-

are essentlal.
11, Define thg vocabu'lary terms neces-

sary to an understanding of effec-

tive- human relatio ns. . T

12 Recognize those elements of person- %, Lo et ,(_;/\,LAL/@(J/M .W .
, ) N ha AT
ality necessary for career develop- /(/ 93» MM cé/

4 7e ) GG
ment. ~ %%LO phat ynaki

SUGGESTED ACT&VITIES

I. For the Instructor' : - L

A, Determme and discuss unit objectives. ‘ e . ..

3

\:3
o

B. Provide students with information
. . a .
sheets. o o . «

‘C. Assign readings from resource mate- &W?W .
rials. are MW anu

D. Prepare and use audio-visuals.

-
w
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<

E. Prepare and distribute p‘épsona!it—y
r ati'ng"shee ts'and personal.

s

mventory. Fe

Fo’ Present case problems “in group ﬂ,&w/ "/LMW W CL{O) .
sesgions of mdlvidually. MW 6@4& s WL/IN

G. Contact _resouree person to d;scuss%w Jﬁé
human relations with the classjél/cuwj% ﬂ’ﬂﬂc&«é}% (LW
from. a businessman's point of J,,La,,“,a_ débﬂf ,@f&/w M”Wda
C Lhewde gcqambda e ’\g‘
/Zumd/u&a .

II. For the Student: ' . ‘ (

2

A. Review unit objectives.

view,

H. Prepare test and answer sheet.

B. Study information gheets. ; ‘

.C. Read and complete assignments.

D. View and discuss audio-visuals.

E. Comblgte personality rating sheets -

and pérsonal inventory.’ o
F. Anal-yze case problems, ) “ . ,

G. Evaluate resource person's discussion

and relate it to his on-the-job .
expt-::rienr:e. . . ‘ ' . p
H. Take test, | . . o T . )
. . ' . g | - ' e
INSTRUCTIONAL MATERIALS ' - L -
‘ L Included in this unit ares ) - ) ) - A ~ ) . :

K . _ . ~ ) PR N "(

l , 48 ) ' I
. y . y . '.‘

. “ ’ .
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.

o : : | INSTRUCTOR'S_NQTES e

8. Information sheets.

C. Audio-visuals and transparencies. ‘
N L3
D. References and texts. .
. M “ aad v
E. Personality rating sheets. - ;
F. Personal inventaries. ’
G. Case problems. -

o y it
H. List of resource people. , (/ Mmﬂﬂ W
' ! MW‘% ’ pu,xf)ﬁtaatcu:z:’f :
L Vocabulary list. e @ e Lomplay

J. Appropriate tests and answer sheets.

I. References: - ' A : R - L
Chapman, N.  Your Attitude .is Changing. o /
. T, Chicagos Ssience Research Associates,
. Inc., 1969, Lo - e

Hiserodt, Donald D. Psychology and- Human

Relations in Marketing:s 2nd Edition.
New Yorkf Gregg Division McGraw-Hill - .
Book Comi:any, 1_978.-, - |
. Russon, Allien R. and Wallace.  Personality - . ' . ' .
Ll 'tDevelopment for Business, Cincinnati, ;- ] o
Sy o South-Western Publishing Company, ) '
‘ . 1981 B ' ; o . -
;, ’ L Wiyr;ga,te, A:Johnlw., Wayne' G, ;_ittle, ar;d Harland . ) : \ N
- .'j;‘ E. Samson. R:tail Merchandising: 9th : ’ : .

Edition. - Cincinna\:i, OHs. South-Western

. . . A
R “ E
1
Y. ]
’ N g
‘ B v + ‘
s 4 . . ‘
oo . .
.
, N
.
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. P'L.Jblishing Company, 198'2. ’
and Carroll aA. Nolan. [ ,' T
. Fundamentals of Selling: _10th Edition. ==

Cinci‘nnati, OH: South-Western Publishing

Company, 1976.
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e s o - ge, COMMUNICATIONS FOR MARKETING

LEADERSHIP
Suggested Time: 5-10. hours .

INTRODNCTION

The effectiveness of an employee's communica-

.tion is important both to himself and to his

-employer. . The learning opportunities in this

unitvindicate to the student this fact and tpaf
his succéss on his job is related to his ability to
communicate. He will study methods of w.riting
and speaking ‘his theughts, siudy his own habit.s,

and then prepare a self—improyement plan.

-
\
¢

" GOAL
At the completion of :this unit the student
should have knowledge of the importance of the
. p st

use of both proper written and oral communica-

tion'ip marketing. He should be able to demon-

v o

7

INSTRUCTOR'S NOTES




R .

&

[}
P

.

strate effective oral communication in- given

business situations. He will know how to pre-

»

pare ‘business correspondence that will convey

his ideas accuratély. Emphasis wiil also be

placed on developing the abifi;y to prepare and

deliver short speeches as outlined in the DECA

/

PERFORMANCE OBJECTIVES

Handl:—»ook.

-~

After this unit the student will be able tot

-

1 Iéentify the principles of t;

oral-and written communication,,

ness communications.

3. Demonstrate the ability to commiuni-

caié effectively on his job and in

his personal life. -

4, Be able t¢ prepare, practice, and

¢
_ deliver a6 to- 8 minute $peech as

outlined in the DECA Handbook. -

-

e

lect the main points and ideas from

a given group of business com-

»

m(ihications.

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

Cooperative Marketing and Distributive Education |

. 2. 1dentfy the elements involving busi-.

. . 1 y ¢
the communication, and prepare ‘\#n,v/ f 1'9/,\17—&4(: 0
' é\/(-,w,ww,, 2/ GASW/LLCQ

INSTEu'cfog's, NOTES

Y

.

.

‘X—&cm. .

-~
~

LT leéMou’mu " Jhe.
2 |

~
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INSTRUCTOR'S NOTES
the openinhg sentence and the se- QQ/P AL &/ %&&M
quence of topics to show‘proper mpéas f‘ ;‘ Jf}ad&w&

relationships of ideas. . /an‘;(_é
7. Demonstrate the correct techniques in
+ bhandling the following simulated
business situations: ‘
a, Co:‘nplaint from a cdstomer, by

telephone.

P

b. Directions or instructions to a

éustomer.

[

" ' ., \—/
.- Extendi i i ) Q , /
c.- Extending or refusing credit to AL 0/'\/( %_7 . Z Tl

a customer,
AY

8. Define the vocabulary terms used in

¢ communications in marketing. . .

9. Complete a self-evaluation of his own ;\)L//
- . ' ant LUz W \,l//u,u.,
speech habits and prepare a plan -
: QL Cle }% daralii a;&.o«u

for improvement. -
v

SUGGESTED ACTIVITIES

. For the Instructor:

“>

A. Retermine and dlscuss unit objectives.

B. Provide students with study guides, . ‘@w Qug WM ‘&DQA).Z@T

.C. Assign remding materials on com- 03/ a/ﬁp—o-o/ %MM/W
municatioqs.

- 4
D. Collect res,ource‘m.aterlals. %Ld’u /e M&L /!w \ 24 uaa,w/v ’
' a h j_/of/;%«/ - .

RN




‘Cooperative: Marketing and Distributive Eaucétioﬁ i L7 18

INSTRUCTOR'S NOTES
E. Prepare audio-visual materials. | ‘
' F. Prepare check sheets for use in self-
evaluatiof, - |
G. Evaluate student achievement:,
1. Téat.
2". Spseches.
I For the Student:
A. Review unit objeptivea. .
B. Complete reading assigﬁments.
‘C. Prepare and deliver a 6 to 8 minute - -
sp;ech. . . [

Complete self-eval»uatio.n.

Participate in role-playmg.

Evaluate the results of the role- ,L,La/w QMA:U/S,«LZ: £ a,CL
playing situations. bl her \ Lt
_G. Prepare a self-iu{;:rovemenf plan. ‘
H. Take test. -

8

T > INSTRUCTIONAL MATERIALS
—oE

I Included in this unit are:

B A. Study guides. '

_ B. Film from Bell Telephone~-"Voige with

a Smile."’

:‘;3‘?

C. Transparencies.

.. D. Tape-recorder or videotape recorder

T




fl. References: g
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R - 'INSTRUCTOR'S NOTES
and equipment, | . “ . N
E. Checklist. -

. F. Test, with answer sheet.

Communications in Distribution. An ®

Elin, Rhoderick J. Pathways to Speech:  2nd

instructional manual from the Uf;iversity .
of Ohio, Distributive Education Materi-

als Laboratory, Columbus, OH * 43210.

-

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, Allie~n R, and Wallace. Pergonality . .

. Development for Business. Cincinnati,

OH: South-Western Publishing Company,

1981. '

4

Wingate, John W. and Carroll A. Nolan.

Fundamentals of Sellings 10th Edition.

Cincinnati, OH: South-Western Publishing

Company, 1976.
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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. Thé student needs a knowledge
of physical distribution to further his career in

sales, stockkeeping, inventory work, advertising,

buying, or management.

GOAL

After completing this unit the student will have
gained aﬁ'understanding of the importance of
using ;:m;re,ct proced[xres in recéiving, marking,
and cheéking merchandise. He will know- the
dangé; of faulty controls and will be able to

avoid losses that are common to the job of

- a

96
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handling merchandise. The student - will be
aware of the duties associated with receiving
merchandise and the career possibilities

available,

€

PERFORMANCE OBJECTIVES

At the completion of this unit the student will
be able to:

1. Compare the different types and
methods of transportation used in
shipping merchandise from the
vendor to the buyer.

2. Compare and use v’arious marking
procedures. ‘

3. ldentify invoice terms correctly so
that invoices will be paid at the
proper time with the maximal al-
lowable discount taken. )

4, Idenfify and perform the following
* receiving and marking functions:
a. Receive goods delivered to the
store,
b. Check: packages for quality and
qua'ntity.'

c. Route shipment from vendor.

f

INSTRUCTOR'S NOTES

%;WW? La a//l‘-
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3
K

d. Arrange returns to vendor; file
claims.
Mark merchandise with price
and control information.
Keep accurate r;::ords of each
shipment received.
Follow saféty measures at all

times to prevent injuries.

ZQ"/%M’L/ Vig*u) >

.(/.u J//z,w

INSTRUCTOR'S NOTES

@
,@J'a,a,(’,u,w/. VdA st '7)1'/((/4(:5&
7 }wtmw?r Yyt chomdiai .

Z,k! = .
law YYudatrs ars

vZ&M—ﬁ«LWw Aiintaa

Correctly and safely use tools .

needed to perform duties.
5. Identify information placed on a sales
and price ticket,
6. Describe three systems used in’ check-

ing goods.

SUGGESTED ACTIVITIES

" L. For the Instructor:
A. Determine and discuss unit objectives.
B. Provide students with information
sﬁeets and study guides. '

C. Prepare audio-visual materials.

'

)

D. Collect resource materials and deter- d . Zﬁcwjmaﬁ . J‘;AJ/’J‘&/Z/L&WU

mine resource persons.

E. Distribute reading assignments in

texts and manuals.

L'Zv Ui hnd o BPY

08

It ).

“~
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INSTRUETOR'S NOTES
F. 'Arrange for a field trip. B
G. Review concepts relating to tﬁis unit.
H. Evaluate student achievement.
II. For the Stjx{dent: .

A, Review unit objectiyes.
8. ;{5tuldy informatior; s;hegts.
C mplete reading assignments,
D. Cqollect sample bus'ine:’ss foﬁns used by

vendors and tf‘ansportat;oh agents,

Particip?te in cl’a's,s': diacussiong with
the instructor ‘and the resource

v
. I
. . Y
- .
L]

" Demonstrate ablhty in uslng tools and MMM&WF%% %m/é e
' equnpment necessary to this unit. “LAce @i ea W‘f&’&.’ /ﬂt‘W
‘M”(/ ot do’dlzﬂc@MMW

'persons.

G. Relate how this study is relevq\t to
his career goal and/or on-the-;ob
‘ training.
Take test.
-

INSTRUCTIONAL MATERIALS

L Included in this unit will be: . ~.. %

A, Informatnon sheets and study gpldes.
' . ¢ "y x\
B. Transpayencnes, '

‘(

C. Referen:cea’ and texts. -

-

D. Sample business forms. -
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" INSTRUCTOR'S NOTES
E. Tests. _ - . '
‘F. Answer sheets. . A
I Reférences:
Harris, E. Edward, Warren G. Meyef, and Peter

G. Haines. Retailing Principles and

Pfactices: 7th Edition. New York:

Gregg Division McGraw-Hill Book : .
Company, 1982,
Mason, Ralph E. and Patricia Roth. Marketing

- and Distributions 3rd Edition. New York:

Gregg Division McGraw-Hill Book

Company, 1974.

-

Moffett, Carol Willis. (Getting Merchandise ﬁ r.

Ready for Sale. Job skill mandal.. New

York: Gregg Division McGraw-Hill Book
Company, 1969.

Palcho, Fred K. Receiving Controls. Course

outline. Columbus: University of Ohio,” ) -
Distributive Education Materials .

Laboratory.

. Transportation, A Vital Link in Distribution,

Course outline. Columbuss University of e

Ohio, Distributive Education Materials

Laboratbry.

'Walsh, Lawrence A, and Ker;neth Ertel. Whole-




.

Cooperative-Marketing and Distributive Education I

‘saling and Physical Distribution.

Instructional manual. New York: Gregg
Division ‘McGraw-Hill Book Company,
- 1978 | o
Wingate, John W. and Harland E. éamson. m

Merchéndisirm: 9th Edition. Cincinnati,,

OH: South-Western Publishing Company,

1982.

INSTRUCTOR'S NOTES
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3-B. _BUYING
Suggested Time: 5-10 hours

INTRODUCTION - : _ ) R
The success of any retail business is detem{ined '
in largé part by how well the Buying functions

I ‘ ! .

are carried out. This unit emphasizes those : '

factors that must be considered in dealing with’

customer needs, wants, and preferences.

GOAL

v At the completion of this unit “the student will

s

be familiar with careers related to the buying

function. He will be able to determine custom- : - y

er demand and set up a buying plan. !

. . /
- PERFORMANCE OBJECTIVES |

After completing this unit the student will bé

able to: ) ’




e
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. Lo List dutles and quallflcatlons of /J/a/u—o ﬂMWE %ﬂfm

! . ]
'Buyers. o !
v \

.

. field. ’ [ mﬁl'@wﬁm ‘%%7_\

3, lj.lst ways buyers can 93t ‘"f°"mat'°" J,{l/ Q;WM ? P e

«. ~ about customers.

Ja Identlfy 8ix methods of contactlng :

L4
5 .

; ~
sources of supplyt

5. Identify the procedures used in deter- W Ll W W«j\
' mmlng a buymg or merchandlslng L’WW /WM

. QL WAL
plan ' N ' M/’? %ZM/J/

3 e é/%om#/

6. Prepare a buylng plan for one type of

merchandise.
7. 4t information commonly contained |, ‘

on a purchase order and fill out a ' '

SAMPLE purchase/ rder.

8. “Identify the merchandising techniques ,[J/a/u,u W W // 7 j‘ ‘e

W
ae
needed for fashion goods. £ 4-4'&4/ /'éa'd" e
\3, ?%o/p m&tmwﬁw& /ﬂu )—b
9. Distinguish between a physical inven- ” )(_’Lﬂ,,.e, ,QZU.{G—‘CCS/ e

[

tory and a perpetuél inventory. i 7/1/)“/ j,¢W¢ 02 ZL&O{'@

1

SUGGESTED ACTIVITIES

. ‘ ' F]
v .
N . . .

A, Determine and discuss unit objecti'ves.

8. Provide students with information . )
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‘gheets. )
C. Prepare audio-visual materials.

Collect resource materials and deter- Al,a/wv { d W

D.

mine resource persons. a %”/vy’-’b e /ﬂ"/U/LCKM M;W 4}‘7' xt
E. Provide vocabulary list. W 7‘/%"/“4’ %\”/6* 740'%% M)
F. Prepare test and answer sheets, ] ’ | .

Il. For the Student: - d
}\A\.Review unit objectives.
. B. Complete reading assignments. -
C. Complete a'buyinb plan fof a selected
item. |
D. View and discuss audio-visuals,

E. Take test. . ,

¢ INSTRUCTIONAL MATERIALS

L Included in this unit will be A Ly

A. List of unit objectives.,

B.
C.

D.

E.
Fo
G.
H.

Information sheets.

Assignment sheets.

Work sheet for calculating various
type; of discounts.

Sample inventory sheet. **

Vocabulﬁry 'lis_t\. -

Test.

Anewer sheet, .
~

K>

..
e ;“r " -
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[I. References: -

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

INSTRUCTOR'S NOTES

Meyer, and Peter G. Haines. Merchan-

] disiﬁni: 2nd Edition. New York: Gregg
Division McGraw-Hill Book Company; '

1978, |
}l-iarris; 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,
Mason, Ralph E. and Patricia Mink Rath. Mar-

keting and Distributioni  3rd Edition.

-New York: Gregg Division McGraw-Hill

Book Company, 1980.

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

E. Samson. - Retail Merchandising: 9th

Edition, Cincinnati, OH: South-

\A(estern Publishing Company, 1982,

L

. ) ‘{ >
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3-C. _PRICING

Suggested Time: 5-8 hours

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’
should be able "I;o predict the factors to be
included in a retail 'price. He w'ill be able to

compute the amount of markua necesséry for

each item of merchandise.

PERFORMANCE OBJECTIVES

After completing this unit "the student will be

able to:

66
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7

7

retail price.

prices:

a. Cost of goods.

chandise.

c. Possible markdowns.

d. Customary prices. .

e. Supply and demand.

¢ f. Competition.

3.

Discuss how the following fabtors

affect retail -prices

a. Pmce lines. .

b Psychologlcal pricing.

c. Fair tzade laws.

g. Markdown.

h. Sales price.

4, Apply the following equations to cal-

culate retail prices:

a. Cost + Markup = retail
~b. My = Markup
¢ Retail

_ Markdown

Selling Price

v .

suﬁastEo ACTIVITIES :
L F'or the Instructor:

1. Given a product or servnce, ldentlfy

the overhead expenses that must
2. Discuss the following factors affecting

b. Desirability of the mer-

"A@W

INSTRUCTOR'S NOTES M
Stiurbhat all pas
0,«_ s LD Wmf

-m'Mu

egwu Lo [ Qseiie wa/

pgu porse ks pLULLT:

M ,@/:@AM/)

d. One-price policy. M&( MW&W&( é
e. Leader. 5 & J
f. Loss leader. Q@ Md*'ﬁ‘/u-'t\w MW

N /OM «ZI'WMJ. Yoo

%ﬁﬂ—u "o ano ,,,ZZ/M/
V//p/uud%o Ly 7
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A. Determine and discuss unit Gbjectives.

B. Provide students with reading assign-
ments and study guides.

C. Prepare and use audio-visual material.

D. Prepare sample problems for .pricing'

equations.
E. Evigjuate .student performance:
1. Student tests. \ !

2. Answer sheets. ]

F. F‘repar‘e case studies for student to
put a fair ,price on selected items
of merchandise. -

II. For the Student:
A. Review unit objectives.

8. Gomplete reading assignmﬂents.

C. Complete assignment sheet using pric-
. ing equations.

D. Complete case study on pricing.

E. Take test.

&

INSTRUCTIONAL MATERIALS

L Included n this unit are: '

‘A. Pretest. .

