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Critical feedback from the business community

regarding the competency development of young workers

invariably dwells on the area of the affective domain;

yet research studies indicate that the instructional

program consists almost entirely of teaching marketing

functions--"the steps of a sale", the "how to's" of

performing tasks with little, if any/ time spent in

the area of career development in preparation for the

broad field of marketing--the affective domain

area...(13).

Since this observation by Kenneth Rowe over a decade ago there

has been .ittle change in the way we prepare students for careers

in marketing--except an increased emphasis on the cognittve and

psychomotor domains brought about by the heightened visability of

technology. While no one will dispute the importance of

technology in our society/ recent studies (2) confirm that/ in

marketing, capabilities in the affective domain continue to be

viewed as the most essential by potential employers.

The need to prepare students in the affective domain is

recognized in every major marketing education curriculum model

and some efforts have been made to provide for instruction in the

affective domain (10). Nearly all of these attempts, however,

have resulted in cognitive-oriented manuals and materials rather

than methods which facilitate the development of affective

responses. A major reason that marketing educators--as we" , as
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other vocational educators- -have not ventured beyond cognitive

approaches is that they do not feel equipped to provide learning

experienne fx the affective domain (6).

The purpose of this article is to identify effective

strategies for developing the affective work compotoncies of

marketing education students. These strategies include teaching

procedures, acquisition of skills and materials for teaching in

the affective domain, and implementation considerations.

Teaching procedures in the affective domain should be

selected on the same basis as teaching procedures in the

cognitive and psychomotor domains. They should be selected on

the basis of their relevance to the type of performance to be

developed (9).

While there are many specific affective concerns in

marketing, they can be grouped into three broad types of

performance categories--solf concept, human relations skills, and

work attitudes. Self-concept, self-esteem, or self-image is

directly manifested in the work setting in terms of confidence

and is generally the foundation for success in other affective

areas. Human relations skills calls for consideration,

attentiveness, and fairness in dealing with supervisors,

employees, co-workers, or customers. Work attitude includes

concern, willingness, loyalty, dependability, reliability,

cooperation, productivity, honesty, responsibility, values,

initiative, independent work habits, and enthusiasm regarding the

job or company.

4
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Procedures for Developing Self-Concept

The most effective techniques to *oring about self-concept

development involve providing the student with opportunities to

successfully overcame feared situations. Mini-public speaking

experiences, with a focus on positive aspects of the results

have, for many years, been used by private sector self -

improvement courses to attain this end. A series of such

experiences is readily adaptable to the marketing education

program. Outside interview assignments which take the student

into the business community can also provide an opportunity for

successful results under anxious circumstances.

Goal setting techniques can supply marketing education

students with a mechanism for planning which, in turn, can lead

to self-concept development. In addition to giving the student a

sense of purpose, the goal setting process involves breaking

large goals into smaller attainable objectives. Achievement of

small scale objectives provides the self-concept foundation

necessary for larger undertakings (3).

Many single session in and out of class activitiea have been

developed which can be adapted (5) or directly applied in the

marketing education program. Some of these activities such as

listening to motivational speakers and cassette tapes, or reading

inspirational materials, are trigaering activities which cause

the student to be aware of the importance of self-concept and at

the same time motivate and set the stage for conscientious

efforts to develop in that area. Other stand alone activities

5
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like positive imaging (e.g., writing your own success story);

inventorying of strengths and personality assets; enumerating

one's past successes; group activities designed to recognize andk
acclaim the positive characteristics of group member. (e.g.,

creating advertisements or developing awards featuring group

member's strengths); and dress up days all have tho effect of

imagajadain. When used indepentiontly, these single session

activities may have only a minimal or temporary impact. However,

when linked and/or used with other on-going activities they can

make a useful contribution to the devlopment of the marketing

education student's self-concept.

Positive affirmations can be used as a single session

activity or taught to marketing education students to use on an

on-going basis. These positive affirmations, or reprogramming

statements, are positive statements made repeatedly by the

student to develop the habit of viewing himself or herself

positively and to crowd out negative thoughts (11). A variation

of this technique is the process of the teacher coordinator

supplying generic positive statements (thoughts-for-the-day) to

the class on a daily basis.

Another on-going approach to the development of self-concept

is the use of positive social reinforcement techniques by the

teacher coordinator, Social reinforcers include attention (i.e.,

looking at, answering, nodding, etc.) smiling, and verbal

statements. To be an effective tool in improving self-concept it

6
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is critical that positive reinforcement be both timely (14) and

genuine (1).