B. List of pricing equations.

C. Sample problems.

D. Cése studies.

E. Test.

F. Answer sheets. ‘

[I. References: ]

Dorr, Eugene L., Henry G. Ricﬁent, Warren. G.
Meyer, and Peter G. Haines. Merchan-
dising: * 2nd Edition. New York: Gregg

4

INSTRUCTOR'S NOTES

// l
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Division McGraw-Hill Book Company;

1978, N ‘
Koeninger, Jimmy C. The Consumer's Purchas=

ing Agent:’ The Retail Buyer. An in-

structional manual from the University of
_ Ohio, Distributive ¥ ducation Laboratory,

~ Columbus, OH 43210,
Wingate, John W., Wayne G. Little, and Harland
E. Samson. Retail Merchandisingt 9th

Edition. Cincinnati, OM: South-Western
Publishing Company, 1982,
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‘ 3-D._ SHRINKAGE AND STORE SECURITY

Suggested Time: 5-10 hours

INTRODUCTION | o

Thg inereasing problem of inventory shr”lquge is
a serious threat to retailing. In retailing terms;
inventory shrinkage is a deérease in the mer-
chandise carried by the store for .resale. Equal- - '
ly serious is the loss caused by employee theft.
Ti‘;:{é unit .will be concerned with the marketing
student's responsipility ln preve.nti'ng this

problem. -

. GOAL
. At the completion of this unit the student will
be aware of /‘@he scope of thé shrinkage problem'
and how it is drastically cutting profits. He
Awill know some of the reasons why employees

f " b
and customers gteal and how management at-

-

,
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" tempts to stop it. Emphasis will be placed on R
the importance of the role of the salesperson in_ _ - o o .
reducing theft. .Included is a study of fraudu- |

lent checks and check cashing procedureé. ' ’

[

PERFORMANCE OBJECTIVES

At the completioﬁ of this unit the student will
be able to:

1. Define and explain internal shrinkage

ind it .
and its causes /Qﬂzpi’ 2 vsvx,mwtuzmmﬁa/
2. Identify the type of customers who' /Mt see Ul ad 5507
17
might fall under suspicion_as po- w/&,@'g :4 ,KZ/L&}&,Z'&CQA— A

tential shopllfters. Ca/‘«bv«(d %7\ %MW

3. Use the correct procedure to follow if

»

he sees or suspects a person of
. : b
being a shoplifter. %Q//-?/ULW "U"U’tmm /L% -
. . =%
4, Discuss the shoplifting laws. %A/—t‘m/} “é"’"}t/ﬁﬂ"u’% +Aﬂ’t— )
5. D Lk /'vw upmu; gl X J/"j(
. Develop a campalgn to stop -shrinkage. . ({
‘ 6. Cite methods used by employees whow i /J/Q’ZW? W ~
. M/{J.]Z/ T J%W?,d/ld%’-’
-steal from the cash reglster. L //é‘”?”

L,

7. Determine prever(twe methods that @uuw b e e 07.0%}047

can be devnsed to stop mventory'e'e/ Quchat
, f -7@6&.«—//273003/{4% Uéw/@tﬂ
shrinkage, oo - ﬁ ax&%/} 4, — C ./,70/% y @%

8. Discuss the impoﬁance of emp}oyee

) N 2l o @//wpu/ézz Vz;, - @Mﬂbfm

accuracy in relatlon to the entire
ymre O 53 Trait
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¢

shrinkage picture. )
9. ldentify a fraudulent check and a /\1@%“’ (,Z,M/z— J’Lz,uaxu @MLC,

éo
properly filled out one. _ qu anll fM d,é-*wzi'% ze
«

10. Be able to handle courteously and % “L"‘““//‘L’&’”’t aske

-
T e

_properly customers who present "3/

suspicious checks.

SUGGESTED ACTIVITIES

L For the Instructor: /{{’Q 24 ‘é/JW’Z . /720“ ‘M
A. Determine and discuss unit objectives. C7M/QLW Lo ‘A S L ' e ”d'.

B. Provide the student with reading as- %M@d/w@ A M%
signments and study guides. -/, "%¢ ;J Lo} v 742,&/5&4 /‘ é’jZ/{/.c,zx
'/

C. Prepare and use audio-visual 2 M/"""ja—:u . c

materials. 554/6”"‘-’ TNy %Mbuﬂfwd'u<&<, o
ol Luell,
Cal "rueinteald’ gh \//& Chimpn

ﬁ Corremei e -
/Q/d/u—c b O 0l LG p/éu/ o A
II. For the Student: | gw Conde j\ /cﬁd}ﬁ[/étt—/&/f\

D. Plan for a.guest speaker.'

E. Evaluate student achievement.

A. Review unit objectives.

k]

B. Complete reading aésignments.

-

. C. Discuss methods local employers use /U//M., dach CTladet Aol
to prevent inventory shrinkage. V/Vm, L/z e ‘,//VJ{/\L"/J Jﬂ: ¢Z¢_/
D. Give oral reports on outside readings. =Lt e /vdﬂ&/ét,vy?-‘.

-

INSTRUCTIONAL MATERIALS

1

L Included in this unit will be:

. . N “
= * ’ ‘ ! : ‘
’
. ‘ N L) A
v : .
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A, Pretest, I
8. Inft;rmation sheets,
C. Assignment sheets.
D. Tests. |
E. Answers to tests,

3
I, References: °

)

Everhardt, Richard. Store Security: Internal

Shrinkage Control. An instructional -

manual from the University of Ohio,
Distributive Edu,céfig’n Materials Labora-'

tory, Columbus, OH 43210. «

Hawle.y, Dean A. Store Security:‘ Check Cash- -
) : }

<

ing Procedures and Cash ‘'Handling

Control.  An instructional manual from
the University of Qhio, Distritjgsive

’ Educ\atio,n Materiéls Lasq;atory,
Col;:mt;us, OH » 1;3210..

Siore Security: Reducing Shoplifting. "An .

Instructional manual from the University

of Ohio, Distributive Education Materials

Laboratory, Columbus, OH 43210, .

' L

L

N
.
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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 selli'ng
careers, The student will begin his study with
a suitable approach and move s.t'.Iccessively
through the :;tages of,detel-‘n]ini‘ng a cus.tomqr's
needs, supplying\tum with product “information,
making a sales presentation, overcdming objec-

tions, and clpsingffft;bé: sale. /

[

GOAL

At the completion of this unit the student will

have gained an un‘éiersl;anding of the basic sell- -

“, * .
ing process. - He will. have becong aware of op-

portunities in a sales 'Cg"ur. He will be able

to complete a merchandise information manual
s :

+ L)
; ¢
1 -

" INSTRUCTOR'S NOTES




scoaé SHEET FOR DEMONSTRATION QAL:S

{On each line, check one columin)

€ de b Salspeson Rated w— e o -

. 2R

Poor wir C .od ,".;’*
Adver:ce Preparation: Merchandise &- Dlsplays _-_,-6 o 'l ) ‘2_/ -3 -
The Sal:sperson:- G;;d -H;a-i h _ 6 o '-l_ o 2 2 o
¢ jitable Dress . o [ 3
Sueble Grooming 0 .1 2 3
Correcf_Pcsfure - 0 —‘_‘l-. ) 2 2 -
: # Plossant Voico 0 1 2 3
Abssnce of Mannerisms 0 L 2 2
The Approach: Right Timng 0 1 3 '
C;r:-e-c_f—Greefmg T -—6 ) ——--l-w T2 B -3-—
Interested Manner © .6_—_ ____2__' . -_ 4 _-:b_b__k_
Determination of . Clear Comp;r:hension 0 | <3 5
ZCusiomer Wents: - Ready Location of Mdse. 0 | o .3 - ——;-—
Presentation: Effective Display 0 | 2 3
' Sinooth Demonstration _6_ I -.2—-_- 3
Customer Activity Secured 0 1 3 4
Right Opening Remarks
About Merchandise 0 2 3 5
Knewledge of As Exhibited Throughout : R .
Merchandise: Sales Talk o2 2 © 4 6 '
Meeting of Right Attitude Toward T --—-—-—-——/
"Objections: Objections 0 2 3 _ 5
Convincing Answers 0 kZ‘ 3 5 .
Close: . JAttempt Wall T?med 0 I 3 4 B
) Phrasing Impelling 0 | 3 i —-5_“
Plus Selli;ag: . Intelligent Suggeshons ) - _.—
- ; Made 0 2 3 5 -
) .lnvifing Leave Taking 0 .2 3 5
Mechanical Closing:  Quick; Accurate, Smooth 0 | 2 —:3::_
Sustained Attitude: Helpful, Genuine Interest 0 2 4 o-wb
- et
- >TAL OF SCORE: e o (33) H{e7) (100f _
Remarks: : —em —
Rafer: ' : e
Taken from Retail Merchandising.
hobel 75

N




Szlesman's MNzze __ Evaluated by. h .. .

. —— ’

Situation .
Ezsy ’ Fair ) Difficult
1 . ’ Te2 ’ . ) : 3

tpproach (Did his/her presentation geg your zttention?)

Poor ' Fair . : , Good
1 2 * 3‘ “

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

*Poor - . Below Average Fair Good Excellent
1 2 3 4 5

Below 4verage rair . Good Excellent

21 -
22-24 - & L g 76

-

_ ¢ 2 3 A 3
C"\Q\se (Did he/she use -he techniques discussed in class?) . /
Poor Below Average | Fair ., ¢ Good Fxcellent /
1, "2 3 ’ 4 5 . //
Toughness of Buyer ‘ . ) ' /
‘. g y /-l N / #
Easy Fair Difficult /
1 ' » ‘ 2 ' ) N 3 "///.:'
1 , ////
TOTAL POINTS ’ * }
‘ ’ /
. Wnat did you like about the presentation? ‘ //
v » / )
What did vou dislike about the presentation? / ) .
.. / )
, @ e -
- / B
.///
% 0-15 - P X ' Vs S
16~-18 - D : . ) - V]
"19-20 - C . :
B e .
A .
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and make an effective demonstration sale. He
will have a knowledge of why customers buy

. and how to influence their decisions. ' .

PERFORMANCE OBJECTIVES

After this unit the student will be able to: Z b LA 47490(227,&—», 74, s st €

1. Define salesmanship. /C’ a b Maf/,«., 4 ”é7mM)//M,%
L2 C’db&&( 2 fON o'

2. Differentiate between a sales erson 7

: . P n7. 42.4-/40 i ./l&l&/l/

and a sales tlerk. ’&U‘?(”""" " de L v/a//é/.‘f o/{bg?/aa_ux
' 3. List the personal qualities a salesman “. L/&M M@M?_
' . . should possess. W W,,(,Lg_, éuﬂ"’ j/bw&-ﬁé‘""”
) . 4. List the steps in making a sale. f"‘ Zd “W W@”‘/ .
’ 5. List the types of approaches. 941—" /6&6/ %M’ M/

"[/)L(A"LZ—C’LLZ_WM/ ”JLL}%’

. 6. Select the most suitable approach /ﬁ{ S,k O s e /J //
EINL - Ary e TR ’/,./

given several selling sntuatwns. / ,CJ/Q 52‘)\,/,_2/ Lo ,‘u

- w7, {ist several methods of determining . '
. g et LA o /.mf,a,%,c ¢z /5)/

customer needs. SLcs Aol s g Aol g /u/zvi %_,) .
8. Identify and appeal to different buy\/“"" Coat & Lo o 4.

//w'é’/m,uc,v Lo Lé:'ne/&/fs. JLAL/.
d‘/i/*’ﬂ«”éﬁ Q-av %Aé, Zovie et . L

ing motives.

9. Differentiate between objections and

. excuyses, ' ;
& . X ’,/
10. Givenya variety of objections, over- '

n

come each with a proper Tesponse,

’ll. Give reasons for "trading up" and list 7L ot mw% d{/
- types “of "suggestion” selling. “ u// Z(ALM(/ fléo/‘ 7228

‘ o : k//.a(fézdl ) S ped
- | . r. Ld. ?“—if’v//‘ ,
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12, Given'a list of customer reeponsee
/ . . including commen)ts, questions and

identify those that are

-

actions,
possible buying sngnals.

13 Llst in writing several specific tech-
mques for closmg a sale,

14, Given a conversatlon between a
salesman and . ? customer, deter-
mine at‘ which points the customer

. reaches the followmg stages:
a. Attentio’n.
d. Conviction. .,

~e. Action.

b. Interest,

cs Desire,

In the same dialogue identify:
a. The Approach. '
' b. The Main Body of the

Presentation.

—c. The-Close,—— - - -
o 15, Demonstrate .the ability to perform
‘the following ;Se}sonai sales

functions effec'tlvely in an actual

the DECA Handbogk:

sales demonstratlon as outlined in Aw}é

INSTRUCTOR'S NOTES

s o~

/4’/'44\/;&— ‘,cﬁwéu«z; S ke {,&&7,)

Ik /3 @uo.//u%e,(./

/L id//’&/muw—&p )/0":/ f M/uﬂy ,
/ ¥

1974.2'- [/‘1/'74«7& 7«w /O,.c,? »(.d.-(,s

uzu_d[ AL
/;rw@‘: Mg /K ales

2 s £ Qo 21d e d TE-IT
L/

pyTa //LM/.//M’{/ e

",J._—f
/L..,a,><&u4cf/vfdz/"g/

aerTe

/

Aol .,LQJWJ P

o ’f&»m Onr ﬂﬁ’f“"" '
zd&.»ui»c_/ /KLWM’«C"C” R i
ZZZL//LA/ Xl 7&/1_/(44-“7,
Q/J a/

VWA/ q/d A3 :9,/1./4

—e i

4
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* a. Approach customers.

needs.
oo ' . - c Present merchandise.
d.' Substitute merchandise.
e. Trade up.
o f. " Handle objections and
excuse's.
g. Use suggestion selling.
16. Given a list of buying motives,
2 classify them as: y
. o
a. Emotional.
b. Rational.
. £. Product.
d. Patronagt:':.
17, Match specific product selling points
to an individual customer's buying
motives.

List several -reasons why product

 knowledge is' essential to a sales-

product knowledge.

20. Describe how product knowledge is

- helpful when encouraging a cus-

) 79

b. Identify their wantd and LI T p (//:/43/1./}'1/-:7!(.%

INSTRUCTOR'S NOTES

A Tt .
tj//'/t-éx Ab. Cen_ Jl)/é/’_,(j&v(_,—?!-\
a
9//7 isz i /LW“’ )

/(’}._Q,&‘(’/

e A "%Lzy't 232, / &’g , A /{/;/ z)',;-
&égﬁ%ﬂv?b&u@ Zﬁ d,,":dﬂ(, Dalte

B m/’d—«y .

- man, .
) . et ‘ , ‘ T A las Al '/ch/(‘.‘-/t, 2.
19. List at least 5 potential sources of S ent [’d/.d-—m /%,r_c. N
7 y //B-ML&W
) . %,‘r,}z.//w{/’/‘éﬂtﬁu%&,/, :

j(’#;o&c 2 ﬂfn.pZ/ A /Laf’(t. {',{,’

& NS p At O A9 AL TEEAS

Manial . /J/Zé,yﬂ,_j Jh e =

. EZ%&M/-L,L% A Gotriie s ¥/

p 7 ’ . .
Ll T Ll L (e P

Pt QTornetde Gids Lldgor ELnd s
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‘tomer to trade up.
- 2L List 5 basic buying decisions every

customer must make.

. ’ /
22, Differentiate among the several basic /{_’c/),wwf L Arw *’2&0’4"

el o Ll o

<, - z
ways people makeé' decisions when daw Lo 2
e plical

buying merchandise and services'
a, Reasons,
b. Emotions.

c. Impulses.

&K—
23, Given a list of products, classify [/L/ u/»t/(_/é
’ /,(/ML&” FAe f’/é& ﬂ‘é/ / éC

hem as: R . hat o ddl
them es: e /A/ack

a. Convenience goods. C{/‘g, @é’/t o
- Lo i fT Gho et

e W/"i

24, Prepare a merchandise™ information

b. Shopping goods.

c. Specialty goods: *

manual as. gutlined in the DECA
~ ‘ o
Handbook to demonstrate his abil-

Er

ity to gather product knowledge.'{'

25. Relate how the skills he learns lin /de el WJ_&‘M i Mz/ et

this unit may be used in his day- U ny. /ﬁm.vc//ﬁ)o 4"{,4/ /é@é"e’*

to-day job in marketing. (,Z(Cf L/z/’l.&% %ﬂd/_) /’L[’é
/’ \ Q .
26. Deﬂne the,terms USed in Conjunction d ZWW.&L adkd. #W é‘ (ré»A

: ?}f‘ G of gt~
with the basic selling unit. /
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INSTRUCTIONAL MATERIALS

L Included in, this unit will be:
A. Study guides and information sheets: |
l Case studies,
}._Sample sales presentatjons.
3, Vocabulz?ﬁ list.
4, I;'ustructions é;r preparing mer-
chandise inform_atior;
manuals. J
B. Assignment sheets:’
1. Product analysis sh(-::et.
2 Saleé demonstration evaluation
sheets,
C. Records or cassett?s on selling; .
D. Films and ﬁlmstripsvon s;l!ing.
E. Transparencies: Set #7002 available -
through 3-M Co. -
F. Tests. .
G. Answer sheets.
[I. References:
Ba§ic éelling: Universgity of Texas Instructional
Series. University of Texgs', Division of
Exvtension, Distributive Education Depart-

ment, Austin, TX, 1962.

Bodle, Yvonne Gallegos and Joseph A. Corey.

INSTRUCTOR'S NOTES
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Retail Sellingt 2nd Edition. New York:

Gregg -Division McGraw-Hill Book Com-
pany, ~1§~77. ’
& ]

" Ernest, John W. and Richard I. Ashmon. Selling

Principles and Practices: 5th Edition.

- New York: Gregg Division McGraw-Hill

Book Company, 1980. ",
L 3

.

Harding, James. Retail Selling. is Fun.

\ Danville, IL: In‘erstate Printers ahd
Publishers, Inc., 1970,
Haris, E. Edward, Warren G. Meyer, and Peter

G. Haines.- Retailing, Principles and

Practices: ~7th Edition. New York:

- Gregg Divisian McGraw-Hill Book Com-
.pany; 1982,

Wingate, Isabel B., Karen R. Gillegpie and Betty
Addison. Know YdWercha‘ndis‘e: 4th

Edition. New Yorké Gregg Division

ry McGraw-Hill Bopk Company, 1975, « -

1

4 * Wingate, 3ohniw. and Carrpll A, ﬂglan.
[ 10th Edition. ,

. o F’undamegtals of Sellind:

L 4

SR ‘Cinpinnati, QH: Fouth-Western Publishing ’
‘[ - Company, 1976. '

@

e
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{

4-B. ADVERTISING' ' .

g Suggested Time: 10-15 hours  °

~

v oo INTRODUCTION

The sdcgess of any business enterprise depends

. upon sales, ‘ This unit émphasizes the impor-
. tance of the role; advertising plays in mainta\in—v‘ ) -
ing and .increasing sales in a business enterprise.. ,‘_u

~

. - GOAL . ¢

At the completion of thls unit- the student wﬂ
J /

be aware of the career, possibilities in the field
: ts . < o
’ of advertising. He will have an understanding

of the importance of the 'function of advertiéing
) SN
in the American economy. He will be familiar

with the various methods, - techniques, and \

concepts of advertising.

INSTRUCTOR''S NOTES -

X
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»or

PERFORMANCE OBJECTIVES

After completing this unit the student will

¢

able to: . - ' /G»(,J/ Twee Y. D/t ﬂ/f/w

1. Trace the advertising activities {Z/I/ QWMZZ&A/%

involved in the marketing of a ;
specific item. . /0, :175«'( A @//A@daégf/
2. List the major elements of an adver- ,Q&A'/JM,-LMV&/’L’J//'

tisement. '
/é/lwztﬂijﬂz L[—Ld 7‘}/
3, List career pOSSIbilltles in the ad- Z,sza/gar{', C ,Z> C() 7r— "

vertising field.

4. Prepare the advertising layout for //@W/’/d" ﬁ/ P 4.4
B e
product. e /0 cal 7 élf’fd/i/
S, Discuss the characteristics of an ef- ‘

fective advertising plan. ' /:;L,,a.&z % M o d@&d )
?ue e e’y Jhe Fo _),wxcéuﬂ)‘
e e e i s
tages of each advertising medlurn fﬁ/’umcf/,wbtut &’ M.Mfa
,/'1 M(/ /MU«‘L &”b(ﬂ@ﬂ/‘/ “fé Lt d

6. Compare the advantages and dlsadvan-

7. Write basic advertising dbpy for a

given piece of merchandise. . ‘ .
, ' R ' . Nz
*8. Plan an advertising campaign for a '
. .

specific product. ' N

\J - I
9. Plan and prepare a sales presentatlon ﬂ i ,7,, P 7,]/, LV*Z(,;-%—// \Z/‘L/ .

" for a hypothetlcal firm that is a 44.5&%@‘/.,.4/ i %4’4

CL}'L 4&« ‘//L < ﬁziéaz.l/ )

i

prospective advertiser.

. 3 . N <
10. Apply a specific method of measuring % ’



‘.
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the effectiveness of an advertise- ’ ' ’
- ment.
11, Demonslérate the ability to plan and .
pr‘epare an ‘advertisement as out- . .
lined in the DECA Handbaok. _ ' ‘ -
12, Describe the effects o% aclivertising
on the economy.
13. List the factors a-retailer must con-
sider when deciding what, how
much, and when to advertise. :
. T
" SUGGESTED ACTIVITIES _ » : ‘
. For the Instrucor: /
A, Deterr'nine'and discuss unit objectives.
B. Provide students with advertising lay- . : . R
oéts and study “guides. .
C. Prepare a'udio-visual materials. (
D. Collect resource materials and deter- )
n‘1ine resource perfons. ' ' ) v,
° 'E. Assign readings in texl,:s,and'manuals. i J -
A Evaluate student achievement, - ] " |
. For the Student: - o . . ‘ L.

»
o
) . t

A. Review unit objectives,” - ‘ ' . ' ;
8. Study and critique advertising layouts.
& - -

-~ C. Read assigned texts and manuals.

’
4
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D. Participate in class discussi;:ms. '
E. Relate how this unit is' relevant to his
careef goal.
¢ F. Take'test,

-

INSTRUCTIONAL MATERIALS

L Included in this unit:
| A. Advertising layouts.
8. Transbarencies and filmstrips.
\ C. References-and texts.

'D. Audio-visual materials.

Il. Referentes:

Antrim, William H., Advertisingt 2nd Edition,

New York: Gregg Division McGraw-Hill

Book Company, 1978,

DECA Hahdbook. Distributive Education Clubs

of America, Inc., 1908 Association Drive,

Reston, VA 22046, 1981,

»

Introduction to Advertising. An instructional

manual from the University cff Ohio, Dis- ~
tributive ‘Education Materials Labq.rt‘a-

> tory, Columbus, OH 43210.

N
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JAruitoxt Provided i
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-

Samson, Harlapd E.  Advertising, Planning and
: y . N
. Techniques.  .Cincinnati, OH: So

. . i *

Western Publishing Comp.anx, 1979,

and ‘Wayne G. Little, | Disgléz.

1 4
Cincinnati,

P'la'ryﬁin.g and Techniques.
' OH: South-Western Publisﬁing Company, °
’ 1979..

Wingate, :John W., Harland E. Samson,/ and

. Wayne G. Little. Retail Merchandising:

.

9th Edition. Cincinnat%, OH: South- -

Western Publishing Company, 1982,
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.
\ . .
N .
e e . .
. ‘ 4 ' t
t N M .
. .

'4-C. VISUAL MERCHANDISING

.J’Suggested Time: 10-15 hours Ce , . Lo

¥, . INTRODUCTION - ‘ .

-

stplay and promotlon is thatJea of vnsual ]

merchandwmg deallng with sales strategya _Thlsx :

1

unit emphasnzesv those , factors--display, sales . L Lo 5

. ’ . .-
I ®, »

. promoﬂgio,ﬁ, publicity, and public relations=-which - o '_ .

‘are mos'l;'effectivé' at thevpo.int of sale.
' . . . . ] ' -
oo : o

o GOAL ‘, '

At -'I:he\completién of this t'mit the student' will ' : L. D -
be aware ‘of career;,__elated to dlsplay ancfb\g
\ motlbn. ‘Hé wtll have a knowledge of the undex‘~ .

y lying prmclples and will .be able to p_repare
, : Lo
displays.and lay out promotional ¢ampaigns. - . . R

y .. ‘ , ' .

PERFORMANCE oeazcnvr;s L &»

After compl;gfw Hr\E the student will be 4 . /
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R
L

'))
A

able to: S
’ 1. List and describe the principal jobs in - =
! 7—% ,)"/Z_/ 7/"
", display and promotion. émmw/&' ~Le (/0
. Ll ’ . ,/X-(.t\LLé// L /L/ _/07& %

. List the qualifications for careers in

' ' y. wé ﬂf(gz{@xﬂ‘
' ., display and promotion. . 7/4-1,.,& //rullf/bz/é

. y Y, qwﬂc

. ) /z,{i/ﬂfé.c_ /L/’ﬂ/‘

3. Identif indow display by type .and maw
entity a window display by type .an 4(/4/&«9“4/ Z/c/(i jdicé/

describe its most distinguishing i
featyres. ’ :
4, Identlfy the steps to be followed in
plannlng and creating a display.
5. Identify an inter,ior displ'ay by type A ‘, -
. . and describe its  distinguishing T . ,
features. o ' . \

‘6. Judge an assigned display using the

. g

. ~ + 'DECA Handbook rating sheet as a
guide. Give reasons why the dis i~
play rated a low, medium, or high ; BN ~ .

: v " score. ' ' “‘.

»
N > )

£
7. ldentify the outstanding' design com-

~ YA W i /&/Wé’/«%
\ | ponents of a dlsPlay and explain Sra. W,Q’Z—o/é/%//é@-'&zz‘d’&:

' how the elements \of color".are Al JJrg bt s ”b@,//&,&)
. sing (or dis- "‘”“Z vﬁ&””“’“’ 7(/&-"/

-

used 'to create ? pl

pleaéing) effect. -) . \ ' D

8 Seiect an appropnate ‘design arrange- ' : o -

" ’ ment. using gn assortment of store )éﬂ/’/'j“ <22 MW‘V /@L‘-/ﬂd/z“’("
\ ' - ﬂ/,w/@/jcocw @/a@,&w
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A \P/’cuﬂu 'uz/i/ «/4/‘”70~
2 oo d% gau/ L
the approaching season. /é 4/1.16( a ,é
, Co &75 24 %a

'

9. Select the most appropriate materials

merchandise. =2):e.merchandise of

for an assigned disptéy.
' A

110.\\Plan a series of promotional activ- - ’
7 ‘ P Ol A T onlle (e d e,

4

ities which a manufacturer could , /7 Y r. Ll /;@@,Mu z“mu’

é}a’ e Ahoals A %

@//Lam{/ &;u4w,\;fa;, a_
\///(2/14) %1/‘-41 Lt

11, '‘Prepare a publicity release for a
‘ »

/, so ..Zéw (/’./\’_L'r_,/‘ ‘%\[&M/

introduce at the retail level in-

[y

‘to. . | '
volving a ¢onsumer product.

store opening.

12, Plan a pt:ogram to promote desirable

A public relations with employees,

customers, and the community.

¢
SUGGESTED ACTIVITIES

~

L. For the Instructor:
A Determine and discuss unit objectives.

" B. Provide students with display material

o

and study guides. -

Prepare audio-visual materials.

Collect resource material and deter-

mine t‘eso urce persons. _

/M.xj'a_, Neall Ot AP fo “F
lontit @v a0 feale

Evaluate student achlevement /;/(_‘_%7 &7y

|

. Assign readings in texts and manuals.

. Arrange for a field trip.
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¢ ' -
II. For the Student: ’ / )

. 4 . ¥

|
A, Review unit objectives, - l

LR 4

8. St;dy and critique display layoufs.’

C. Read assigned textsgd manuals,

’ ‘ D, Participate in class discussions.

E. Relate how this unit is relevant tc; his - ] C . -
* career goal.

v F. Take test. ' -/

INSTRUCTIONAL MATERIALS

. i this units . / I C NV s
L Included in thls,unlt /[(‘M/’: ,/{12” _o/?j':' _4;‘./’76’4 ’/7“ T
., . A. Display matt::rlals: ‘ @r\/ﬁ Py 7/,_ ML ,

B. Transparencies and filmstrips. L ) J

C. Rgferences and texts,

D. Audio-visual materials. K .

E' TESES- <" N ' . v

. . F. Answers to tests. . ,

II. References:

- . .
* DECA Mandbooks Distributive Education Clubs T
o of 'America; Inc., 1908 Ass‘oci,ation' Drive, M .
Reston, VA . 22046, 1981, -
) ) "You Be the. Judge!" Display. = An instructional / T

{ _" “manual from the University of Ohio, Di
c )

" tributive Education Materials

-~

Columbus, OH 43210.

!
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. Samson, Harland E Advertising, Plannir':q-arl:d o ,‘ ) B . ‘ ’)‘/ ’ .
Techniques. Cincinnati, OH: South- ' - 4 T
Western Publishing Company, 1978. - ' BT
- and Wayne, G. Little.Displa - ' e o
Planning and :Techniques. Cincinnati, ) o
* « OH: South-Wes'Eetn Pul;lishir;nj Company, < ’ | o é . ™~ .-

Smtth; Gary R.' D}splay and Promotion:' 2nd

' 1979. <o , ‘ ' \ ‘

Edition. New York:
" MeGraw-Hill Book Company, 1978. )

Gregg Division

-y
LY

Wingate, John W., Wayne G. ‘I&ittle, and Harland

‘, E. Samson. Reétail Merchandising: 9th ‘
Edition. Cincinnati, OH: South-Western — T~

" Publishing Company, 1982.

L
- -

.
7’ N .
®. - . ! ’ 1‘
N . . i
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. o _ ‘ . INSTRUCTOR'S NOTES .

~ , o *

- 4 ~- ) -

5-A. CAREERS IN MARKETING

Suggesied Time: 10 hours

.- , INTRODUCTION ) i

¢ 4 This unit focuses on information concerning \
. [ . . R ,
career opportunities in the field of marketing. - _ co
) 14 ~ .- 8 ‘ ) . . . I , , ‘ .
Emphasis is.placed on the student making an -’ ’ ’ . ,
intelligent career”selection based on necessaty
facts to help him match his'ihtere\ts and apti- - -
. tudes with the ra&i:ements of available jobs~
\\ ) , » ] , p; . .

“,and future jobs,  This study should make stu- , .

N N

[N

/7‘\7« dents awar{r\qf'th'e constant changes taking . o A .

" Blace ifhi-t;he business worla and the opportuni- ' L
ties of entsring: int‘o;a;\hi er position in his - o | .
career choice, incIL;ding possi‘ﬁlé ownership ofa ' ' . ;

selected busipess,
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v GoAL
- At the completion of this unit the student will
have geined an awareness of the veried career
opportunities in the field of marketing. _He
~ should realize the importance of realietically

matching his aptitudes, interests, and skills to a

¢areer suftable for him.

PERFORMANCE OBJECTIVES.

After cghpleting this unit the student will be

é/fcamwa.;b /ém‘/‘g_ 2o e

e D07~ J/L/'//_ Pon-abes -
2 {7(", 3447 /,/’La/‘z.,c o2 Aps. L/e—d’/"(’ -
his marketing interest and make @g_é,/cw by Co v /’,o-é&/é/ e

_oral reports, as ‘outlined in the /7‘9/‘-/ /%/ﬂ.»,md 7‘(6«%/ «

able to§

. ] 1. Identify and list at least 20 jobs in

-

A DECA Handbook, on selected ones.
2, Select career goals that are realistic
in terms ‘of'his _abjlities and .in-

terests now and. in ‘the future.

. 7 £
. . 3. Identlfy and describe job opportumtles /(ZC/(/ ﬁﬁg& “74)/'7'(&/ c%
. Q/A@Z_ /L&{’Qéé o 8l d/LL/

' - avallable in his local community.
v i fé‘éz ﬂ-/’/ua,g cm’u&fw “—"*é
4. Locate and use sources of educatronal Céf /_fo

and vocatiopal ~ information in . - o N

[ 3
choasing a career.

: s, Develop in writing a jOb descrlptlon to /Wﬂ&’ﬁcé"ﬁvz W%&/t

. e evaluate his own quallflcatlons in
1

~ - - .
- . . -

S . 94 Ll e
.t -

Q Lo ' . -
. " - . » * . . , , P
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relation to these descriptions.

his education in marketing on the %d.{/ﬂw/"&/ \//’L/Lwﬁ/k/
W/ﬂu/ »///vwﬂ %/ Y

post high school level.
. , % é%,

7. Prepare a career manual which in-

cludes his plans to achiev;a these

goals. ‘ ‘ )

SUGGESTED ACTIVITIES

R

L For the Instructor°
A, Determine and discuss unit objectives.
B. Provide students with information
sheets‘, study guides and job

analysis sheets.
7

C. Prepare audio-visual materigls, .

D. Collect resource materials. . ,
© At ,O,MAVZZ,Q/Z@/M“-)
F. Plan field trips. o bﬁw/,u[,&{ 7 dawu,wﬁuf(:

.G, Assxgn readmgs on careers in mar-
» . FX " - #
© «  keting.. . . - , .

L . -
E. Determine resource- persons.

’

H. Provide occupational.interest tests.
I. Lead class discussion on job opportu- "-

nities. . -

»e
W
L)

3. Evaluate student achievement:

~ -

\

6. Discuss the slgnlfxcance of contmulng /ZZ W/W /ﬂm:é’:é"f'/
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« } . 1 ., * . -
a. Test. |

i L}
II. For the Student:

-

3 .
A. Review unit objectives.

b. Manuals.

13

B. Complete reading assignments. -

H

C. Study information sheets and study
quides.’
D. Preparatory students: will relate this

\ .
study to préparation of Louisiana

DECA!'s Careers in Ristributign > '

manual.

+

2 W’“’ZM"/ (/{W

E. Complete an occupatlonal interest M&meﬂ— ‘
noral ek &2

test. | | % 5 l/d@ .

'F. Determine career_objectives. Indicate

. step-by-step plans for becoming
proficient in the .career. 'Include
plans for improvement in school
and at the trainin‘g station.
G. Buzz session on "What makes people
work and why they choose their
careers."
H. Llsten/to outsnde speaker and relate %/JWMA_

Am%c&wz— “

this to his own career plans.

At Gon
I. Review career pamphlets and make /D'

ofal presentations to the class.

2A i /U 4

+

s /C‘W
v %W d&/“ %"bé/
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- . .

* -
J. Interviéw a ‘sﬁccessful person in a

career that is of . interest to the
student. /

K. Take test.

INSTRUCTIONAL MATERIALS

L Included in this unit will be:

v

" A. Information sheets.
ng@deé.

C. Job analysis sheets. /\é/f
D. Audig-visaals:
* Transpareacies /) g 52/

* Slides

* Tapes !

* Bulletin boards ~

'*'Career gamphlets
E. Occupational.intérest tebts.
F. Vocabulary list.
G. Occupational handbooks.

H. Dictionary of occupations.

~

II. References:

Careersg- in Marketing: 2nd

Bikkie, James A.

Edition. New York: Gregg D'lvision

McGraw- WI Book Company, 1978.

= ”‘%:i‘iwzww
| ®
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/uadd///fw

forstioanale M;:/{/{Zﬂm
ed e #D Lo RO
?/ ,44#/2‘,//(;5”4{“&2«‘—/
fZ/ﬂ/woZ"' e Dot ele ASLT
e g/ué/&/ww&'éw JZ‘M)

%d’/‘u{ow G aAco 4. ¢

>
Y

1!

/J/W/
A7

A

Wd/id,

Q,mt’ﬂ/
ﬁ0?9'7‘/ AT I //ﬂr/)ﬂ/
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Dictionary of Occupational Titles: 3rd Edition.
Volumes [ and I, U./ S. Department of

(u Labor, 1980-81.

Mason, Ralph E. and Patricia Rath. Marketing

and Distribution: ‘3rd Edition. New

Company, 1980.

Occupational Outlook Handbgok. 1981 Edition.

U. S. Department of Labor. - \

York: Gregg Division McGraw-Hill Book

INSTRUCTOR'S NOTES,
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AN

5-B, CREDIT AND COLLECTIONS

St’JggeJated Time: 5-10 hours
) .

" INTRODUCTION

2oy this unit the student will become, familiar

with what has bec'q as the lifeblood of
busir;ess. . This unit provides the- principles of;

offering credit to .thq American consumer. Ac-

cording to the National Retail Credit Associa-

- tion, 95 spercent:_of our country's population

uses credit-in some form at some time. b
( N

- |GOAL

At the cdt‘nple‘tion of this ‘un.it the student-will’

. be able to determine * whether 'credit should be
t;ffered to the consumer and, if so, whicq type
to offer him, H? will be able to screen appli-
cants and dévelop a 'plan to c;!lect past due

s < T

accounts.
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. . - Y ‘ ‘>~
. GOAL . .
. - . 8
After completing this unit the student will be ¢ .
. M‘A 1]
able to:
} 4 .
1. Define .liredit. e

2. Explain the foilowing advantages of

credit:
v r N ’ \
X . & Credit makes regular customers.
- b. Crec’it customers are less price
conscious
‘N c

c. Credit customers buy mfore
. freely. ,
d. Credit"build; confidence. g

e.' Credit‘off.ers a ;)referred trade.
f. Credit smooths out busineqss
geaks.
g Credié puilds retai] profit.
3. List and explain the;fol(owingv disad-
. . vantages of credit:

r

a., Ties up capital.

.

3 b. Extra bookkeeping expenses.

‘c. Collection expense.
A

¢

d. Bad debt losses,
4, Compare the following credit plans:

) ' a Open’or regular.

b. Revolving. ..