Two existing components of marketing education programs--the

cooperative method and vocational student organization--have on

occasion received credit for facilitating student self-concept

development. The mare presence of these methods in a program

doss not, however, guarantee development in the area. To

contribute, a cooperative placement must represent an opportunity

for real adhievement in relation to the student's capabilities

and an environment in which positive feedback can be realized.

Successful participation in DECA competitive events can be a

factor in the self-concept growth of a fortunate few. The

greatest opportunity for growth via DECA activities, though,

rests in the potential contained in the Mrit Awards Program and

carefully designed chapter service activities (i.e., helping

those who are in need).

Procedures for Developing Human Relations Skills

Acquisition of effective human relations skills requires the

application of interpersonal principles Which have proven

successful over time. Consequently, the initial steps in

developing these skills call for development of a cognitive base

of appropriate interpersonal behaviors. Repetition of the

principles and visualization of applications through examples,

cases, skits, and video demonstrations can provide such a base.

Inowledge of appropriate procedures alone, however, does not

translate into human relations skills. Development of effective

7
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interpersonal performance requires practice in interpersonal

settings. In the classroom, role plays give the most effective

approximation of actual situations. Through the use of

experiential assignments which require application of principles

in pre-determined or calculated situations at the training

station, in the business community, or at DECA events it is

possible to move beyond the artificial environment and into the

real world. An extension of this technique is to assign students

to apply human relations principles in business and social

situations, as the opportunity arises, with the requirement that

they report back on the results.

A technique which incorporates steps at each level of

interpersonal development is behavior modeling. This approach

involves live modeling of the desired behavior by the teacher

coordinator and is followed by behavior rshersal (role play,

simulation), social reinforcement by participants, and activities

to foster transfer or generalization to real-life situations(8).

Conflicts and potential conflicts which arise in eadh of the

marketing education delivery settings can be capitalized on to

facilitate human relations skills development through the use

of the coaching technique (see Orth, Wilkinson & Benfari (12) for

procedures). As an outgrowth of program activities, the teacher

coordinator also has frequent opportunities, through the practice

of appropriate interpersonal skills, to reinforce human relations

principles and to teach by example.

8
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Procedures for Developing Work Attitudes

Attitude development also requires a cognitive foundation.

The first step in establishing this foundation, the

identification of those attitudes which are of major concern in

the workplace, can be readily accomplished through the use of a

work attitude self evaluation at the beginning of the term.

(Employes rating scales used for coop and school store evaluation

typically include these work attitudes as well as human relations

skills.)

After initial identification, differences in work attitudes

dictate that they each bo addressed separately. However,

commonalities in the nature of attitudes permit the use of

common techniques to facilitate their development. Accordingly,

completion of the second step in the foundation calls for casts

studies, critical incident method, inquiry training model,

selected values clarification techniques, or any other method

which will enable marketing education students to discriminate

between approrriate and inappropriate attitudes.

Just as knowing the principles of human relations skills

does not insure application, though, being able to discriminate

between appropriate and inappropriate attitudes in the work

setting does not insure adoption of suitable work attitudes.

Attitudes must be practiced to develop.

The transition from knowledge to implementation can be

facilitated by teaching students to employ the concept that in

order to develop desirable attitudes, one must act as though they
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have the attitudes. Opportunities for marketing education

students to assume and practice newly formed attitudes exist in

all components of the program.

In the classroom, chances for controlled practice will vary

with the attitude being focused on. Strengthening of reliability

and dependability, for example, can result from the employment

and reinforcement of guidelines and eructations which simulate

the work setting. Cooperation and other attitudes involving

interaction can be enhanced through supervised group activities.

Independent work hnbits can be improved by emphasis on, and

positive feedback for, in class and homework assignment

completion. Many other attitudes can be advanced through the

use of the behavior modeling technique whidh incorporates both

controlled practive (rehersal) and social reinforcement.

DECA activities also provide a forum tor controlled practice

and reinforcement. Many opportunities discussed in relation to

the classroom have parallels in the vocational student

organization. In addition, assignments related to chapter

projects are especially useful for the supervised practice of

responsibility.

In order to progress in any affective area, the most ideal

situation for application and practice is the real world setting.

Merketing education programs have available one component which

closely approximates and one whidh meets this criteria for work

attitudes. In addition to providing experiential opportunities

for growth in attitudes, both the school store laboratory and the

0
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cooperative method traditionally utilize a built in feedback

system: the employer progress report. As noted earlier, these

documents typically have a heavy focus on work attitudes as well

as other affective concerns.