‘ ' ‘
. T
~ -




*
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>

c:'Ingtallment.
5. Explain \tl;'\e 3 C's of credit:
a. Character.
b, C'apacity.
c. Capital.
6. List the six questions a credit ‘manag-
er‘should ask:
a. Who is ‘he?
b. ‘Where is he? -
c. What does he do?

d. Is he able to pay?

e. Will he pay?

o~

f. Can he be made to pay'7

7. Know the followmg flve methods of 6;:4 Qe \//,4/(/ L/Z’/LVM/M

collection: ¢ ¢ %M%Mo{d/u e 2 ,(,/}g&(z/‘n/
_a. Statements, . QMZ/ Ly // A?;L/ 4 é‘/"i

* b. Telephone calls, j @
e._Collection letters.

.- d. Collection services.
5

/
e. Legal action.
’
8. Discuss the ‘following terms:

i
a, Credit card.

i »
b. Credit bureau.
c, Credit limit.

4 Conditional sales contract.
Y. ' ’




4

-

. .

. e, Chattel mortgatje.
9.‘dentify several careers in the credit
industry,

'

10. Prepare a plan to collect overdue

3 accounts for @ given business,

L]

SUGGESTED ACTIVITIES

I. For the Instructor:

¢ A. Determine and discuss unit abjectives.

B. Provide student with 'readinzg assign-
= ’
o .
~ menss and study guides,

{

C. Prepare ,and use -audio-visual

® o
materjals.
L \ )

Bureau or crec*nt department.-
E. Evaluate student performance:
a. étudent tests.
s ' b.‘ Answer sheets,
. For j:/he Student:
A. Review unit objectfve_s.
B\’Co?ng{lete reading assignments.
C. Prepare a plan for collecting past due

accounts. t

, ) . .
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’ |

Vo

j_}bcm} ) o @Mudu

b Cog ftla ?/:W.,

w/€-
/”(MZe oﬁmb 5/
%20/) Zoay a?la Ghas :

P net fontn, Wb G

S o phl e,
@w&&%g

Wﬂw
élu&dé é" e deral; W

33

D. Plan for guest speaker from Credit //’; é w e_.

3 bé'm Wi
K"& Pl 7/',;(/,4/ Sy Xc’u)%"(
Q;Mm%e Ao

SEO | )H-St
1

3)/:-[)1

Tlox
B ,?0</;?

{

(ortact Loeak St

ﬂ/z,ecéaé o&;v/){'. Yéu)

“ wraloomns ¢
D. Research c‘reer possibilities in W/

L)

" credit.
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INSTRUCTIONAL MATERIALS

L Included in this unit are: '

oo eceared

A. Pretest. \_@a,‘éc.mo./ TNnde, /

B. Credit application blanks. ?/ ;Z&/?ﬂa Z;"’kﬂf‘(é’/&{' e’ &2 wek
(..a’/ o’ %L&m She %Mﬂ&

*. C. Sample credit bureau reports. N

D. Sample ‘collection reminders and
letters.

E. Tt:':st's.

F. Answer sheets.

/
[I. References:

Buckner3 Leroy M. Customer Services: 2nd

Edition. New York: Gregg Division

“"McGr w-Hi<¥ Book Company, 1978.

Kohns, Donald P. \ Credit and Collectionst 2nd

Edition. ,Cincinnati, OH: South-Western

Publlshmg Company, 1977,

Principles af Credlts and Collectlons. State

pepartment)f Education of Louisiana,
Distributive’ Education Section, Baton

Rouge, LA 70804, 1967.
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5-C. CASHIERING

Suggested Time: 5-10 hours

' ANTRODUCTION

, - o
This unit focuses on those- activities necessary

to.develc;p the studen:tt's skills- .‘ln recordint'; a,
sale, making cha'nge, and using a cash register.
'.‘Emphasis will be pléced throughout on gpeed
and acm:racy. In this study, the student should .
betome fafniliar with the ¥ocat3ulary ‘necessary
for su‘ccess, in careers in which cashiering 'is
es‘sential'. A't the completion the student shoulds
also have developed an insight into the impor-
.tance of dfsirqble customer relations.
r.dﬁ' 1y

' GoAL

r

»

+ After completing this unit the student should be
able to 'c:femonstrate with 100_ percent accuracy

y the ability to record a sale, make' change, and
‘ ‘ 1

- . ’

~

. o C o 1ug

-

N ‘

INSTRUCTOR''S NOT%

\




.3. Operate a cash register quickly an

Cooperative MafkéEi}tg and Distributive Education I * - 67

4 ‘ INSTRUCTOR'S NOTES ‘

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

v

At the completion of this unit the student will

be able to:

1, List the functions of a cash register. Wt/h/g 7/WM%%)

’ 6ol A gt 2/ ,
2. Identify all parts of a cash t\egisl:eré,‘,//_/J M&{ .7&&'7/’2 ! Mwy)w
and explain their functions. jm/é Q—/bmﬂm%&ﬁ 7 '
: %5 N,
1 . i A Paak /&W T
accurately, using the touch 7, o / &QMW\ZZ—LQ/ZZ-‘/ L&J
system.. W/uﬁﬁm d/}tl ,yélc‘a?,u

’ Tarwalld ard %L()CW :

"4, Describe the methads commonly used .
ol S ot y/ e

to correct errors made while ring- Y%, st 0q o0 ) / Lo ALrak s
ing up a sale. ' gj WM% M W .
. * g 5 -
5. List in order the st’g’s that are to be 4 J/ij/b;"b / 4{
P , /Jﬁ,u-d/ /‘f/lﬁ/é' ) W

g R “ ’ 2

' taken when computing change Jie Zgze 4 el é,’:j w;
: Ao Ha alrckir anX I

manually. i Coin Zik %4&/,3;@‘_74/&/_/

6. Count back change to a customer (7 (g Znmiii/ .

correctly.

M . F) { é M e "L(:Uéé e"éc) .
7. List several methods that are used to /@/w bevio THLY = ,,ﬂ; AL
Haravd 2hrokers LUl &

. i g 2 yyy
'short change- checkers durmg the Pw , Inans, 4 M&ﬁi/;’dmj%
change making process and de- %/4(/’, 147 W’Lo’bLZic/( el ’

Fa el QAL 0AG7F = 2
o e Ctoifill precece Mﬁ\lg

1_:—
. | 05 J\ B
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scrlbe correct checker sactions.

8. Prepare error-free sales checks and
record them on a cash register.

9, List and-summarize the responsibilities
of a.checker.

10. Distinguish between those traits that

are considered acceptable and un-
. .

acceptable dn customer relations..

P

11. Define the vocabulary terms neces-
sary to perform cashiering

#unctions,
- 12, Demonstrate his proficiericy in per-
forming non-cash d4les, 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 guides.

C. Prepare audio-visual materjels‘

D. Collect resource materials and deter-

mine resource persons.

E. Discuss and demonstrate procedures

INSTRUCTOR'S NOTES

-2 &{ ch
Jé:;?/@// LA a |

72/7.2 7, /la/cw > /7,4&—,(/ A
Lo e b 7 »L/Me//(‘b% 4 A< o

-

1og
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——

outlined in thg study guide,

“F. Evaluate student achievement:
a. Tests on information presented.
b., Performance tests.

II. For the,Student:

A. Review unit objectives.

B. Study information sheets and guidés.:

C. Demonstrate ability to make change,
to record a sale, and to use the
cash, register., :
spe' and accuracy.

Es Take tests.

INSTRUCTIONAL MATERIALS
I. Included ‘in this unit will bes
A, Stuciy guides '
8. Transpare:ncies.

C. Cash register and sales slips.

~ D. Problem sheets. -
E. Tests.
F. Test answer sheets. - .
/ - [ 4
-
L - \ . ’

INSTRUCTOR'S NOTES
/- '

‘ »

e

. v
-

v
PLARY

Sk caek /G«Z«IMW -

gé&gﬁ//g’e/&‘_w

AL ot 2024
74/(/9’)(/ ol \f,

e -
2 fd/v ‘
@4,4%—

D. Practice usmg the register to develop /7 52& Z’Z’z‘,

-

.
.
P
R
:
3

oy
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S S - INSTRUCTOR'S NOTES
. “° . " <. . .. . . ‘e - AN - L > ™
v L Reférances{ . Co o ¢ ]
o v SUNE 4 N
) Edlson, Judith E. and Kenneth H, MlUs. J e -
7 d v V - . - : e \j
Che’cker-Cashler. Clncmnatl, OH' . . ) %
+ - ¥ . . \ . v -
- §Qutb-Western Publléhlng Company, 1969. , ' - L T~
s Ao - T oo ~. = . ) N
. / it Logan, Wllham B. and Max H. Freeman. Mer- v N <, ,7 r
- . ¥ (s - ————— . . ’
C chandising Mathématics.' * / New _ York: - ’
~ ‘ Gregg Qivision W-Hﬂl - Book' -C’om; ! .
. p_ar\\'y, 1973, ’ ’ ¢ '
o/ ' - f » - 4 . ; - N R - . P ,
. _ Tips _on Making Changé. . Dayton, OH: * / . ,
4 o : -~ s . .
- The, National Cash Register’Company. - -
N - ) y , .
r7 . .' . L
¢ - -
* \
‘ ) ' ' - ) . A
. ’ ¢
.- - i :
« ‘ / ! )
14 ( y :
L. ' <. /
. .\*‘ 1 \l’
' < ’ .
r ]
L ’ .i. v N N ’ . . » ’
‘V - ’13” ‘ ' . Ya
, w S ‘
| - . , t . ‘L
| - s ) N . . i -~
: \ / N )
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¢

!

5-D. INDIVIDUAL INCOME TAX
. Suggested Time:  3-5 hours

- INTRODUCTION

)
* Because income Si»ax information is-essential to

every Amerjcan waker:, this ur;it/_is included in

the basié study. The instructioa is design\ed to

< ¢ }

teach a student how to prepare "his ‘own tax
i - '- ' . .
forms, both State and Federal, and to have a

knowledge of tax laws relating to them. ‘

>

«

4

¥ ' ‘GOAL
,"At the completiqn of this’ unit i:he studb\t will
[ . *

be able to understand vth’e‘ basis for income
taxes ‘and tax laws on both the,f’ederal and
State levels as the;' apply to the individual, he
will have a knc;wledge of the mechénii:s of
completing an IRS tax form and a Louisiana

»
individugl income tax return. ’ >

- . < 1ug

, -
/7'. t; % J .
- .
<+
« .
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1.

‘

7

N

PERFORMANCE OBJECTIVES .

After completing this unit the student will be
able to:

: *
' 1. ‘Define what is meant by a voluntary

v tax compliance system.

/. 2. List several areas on which th®Targ-
. \ -

est portion of the tax dollar is

spent. . 4

3. Define the role of the Internal Reve-

rd

nue Service. -

4. AEfetermine corre€tly who must file a\

tax return.

5. Determine the correct amount of ta>'<
that'is to be paid usmg both the
Louisiana and the IRS tax tables.

6. Complete correctly the current IRS

N
INSTRUCTOR'S NQTES .

7 d? i Muaﬁ A

foid G @'A&dég e A2
‘*g’é-z«é& o ﬁ’/c&aa/g

czﬂ/%‘&u ” b
Jai TAS . J/% aé@a{w

oo 2yl €ed lert Zum/
Mﬁ‘“*? g

d/%, gjww {/,M/M«lb

v

tax form 1040, and the Louisiana \

_ Individual Income Tax form.

7. Discuss careers in tax.

L4
~

8. Prepare his own State and Federal tax

returns.

9. Define terms used in the study of this "

‘unit.
13
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_ : ' INSTRUCTOR'S NOTES « @
SUGGESTED ACTIVITIES <
L‘f’-‘or the Instructor: ' ] - . 7 E e
A. Determine and disguss unit objectives. : . v ) -

B. Prepare assignment and information
~

¢ sheets. . . .

- A

C. Collect Fed'eral and State income téx

» ‘ .
/ ‘ . forms. . \ ' ‘ . ¥

D. Prepare transparencies.

. { A E. Evaluate student achievement.
x, E}wr tr?e Student: " . ‘ , o+, N
. " A, Review unit objectives. ‘ s - :

f . B. Complete assignment sheéts. - \ , \.

C. Prepare and mail'completed Federal

%d State income tax forms. ¢ “ ) \
A ’ ‘ + ‘
" INSTRUCTIONAL MATERIALS

L Included in this unit will -be: ' %MM ’“Z”"Jé \%(,érrw//
A, Information sheets. , M Ae mﬂvc&é?/m
. / ’ iy e
B. IRS tax teaefing materials. Che /S 94‘_,% dz(’ @/mj«/ .

C. Sample tax forms and related docu-

‘ ments. e " /
D. Ass;ignment sheets. . .

II. References:

Federal Income Tax. ’ An instruc'tional manual ‘ .

_ - from the University of Ohio, Columbus, . /o~ .

|
Lo
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OH, 1970. R S .
. \ ’ -
Internal Revenue Serwice. Instructional a -
\ materials. . S p p
.7 * [ ‘ ! . g \ .
o } : L
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5-E. TEI'_EPHONE T.ECHNIQUES FOR
. MARKETING . °
.
Su%gested Ti?ne: 1-2 hours

INTRODUCTION

L]

. So much business is transacted by ltelephone
-

4

stelephone techniques 5ec;3mes a great .asset to
his company and /thus will have an even greater
” potential for progressing in his career. -
F 3

*

GOAL

é

" At the completion of this unit, the student will
\jh‘abe become proficient in the use of the tele-
*  phoné as it is assaciated with marketing.

“ .

_-.' ' t

PERFORMANCE OBJECTIVES

Upon completion of this Enit the- student will be

. © -, able to:

¢

., today th%t ‘an emf:ioyee who develops proper -
) .

Yo 113

’
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. - . T wsriucmR's ‘NOTES.  ~ '

1. Den.\onstrat.e Rhis ability to make and &/,243-%04 Auﬁ ¢ ’/,, 00 v
. < <L /Se
receive business telephone calls. /Q,C/é Lodentaime %L&’( yor e
. ) - ° > Q’é
2. Demonstrate - his ability ‘to prepare and \é/"&’/éﬁm’yw CZ/

make a sale using the telephone. - W %WW Py
‘ X T2 4 , ,
List and use various telephone re- ) . ‘

“ sources. 5 -

)

List and demonstrate those elements

that are considered desirab}e in a A

telepﬁone personality. *

‘ 74 ‘

SUGGESTED ACTIVITIES

A

I. For the Instructors

« A, Determine and discuss unit .objectives.

-

B, Provide studefAt with’assignments and
L 4

study guidés. . , . ] W /(W
C. Prepare ‘and_use audio-visual mate- )/JZLM/ &/M ¢ :
' rials. %’\w’:’?ﬁvg‘/ %w# Z J
~ / *T a4 . .
D. Secure either. a resource person, tape @% ‘%"O ’ ‘ : \ﬁ
’ . "

-

-' ‘ .
recorder, or teletrainer. ;

E. Determine cases for role playing.
F. Préparé test. for student evaluation.

'y
II. For the ‘Student?
% ‘ - . ‘
A. Review unit objectives. 7
: "4

B. Compete assignments, ¥

T. Participate in rple-playing.
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L3 . .
V4 ‘ INSTRUCTOR'S NOTES :
Lwoira foton Lo Wfeleplne

. . ‘L
D. Relate material presented in this unit -
: ‘7?/’,4,9‘(/’,{" Lo L)&ZQZL,,g,z,ﬁ,é'— YO
to indivi&:al on-the-job needs. 2 “s : d , .
. : : wpdlnictenald fo fd/‘.

E. Demonstrate proficiency through l':est /’@@M il M './,)&‘/é/i,( s

scores, ] . ‘ﬁ RO Cedithe ,%/ Lond. _44/.0{) ML /éﬁ{du :

- \ . > 4//- ) ’
¢ * 8 \ . . ) -~
INSTRUCTIONAL MATERIALS . .
K. )
. L Included in this unit will be: ¢ . v
A. List" of unit.objectives. . ’
“ : B. Information sheet. \\.
) .€. Assignment sheet.
. [ - . N
¢+ D, Case situations. : . . ’
." E. Teletrainer. ’ , (\ !
\ F. Meang of evaluation and expected .
. N » : s - ‘ .
: . responses. , ‘ —~ . .
I. References:. ' > ' -
B ] ) -
Bodle,, Yvonne Gallegos and Joseph A. Coreys, . . o .
* Retail Selling: 2nd Edition. New Yorks ,
e 0 . N ., . - :
R Gregg Division #McGraw-Hill | Book ' .
Company, 1977. . T, . . .
) [}
. hd \ 4
Harris, E. Edward, Warren G. Meyer, and Peter
i G. Haines. Retailing Principles and
Practices:  7th Edition. New York: -
Gregg Division McGraw-Hill Book -
. {
Company, 1982, : - f .

S . \
‘ Wingate, John W. and Carroll A. Nolan. Funda- .

%

- v
,

ERIC . : 115
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-
.
L

P4

mentals . of Selling: 10th Edition. \;'

Cincinnati, OH: South-Western Publish-
' .

o ing Company, 1976. .Y
~m-n-mea-2eceee) Wayne G. Little, and Harland E.
» - T

. Samson. Retail Merchandising: 9thg{~
Ay

Edition. Cincinnati, s OH: South-

Western Publishing Company, 19 1.

INSTRUCTOR'S NOTES
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<

5-F. PARLIAMENT-/:;Y PROCEDURE -~

Suggested Time: 3-5 hours

(. '

INTRODUCTION 5.

The purposes of parliamentary proceduré are to

»
enable an organization to transact business with ~

speed and efficiency, .to protect the rights of S

each 'individual, and td preserve a spirit of
- \ -

harmony. This unit of instruction will take the
mystery out of cénducting a meeting.
NOTE: This unit may be used at any : ) }
level of instruction in Marketing and

Distributive Education. K . é

GOAL .
. E— \ .

At the completion of this unit, the student will

understand the need for ‘i:onducting ap organi- ’ &

zational meeting by correct parliamentary pro- . . . .
b .




e »
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= INSTRUCTOR'S NOTES @
%

cedure. He will know that one subject at a : |
' A\ .

time is considered, but full'and free debate is
allowable; each member at a meetin‘g has egual . . ' #

rights; the majority rules, but the rights of the

-

minority are respected.

P

PERFORMANCE OBJECTIVES ’ o

) \
On coﬁ1pleting this unit the stydent will be able

.
- . . L4
- .

to: . .
D List)he correct order of, business Yt W”é ?/""9’”7
\ w ol
sequence for a DECA Chapter s ,&(0/@{ ¢ ’

v »
r meeting.
, 2. Make a motion using gorrect parlia- - .
mentary procedure. , ) g . «

3. Identify the types of motions.

4. Defing, a list of terms necessary tP ‘ ‘ <
understand basic  parliamentary
procedure.

S. Demonstrate the ability to modif&r a i
motion using one of the several'
methods of amendment. _ / Sk

Y . / . ~

SUGGESTED ACTIVITIES

I. For the Instructor: s




-
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) o INSTRUCTOR'S NOTES
A. Detgrmine and discuss unit abjectives. v,
B. Prepare a list of terms. 3
C. Prepare role-playing situations.
D. Collect resource material. !
E. Assign readings from DECA Handbook.
F. Prepare study guides. ‘
II. For the Student: -
A. Review uhit objectives.
_B. Study list of terms.” . } ’ *
‘ C. Stud’y information sh(?ets. ) . ‘
‘ D. Complete reading assignment.
E. Demonstra‘te t‘t\e ability to make and ' -
amend motions through 9 role-. 4
playing. .
F. Review and relate resource materials
to his own neec!s. | 4
G, Ascertain importance of using correct
parliamentary procedure in DECA \
5

meetings. '

INSTRUCTIONAL. MATERIALS
3

I. Included in this unit will be:

A. Study guide.
B. Informétion sheets.

C. Vocabulary list.

119
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D. Situations for role-playing.
~ E. Copies of DECA Handbook.
II. References: .
A
DECA Handbook. Distributive Education Cldbs

of Amer{ka; Inc., 1908 Association Drive,
Reston, VA 22046, 1981.

Louisiana Distributive Education Clubs Hand-

>

-book. State Dep;artment' of Education,
Baton Rouge, LA, 1980,

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

view, IL: Scott, Foresman and Company,

(2
.
.
.
.
'

1970.

12y

INSTRUCTOR'S NOTES
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5.G. OB APPLICATION AND INTERVIEW

Suggested Time: 5-10 hours

INTRODUCTION

This unit focuses on the techniques of applying .
‘ and interviewing for a job.. These will include’
. N .
locating job sources, obtaining an interview,
prepa\(ing 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-
fe;e'nt pre-employment tests as well as the law

.

concerning employment of minors.

< GOAL .
At thé cbmpletion of this unit the student will
' be able to locate a job, apply for it, and
‘ conduct himself properly .during the inte;rview.

o, ' o121

INSTRUCTOR'S NOTES
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INSTRUCTOR'S NOTES @
He will be able to cdmplete an aplication form )

and prepare a persongl data sheet. Thé student

will underétand‘ the laws concerning his employ-
ment and will be familiar with the types of pre-

employment tests'used by many employers. This fa - . .
? - .
unit will be applicable to anyone applylng for

/

employment, regardless of career intent.

. e

~

PERFORMANCE OBJECTIVES L SO

On doing this unit the sfudent will be able to:‘

1. Identify various sources for finding
job , openings (employmeBt oppor-
tunities).

2. Obtain an interview for employment.

3.. Conduct himself properly during an
employment interview.

4; Comiplete a

job application form

data sheet. ‘

5.
6.

the PECA Handbook
List steps to léllow after completlng

]

-
2 ajob interview,

) (

' A accuratedy and  prepare a personal )_Lédw

./ W3 o
Demonstrate proper personal groomlng. jﬁw Adde JA

Demonstrate the techniques in apply- g;/ M

ing for employment as outlined in Wﬂ/é—é

Sitew dpat e Lie

DA, NS oo YO’
%/:wé /oy LW

L. Loy WW/%ZO
ol Manspaga wront
MM‘A«Z‘Z{X ak -

Lo Qamgle

M u
L@ ,
éawojf.ﬁwﬁe wp d grdulitzs,

W?ffvﬁ*”iw’ .«

vb/,owamw/o Puale ’
)A//'Ec,;-q/ Rt %&a/j/xﬂ/w <
et Phoplr m&ﬁ* g
y
7

22 - R

G
M—*,/,m,pzwzbw) '
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8."Demonstrate proficiency in completing
pre-employment test samples.

- 9. Summarize laws relevant to his em-
, ) 1

-

ployment,

10, Find emle.oyrﬁent using' these JW}%%U %’Z’éﬂ{. ‘PL&/W
‘ ’ / :?Qéf(_fi S
techniques.’ W a’/g h. d/ .

B s do A%W
~ N

SUGGESTED ACTIVITIES b . i

\

L.  For the Instructor: '} .
. . t{ . ¥
e an
A. Determine and discuss unit objectives. ég"ﬁémm'f Wwﬁ“ T
B: P de d h inf essgnaad V% /&WZ/Z '
rovi students with information
i /@erd/?-é./éw?-
. sheets and study guides. :

’ o/ . * i
- ' C. Prepare audio-visual materials.- eg‘ /f/é’"")// vﬁt’/zf’g’f(/ %é Zél/f/ é’.
' dcw&%‘/’ -

/

b 4 @%712 7

. : . k . . f rn- ]

D. Provide blank application forms, sa Wfa/ﬂa(’ﬂ/—lzéﬂ@/’—}%'
ple pre-employment tests, and la- ‘945? ) 4 7. mc/u. ((:»e,
bor laws foc minors. C’,/uédjﬁ, AL o oo 4606 /1

E. Collect resource materials and deter- [ .
, ’ Lottt éﬂW

mi sons, 9 1Y ' J /
ine resource person )4(,@,(,(/:» /-/g/é/ &%z@éw
72 -

° o

., ' F.'Evaluate student's achievement. M. > m‘f/i»{,(/aa \-%?L
. - G. Coordinate Job Interview Contest, as 7 4’«&6/%‘1, //:'L Mbé&,,«f"

. . Je
outlined in DECA Handbook with 745 CA : ,,_ZZ'L e

b .
learning activities.
~ @I For the Student:
A. Review unit objectives.

. " B. Study information sheets. -

1




APPLICATION FOR EMPLOYMENT

EQUAL OPPOFA’UNITY EMPLOYER

LAST NAME FIRST NAME MIDDLE NAME *s'}

BIRTH DATE

1F NOT. TYPE OF ViSA
HELD .

ARE YOU A
U.S. CITIZEN

YOUR SOCIAL SECURITY.
NUMBER

MR, O O miss
mrs. O a ms.

PRESENT ADDRESS

PHONEK NUMBER

PERMANENT U.S. ADDRESS (IF DIFFERENT FROM PRESENT ADDRESS]

.

PHONE NUMBER

WHEN WiLL YOU BE
AVAILABLE

SALARY WANTED
$ PER

TYPEOF WORK DESIRED

WOULD YOU ACCEPT
FOREIGN SERVICK?

ARE YOU EMPLOYED REASON FOR LEAVING OR WISHING TO CHANGE

AT PRESENTH

PRESENT OR LAST
SALARY S FER

GEOGRAPHICAL RESTRICTION., .
. o
tFANY (EXPLAIN)

IF EVER EMPLOYED BY TEXACO OR SUBSIDIARIES STATE WHERE. WHY YOU LEFT AND WHEN
[4

YEARS ATTENOEDWERE YOU

GRADOU —
FROM TO ATEDR ?

NAMES OF

EDUCATION scuooLs t

LOCATION

COURSEK

GRADE SCHOOL

HIGH SCHOOL

CORRESPONDENCE. TRADE OR '
BUSINESS SCHOOL

COLLEGE OR UNIVERSITY MO. YR.{MO, YR

DEGREEK AND MAJOR

. 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 FOSSIBLE —

GRADUATE GRADE POINT AVERAGE ' ceee OF POSSIBLE cceamn

SCHOLASTIC HONORS (INCLUDE SCHOLARSHIPS AND FELLOWSHIPS) .

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

L T N AME. TITLE AND ADDRESS]
FACULTY REFPERENCES (AT LEAST THREE: GIVE NAMK. TITLE AND ADDRESS
k-4

* . LY
susJeCcT ADViISOR .
. THESIS — MASTER'S
! - DOCTOR'S
GIVE YOUR BUSINESS RECORD FOR THE LAST TEN YEARS
PREVIOUS EMPLOYMENT BEGINNING WITH PRESENT OR MOST RECENT EMPLOYER DATES
¢ FROM TO

NAME OF COMPANY FULL ADDRESS SUPERVISOR'S NAME

YOUR OCCUPATION [Tuo. YR.IMO. YR,

—t




ADJUSTER QUE

STIONNAIRE .

19

~ PERSONAL DATA ) Date:
Name: ‘Age Date of Birth *
College Address: Street City State
Home Address: Street City - - State
Phone No. ' Married? ' No. of Children Ages
(yes or no) -
- Social Security No. _

Height Weight Own Auto? Mcke & Year

' {yes or no)
Do you own home? Do you own furniture? Rooms?
Name of Parents Address
Father's Occupation
HEALTH DATA
Health Wife's Health - '
m&’Rsf physical examination ’ '

you been hospitalized or undergone surgery in the last five years? < If yes, explain.
Have you_ever been treated for a nervous or mental disorder? If yes, explain.
EDUCATIONAL DATA ‘ Mo. & Year - Average

: , - Grad. |, Degree Grade

College: ~ Name & City ) ! i
Gradudte-School: Name & City ' :
List Major Subject: Minor: "

Did you pay any of Cojlege Expense? Percentage

List Campus Activities (honorary,, scholastic, profe;sioml and social fraternities = campus offices

- athletics, etc.)

o

* &

PREVIOUS EMPLOYMENT RECORD (Full or Part Ti‘me):
City .

From To

Employer_

Best
Salary
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C. Fill out blank application sheets.

D. <Prepar'e a personal data sheet. #’”/“"" /’ﬁb% Wﬁ

E. Practice taking sample employmentZ/,gAW ﬂ(-df M

tests. he
F. Role-play in job interviews.
G. Take a test. 7 o

H. Apply for a marketing job.:

INSTRUCTIONAL MATERIALS - :
L. Included in this unit are: ) f!% 2 wM/éﬁ,ﬂ_& mdfl’,(:j/bt’
A. Study gquides and mformatlon sheets. ‘p&c@ & ) 4 é'o_/ Wﬁ%/ _

B. Visual aids.

C. Blank application forms, sample pre- ff

4 L Ot fRpesze = 2
employment tests, copies of labor 2'
- laws, interview rating st\eet. ?4 5—%&/@9%3{-0 WM;
. D DECA Handbook.
E. Tests.
F. Answer sheets.
II. References:

Bikkie, James A. Careers in Marketing: 2nd

Edition. New York: Gregg Division - : . .

McGraw-Hill Book Company, 1978.

DECA Handbook. Distributive Education Clubs

f

of America, Inc., 1908 Assaciation Drive, 126 STy T

Vo

Reston, VA 22046, 1981. ' '

>
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: j L »  INSTRUCTOR'S NOTES
, ) . Wingate, John W., Wayne G. Little, andMarland S ‘
‘ .. .
E. Samson, Retail Merchandising.

Cincinnati, OH: South-Western Publishing

Company, 1982.
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INSTRUCTOR'S NOTES

9

I-1. INTRODUCTION TO MARKETING

Suggested Time: 5-10 hours . .

-~
INTRODUCTION

This unit wili introduce the student to marketing.
It will provide him -\.Hith some of the historical
. acts of marketing. Emphasis will be placed
. throughout on:! the role of the Fllee Enterprise ’ ' ’
System has played in our Nation 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 ma;keting segment of our
American Free Enterprise System is un.dergoing
changes that will directly affect him .and his
career in marketing. He will have an appreciation

[\
of the Free Enterprise System and the part it

® o
- 130 -

*
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g . @
has played in the history of our country. The

student will ‘understand the importance of

competition and hdw distribution, production, .

A
’ A .-

and consumption are related.

PERFORMANCE OBJECTIVES | , \
On the cpmpletion of this unit the student will
be able to: ' .
1. Describe the development .of marketing
from its beginniﬁg to the pnesen't
and postulate future developments. “3
2, Identify different.types of retail stores
and service businesses. o ~ .
3, List advantages, and disadvantaées 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 &p[avh u;v#ula:“ ﬁ‘wmn (8’6,

in a free economy including his pri-

, , j,r\?/ud,um* 6? Eluo @muw@
. A vileges, restrictions, and responsibi- !

lities.

W A,
R A
7. Describe the roles of marketing and .

distribution in the various economic
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. : INSTRUCTOR®

N
systems. ~ ) ’

4
8. Describe the relationship of distribution

to production and consumption.

.

SUGGESTED'ACTIVITIES N

S NOTES

L For the Instructor: e \_'l
he bra eheo o a/zrwowf‘ tO
A. Determme and discuss unlt objectlves. G Q,t.ranu )_LW Pw

; Provide students with information 4% @zm.u,«.w/u
sheets, reading® assignments, and
study guides.

v e v [La/‘-f&'&.: “/7291'

C. Prepare audio-visual materials. 74' L. woﬂwm¢

D. Collect resource materials and deter-

mine resgurce persons. MFWW )

: e, '
\ s WQW&M m |

)

E. Provide vocabulary list. a
' 35"@1 Mudier
. F. Prepare tests. and answer sheets. R 55;;” 17

= i ":'Q! .

II. For the Student: .

A. Review. unit obj'éctives.
;X . .,
B..Complete reading assignments aid 3’lve
oral report. - §
. C. Discuss the advanfages and disadvan-
g tages of cogppetitign.
- D. View visuals that are pr'esgnted by the
+ instructor. _ -

E. Demonstrate the ability to accomplish -

the procedure outlined in the infor-

132 X

M)'

uJazLoL
b/ﬁ? d 77})31:;3,

&(SE Pa.ul
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mation sheets.

F. Take Eest.

y . .
INSTRUCTIONAL MATERIALS

References:
Ely, Vivien K. and Michael Barrrts. Starting

Your Own Marketing Business: 2nd Edi-

tion. New York: Gregg Division McGraw- .
’ ’
Hill Bopk Company, 1978.

Klaurens, Mary K. The Economics of M‘arketing: .

2nd Edition. New York: Gregg Division ol
. . ' y |
McGraw-Hill Book Company, 1978 //, v ‘ !
) . . : .
M?sgt, Ralplj E. a‘nd Patricia fv}mk Ra‘t%. _ Mar-¢ ‘ s . ) .

keting and Distribution: 3rd -Edition.

New York: Gregg Division McGraw-Hill
Book Company, 1980, ‘ .
Wingate, John W., Wayne G, Little, and Harold

E. Samson. Retail Merchand/t;ing: 9th

Edition.  Cincinnatj, OH: South-Western

Publishing Company, 1982. ’ T

Ed
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1-2. DECA RELATED

Suggested Time: 3-5 hours

-

INTRODUCTION

DECA is considered to be* an integral par't 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-

v

" keting and “distribution_principles and practices.
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The student will be motivated to become an

active DECA member.

~ PERFORMANCE OBJECTIVES

After completlng thls unit ~the™ student will be »

> ’ ‘
able to: . s ’

Hane o4 e it Wu}u Candidadk
Mp;g-f;, Lost 24 %&&M Aot
2. Define and discuss the nature and pur- \H\_uf é,ul, are A,nma/uf Z—@/‘u

. ’ szes of [?ECA. : Ww hu(j WW% |

3. Identify the organizational and demo-

1, Identify qualities needed for leadership.

3
cratic principles used in DECA. * .

4, Develop competencies needed for
leadership $ social and civic 1 ‘
activities as evidenced by holding

A r
an office or committee membership.

) 5, DeveloP' competencies essential . for
poise and self-confidence in and e
before a group as evidenced by his

performance 'at club meeti'ngs.

6. Parl;icipate' in deveIOpiné a program of 4,
o ‘ activities suitable for a local DECA / v | ' l
chapter. ¢ \ | ‘ /

. 7. ldentify DECA activities and describe '

- *

how they contribute to the learning N "

of distribution and marketing.
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8. Dev‘élopﬂan understanding of DECA and'
its relationship to the total in-
str'uctionél ﬁrogram of marketing as -
evidenced’by his total participation
in DECA activities, e

9. List the advantages'and. benefits of

being an active member of DECA.

’

A

SUGGESTED ACTIVITIES

" L For the Instructor:
A. Determine and discuss unit objectives.
B, Provide students with information

I

sheets or study guides.
C. Discuss information sheet c:onten’c.“b : N
D. Prepare-and use audio-visuals, ° ‘.,

E.,Distribute -copies of the latest DECA ’

Handhook for student reference. ‘

F. Evaluate student perfor\mancez.‘ o, ’
O, For the Student: ) ' .
A. Review unit objectives,
B. Si:udy information sheets.
C. Study DECA Handbook,
~—— %
D. Participate in all DECA activities.
E. Relate DECA to personal- career ad-

vancement., . - -
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0 jye Marketing an 8
. . t
' INSTRUCTOR''S NQTES . '
‘ F. Understand the importance of material T oo
. %presented. Moy
. INSTRUCTIONAL MATERIALS ™
- . ! - b \‘
L Included in this unit. will bes Y
he | Yoy
A. Study }id.es. . ) !
: ' % N h
" infdrmation sheets. e
- & Audio-visuals—transparencies. A
‘ , ‘. ‘{'rt“
D. DECA reference liBrary. : . V|
. 1
II References: -~ . .
\B DECA Handbook. Dlstrlbyv[Educatlon Clubs of ,\ «-' )
S T
America, Inc., 1908 Assocnatlon Drive, RetiQ" RN
')'\ L
Reston,. VA 22046, 1981. % ‘
Louisiana .Distributive Education Clubs of SR
t - ..\ ’ . - ' ’}
‘ America, Distributive Education Section, ef"

State Department of Education, Baton

\\ " Rouge, LA 70804, 1981,

Robert's Rules of Order.

*

Newly revised.
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. MARKETING RESEARCH

Suggested Time: '10-15 hours

- - INTRODUCTION

p .
Students 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. -

v

GOAL

At the completion of this unit the student will

be aware of the competencies necessary for a

career in marketing resesarch. He will have an

Y

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.
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1.

-

2.

3.

4,

- 5.

‘6.

8

PERFORMANCE OBJECTIVES

<

U;Jn the completion of this unit a student will

be able to:

Understand the reasons why consumers

purchase a sdecific product. A ‘ .
M ane atudonto ok
fastr ey Ahoni poyng# L

State the four P's of the marketing
mix.,

List the steps of the ‘scientific decision’

making process.

List career possibilities in the market- T
3 .

ing research field.

Discuss the idea of "marketing mix."

List the methods used in collectmgw

primary and secondary data as they &Mﬂ QWW
%\p)a Crola/t‘a. Qs erad % ~
relate to a specific marketing re- 2 02aonda ,gf? daiéb‘ﬂ’\a%

-

search pmblém: : . o b‘,..q_, W ST &

/./Kpply data’ gathered to a specific mar-

’ ] 7
keting research problem.

Conduct interviews of selected res-

&ww O,c;uvwxa, e tocedmirt
aumd Nt smaiklt procedwind
pandents and record responses with ;O/ULC}\_ ol \HL(." p!,pd,c C/’lﬁmé"’

100 percent accuracy.

9, Conduct preliminary research, identify ‘ -

a problem, develop the hypothesis,

and prepare a schedule,
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10, ‘Edit, ‘t.:ode., 'tabulal_:é} apal);!ze, i}nter-
pret, and prepare an effective writ-
ten_t;1arketing research report.

11. Prepare a chapter or indiyiwduAa! mar-
keting research project in accord--~

ance with the DECA Handbook.

SUGGESTED ACTIVITIES )

I. For the Instructor:

\
A. Determine and discuss unit objeetlves.