Efforts to "catch" and rinforce students exhibiting the

desirable attitude, im all of the marketing education delivery

settings, should be concentrated during and immediately following

step two instruction (above) and controlled practice in an

attitude. Application of all positive attitudes should be

intermittently reinforced on an on-going basis (14).

As with hwman relations skills, adoption and integration of

positive work attitudes by students can be expedited by both

coaching and role modeling on the part of the coordinator.

The potential for students to have benefit of these methods in

their work attitude development should also be a major factor in

the final selection of training stations and placement of

students.

Acquiring the Skills and Materials to Facilitate Development

Many of the teaching techniques useful in assisting student

d,velopment in the affective domain are in tbe repertoire of

teacher coordinators. Those that are not can be acquired. Since

few teacher preparation programs deal with techniques for the

affective domain, acquisition may require independent efforts.

Those efforts can range from personal research and

I 1
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experimentation to participation in commercial self-iaprovoment

programs.

Whre a cognitive base is required, those manuals and

materials mentioned earlier can provide one type of content

resource. In addition many excellent resources can be found in

the popular self-improvement literature. And at least one

program is on the market which includes suggested activities for

the student as well as cassette tapes and printed materials. A
list of selected resources, found at the and of this article,

along with 'several references cited earlier, will provide the

reader with a starting point for ideas and materials.

Implementing the Affective Curriauluu

Successful implementation of the affective curriculum,

however, goes beyond knowlydge of techniques and available

materials. Preparation and application of instruction in the

affective domain demands a different approach and mind set than

the cognitive and psychomotor domains.

Planning and organizing for affective outcomes entails a

more pervasive plan of attack than the other domains and

contingencies must be calculated to capitalize on life

experiences. Significant affective development will not occur as

a by-product. Therefore, although it is mere difficult to'

measure, instruction in this domain must be designed with

specific outcomes in mind and learning experiences must be a

planned part of the total marketing education curriculum. At the

12
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same time, plans must hitchhike on experiential components of the

program both as they are scheduled and as they present

themselves. As the discussion of techniques isplies, the teacher

coordinator must plan to be "on stage* and alor':_ for teaching

opportunities continually.

Sequencing in the affective domain also calls for somewhat

different strategies than the other domains. In order for

desirable affective behaviors to maintain they must be developad

over time. One *portant sequencipg consideration, therefate, is

that developmental activities should, on a planned coordinated

basis, be spread throughout the program. Secondly, units and

sub-units which am scheduled intermittently must be close enough

to build on previous successful experiences and at the same time

spread out enough to allow habituation. A third sequencing

consideration arises from the tenet that a healthy self-concept

can provide the basis for success in human relations skills and

work attitude and, conversely, successful interpersonal

experiences and feedback from positive attitudes reinforce self-

concept. The consequent consideration is that instruction in the

three affective categories can be scheduled alternately and in

some instances concurrently.

Met critical to successful implementation is the teacher

coordinator's attitude toward the affective domain. Student

accaptance and involvement in developmental activities is highly

dependent on the teacher coordinator's attitude. Since

development takes place over time, that attitude often must be

3
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maintained in the absence of clear feedback regarding the

effectiveness of the teacher coordinator's efforts. Also crucial

to effective implementation is the teacher coordinator's approach

to instruction in this domain. Because affective growth occurs

primarily as a result of learner-contored activities, the teacher

coordinator must approach instruction in terms of assisting or

facilitating the development of marketing education students

rather than "teaching to" them.

Evaluation of progress in the development of affective work

competencies must also be dealt with in different terms than

evaluation in the other domains. As noted earlier growth in this

domain occurs over time, thus many affective behaviors,

especially in the self concept category, will not manifest until

after marketing education students have lett the program. In

addition, important affective outcomes for marketing education

students relate to the work setting rather than the school

setting. Accordingly, the teacher coordinator mAst look to

observations made in the work environment, and reported on rating

scales, for feedback regarding those affective competencies eich

exhibit growth within the time frame of the program. And, for

other affective work competencies, he or she must rely on the

knowledge that proo*dures.such as those described in this article

do, as private sector program results indicate, lead to

development over time.