B. Provide students with selected market- a o
. ing research problems. .
C. Prepart-; audio-visual materials.

S ST pamlis o DL

D. Collect resource materials and deter«-

, Rource
mine resource persons. ( " )A 21::97% W WW
. E. Assign reading in texts and manuals. (,( ,L % W@/ S. 5 /D

F. Evaluate_student achievement.
I. For. the Student:
A. Review unit objectives. |

8. Study and critique selected marketing

research problems,
' C. Read assigned texts and maruals;

D. Relate how this unit is relevant to his

career goal. R
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—

E. Take test. ‘.

4 ¢ . °
INSTRUCTIONAL MATERIALS

» L Included in-this units
A, Mérketing research materials.
, 8. Transpanencies and filmstrips.
C. References and texts.
' D.’ Audio-visual materials, T
E. Tests. '
F. Answers to tests,
1. Refe:encesé

DECA Handbook. bistributive E.ducation Clubs of .

Americg, Inc. 1908 Association’ Drive, .
Reston, VA 22046, 1981.

Harris, E. Edward.  Marketing Research: 2nd

Editi&l: New  York: Gregg Division -
McGraw-Hill Book Company, 1978.

#

Marketing Research.  An instructiona] manual - . Co

from t‘h:e, Uni;ersity of .Ohio, Distributive
Edu atio;'t Materials La&xﬁg;ory, Colum--
gl:;cOH 43210, b

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

keting and Distributions  3rd Edition.

-Book 'Company, 1980, \ N _ ' D
. v | |
J L / . | @

14

New York: Gregg D_ﬂ\ﬁion ‘McGraw-Hill ’
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3

Kerlinger, Fred N.  Foundations of Behavioral ) _ ‘

Research. New York: Holt, Rinehart and
Winston, Inc., 1964,

S
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i-1. SETTING UP A BUSINESS

Suggested Time: 10-15 hours

2

INTRODUCTION

This unit is primarily designed to assist the

senior marketing student with the knowledge
necessary to become an entre;eneur. Emphasig,..
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 busmess.

After the completwn of this-unit the student will
have an understanding of the procedure that is . -
necessary to follo:yv when beglnn‘l’ng a new busn-
ness. He will know how to cho-ose‘ a suitable

. lccat_ion' and plan the tybe_'of building and equip-

ment to depict his chosen store image.
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' PERFORMANCE OBJECTIVES 1 -

At the completion of this unit the studeht will

be able tos

“ 1, Write the factors that would contribute MPWWM re MMM% ) |
\
to the success or failure of a small e e W Y yre s |

"t Jast a %M

2. Llst advantages and disadvantages of: .

business.

a. Buying a business. -
b. Starting’ a new business. '
- c. Buying a franchise.
3. List the |;urpose and value of fir;ancial é X

records., ‘¢ B
L) 7‘ . A4

P

4, Given a set of critéria, evaluate a R
store location, and list the steps in } \
making a traffic count. . . ,

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

- fects they would have on the busi- . - )

ness ima ge.

6. Llst factors to consider when choosmg WM o Jii ) GMJ

Y S Defme the terms necessary to the
unders¢anding of this unit.

8. List factors that are important when y CL

>

selecting a building. . T o ;

| : .
| 144 - L /

v

, a buslness location. . ’ M@/U Sreak o W.
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9. Identify: o A o ‘

a. Factors that affect store layout. &Ub‘&% LA Go WOAL(W

b. Equipment needed for different .
types of stores.

c. Ways buyildings, equipment, anlté'
layout affect the in;gge of a
business.,

10. Evaluate a store layout and make rec- _
ommendations if any are Beeded.

11, Drawfa floor plan of a store. Label
and iTntify ‘each department by

line of merchandisg. _ /

12, Contrast the e-ffect of different ' ‘
locitiens on a store's image: ‘
a. Highway. ) - ‘S
b. éhopping center. | ‘
c. Downtown (central).

d.-Secondary - shopping district. ~

e. Neighborhood.

-

? f. String street. : -
¥ 13, List the’procedures and requirements [foqr alicdendte W o
for establishing a business including \,p/bo#a,t ..,O,u’)'u/(l % '

a license, capital, prodﬂcts/sen:vtces 97Q,b 2, ((),CZULC LLF.,P/M)
to offer:" : 23‘ ane A0 %WW
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.

SUGGESTED ACTLVITIES

2

I. For the Instructor:
| A. Determine and distuss unit objectives.
8. P?ovide studénts with information
. . sheets and vocabulary list.
: N: Prepare audio-visuals, - .‘

D. Collecf Tesource materials and deter-
, Mine resource person(s), '\\ %M}
E. Assign readings in texts. Y w%%

‘ F. Prepéré evaluations suitable to this ﬂwj
. ! o
unit, _ o . - -
I. For the StudepE:
. ' ‘ A. Review unit objectiv%s., .
. B. Stud;' info;-mation sheets. .
‘ C. Cor;!plete written assignments. , ¢
)D'. Complete réading assignménts.
E. Relate this unit to his career goal.
_F. Make oral reports on surveys.
. c G. Mal-<'t-e satisfactory scgie on test appro!
=5 :

priate to this unit.

3

INSTRUCTIONAL MATERIALS

L Included in this units ’ ' .
A. Unit objectives sheet.

B. Information sheets.

o - .o

INSTRUCTOR'S NOTES

Yy gat ptardrd
hadr. oo posteidaro
Laleeer)

T

FET W3]

r
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C. Assignm?nt s‘heets.
D. Llist of resource people.
E. Outside readi'ngs sheet.
. F. Tests. | )
G. Answer sheets,
L. Referencés:

v

Ely, Vivien King_ and Ma’phael Barnes.  Starting

ha i =~ T S

* - Your OwnéMarketing Business: 2nd Edi-

tion. New-York: Gregg Divigion McGraw-
Hill Boak Company, 1978.

Harris, E. Edwar&, Warren G. Meyer, and Peter

G. Haines. Retailing Principles and

- Practices: 7th Edition. New York: Gregg
Division McGraw-McGraw-Hill Book Com-

pany, '1982.
Wingate, John W. and Harland E. Samson. gg.t_ail.

" Merchandising: ‘9th Edition. Cincinnati,

OH: South-Western_ Publishing Company, =

A}

1982,

-Small Business Administration. Many publicatiof

to aid the small businessman,
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11-2. MDE/DECA WRITTEN REPORT
o

Suggested-Time: 5 hours

INTRODUCTION °,

What is a research manual? I a factua

A )

presentat}on of other people's findings or

]
opinions on a given subject. A good resear

paper contains more fact than opinion, and tU .

M -

‘opinion it does contain i‘s the opinion of your
source--not your own, = If properly done, your
. - e
research paper should be original. What will
make it original is ’the'way in which you present
— B
the material and your clioice of what to use and

€

what not to use., ~ '

The purposes of doing a research manual are

many, but just a few are listed here: .
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1. To give experience in research, sele'c- P&bnr W Jho Ww o .

»

tion, and organization of informa- /vaﬁ“ WW'LM

Ction, - e vL‘—LQa,u/J,g, Juirarcho ande ‘

A 2. To provide others with an oréanized, ' df/ﬂd&'phum_t Lo QAL ZB LA
thorough sumniary of infor"mation,ori %Mt—/b W\'P@"i_a’"’t Mﬁc

p : %mewwpﬁm 03

‘ ' a subject.

3. To prov-ide.a learning experience which ’ : ?‘
R+ b

will contribute to the student's

; : vocational competence .for careers 7 m %W

in . mar(liet'!ng, management, and dis- MWV&'L a‘ M
’ tribution. . W(&é ~f0f"« ‘)W

4, To provide a co-curricular activity .
relating directly to  classroom o .
instruction.n & ) -

S, :I'o contribute to distributive education

- “and its educational objectives.

6. To _tegch how and where to locate in-

*  formation quickly.-

7. To teach how to organize thoughts.

8. To give the student an opportunity to
compete with " others and to gain
i rec’ognition _for ou'tstandiryg work.

L] o ,
PLANNING THE RESEARCH MANUAL

. . LN
' Most students squirm at the very thought

» of-planning and writing a research manual. Men-

\ L | | 149

-
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tally they can see therhselves wadingfthx:ough

miles of books and acres :of words to find the -

- . o =~ )
material they will need. Usually this is because
in the past they went about writing 4 research

paper inefficigntly and unwisely.

.

’

When yoyr teacher assigns a research

paper you are expected to work on it over a .

period of time. It may take weeks ot even

months to find and organize all the material you

‘- will need for an accurate, interesting report. The

assignment 'will be made «far enopg"l in advance
of the deadline to .give ydu thé necessary time,
If you _pu’t it off till the last minute, your final
réppi‘t will reveal all too clearly the fact that
you hurried. ~ Awkward organization and careless
writing will give you away., . ' .

‘ You will be given detailed information b
your teéacher about the different areas of eom-
betition in manuals, A‘ccor;iing togDECA stand-
ards there are 11 categories for competition, as

rd ]
follows: ) { .
a

1. Creative Marketing Project.
2. Pepsi Learning and Earni@ Projecty |

3. 7-Up/MDA Civic Consciousness Project.

« " 4, Phillips 66 Free Enterprise--Individual.

. S&

.
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5. Phillips 66 Free énterprise»-Chapter. “ .
6, Competency Based Events: “
' A. Advertising Services.
B. Appérel and Accessories.
: 'C. Finance and Credit.
D. Food Marketing.
E. General Merchandise.
F. Petro’leum.

G. Restaurant.

‘ will you be one of the 10 students from your

DECA -chapter to attend the State DECA Leader-

TYPICAL CAREER DEVELOPMENT -

CONFERENCE--LOUISIANA DECA
- Creative events: |
| . 1. Creative Marketing
" 2 F,ood_Marketing (CB-written)*
3. Apparel and Accessories (CB-written)

»

4, Finance and Credit (CB-written)

5. General Merchandise (CB-written)

6. Pepsi--Learn ar;d Earn

7. 7-Up/MbA Civic Consciousness Project
8. Phillips 66 Free Enterprise (Chapter)

9. Phillips 66 Free Enterprise (Individual)

¢
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@ | '
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. Finange and Credit

. ~ 8. Mathematics of Distribution--prep only.

" INSTRUCTOR'S NOTES




3

Cogperative Marketing and Distributive Edycation II : 24

’ INSTRUCTOR'S NOTES '
) J—
. ®
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. ‘At the completion of this. unit the
student will know the basic principles of good
personnel maﬁagement. Emphasis is placed on
the function of management, proper communica-
tion . techniques, and how to achieve good em-

ployee relations.

!
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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. Autacratic type,

. ( . , M
b. Laisgsez-faire type.- iy Q&M(W'WWV

¢. Democratic type.

3. Discuss the followmg statements con- St T2 W\@Uo %Uie f;l
cerning effective leadership: dnd. d,LO

, "A good leader -memmermecmes b Jhrer o/ta@rw_dz/ w
. 2. maintains respect. Wmﬁ* +o Jhew W
b. works effectively with ' . .
? people.
c. is responsive to the neéds

and desires of others.

d. is knowlecigeable. '

e. possesses high motivation.

f. is inspired and enthusi- ' . »
astic. " -

.

g. taps and uses every re- ,
' source,

4, Explain the following functions:

a. Planning.

) | 154 o
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b. Organizing.
c. Directing.
= - d. Coordinating.

e. Controlling.

S, Identify the stepiqm the decision mak-

t »

ing process:

[
'

a. Determine the objective.

b. Mai<e an analysis of the

‘ situation in the light

—

of. objectives.
o A Cons'i'der possible alterna-
J ' tives, + - = - /
' d Consider these alterna-
tives in,.light of the
situation -and weigh
* ‘ them against the prob-
" able ,éonseqye'n-ces.'
ef Decide: select l\)eét alter- .

.

PR native.

; f. -Determiné‘*whaé'shoul‘d be

done. to pul: the plan *

\mto qction ‘and xssue' g
‘ . \ , v'\' . . \ ; N
the necessary orders"

r.and instructggﬁ's to see

. that' it"is carried out. R

INSTRUCTOR'S'NOTES




-

-

Ql ogperative Marketing and Distributive Edugation II

6. List the following factors to cons'ider
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-
dreaming may cost
time and money.

d. Keep an open mind.

e. Consider that no matter

what the speaker says,

some part of it K may.

hold meaning and
benefits for you.
7. Demonstrate the rules for effective
speech.
z=
8. Given a sample situation, demonstrate
+the tips to good writing:
a, Keep sentences short.

b. Prefer the simple word or

sentence to the

INSTRUCTOR'S NOTES
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complex,
c. Avoid unnecessary words. o . .
¢ d. Put action into the verbs.
e. Usevterms thekreader can
picture'.”" ﬂ
f. Write the way you talk. '~
g. Write to express, not to s
impress. - ‘ -
9. Discuss the foundation for good em- &‘AWWW ‘Metcjestion.
ployee relatlons° ' ¢
& People “work best when
th_ey feel that their.
# supervisor 18 in=- ‘ . ' . ‘ -
terested in them., ' V
b. People like to feel they

are using whatever

ablhty they have.

c. PeOple like to know hOW'WWWPMM% 55

they st?nd the W%W—QJ UJG/AZ +o
organization.. ' . e é/u“m 'A CM

-

d. People like to get credit
’ when they deserve it. ;
& People like to be told in’ MCM“WMM” .
| the right way when (ubiotam ot Qhlocbn

they are doing some- “ﬁ@/\, W BLOTL Ao c[ /./

o
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thing wrong, but they

algso like to be told

— - - - —

the correct way t09

improve.

f. People don't like sudden WWWMQ 33
changes, but they are AL Qj\_wm,dlg(/

more apt to accept . M@JM?MAW-‘FO aa,e,q,p/t
changes lf they are O/I/\M?b

prepared~ ahead of
time,
g. People like "to receive

simple, clear, under-

’ . .
standable ins_tructions

so . 'that they know
what is expected and -’
how the supervisor
wants the job ddne.
h. People_like to work fqr a
~ supervisor ‘they can
respect and in whom
they can have confi-

dence.

i« Most- people will produce

more when there is

.some 1incentive

158
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T e '- ' ' >
present.

). One likes to feel that if

'INSTRUCTOR'S NOTES

)

o he does a good 19b hlS '

future ls secure -wnth

the company.

k. No one hkes to lose, face

among his fellow

!

warkers. -

o

"10. Given a list of jobs, select those that

require management ability.

’

SUGGESTED ACTIVITIES

'I. For the Instructor:
Ayffetermine and discuss unit objectives.

B. Provnde student with reading assig-

'ments and study/ﬁudes.
' "C. Prepare and use 8Ud10 visual materlals.
D. Prepare case studies.
E. Plan for guest\speaker.

?
F. Evaluate student performances™’

A
. For the Student: ' i

A. Review unit objectives.

B. Complete readiné assigﬁrhent.

C. Research career posslbilitxes in man-

agement.

»

L

H ame ﬁo—ﬂ.aﬁ Yranagad Aprok
e YNetivolior Ond gpu/(%&c,
hda,ﬁ.crw okle. :

B &aﬁh«w\% A o
Moo wwm
chandiees waw

Hlom M

19 fonk G, ., M

NawoYgik 10016 W’

.

M&MWW
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INSTRUCTOR'S NOTES

D. Take test.

. — INSTRUCTIONAL MATERIALS

L Included in this unit are:
A. Pretest.
B. Case studieé.
C. Information sheets.
D: Transparencies.
E. Tests,
F. Answer sheets. .
I Referenceé: . I

Hiserodt, Donald O. Human Relations 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, Bérnard A, and W, Harmon Wilson. Business

Principles and Management: 7th Edition. )

Cincinnati, OH: South-Western b.ublis,hin‘gf.

Company, 1979. .

Thomas, Robermt.r Management Training.. Instruc-

tional manual available fro& the Univer-

1 4

sity of Ohio.’
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INSTRUCTOR''S NOTES .

IV-2. THE ECONOMICS OF MARKETING

Suggested Time:s 10-15 hours

INTRODUCTION -

The learning opportunities provided in this unit
will enable stu:den,ts to unders’tand. the funda-
mentals of the economics of marketing. Included
in it will be a study of the channels of distribu-
tion, the functions of marketing, .business financ-
ing, and types of business organizations. The
student will investigat’e the forms of business and
asséss the advanta'ges of each in_terms of ease
of .'eng\ry, legal considerations, and financial

obligatiqns.” .

GOAL
‘At the completion of this unit the student will
have an understanding of those business activic

ties that direct the flow of goods and services




Marketing a istributive d.catio

\

from- the producer to the corisumer.  He will

know the role }rlarketing p]ays in our economic

system %nd will be able to make a comgarison of

the major economic systems,

PERFORMANCE- OBJECTIVES

Aftt-::r' t;ompleting this unit the student will be
~ able to:
lj Describe the various éoals of an
economic system.
2. 'Compare our economic system with
other major systems.
Xdentify the worker's role as a citizen
" in a free“ et‘:onomy including his

privileges, restrictions, and respon-

sibilities.

Compare the roles of marketing and .

distribution in the various economic
systems. s
Describe the relationship of distribution
to production and consumptiqn.
List two ways in whit;h employees of a
given firm can increase the fir;n's
profits.

List the advantages of each type of

K 23
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W&W.

H«daﬂw Panl d,w@wa,d,ow
& QWWM ,O,oc,l,a,b,am
WW&MWW
“}Qf&&hmﬁ,
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SR : INSTRUCTOR'S NOTES -~ .

" business organization, -including
_ franchjges.

8. Identify the different types of retaii -

stores and service businesses ac- ‘ .
% A- /
‘cording to their different forms of .
formeof o\ 1 |
organization, . ) v ) , - '

-

8.

9. Diagram the different channels of

(R Y

. distribution.

10. List the elements or functions of N '

marketing. S T . <
1. Discus# the advantages of the dif- : . l V,
ferent sources of capital used in ) ' X /
.0 L N - of
the formai_ton and operation of a . . .
. \\ . -« /
business.

12. List the purposes’ of financial records

t

business. . Ol et ,_jtawﬁo,l.mxvvp/vif o

13. Read and analyze an income state- WO’U.A/ W anr

and relate these to the success of a

ment, v M«dLCCtm -

14, Distinguish between industrial and e

-

consymer goo’ds.

15. Given_a'produ::t that is sold in the . . ,
_consumer market and also in the : ‘ L
industrial market, explain How the ‘

-'ﬁ;kefing process differs for each, .

<
W

163
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16. Describe market segmentation as -t
relates to the consumer's age, sei,
education, ethnic baékt_;;.round, and

o incoTe.

17. Def.ine the terms incidental to the

k study of’ this unit.
m;king decisions about what is pro-
" duced anYi how it is produced.
19. Be able to use the information pre-

i

sented in this study in preparing ‘a

speecti as outlined in theé DECA

Handboo k -

& -
20. Given his career goal, describe..

possible future changes in retailing.

and relate the effects these will
have on career'opportunities and

training needs.

¢

SUGGESTED ACTIVITIES

L For the Imstructor:

A. Determine and discuss unit objectives.

8. Provide students with information

sheets and study guides.

C. Prepare audio-visual materials.

184
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-

.18. Tell -how consumers participate in— . - O e
‘ . ?gud’ Quthew diagt oUSM'J’ZA/)
“ Qoan"” Qurane, and QOLE -

Maduead. b paerls
Lrought e Aualth
Cons cows Lonawnurd.
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INSTRUCTOR!S NOTES,
: Fal
D. Collect resource materials and deter- .

i

mine resource persons.

E. Assign-readings in texts.

the Student: .

A. Review unit objectives,

-F. Evaluate student achievement. : ‘/

- B. Study information sheets.

C. Read assigned texts.
D. Participate in class sessions with in-
structor’ and resource person.

Read and analyze a sample income
PN - !

statement. /,] ) ' s T Wﬁ Yo
F. Understand a sample balance sheet. W‘C @WQM On_ ‘

G. Relate how this unit is relevant to his ..,Q,QB/)L@’WWM/ @

career goal.

Take test,

INSTRUCTIONAL. MATERIALS

I. Included in this unit will be:

'A. Information sheets.

B. Transparencies.

Qornp
C. References and texts WWM Mu M&M‘ﬁ"

D. Sample income statements. ¢ b ift0s @i O %M%

E. Sample balance gheets.

F. Test with answer -gheet.
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lI. References:

DECA Handbook. Distributive Education Clubs of
America, Inc., 1908 Association Drive,
Reston, VA 22046,. 1981.

Ely, Vivier K. and Michael .B‘a\rnes. Starting

"Your Own Marketirig Business: 2nd Edi~

tion. New York: Gregg Division McGraw-

Hill Book Company, 1978.

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

G. Haines. Retailing- Principles and

RN

Division McGraw-Hill Book Corpany,
1982.

Klaurens, Mary K. The Economics of Marketing:

2nd Edition. New York: Gregg Division
McGraw-Hill Book Company, 1978.

o

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

Merchandising: 9th Edition. Cincinnati,

OH: South-Western' Publishing Company,

1982. ‘
’ .

Practices: 7th Edition. New Yoi‘k: Gregg.

INSTRUCTOR'S NOTES
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INSTRUCTOR'S NOTES

IV-3. PRODUCT PLANNING

Suggested Time: 10-15 hours

" INTRODUCTION | ' )
Tr;e manufacturer can continue in business only
as long as hi's pxloducts are purchased. This unit
emphas;i.zes the importance ofr.matching prod;xcts

with a very selective, changing customer.

GOAL

At the completion of this unit the student will

know how a product is'developed and the steps it

o

AJ

goes through during itgyl';f_e._-eyclt.f.""';He will

understand the function of proper packaging and
. . « by
: pricing strategigs.

¢

PERFORMANCE OQBJECTIVES,

h/('

"After completing this units,aé'the student will be
, . 9 )
able to: '
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o ¢ _ | " INSTRUCTOR'S NOTES ..,
N e
1. Define product planning.

2. Discuss how the following influence /P@,Lm:é WJ’\D'LO \H’LW,
product planning: %&Gf@/u&/ @ an %Q}t
a, Fashion. : - e u&.éﬂ./ de (o

b. Competition. b ZT“? <

c. Technalogical improvements.
d. Consumer demand.
e. Production costs.
3. Identify the following jobs in product
planning: ‘
a. Marketing manager.
b. Product” manager.
‘ c. Marketing research manager.
d.” Advertising manager.
e. Industrial salesn;an.

\

"4, Chart the following steps in the pro-

.- - ductive life cycle of a product: ‘

a, Birth : . .

b. Growth, ‘ .
c. Maturity. ) 7
d. Decline.
5. Explain the following steps in product
planning::
a. Study of the present market . -

position of the company's

.. ’ ' )
. 1
"~ »
- .
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-~

. products. ‘ - .
. 1 . Cos
* b. Development of new products. LG e

c. Improvement of existing products C ' : z‘ : { °

;’; e. Elimination of unprofitable prod- | \
! ‘. uctg.frém. the product mix. '
6. Giyen a pro‘ciuct,,idenfify' and describe \ ) - /
the stages through which the prod-
~ uct must paas'bef(dre it can be in- - ' ' ‘ ) .
r.roduced safely to the market. M .
- 7. Explaln thef‘f:imwmg terms as they’P@U’d' 5&.:.,&1)»2)06/
r_elate to product planning:
*a. Brands ‘ , WQM EB \M‘Q' W% /Q
b. Fashion; - mw ation LuML/M

‘g ~ c. Diversification.
d. Survey, " ' )
8. Given a product and knowledge of its _° ] st T

probable market, desigon an approas

- : prlate brand. ’ : : J i

.9, Explam the following functlons of, MW\H\LW upackagmoa

packagmg° , ' . L’QG'UJ"A" é’a L 2 Z‘ }‘W
. o . a, To provide a container’ for the %ﬂ \ : 4 S

i N . s

X % ' Y Y . ¢
. i product. C e
" b To prbtect\contents; Qu, W, \M,Q, %@&W "

» ’ e . @’K./ \,‘
c. To idenbify ~t.he prog\u?; . 'D/DL WCQ Wﬁ«é Q,df«d» ,
g Wc&:&m}

¢

b=t

o

Ll
g

,



ative Marketin an&
d. To merchandise the product.
e. To facilitate the use of the

- product. S

Mistribu'tive 2 ducation I

. INSTRUCTOR'S NOTES

10 Identlfy and describe certain abuses P&U‘J{_W\L&L dem J&,
) cho
. that have occum!d when a few '*’U"‘a'w"‘a‘ M& OLQCL% M

mar'etera attempt to’ escape their
responsibilities to the conqumer.
11. Given certain products and 'ma'rketing
practices of tl;eir manufacturer,
itemize arid dpcument ‘the require-
ments of the consumer laws af'tect-

»

ing these products. and practices.

W@

e Foid Pw;bo g
addvs fe el T Q’W‘
me

MMMMWM

m\ﬂﬁ:fi*m

12. Given a varlety of pricing stratzéles M "‘Q’%b C{M/JQ/A

and a series of diverse products,

identify the possible éffects of

é{:ﬁ\ pricing'strategy on the suc-

cess and profitability of the

pr,?kdt\u':t. \
13." Given a' product, identify the factors
considered by the manufacturer in’
determininid the -
' pxzoduct.k
e .
. SUGGESTED ACTIVITIES
»

price of

.

L For the Instructor: '

e, o), O
WWM
Wd,fov ,@ow7 )

‘
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. ' _ INSTRUCTOR'S NOTES e

A, Determine and discuss unit objectives.

x ; | | J&u.,g,«im oG 31%6&4
B. Prepare audio-visual materials. v&%w :

C. Callect resource materidls and deter- P QZU
. /»(!4444Q§, ’(!9‘(5{(' W

g - mine resource persons.

‘ D. Assign readings. ‘ W@t’ VP@W

E. Prepare assignment sheets.

F. Evaluate student achievement,

II. For the Student:
A. Review unit objecti‘ves.’
B. Read assigned manual and resources.
C; Reséarci’t careex:s in product “planning.

-
- ~ -

D. ‘Complete” assignments.

E. Take test, . - , ’ i '

INSTRUCTIONAL MATERIALS ,

L. Included in this unit will be: .

. A. Audio-visual mdterials. - ﬁ”pbm W a g:—.pa buﬁfu
B. References and texts. CUU"CU.«Q , ) Wﬂ (’,&?LAW/.LM

C. Tests. o ,Q;M &L(W ) Qo7 w. .;ZEJ)%S%'
NATIYS %w [ 0OO | )

D. Answe‘s to tests.
1. References:
Mason, Ralph E.. and Patricia Mink Rath. Mar-

'‘keting and Distribution: 3rd Edition.

New York: Gregg Division McGraw-Hill

Book Company, 1980.
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’

Nye, Bernard C. Praduct Planning. New VYork:

Gregg Division McGraw-Hill Book Com-

pany, 1973.
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V-1. ADVANCED SELLING

- Suggested Time: 10-15 hours

\
INTRODUCTION

coperative Marketing and Distributive Education II

INSTRUCTOR'S NOTES L ‘

S

R

Creative selllng is that discipline which sepa- pwmuxa/t— M/WU
R alratron M

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

. Y
ability to be creative,

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

’ R §
f‘(hese specific tasks are to be performed, and the
¥ 4 ‘ , stanglards of minimal acceptable proficiency

assicuated with those tasks in creative selling.

He will also become aware of the many career

-

Jreie

e ot a%_)‘

YA, (
M&/fuma/@

MOJ
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N -
.
v

opportunities available jn the field of creative

’ INSTRUCTOR'S NOTES

selling and the benefits that can accrue to him, v

L)

PERFORMANCE OBJECTIVES ot

After completing this unit Ehe student will be

able to: . ; -

Identify the specific markefing mix

rand select ar?d justify a channel of

distribution.‘ :

"Develop a sélling’strategy which .in-
cludes, ti\e channels of distributrion
and 'th_e types .of salésmen needed
to 8.;11 a pi‘oduct in a given market.

Welcom~e the .customer, -determine the

need, pres'ent suitable merchandise,

s

- dvercome any sales reslstance, and-

close the sale. . . AN ,

Increase the size of the sale by using & \H\L d,(.
an approprlate form of suggestion |’ Z.g waz/w ;0/‘.&
dl\
selling. . Mb"\?‘ an 6 %
Plan ar; effective approach, present
and demonstrate the right product,
and glose thé sale to an industriég}

’ buxer.
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Reo CLUAA..\LM \me bwo

motives to a product that will sat- W

isfy his needs. « . -

' ‘6. Identify the chief buying motives of an

industrial buyer and relate these *

7. Deteimine a‘basis for understanding the
- :

’ telephone c”ustomer'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
Sthecs Hhat amfmww puchasr
customer benefits for a specific Q M jw,d'wa.d!'! i—aw
J

product. o Aaliapesple 40 Lonunt
9, Guallfy each prospectwe customer in M»UM/«:)\/{TO W .

terms of want or need for a partic-

ulat product, ability to pay, author- émpkw Hhe LI’YL{P«O/LCO/&C«Q/
ity to buy, and accessibility to sell. B% M’“’L""@'{'D% Wm

’ I@. Prepare an effectlve customer list and . . ) Ve
/" o ] X}AA(ZUAA oo /))-'a/LLQ/U.A/_
suitable itinerary or a given
Motdae 58 RAL

territory, - AtV é—@zuou OMT@M M

11. Establish aﬁd— maintain an effective
set of customer files.
:iZ. Prepare a meaningful sales perform-
- . ante analysi.s. . .

13, Develop an appropriate compensation
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3 .

" _— INSTRUCTOR'S NOTES .
plan for a sales force handling a '

specific product.

SUGGESTED ACTIVITIES

\

L. For the Instructor:

1

-_ 7" A. Determine and discuss unit objectives.

8. Prepére audio~visual materials.

C. Collect resource materials and deter- "l—l’&/u.e_,a« MW

mine resource persons. 6; 2 a‘ZPe L W 2 A
- D. Assign readings in texts and manuals. - i ) aﬁwmm

E. Evaluate student achievement.

II. For the Student:

-

A. Review unit objectives.

B. Read assignéd:jts/";a%manuals. .
C. Research careers in credtive selling. L
D. Prepare a sales prééentatiqn as out-

lined in the latést DECA Handbook.

Cw

E. Take test. ‘

INSTRUCTIONAL MATERIALS - °

L Included in_this unit:
A, Audio-visual n;éterial?.
: B Texts and mgnuals.
C. Tests.

D. Answers to tests.

' 176
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[I. References:

DECA Handbaok. Distributive Education Clubs of

America, Inc., 1908 Association Drive,

Reston, VA 22046, 1981.

Ernest, John W. Creative Selling: 2nd Edition.
N {
New York: Gregg Division McGraw-Hill
Book Company, 1974._

Modern Salés Technigues. An instructional

manual from the University of Ohio,
Columbus, OH 43219, 1968.

Mullikin, Eleanor W. Selling Fashion Apparel.

Cincinnati, OH: South-Western Publishing
Company, 1971, /
s
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V-2. CUSTOMER SERVICES

_Suggested Time: 5-10 hours

INTRODUCTION

n‘the field of retlailing, customer services are no

longer confined to such minar efforts as offering

e

free parking, gift wrapping,( and delivery. The

revenue earned from.all types of services is be-

. ginning to rival the revenue earned from the sale

of me;'chandise. This unit emphasiﬁgea those cus-

1

' rGOAL‘ / Q

At~;he completion-.¢ 6% thls hit the student WAII

)

retallmg He ‘Wi have a nowledge of job ac-
Al

tlwtles gjaree O iea in thls articular
. P P

area of retalhng.

-
»

49
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PERFORMANCE OBJECTIVES

\After completing this unit the student will l?e

able to:
1. List the customer services used to
dupport the sale of a product and

identify those ‘services which are

LY

profit centers.

INSTRUCTOR'S NOTES ®

g

2. ldentify a useful role for customer %&&WW Sarew
services for a given business, G’tfé«?j/ WW WW)

3. List the- methods used to provtde con- O/i_

T‘nW"WWWM

‘sumer credit offered by ‘a retail Thee LA 0/5 % 1 K24 4’0/1.2/‘

.sto e. ) CJ’\OJLO.Q:CM) o (!OVPO-
. : k ‘ ' + 3B Captol ) W
025 £ 1o ,Qoml Aedit
and identify those used in mvestx-
Riszae 5o > VLS

gating applicants fo: mercantlle MM W
" ﬂ WW@UJ&

4, List the .sources of -credit mformatlon

credit. »

s, Llst thé customer -service j0b8 that are HW bm ,Oﬂ,bd.bx:&)

- associated with ‘the credlt field. Huaeaache Q_,OJUUJML/ ,l/lu Wd/‘f
M Q/M&W

"6, Devxse and implement a collection pro-

_linquent customer. CoA

7. Identify the merchandising-handling

" to gain customer good will.

cedure to gam payment from a de-~ g . ’
o 7 Calligtlonas ggrmiate Pom

services that a firm might provxde 15 W) W '
Ui pfor ‘ g
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©

8. Distinguish betweeri the accommodation

* gervices offered to the consumer

;,. . . . INSTRUCTOR'S NOTES 4 l
\

/ and those offered to the industrial

user. S "

+

9. Identify . the accommodation services. @1,@,@ ) /Qi’@xs,ago M ‘f
. that a retailer, a wholesaler, and a w > ) W .

‘manufacturer might provide to gain g

lncreased customer patronage.
- Upeahd on )t brikos " e mdustuol

10. Distinguish between'informational and Salsa M&\_MW Q.e,b'umi' -
Junchee, %,to«d/)kd ks |

. advisory services offered to the

consumer and "those offered to busi-

.' 11. Identlfy the lnformatlonal and adv1so- a W a )

ry services that a retaller, whole-w 2 .[MW W

. saler, and a manufacturer mlght ex- .,t'azll
, ; ;v (900 uurdany) Quich
tend to customers. , ) g ; ( \,,5& ‘f 6 ck“ﬂut D’WM%W

f . by |
. 12. Distinguish between thise customerm’/‘(t‘m 1

{ ]
. shopping conveniences offered by a ' . .
' s ) N Nz
) large retailer and those offered by Lt i
. ‘
. a small retailer. 3 ‘

° ' 13. Identlfy the CUstomer shopping con- H—d/lu./ Onldﬂ wla d L ::U,L/W
veniences that a supermarket; and a«.‘HAL C’/WLMMW W/UU
. ‘ department - store might offer to &WW O/Ukch o .

. Aoy
customers. . _ MU’M o % ) ‘.

14. Distinguish between those items of ) v

» B
.
5 -
» . LA o4 - ~ '
¢ 'i [ .
. ‘.
. g t
. . '
’ . .
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equipment that would be rented to .

- business firms and those that would
be rented to consumex.-s'.'

15. Distinguish t;etween those customer

services -related to consumers af

L
~those related to business customers.

SUGGESTED ACTIVITIES

I. For the Instructor: ' 3
A, Determine and discuss unit objectives.
B. Provide stqdents with reading assign-
.ments and study gui&es. .

C. Prepare- and use audio-visual materials. '

D. Collect resource material and deter- m W A,Mituu a/ué
mine resource person(s). C;(O cal aud,ai’ W *

E. Arra%ge a field trip.
F. Evaluate student achievement. .,
II. For-the Student:
.A. Review unit objectives. . VS
'B. Read assigned texts and manuals.
\y e Partici’p_at'e,in class diséussions.' i o 8
D. Relate how this unit. is relevant to his - o o

€

career goal,

E. Take tests.’

¥
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‘ INSTRUCTOR'S NOTES '
INSTRUCTIONAL MATERIALS T '
L Included in this unit will be: ’
A: Pretest. ‘ i . ) .
B. References and. texts. ; co o )
C. Transparéncies and other audio-visual
materials. ° . - . .
D. Study guides. ' q b .o ‘
- E. Tests, »
F. Answers to tests. ,
I. References: “
“Buc‘ner, Leroy M,  Customer Services: 2nd ,\ N
‘ Edition. New VYork: Gregg Division
Book :Company, 1978. ’ . .
| Ralph E. and Patricia Rath. Marlo<eting
and Distribution, 3rd Edition. New York: . ' \ ;
Gregg Division McGraw-Hill Book Com-
pany, 1980.
3eich, .Edward, et-’al. . Basic iggailing in ‘ .
Distribution.  Pitman Publishing, Corpo- - ’
ration, 1970. <
: B ' ’
' ‘ ‘ ’ .
.- .
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V-3. FASHION MERCHANDISING s . -k
Suggested Time: '5-10 hours . ' |

\ P . v -

: INTRODUCTION AN . v
! N : . . F . ) .
Training in fashion merchandising will enable the . r .

student to develop an understanding which will L ) -

enhance his pleasures of life and provide solid ‘ B ‘\
background knowledge and skills for such career ’ . : S
~opportunities as fashion marketing, advertising, ‘ ‘ S ey §

Y , ' \
the display arts, or interior decoration.

.

GOAL . T ‘
After completing this unit the student will be s s o e .
dware -c;f the place of° fashion in many things-- . pe F e “_ ‘ - )
clgthing, home furnishings, automobiles, ‘cos-;‘ . " ‘ - .
metics, opportunities in the fielg of fashion - ‘ ) S ‘ B .
merchandising -ar;d mopiieé," cosmetics, .and - »\’- .'

opportunities in personal apparel. S L | B ’ R
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-

PERFORMANCE OBJECTIVES

At the completion of this unit the 'student will -

" be able to: A - ‘ -

PR

-t I. List the ma}or fashxon centers and \%,éf
thelr individual gggtrlbutlons to the m M:‘ . t, 0 a4 'Qu

_ fashlon industry. - . ' (:(/m, MW ,Q/MHMM)
2, Describe the effects that fashlon has °. &&t@’&w "Q'O”CJL/

\ QA«, ) C’,a/u,e/uu Lo
/ on our Amencan way ‘of life. : (21;30;)1/

3 Descmbe recent ghanges of attitude - )
* toward fashion by "both men. and
"women.

4 Qutline the stages of the 'fashion.c'yc’l‘e.

5. Descr;ibe t};e changes;jthat have taken

. plaQe in the retailing of 'Ifaehio:n
apparel

6 List aeveral specxal buying consnder-

‘ atlcns a fashion buyer would have

" that a -bc;'er of staple goqu ,wculd

not be concerned with.

7 Identlfy the major design peﬂods in the

histozy of clothing. . "y

LA . —
. 8 Define special fashion terms used in

the study of this unit.
© 9 Identlfy various’ sources of fashlon v

* ldeas.
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[
2

10 List the factors that affect’ the
/2 :

development mf i@ fashion. .