1 4
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Conclusion

For many years employers (4) and others (7) concerned with

the preparation of students for careers in marketing have been

calling for an emphaais on the affective domain. While some work

has been done in this area, its focus has been on knowing what

behaviors are appropriate. Effective results in the affective

domain require methods which enable students to develop useful

affective behaviors as well as know about them.

Methods related to desired affective outcomes are

identifiable and within the reach of teacher coordinators.

Actual implementation of instruction in this domain, however,

means that teacher coordinators must accept new ways of

approaching and organizing instruction, take on new habits, and

adopt positive attitudes toward instruction in the affective

domain. Such initiatives must take place if marketing educators

are to fully prepare students to perform effectively and succeed

in marketing occupations.

1 5



Affective Work Competencies

15

SELECTED RESOURCE LIST

Canfield, J. and Wells H. C. 1976. 100ams_t2imbilmaijulg
concept_inthe classrpom. Englewood Cliffs, N.J.:

Prentice-Nall.

Carnegi, D. 1981. pow to win friends and influence people. rev.

ed. New York: Pocket Books.

Nightingale, E. 1986 The new lead tha rigid. Chicago:

Nightingale-Conant. Audiocassette program.

Peale, N. V. 1985 ThijauLiAguagjajamitin_thinking. New

York: Warner Audio Publishing. Cassette recording no.

88276.

Thayer, L. 6 K. Beeler, eds. 1976. AffectiveL educatigns

Atrategiacjimjnexiwitialatiuming. La Jolla, Calif:

University Associates.

Thayer, L. ed. 1981. 50 stratecies for experiential learnina:

Book two. San Diego: University Associates.

Bigler, Z. 1978. Nee you at the top. Gretna, La.: Pelican

Publishing.

Bigler, Z. 1979. The NI Can" coursg. Dallas: Positive Life

Attitudes for America. Course package.



Aftective work Competencies

16

REFERENCES

1. Formant S. G. 1987. "Affective and.Social Education." Inhallaytion of cbildrewanit youth,

edited by C. A. Maher and S. G. Formant 23-108.

Hillsdale, N. J.: Lawrence Erlbaum.

2. Gaedeks, R. M., D. E. Tootelion, & H. F. Schaeffer. 1983.

Employers want motivated communicators for enty-level

marketing positions: survey. NarkOing News, 17.

3 Grover, R. L., 1981 Self-confidence: key to an

individual's potential. $unarvision 44: 14-16,

4 Hutt, R. W. 1977. Looking at cooperative distributive

education from the employer's viewpoint. DE Todax.

Winter, 10 (2): 2.

5. Laird, D. 1985. Approaches to trainina and_ development.

rev. 24 ed. Reading, Mass.: Addison-Wesley.

6. Leach, J. A. 1980. HUman aspects of work: Moving back to

the basics. Industrial Education, (March): 15-17.

7 Loveless, A. G. and R. Egan. 1968. 212, distributive

education curriculum" as evaluated by businessman an4

Logan: Research Coordinating Unit for Vocational

Technical Education. ERIC Document Reproducation Service

No. 021135.

7



Affective Work Competencies

17

8. Maher, C. A., S. A. Cook, and L. J. Kruger. 1987. "Human

Resource Development". In LISUAY.i.U.11._ARRXRAch_t2

education of childremand youth, edited by C. A. Maher

and S. G. Forman, 221-252. Hillsdale, N. J.: Lawrence

Erlbaum. Hillsdale, New Jersey: Lawrence Erlbaum

Associates, 1987.

9. Mager, R. F. and K. M. Beach. 1967. Developing vocational

instru4ion. Belmont, Calif: David S. Lake Publishers.

10. Meyer, E. C. & D. Newman, In press. Effects of a commercial

self improvement program on the work adjustment skills of

cooperative marketing education students. Journal_ot

Vocational Education Research.

11. Nadler, B. 1985. Success Throuah, Self Confidence. New York:

Warner Audio Publishing. Cassette recording no. 67571.

12. Orth, C. D., H. E. Wilkinson, and R. C. Benfari. 1987. The

managers role as coach and mentor. Organizational Dynamics,

15:66-74.

13. Rowe, K. L. 1974. "What's New in Marketing. In Current

persnectives in distributive adveation, edited by M. K.

neurons and G. Trapnell, 260-269. Ddbugue, Iowa:

Kendall-Hunt.

14. Sulzer-Azaroff, Beth and G. R. Mayer. 1977. Annlvinq

behavior analvsis nrocedurap with childrenLan4 youth.

New York: Holt, Rhinehart and Winston.