\

‘N

. SUGGESTED ACTIVITIES

L For{the’ I;\istructor: - B - .
‘JA, Determine and discuss unit objectives. .
B. Provide ‘student with readin.g assign- )
menys and study gundes. ‘ - 7

C. Prepare nd use audio-visual materials: ﬁ',(l/”ﬁ) = et

D. Prepare case studies.

F. Evaluate student performance. W MW

II. For the Student:

" A. Review ;xnit objectives. - - -

. 8. Complete reading assignments and éase (
studies, |

C. Research career possibilities in fashifn ~

merchandising. » ,
D. Take test. . :
S INSTRUCTIONAL MATERIALS
L Included in ‘thls unit will bes: 3 T E ' -
s . \ N
] A Pretest. ' Ty ' ' .

‘B, Case studies.

s

‘C, Information sheets,

e

Daphion Uones

, sy Aailablti-
MMW e

E. Plan for guest speaker. ; m W [T ”@M

Wmo
o
N
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D. Texts and manuals..

E. Audio-visual materials and transpar-
encies.. . .

F. Tests.

G. Answer sheets.

1I. Referenceg: -

Everhardt, Richard, Men's Furnishings. Instruc-

tional manual a'\l/ailable. from the Univer-
sity of Ohio, Distributive Education
Ma'terial‘ss Laborqtory; &-olumbus, OH
43210, /

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

G. Haines. Retailing Principles and Prac-

tices: . 7th Edition. New York: Gregg Di-
. ST
. vision McGraw-Hill Bbok Company, 1982.

Lester, Katherine Morris and Rose N. Kerr.

‘Historic Costume:  6th Edition. Peoria,
* IL: Charles A« Bennett Company, 1967.
McDermott, Irene E. and Jeannie L.» Norris.

Opportunities in Clothing: *Revised.'

o Peoria, IL: Charles A. Bennett Company.

Merchandising. Instructidpal manual a(tailab_le

~

- from the University of Texas.

Selling Fashion Apparel.

Cincinnati,

L.

. »

“ i {‘.5 186

‘

OH: South-Western Publishing

o,
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Company, 1971.

Mystery of Sellir{g to

58

Toth, Elizabeth. Ann,

Women.
. . —
from tRe- University
Education Materials
bus, OH.
L)
- 4

Instructional manual available

of Ohio, Distributive

£aboratory,

Colum-

INSTRUCTOR'S NOTES

'
PAY 4

%
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V-4, FRANCHISING n o :

k - Suggested Time: 3-5 hours e ' \
, + " INTRODUCTfON * -7

S 'During—i:h'e past few decwmg has o . ’

rapidly grown and today"franchise operations
-

»
‘ have become an extremely important part of our

business community: ° This unit . emphasizes the

importance of the,role franchising plays in the

o

-

. American economy. N
J ; ]

-~

g
GOAL ;

Upo# completing this unit the student will be o s

{ . :
aware .of the careef possibilities in the fi? of ‘ .
( rd . . . o
. franchising, He will‘ have an understanding df the : C/
' function of franchising and will be familiar with J ’ '
~ ?. B ) ¢ . . - ] *

the various methods, techniques, _énd concé'pf.s of .

. franchising. co ' S _ )
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: o ' ' - INSTRUCTOR'S NOTES ®
' PERFORMANCE OBJECTIVES K
"\ At. the completion of this unit the student will /f‘

" . _be able to: -
" 1. Define franchising as it relates to:

a, Products.

b. Entire business enterprises,

- 1

c. Franchise operation,

2. List the advantages of frar'tc'h.ising- :H: Q_ GVV\_A#B QAL Q/\LW
. ‘ 0L cuuL CLLA -

‘a, To the franchisor.
' C,cw,u St QU W

b. To the franchisee.
; + 3, List the disadvantages of franchising: \

r - a. To the franchisor. -

L

4. Idem:lfy sources - of franchlse .oppor- &M/e’ W
tanities. \ . (éAMO}W‘U* B‘MW

TS, Deterrxie the franchlsee s nesd ior @W WWWW

~ - legal
P 9 . . . Mo
x 4 é./IBe‘nt'ify sources of financial assistance (0, 7t0s, yvtohe \Fhan G unand g4
T . available to a prospective éj ‘\1’&_ A‘_ (mm
: . . franchises, Sﬂ o ) Alrdsho diol MWMM .
/e . Ty o~ ) ) : : ' 0 , ’
. { 7. Determine sources of management and . . ’
technical ‘ai’& available to a b/u% CM/W\Q WGL ' A
. . & : -
franchisee. , R
'Y ) . 4 / ]
| " : -
/ |
L @

ounseling. J\WMWC’{A'W U
e ran o that H fpranehia 1

v 'f‘o the franchisee. . S ‘. ,
. . . 8/ ‘ M’W
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SUGGESTED ACTIVITIES

L For the Instructors
. A« Determine and discuss unit objectives.
B. Provide students with- information
sheets and study guides.
C. Prepare audio-visual materials and
transparencies.
Collect resource materials and deter-
mine resource persons.
E. Evaluate student achievement.
II. For/the Student:
A: Review unit objgctives.
8. Read éssigned texts and manuals.
C. Take field trip or use a resource
person. ’ '

D. Participate- in class éiscussion.

E. Relate how this unit is relevant to his WQSMMW/

. career éoa'l. R . WMW@ZW
Take test. , Vrdowaiiss.

,
INSTRUCTIONAL MATERIALS

L Included in this unit will ‘be:

A. Transparencies and filmstrips.

B. References and texts.

C. Audio-visual materials.
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~

D. Tests.
E. Answers to tests,

1

. References:

Ely, Vivian king and Michael,  Starting Your

' .'C"“)wn Marketing Business: 2nd Edition.

New York: Gregg Division McGraw-Hill
Book Company, 1978.

Franchising. Instructional manual available from
the" University of Ohio, Distributive Edu-

cation Mater‘ialé Laboratory Columbus, OH

43210,
Franchising.. Small Business Administration
Instructor's  Manual, Topic Eighteen,

United States Government Printing Office,

Washington, D. C.
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' ~ V-5. LAW OF CONTRACTS

Suggested Time: 5 hours

INTRODUCTION

Standards igovex"ning conduct while selfing
produqfs are set both by laws and requlations of
. ' public * authorities ' and by codes of .ethicsv
" ‘ ldeve'laped by blilsiness‘ itself, \To do his job well,
the .marketing - student must h.ave a working
kn'owledée —of business law. Of particular
' “ impoftance to him are the iaws of contracts and )
sa.les.‘ T‘his unit wjll be ‘devoted to this topic and -
" its relationship to tﬁ'e marketing student's caxleer
cbjectives.

I

. ‘ .. GOAL - .
'/ ,.< ’ _At the completion/gf this unit the student will

. ‘ . R
understand the laws of contracts and .sales and

will be aware of thé imp;ortance of using ethical
' i &

INSTRUCTOR'S NOTE "
r

*




Contract requirements:

) CONTRACT ASSIGNMENTS

N .

’
-
'

- % % N .
‘1. Complete, five (or “ten) case studies as assigned by the teacher.
2; Comp‘lete' reading assigmﬁents as assigned by the _teacher. Ag {
o N 3. Prepare an essay on the resource person's v181t to the class. (or field
" 3}
’ . . trlE, eto&) / ’ . 4 . - T
Contract electives: \ , : o
. ; n . . ) .
- 1. Intétview a lawyer on,céntract proc}dures. . i
2. Draw up a sample partnership agreement for a new business. ' N
: : : - \
3. Explain (in essay form)'why marriage can be considered -a contract. -
4, Expldin (in essay fbrm) how and why the marrlage contra y be
‘ dlschatgéd. ' y : , '
. '3 . A ' . 4
, . 5. Draw up g?ﬁ label the parts of a sample contrack. ’ ’
’ . \ ‘ AN \
b -
6. In a cartoon scene, depict a reason why a contract would be rescinded.
| 7. Prepare and eﬁplain to the class a teaching bulletin board an contracts. -
- ’ . ’ . N
8. Prepare and expllin to the class a teaching bulletin board on partner—=« ‘
ship agreemenks. ) ‘ . .
9, Write a courtroom scene for settlement of the following 81tuatlon.

Be ready to dgfend your actions.'

Margaret contracted Vlth Charlie to buy 1,500 pairs of pants to sell at, hér
boutique.” When the date specified in the contract for the delivery of the pants
arrived, Charlie announced that he would not deliver the pants. In order to have
pant§ .to se11 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 dimages to
Margaren the jury would have to estimate what profit she mlght have made on the more
1 prenslve pants ) '

GRADING: = . .. o
< , - L
.To earn a D on the contract section, a student,must“complete sAtlsfaq;orlly
- - all of the requirements and one elective. oy

fo earn’a C 'on the contract seqtlon, a student must complete satisfactérily

. L all of the rqui%ements and two electives.
A ' ; x

’ 7 To earn a.B on the contract section, a student must. complete satisfactorily
all 'of the requirements and three elégtives. .-
- ‘ 4 " v .
To earn an A on the contract section, a student must complete satisfagtorily
_ all of the requirements and four electives. , - ‘
. —_— —_— X °
' | &

a « . - \ _5 l ‘ .,
. ’
.
. .

193
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CONTRACT

I3

I, ‘ ', being of .sound- mind and
, . (student name) R4
body on ‘this ' day of h
. '(date) (month) (year)
do fully understand the terms of the contract system which we

shall use this period while we are studying .
(subject7

I understgnd that to-earn a D I .must complete satisfactorily

Y

all three of the requirements plus one elective. It iswqmy

&

goaf to earn the grade of, H therefore, I agree to
. ‘ (grade) ° . -
complete the following: ! r :

-

—

4

rs

I also understand that these items must be completed on
s N . .
*or before the date of v ) .
‘ - “(date of unut)completlon)
I reallze that if. I turn any item in early, and it ls not

satisfactory, I shall have dn opportunity to _redo it, -

-

I also understand that I may not make .q grade hxgher

N
4 than the grade for Which I have contracted. If I,contract a

.

‘grade, I must do my utmost, barring any unforeseen circum--

‘gtances, to carry out the/requirements to earn such grade. .
- . . )

(Student's signature)

4 L3
s

I ' - 7
(Teacher s signature)

-

,\~"
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" 7 . . A Bs " . .-.
" conduct in 'Husiness.  He will know why the b :
. Q _statute-of fraud‘s was enacted, /'. .’ . ! ' ., N ’ s - ’
! P o . ‘ ’ " S -
", . PERFORMANCE OBEETIVES -~ /- v e
. ) o (. ) T Je ! ‘ ’
-~ , . . . R | S
. 'When completing tMis unit the student will be 7
’ . T
4 able to: -

\'/ ¢ L List the 5 essentgah.{an enforceebi'e \‘//\@ILW LmM%e/,Uva-f ' \

contract. ) s J—%A 5%@8’711}(@(/&- .

N LT .- )2, Deflne a contract and glve an example, P ! WWJ W
, - 'of _a legally enforceablé contra;:t. A Q,W 8:5 &L%al me‘ad'
M «

s &7 2 Define - legal terms s applicable to ]
. » o . - ‘
¢contracts. - o - ' -
o - . ‘o
T 4, Distinguish between lega.l and lllegel e . e G
", contracts and'be able to list exam- " T
ples)of each, ¢ v cL
-~ * 5. List the.types of agreements that must . . .'. L , e >
¢ . - o .. \ *
be evidented i? writing to make a S . ( " . .
.contract leg enforceable. . ot ’ o,

. 6. the sev?ral ways a contract may be E% 4 0'0
%WW g%y 42

re ) discharged. - f
, , ' e \Huz, Quaterin WAMM
. W WLO /WVL‘-»LQCL QM&C/‘@'
" SUGGESTED ACTIVITIES, ‘
o J L For the Instructgr: - : ' i s
. ' . L3 . . .
/" ,  A. Determine and discuss unit objectives. ' : N
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B. Prepare inf%matidn sheets.-

/

C. Prepare and use transparencnes. o, .

. D. Plan f : . 2
' g an for resource perst_J"r;a. a' ;,Q‘ %MB‘U ﬁ,l.(d.?'v

Prepare case Studies.’

F. Assign readings from text. W NG \j\a/l/‘,«ov

.
3

G. Evaluate student athievement.
Il. For.the Student:
A. Review unit objectives.
8. Study information shee.ts.
C?}Cquilete reading assignments. .
D.? Complete case studies. ‘
E. éarticipate in resour;:e perso.n's ’ques-

tion and answer period.

F. Take test. ._

" ‘/L/a/
L Included in this unit will bez Wmﬁﬁ
n Pretet VQ/LW o w»@; oot NV
8. Information sheets. W ‘-gt._L m , J—'@

C. Case studies and solutions. \,p/&/&_, > @/LdJ/u th Qé:w
N
* D. Transparencies (University of Ohio). @’l&db é—OAJ \ULL L,l/?uf

INSTRUCTIONAL MATERIALS

E. Tests. N .o

F. Answer sheets.

eferences:
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Y

. \ o ‘. .
¢ T - . ' INSTRUCTOR'S NOTE .

D
. . .
. - -

'/ L - - . N
* '+ Ohio, . Ristributive Edycgtion, Materials

v

Lat;oratory, Columbus,.- OH, 1974.

.. 'V’Ji'ngate, John .W. and Carroll A. Nolan, Funda-

mentals of Selling: " 10th Edition. ~ Cin-

3

- - '

——memmeeeeaee and Harold E. Samson. ° Retail

. Merchandtsing: 9tf1 Edition. Cincinnati,
v i} .

OH: South-Western. Publishing Company,.

r

1982. -
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WHOLESALING *
/S
10-15 hours

/

< V'60

Suggested Time:

INTRODUCTION .

The w"ho«lesalet: plays a key r:o'le,in ti\e- channels
of distributio'n amgﬁg p'roducer‘s, re,tai%ers, and
consqmeré. This is att'ested‘ to’ l?y the fact. that .
w'holesaling, has an annual \)olumé in excess of
$500 billion.  This unit emphasizes conu‘:e!:epcies {

needed for career advancement in the whole-

[

-3 .
7 GOAL .
At the 'c;ompletion ofsthis unit the student will
be aware of the co;npetépcies n'?cessary for .
ca?‘eer entry and advancement in the wholesaling
field,  He will have -an understanding qf' the

importance of its function‘in the American econ-

o

\

fw
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omy. :He will be %amiliar withl the various meth- o | &,
- ods, techgiﬁues, and concepts ;f whdleég{ing: ) o N
- ’ + . . ' ‘ " c e ‘ ' M ' '
X PERFORMANCE OBJECTIVES | ‘
After dompleting this unit_ tH& Ystudent will”be_l \' _ ’ ’ ,
) able to; ‘. "
1. Identify those marketing functigns that : .
) ) 'a‘\e'most suitai:ly perform.ed by the .o " -
) . . "
: \! %olesaler. o <. . . PR .
~ ' - c - -
. 2, Compare the indystrial and consumer : ‘
\ markets served by the’ whplesalelr. . -
\ 3. l¥entify the factors mariufacturers must
‘ consider in detérmining the channel .7 -
i / distributiop‘best suited to mar- .
keting their products. L - o
4. ldentify the factors which gffeét the - . '
. length and width of the cr;‘annel of
. | _ distributic;n best suited to Lnarkét- " . : B
) ! 'in;; a specifit manuf,acturer-'s Ct ‘
product. ‘
5. Determine how wholesalers add value ' .
_ y“’ ‘ - o the gonds they~. handle, thus , 7 7 ‘
) .. -bringing bt::n’efiislﬁ& the t;oir;sumer. : \ d . ' )
7 - ’6.. Identify those marketing johs ‘associ-‘
’ "4

gte"d with wholeéaling'.

G
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Ea

’ ‘7. Distinguish between %gose job activitie
- g ween #ose | vities W Ui W-‘%@«W
) _ #ssociated with buying, sales and M
/ : : WCP«VM

promotion, office and custorSer‘iser- . P %
5 . “ vice, and merchandise handling as T o - /
- they rel'at) to wholesalirg, - e ‘ B ' T RE
8. Select several éustamer services that A ' B .
are often very effective but not oL, - . -
expensive for the wholesaler to ¢ :/_ "',
provide. . ' - % |
9. Identlfy the sources of.data that a Wm w e
| whol‘esale firm may use in product A Mw&/ﬁajwﬁ
_planning and specify, the method % m
. ' ) used to evaluate each source, - ) /\
. 10. Identify" the steps a wholesaler mlght %% Q//\WWW
-~ . tak%to «develop & potential prwate- Mx&?”b MV&UJ
et " labef product and market it. . Jatd F oo
' o= 311 1dentify the. methods a large whofe- ) ' - o (-
i ) - saler mighit use to check and record ~ T . o , )
+ an incoming shlpment, ¢\e types of. e V - . . <
" matenals—handllng equnpment used / , ' ) o

: - . 40" store goods and pick orders.

’
12. State and explain the inventory meth- W g W"‘P-W
M -
’ *  ods specific wholesalers might use. Mlﬁ m\%‘dﬁ

v

13, Identify the promotion straﬂ:egy a

grocery whélesaler might employ. 3 ] . -

»

o o T |
% ‘ : a0 Lo : ’ T
', B .‘-

oo \ TG
. , . Ruu ..
Qo vz . . . ‘ 5/-
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2 . ~ . .

14 Identify the elements of pron]o_tioﬁ ’ ' - . R

strategy a-wholgsaler in some other

d ' ; .
product ‘line might use, ’ . . . -~

£y

e
, &

K}

~

15. Identify the type or types of whole- - ) .
P A e - , /
. _saling-_specialists "best suited to, ) e

~ ’

e s .operate”-in each mai'ke'tir_tg -trans-

. "+ actiory environment. - ,
o . - . \' . '
+“16. ldentify the ihdustry trends that.will 4‘ .
affect ‘future career conditions in a .

selected, wholesale*firm. . o L

.
ph 2 . ,

SUGGESTED, ACTIVITIES - L \

- »
..L For the Instructor:  ° K : - '

L]

~ A, Determine and discuss unit objectives.
8.. Pr ide students’ with' information N
sheets, stud)} guides and job analy-

¢ sis gheets. : e o
- - e . z

. o
v N

é. Prepare’ audio-visual materials.

- D. Collect resource materials.

-

E. Determine resource persons,

>

F. Plan field trips.
G. Assign readings on careers in whole- .

- saling.

H. Lead class discussions on job oppor-

tufiities in wholesaling.

. 4
Ve . »
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-

I. Evaluate student achievement: '
7/

a. Test.,
" b Manyals.
II. For the Stu;ien!::.
A. Review L.mit“ objectives. /
B. C_omplete ;'eading assignments.
C. Study informatioq sheets anzi study
guides. v
D. Indicate step-by-step plans for becom-
ing proficient in a ~wholesaling.
capeer. Include plans for improve--
ment in-school and at the training
station. Y&
E. Review career pamphlets and make

oral presentation to the class. ,

F. féke test.

INSTRUCTIONAL MATERIALS

I Included in this unit will be:
/'\. Information sheets.
B. Study guides. - ]
’ C. Job analysfs sheets. |

D. Audio-visual materials.

E. Texts and manuals.

4
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L . INSTRUCTOR'S NOTES 9
) F. Occupational’handt?ggks. o y ' . S \ .
L ) N e : : a7
G. Vocabulary list. ) ] 3
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